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When you sella BEAVER 


... you make a friend! 


THE BEAVER MODEL-A HEAVY-DUTY 
PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


— 


77 
a 


& 


@ A heavy-duty '*” to 2” 
pipe and bolt machine range 
with geared tools and drive shaft 


Leader in its field for the past 20 years. Weight, 365 


SJ 


THE BEAVER MODEL-B PORTABLE 
UTILITY PIPE AND BOLT MACHINE 


RANGE: 1/6 to 2 INCHES 


® A medium weight 
utility model '*” to 2” pipe 
and bolt machine range 


8” with geared tools and drive shaft. Aluminum body 


THE BEAVER MODEL-E, LIGHTWEIGHT ECONOMY 
MODEL, PORTABLE PIPE AND BOLT MACHINE 


RANGE: 1/8 to 2 INCHES 


@ A lightweight economy model '*” to 2” pipe 
and bolt machine’ range up to 8 with geared tools 


and drive shaft. Welded base. Weight, 185 lbs 


@ Backed by more than 50 years experi- 
ence and “know-how” in the manufacture of highest 
quality pipe tools and machines, BEAVER products 
have justly earned consumer acceptance in all 
parts of the world. And, a constant policy of 
friendly service has built a tremendous amount of 
good will among users and distributors alike. 

As a distributor, it is greatly to your advantage 
to sell your customer a product which will give him 
complete satisfaction and trouble-free performance 

thereby eliminating irritating and costly service 
calls on the part of your salesmen. 

When you sell a BEAVER—you know that your 
and that you have 


customer will be pleased... 


made a friend. 


Want catalog of complete line of hand and power tools? 


ER 


216-300 DANA AVENUE WARREN, OHIO, U. S. A. 


THE BEAVER MODELS Ci and C2 
PORTABLE POWER UNITS 


@ Rugged and powerful. Gears 
run in oil. Many patented features 
Popular the world over because of trouble-free 


performance. Made in two models. 
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Human Relations—An Editorial 
Substitute Persistence for Pleasure 
100 Attend Cleveland Regional Meeting 
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Human Relations—Your Key to Greater Profits... 2... 0.600 ee 105-136 


Introduction 
Communication 
Job Analysis 
Interviewing 
PR PEEELEEL LETT CTL ee ee ee 
Orientation 
Training 
Sales Training 
Office Training 
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Enthusiasm 


Physical Facilities 
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The First Name in Wrenches & Shop Tools! 


ACCEPTED ADVERTISED 


and used by Industry's craftsmen as standard consistently and forcefully in industry’s most- 


So accuracy, quality, durability since 1869. read business publications with the statement 
“Buy through your Billings Industrial Dis- 


tributor”. 


MERCHANDISED 


and promoted through direct mail programs SOLD 


which build sales and goodwill for Billings and distributed in strict conformance with 


Industrial Distributors. Billings Selective Distributor Policy. 





now Introducing new members of our family... 


—s ee 






































> > ; - 
SCREWDRIVERS PUNCHES COLO CHISELS : a" Square Drive SOCKETS 
Eleven Patterns Six Patterns Two Styles & PARTS “Midget” Series 
63 different sizes 34 sizes 20 sizes in Choice of 4 Sets or 
Separate, individual parts 


endveevs.-- BOOTH 128 hifi" 11%%3 corer 
HE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 
Industrial Forgings & Shop Tools since 1869 
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Ads for Locknuts, 
Lockwashers Reach 
Purchasing Agents 


To stimulate the sale of Link-Belt's 
complete line of locknuts and lock 
’-time advertising cam- 
paign will be Purchas 
ing News’ magazine in 1953. A 
local tic up to this eftort is the 
placing of a copy o 
in the hands « 
agents in your terri 

The Link-Belt line of 
and lockwashers 
black that assures 
resistance. In addition, they are 
vibration-proof, burr-free and are 
precision made to ABEC and SAI 
standards for shafts from 4 to 
7'16 in. diameter 


washers, a |. 
used in 


lox knuts 
has a special 


finish rust 


Ewart Detachable 
Link-Belt Offers 
Wide Application 


Ewart Detachable Link-Belt con 
tinues to be the most widely used 
chain for the lighter types of ele 
vators and conveyors. It 1s also 
in demand for the transmission of 
power at mod- 

erate speed | 
Recognized as ‘i 

the standard ce i 

tachable chain, 

its long-stand 

ing popularity is proof of practi 
cal utility, economy and depend 
ability 


Link-Belt is made of 
} 


Ewart 
highly perfected 
having physical properties espe 
cially developed to withstan 
shocks and strains encountered in 
sprocket chain operation. For 
chains operating under gritty or 


malleable tron 


very abrasive conditions we rec 
ommend Promal, Link-Belt's 
nger metal 


stronger, | wearing 














Screw Conveyors Handle 
Many Tasks at Low Cost 


CONVEYING System of heli 
id screw ¢ ( noves 


layl i 


Tapered scvreu 


ulpt “ur 


FEEDING 


feeder cont lo j 


Heli oid con 
oaster by prod 
plant. 


COLLECTING - 


ucts in 





ELEVATING — Lint Belt Rotor 
Lift provides postive Le 


) 


Perhaps the simplest form of con 
veyor, the screw conveyor, 1s also 
one of the most versatile and eco 
nomical. Built by Link-Belt in a 


complete range of 
* Sales 
Veeling 
ia Print 


types and sizes, it 
effectively per 
forms varied 
functions on 
many bulk mate 
rials 

Just off the press is a new 92 
page Link-Belt book—No. 2289 

that details a complete line of 
components, Link-Belt builds con 
veyor shafts, hangers, end 
thrusts, troughs, spouts, gates, 
trough ends and drives. Also in 
cluded are dimensional data, com- 
ponent part numbers, selection 
tables and horsepower formulas 


screws 


Move Many Materials 


There are many applications for 
screw conveyors. They handle light 
or heavy materials—fine or coarse, 
granular or flaky, 
hot or cold, wet 
or dry, sluggish 
or free-flowing 

In fact, almost 
any bulk material 
you can name has 
been successfully 
screw-conveyed 
from apple pom 
ace to oyster shells, 
tobacco 


Fill Varied Functions 


Screw Conveyors convey, elevate 
and control the flow of materials 
They are also used in processes 
requiring batching, mixing or agi 
tating, blending or aerating dry 
or fluid ingredients. They provide 
crystallization or coagulant action; 
keep solutions in suspension 


from coal to 


Economical to Install 


Operating effectively in horizontal, 
inclined or vertical positions, Link 
Belt’s versatile, compact screw con 
veyors are readity adapted to con 
gested Their compact 
construction and simplicity of sup 
ports permit installation in any 
location, with assurance of efficient 
operation 

Link-Belt Screw Conveyors are 
accurately made for smooth oper 
ation and complete interchange 
ability. They're ruggedly built to 
withstand severe operating condi 
tions. Backed by Link-Belt’s vast 
experience, they assure perform 
ance-proved dependability 


locations 
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See Link-Belt at 
Triple Industrial 
Supply Convention 


Link-Belt will be well repre 
sented at the Triple Industrial 
Supply Convention in Miami, 
April 12-15. Many of its sales 
executives will be at the Con 
ference Booth and in the Link 
Belt hospitality room to greet 
fellow members of the great 
industrial supply fraternity 

A 2-page message of inter 
est to distributors of power 
transmission and conveyor 
products appe ars clsewhere mn 





this issue 





New Book 2092 
on Car Spotters 


Every railroad siding represents a 
potential sale for a Link-Bele Car 
Spotter with which one man can 
move up to six loaded freight cars 
fast, easily 

Throughout industry you ll find 
other applications: moving barges 
or ships, shifting loads in and out 
of ovens and furnaces, pulling 
heavy shop trucks, dragging along 
the ground. In fact, wherever rope 
pulls up to 10,000 Ibs. are re 
quired, a Car Spotter can do the 
job 

New Book 2092 includes com 
plete specifications, together with 
new application photographs 
Link-Belt drum type pullers are 
also described. 


Link-Beit Car Spotter at work on 
a printing plant rail siding 





LINK-BELT COMPANY 


Plants in 
Indianapolis « Philadelphia 
Chicago + Adlanta + Colmar, 
Pa. « Houston + Minneapo 
lis « San Francisco + Los 
Angeles + Seattle 

Offices in Principal Cities 

















Industrial 


| 
Distribution 


Here's a keyed list of the dramatis 
personae on our cover: 

1. Packer Order Assembler 
Checker Truck Driver 
Receiving Shipping 
Outside and Inside Salesman 


Stenographic Inventory 
Clerical Credit 


with =. A . Management 


Office Management 


THREADWELL'S , Sc... 


Needless to say, we are not restrict- 
ing distributor personnel to 17 peo- 


56 PAGE P : ple. Each individual pictured is but 
: a symbol, there may be several em- 
r , ployed in the same capacity. 
Publisher 
“gt Sa Arch M. Morris 
P Editor Walter F. Crowder 


Managing Editor Raymond W. Barnett 


os cay Associate Editor John A. Wertis 
hor; Associate Editor D. A. C. McGill 
eet Associate Editor Robert Slater 

ph agile: (Chicago) 











Assistant Editor George L. Bottari 
Assistant Editor Leugel Foss 
Assistant Editor J. Van Ness Philip 
McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, San 
Francisco, Washington, D. ¢ 
McGraw-Hill World News Bureaus in 


principal cities 


District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; H. L. Keeler, 


Send us the coupon : Los Angeles; J. Cash, Dallas. Business 
P 5 Manager, W. A. West. 
and we I tush } \ April, 1953 Vol. 43, Ne. 4 


Industrial Distribution 
Member of ABC and AT 
(formerly MILL Surriine with which are 
consolidated INDUSTRIAL SELLING, INDUS 
TRIAL DisTRipeToR AND SALMSMAN and 
MILL. SUPPLY SAL@SMAN 
founded by Ernest H. Smith) 
Published mont an additional directory 
numbe in Dece r MeGraw Hill Publishing 
Company Im James H MeCiraw (1860-1948 
Founde Publication Office, 99-129 North Broadway, 
Albany |, N. Y. 
Executive, Editorial and Advertising Offices: McGraw- 
SGG0080868822866888 Se eeeeeeeeeeeee0 ee Hill Building, 330 West 42nd St., New York 36, N. Y. 
Curtis W. McGraw, President; Willard Chevalier, Ex 


THREADWELL TAP & DIE CO. Gent and ‘Treasurer: dohn 5. Cooke, ‘Secretary; Paul 
GREENFIELD, MASS. U.S.A. 


( 
Montgomery, Senior Vice-President 
sion; Ralph B. Smith, Vice Preside 
I'd like copies of the new Tap /Aanval. 


rector; Nelson Bond, President and Directe 
Advertising; J. E. Biackburn, Jr., Vice-President and 
Director of Circulation 

Subscriptions: Address correspondence to j et 
Blackburn, Jr.. Director of Circulation, Industrial 
Distribution, 99-129 N. Broadway, Albany |. WN. Y 
or 330 W. 42nd St., New York 36, N. Y. Allow one 
month for change of address 

Subscriptions are solicited only from persons engaged 








NAME 


COMPANY 





€ i) a year, $8.00 for two 
$10 for three y s. (her Western Hemisphe 
ountries $10.00 for one r, $16.00 for two years 
$20.00 for three e ll other countries $15.00 «@ 
year, $30.00 for three years. Registered as second-class 
matter April |! f t the Post Office at Albany 
N.Y inder far 1879. Printed in USA 
Copyright 19 t aw - Hill Publishing ¢ Im 
All rights rese ! 


STREET 








city 
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CLAUSING 4800 


12” HEAVY-DUTY 
PRECISION LATHE 
V2" Collet Capacity 


12° HEAVY-DUTY 
PRECISION LATHE 
1” Collet Capacity 


CLAUSING DIVISION 


ATLAS PRESS COMPANY « 4-117 N. Pitcher St. e Kalamazoo, Mich. 
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PER’LOCK 


TAPER-LOCK sheaves run true! The pat- 
ented Taper-Lock bushing grips the shaft 
for the full length of the bushing—holds 
with the firmness of a shrunk-on fit! 

Every belt pulls its full share of the load. 
Grooves, machined on precision equip- 
ment, have identical pitch diameters, as- 
suring equal belt tension 

Easy on—FEasy off. Slip it on the shaft, 
line it up and tighten while sighting. 
In ease and speed of mounting and de- 
mounting you'll appreciate there is only 
ONE Taper-Lock 

No flange, no collar, no protruding parts. 
Flush hub means safety 

Taper-Lock sheaves are available from 
distributors’ stocks in complete range of 
sizes in A, B, C and D grooves. 


DODGE MANUFACTURING CORPORATION 


500 UNION STREET, MISHAWAKA, INDIANA DG 
> 


Ane Mithowehe, Ind. 





7 
A 
THE TRANS MISSIONEER is featured in ev , ° 
ery Dodge advertisement Prospects are urged 
to call the Transmissioneer for information 
about the products advertised and news of } { . 
latest developments in power transmission j 
inery 


mach 
DODGE. TIMKEN TORQUE ARM ROLUNG GRIP AND 
© PLLOW BLOCKS SPEED REDUCERS DIAMOND D FRICTION CLUTCHES 
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New Look in the Consumer Price Index 





By The Economics Department 
McGraw-Hill Publishing Company : , 
. Relative Importance in Index Market Basket 
Adjusted 
A NEw cost-of-living index will be Old Index Index New Index 
unveiled at the end of Kcbruary 1935-1939 Jan. 1950 1952 

by the qo of Labor St itistics. or Food 35 4 
> Ss : “COCSS: 1\ 0) - 
revision became necessary purely for a oe ee 
technical — statistical reasons [he . 

Meats, Poultry & Fish 
changeover was not influenced by Dairy Product 
cither organized labor or management, Aug eg 

8 lruits and Vegetables 

though both are interested in_ the ; 

Other hoods Bought to hye 
movement of the index because of it . 

Prepared at Hoi 

effect on wages. The economic and 

ood Away From Hom 
political implications of the new index 
arise from these wage cffects 

Phe revision raises problems of han 


Housing 
Rent 
Other Sheltei 
Gas and Electricit 
Solid Fucls and uel Oil 
Housefurnishings 
Household Operation 


dling present wage escalator claus 
Many wage contracts actually depend 
on continued availability of an index 
computed exactly in the same manner 
and on the same basis as when the 
contract agreement was signed. But 
beginning with January, 1953, the so 
called “old” index was to be dropped Apparel 
This would mean that any contract Men's and Bovs’ Clothing 
ticd to the old index could be r Women's and Girls’ Cloth 
opened. Auto companies and the rail ing 
road brotherhoods wanted the old in lootweat 
dex to be continued. President Eisen Other Apparc! 
hower stepped in, and now the old in 
dex will be retained for six month 
The Bureau of Labor Statistics will Diodicad Cone 
compile the old index through Jun 
30, 1953, as well as the official index Personal Care 
on the new base of 194749 = 100 
The old index for January was sched 
uled for release in March. BLS had 
planned to discontinue it. They must 
now go back and collect some addi 
tional price data, because of a different 
city sample. ‘The new index for Jam 


ary was ready at the end of Febru 
irv. This is somewhat later than tl ‘ bout 114 on the new basi Keven with all the hullaballoo that ha 


[ ransportation 


Reading and Recreation 


Other Goods and Services 











the January, 1953, index = ponents of the cost-of-living index? 


of the cost-of-livin h ember figure we have been been attached to rises in food cost 


usual release date 
f weck they gained only slightly more than 


index, but only because it is a new ibout for the past few 
index. In the future, BLS expects tov 190 on the base 1935-1939 — the total index during the 1947-195: 
} 


be right on time with a release about Although the levels are dif period. ‘the transportation group r 


the middle of the month fer the index, whether on the old = corded the biggest gain, almost 40%, 
vy base, still tells the same general during thi period. Anyone who rice 
that price have gon up about the bus or subwar in New York 


Level of Index . . 
ince 1913, about 90 nce knows what ha happened in the last 


On its new base (1947-1949 = 100 139 and about 20% since 194 few vears to transportation costs there 
the official consumer price st-of Although rent rose almost 25%, the 


living index level wall be « masid oOup which now in 


ibly different from the index k 


have been nu ed to for th past W fiat 1 happ ning to the om Continued on page 10) 


Components of Index hold 
Hiri bit’ HOUISCTION op 
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OF FRIENDLY RELATIONS 





REVIEW THIS AMAZING RECORD OF COOPERATION 
BETWEEN LUNKENHEIMER AND ITS DISTRIBUTORS 


The relationship between Lunkenheimer and its distributors is impressive — 
in terms of years, and in terms of close cooperation. The Lunkenheimer policy 
of “distribution through distributors” is well known throughout the world. 
For more than 90 years, Lunkenheimer has maintained this policy through 
helpful service and friendly relations. The CLunkenheimer Company, 


Box 360U, Cincinnati 14, Ohio. 





THE TRIPLE SUPPLY CONVENTION * MIAMI © APRIL 13-15 


Be sure to stop at Conference Booth 315 in the Auditorium. Representing 
The Lunkenheimer Company will be: Paul M. Arnall, Homer E. Lunken, 
Edmund P. Lunken, Harry A. Burdorf, Harold H. Layritz, Melvin W. 
Pauly, and William H. Burkitt. They will look forward to seeing you. 








BRONZE - IRON - STEEL 


LUNKENHEIMER 
THE ONE fiicakt » nm IN VALVES 
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Production multiplied FOUR TIMES 


vee small hole drilling costs cut 75%!" 


Foot tre rlle leaves oper tors hands free for loa ling and un 
loading yi2. Drill Heads are used in tandem, drill .086" dia 
s with No. 44 drill. Material is 0.25 Armco Zim grip 


Snowballing evidence proves Dumore Tools 
have tremendous profit potential for 
industrial distributors 
Yipee’ Dumore Electric Tools and Motors are more versatile, 


more efficient than ever before, Growing numbers of both small 
and large manutacturers are finding that Dumores offer a substan- 
tial boost in production, a he ilthy slash in costs. For example: 

The world’s largest manufacturer of all-metal combination storm 
and screen sash installed two Dumore Automatic Drill Heads. Small 
hole drilling production increased tourtold, from 150,000 to 600,000 
per week. Cost per 1000 holes dropped trom $23.00 to only $5.60 
And what's more, drill breakage was decreased to the point where 
the savings alone paid for the drill heads in only 13 months. A 
company spokesman said, “They're a natural for multiple drilling 
operations, 

By offering tremendous savings, excellent versatility, and much 
greater production efhiciency Dumore Tools are being used in 
ever increasing numbers by practically all industry. This big demand 

means a big profit at low sales cost for Dumore Dis 
tributors. To get details on Dumore franchises still 
available, write today. Tomorrow may be too late. 


THE DUMORE COMPANY 


1321 Seventeenth Street * Racine, Wisconsin 
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New Look in 
Consumer Price Index 


Starts on page 





erations and home maintenance costs, 
gained only about 21%. Costs of med- 
ical care went up about 24%. ‘The mis 
cellaneous group of other goods and 
services rose 20% 

Groups that didn't go up as fast as 
the average of all goods and services 
were apparel with only a 9% increase, 
reading and recreation costs with a 

2% rise, and personal care with a 
14% gain. 

Some of these changes were 1 
flected in an interim index which BLS 
published in 1950-52 along with the 
old index. But this interim index never 
fully reflected postwar shifts in the 
onsumer economy. Here are some of 
the additions and improvements in the 
new index as compared with the ad 
justed interim index released in 1950 
ind the old index 


1. Additional items priced 


Phe number of items priced in the 
new index will be close to 300. ‘This 
is an increase of about 75 items over 
the number priced for the interim in 
dex and is about 50% greater than the 
number of items in the old index. 

lor the first time, the index will 
measure price changes on costs of 
home ownership and home mainte 
nance. However, prices of houses will 
be collected only once a vear. In the 
past, only rents were collected. Home 
purchases were not included in the 
index. Maintenance costs were esti 
mated to have the same price move 
ment as rents 

But BLS was convinced by the r 
sults of the housing census that there 
is a growing tendency among wage and 
salary workers to own their homes. In 
some urban places, especially in the 
smaller cities, more than 50% of the 
familics own homes. Only in large in 
dustrial cities such as New York and 
Chicago are rental units still the more 
unportant factor m housing. 

Another first is the pricing of restau 
rant meals. In the past, food eaten 
awav from home was estimated to have 
the same price movement as food 
consumed at home. But actual lunch 
con prices are now going to be col 
lected in restaurants, lunch rooms and 
at drug store counters. New York, of 
all the cities covered in the BLS index, 
is the one where expenditures for 
restaurant meals are the greatest 

Direct pricing of used cars has been 
idded to the index. Previously, trends 

Continued on page 14 





In the OEM field Durkee-Atwood V-Belts have been 
selected by a variety of industries—are factory-installed 
components for farm implements, appliances, machine 
tools, air conditioning and refrigeration, power lawn 
mowers, and other applications. These outstanding 
manufacturers are demanding in their requirements. 
They impose critical tests and conduct exacting inspec- 
tions to assure the same high quality in parts and equip- 
ment from their suppliers that they insist upon in their 
own manufacture. 

Selection of Durkee-Atwood V-Belts as original 
equipment for power transmission by these leading 
manufacturers is significant of D-A quality. This proof 
of quality by original equipment manufacturers is proof 
of quality for the distributor, also—for all industrial 
users of V-belts. 

Investigate what’s in it for you with a Durkee-Atwood 
Industrial V-Belt franchise—write today for detailed 
proposal! 


Factory Warehouse Stocks: 


Atlanta, Chicago, Cleveland, Dallas, 
Jersey City, Minneapolis, Oakland 


SEE US AT BOOTH 735 AT THE TRIPLE INDUSTRIAL SUPPLY 
CONVENTION, MIAMI, APRIL 13-15 


DURKEE-ATWOOD C' 


DEPT. A6-4 MINNEAPOLIS 13, MI 





DURKEE-ATWOOD V-BELTS 
SELECTED FOR ORIGINAL 
EQUIPMENT BY THESE 
LEADING MANUFACTURERS 


AGRICULTURAL EQUIPMENT 
Blackwelder Mfg. Co. 
Bolens Products Division, 
Food Machinery & Chemical Corp. 
J. |. Case Co. 
Dearborn Motors Corp. 
Detroit Harvester Co., Implement Division 
Dobbins Mfg. Co. 
Harry Ferguson Inc. 
Hart-Carter Co. 
H. D. Hudson Mfg. Co. 
International Harvester Co. 
Jari Products, Inc. 
Minneapolis-Moline Co. 
Oliver Corp. 


AIR CONDITIONING— 

AIR COMPRESSORS 

Electric Sprayit Co. 

Hussman Refrigerator Co. 

Kellogg Division, American Brake Shoe Co. 
Quincy Compressor Co. 

Reed Unit-Fans, Inc. 

U. S. Air Conditioning Corp. 


APPLIANCES 

Beam Mfg. Co. 

Borg-Warner Corp., Norge Division 
Speed Queen Corp. 

Thor Corp. 


MISCELLANEOUS MACHINERY 
Atlas Press Co. 
Delco Appliance Division, 
General Motors Corp. 
The Hoover Company 
Kingston-Conley Division 
The Buda Company 
OFFICE EQUIPMENT 
A. B. Dick Co. 
Ditto, Inc. 
International Business Machines Corp. 
POWER LAWN MOWERS 
Jacobsen Mfg. Co. 
Toro Mfg. Co. 
Heineke & Co. 
ROCK CRUSHERS 


Diamond Iron Works, Inc. 
Pioneer Engineering Works, Inc. 








|. DURKEE’ # 
ATWOOD 


5, 
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we THe 2 = a 
_ A R-P&C ies 
No. 531-P. 
_ Bronze Globe Valve 


product /gue Rin ad ive 


1. Cross-bar, malleable 
iron handle and 
identification plate 


2. High tensile, high torque 
rolled bronze stem 
3. Heavy, deep packing nut 


4. Even-pressure gland 


5. Large, deep stuffing box 
can be repacked under pressure 


6. High-test bronze bonnet 
with smoothly machined 
7. Heavy, rugged bronze union bevel for perfect seal 
ring won't distort with bevel of body 
body or weaken threads t& 


8. Stainless steel, heat-treated disc 9. Heavy section, high-test 
and seat ring. Full plug type. bronze body with 
Machined as matched pairs rugged reinforcing ribs 

for perfect fit and positive shut-off. 

Easy to replace 


You Offer 
Real Value in 


R-PEC 
Bronze Valves 


@ Every part of every bronze valve is made 
right in the R-PaC plant. From the designing 
of the pattern, the pouring of the molten bronze, 
the machining, polishing, fitting, inspecting, 
and testing .. . every operation is under the watchful eye 
of R-PaC Valve craftsmen. 
They like to make valves, good valves, and they build into 
the complete line of R-PaC valves the quality that makes it easier 
for you to get repeat business. 


Write our Reading, Pennsylvania office for literature 
on the Complete R-P&C Valve Line 


R-P&C VALVE DIVISION va Ives 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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_ All Privates,"Brass,’ 
"and Even Mules... Know 


PROTO means 
PRO fessional 
TOols' 


PROTO m: 


ce MB ELED FOE: :10e' 


prov ¥ TOOLS 
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WHY 


ONLY THROUGH DISTRIBUTORS 


Experience has proven that industry is best served by distribution 
through Industrial Supply Houses. Adequate stocks are maintained 
in anticipation of industry's needs—the manufacturer docs not 
have to keep large inventories, and storage and warchousing 
space is reduced. The local stock assures rapid delivery and prompt 
emergency service. Your Industrial Supply Distributor is always 
working to serve you . . . screening new products to find those 
that are worthwhile . . . seeking equipment that will cut produc- 
tion costs. Lufkin precision tools are sold only through distri- 
butors because this is the most efficient way for you, our customers. 

Our job here at Lufkin is to make accurate precision tools that 
have good balance, sturdy construction, and long life. By doing 
so, we have made Lufkin tools recognized as The Standard of 


Accuracy in American Industry. 


This message is being directed to your customers. 


» 


TAPES @e RULES 


SELL JUF RIN  wrecision roots 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 


132-138 Lafayette St., New York City . Barrie, Ontario 231 


UFKIN TOOLS ARE SOLD 











SOLD ONLY THROUGH DISTRIBUTORS 
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New Look In 
Consumer Price Index 


Starts on page 





in used car prices were estimated to 
have the same price movement as new 
cars. Actual used car prices will make 
the index more realistic since the fami 
lics of wage and salarv workers are the 
ones who make up the big used car 
market 

Detergents, fresh fruit, and sport 
clothes have also been added to the list 


of commodities 


2. Modernization of weights 


The “weights” in the index reflect 
the relative importance of an expendi 
ture in the family budget. In order 
to get modern expenditure weights, a 
omprehensive survey of consumers’ 
expenditures was taken in 1950. This 
covered more than 12,000 consumer 
units, representative of the entire ur 
ban population. Careful estimates 
were made item by item and city by 
city of the expenditures for the market 
basket of goods and services on which 
the index is based 

But, because of Korea, 1950 turned 
out to be anything but tvpical for con 
sumer expenditures. BLS experts had 
to make allowances for over-buving of 
things which consumers had expected 
to be in short supply in 1951. There 
fore, arbitrary adjustments had to be 
made in the weights for television sets. 
ippliances, and passenger cars 

In addition, trends of income and 
buving were followed closely from 
1950 to 1952 by the Bureau's price ex 
perts. They feel that the 1952 weights 
ie a further improvement over the 
1950 weights 


Relative Importance of 
Expenditure Groups 


Relative importance of various 
groups has changed since before the 
war. (See table.) The relative im 
portance of any group in the total in 
dex depends on 1) its weight in the 
index and 2) the increase or decrease 
in price fer that particular group. In 
the three periods we are comparing 
there have been substantial changes of 
both tvpes. 

It is possible to get some idea of 
how consumer spending patterns have 
changed by comparing relative impor- 
tance of various groups in the three 
base periods. Food, for example, in 
the old index for the base period 

(Continued on page 18 





For MORE YV-Drive Business... 


A FEW 
PROFITABLE 
MAUREY 
TRADING 
AREAS OPEN 
Write for 

details on the 
Maurey V-Drive 
franchise. 


The 44-page Maurey V-Drive Catalog is a double-action door opener to MAIL THIS 7 
profitable, repeat V-Drive business. Its Engineering Section makes it a ‘ 


COUPON 


valued, practical reference for the facts, figures and data needed in proper 
V-Drive selection. Its illustrated product descriptions give V-Drive users , ; 
the exact buying information’they want on the coraplete Maurey line. The Maurey Manufacturing Corporation 
° , , 2915 S$. Wabash Ave., Chicage 16, lil. 
copies you need are yours for the asking. Write for them now, and put them 


to work . . . in your salesmen’s kits and on your prospects’ desks. Send____copies of the Maurey Catalog F-10, 


without charge 


manufacturing [ie 
mau Fre / corporation ety 


2915 South Wabash Avenue, Chicago 16, Illinois 


OO ————————————— 
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For Power Transmission Belts 


A Complete Line of Quality Products 
bought daily by all Industry 


ARMSTRONG-BRAY & CO. 


$356 Northwest Highway Chicago 30, Illinois 
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BLUEPRINT FOR PROFIT 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


Reputation of The Greotest Hard hitting, busines 


Nome in Rubber 


6 
7 


direct mail campoign 


Proved quality that brings 


Complete tine of distrib 


repeat sales 
soles 

Aggressive national odvertis 
ing that boosts distributors. too Substantial profit margu 
each sale 


liberal franchise that helps 


1 
2 
3 
| 


create profit opportunites 9 lLeodership in new pr 


development 


Resear 


Technical sales help of the 


5 


dyear Technical Goodyear 


Man fory 


The 


G.T. M. 


SCORES 


ANOTHER 
“ASSIST” 


N his first tour of inspection of a new customer's 
O plant, one Goodyear distributor noticed a “belt 
killer” drive on production machinery used to wind 
cardboard tubes—asked about belt life—found that 
no belt used lasted longer than 30 days. 

The distributor called in the G.T.M. — Goodyear 
Technical Man—for a close look at the drive. After 
studying the quarter-turn plus double-wrap-around 
the belts were called on to make, the G.T.M. rec- 
ommended the Compass 30 endless belt with special 
covers. 

The customer ordered six Compass belts for a trial 
run—found their average service life 2/2 times any- 
thing tried previously. Final result—46 belts ordered 
in the past six months, and a customer who reports 


GOOD/7YEAR 


aids and literature 


jett 


d 


9 


pioneered by 


h labora 


Your Good 











-_ 
oo 


—— 
“a, 


al 


~ 
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ear Franchise Gives 
You His Help With The Hard Ones 


considerable savings in belt costs and in previously 
lost down time for belt replacement, as well as a 
marked increase in production. 

Help like this—sales-making aid that results in more 
satisfied customers — is yours with the Goodyear 
franchise. For you can call on the G.T. M. for tech- 
nical assistance with the hard ones — in hose, flat 
belts, V-belts or any other application of Mechan- 
ical Rubber Products. This is but one of the many 
reasons why—year after year—the Goodyear fran- 
chise has been one of the top money-makers in the 
Industrial Supplies Field. 

To get the help of the G.T. M., get in touch with your 
nearest Goodyear Office, or Goodyear, Akron 16, 
Ohio. 


a 


THE GREATEST NAME IN RUBBER 


We think you'll like “THE GREATEST STORY EVER TOLD” — Every Sunday — ABC Network 
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Why 
stocking 
this product leader... 


... Means money in your pocket 


There is only one machine-cast bar solder, Federated CasToMATIC”™ Solder. 


All ordinary bar solders are hand-poured into open molds. 


There is nothing like Casromatic Solder on the market. It is dross-free, 
has ne hard spots or voids to slow down work, Is as precise 


in its composition as electronically controlled machines can make it 


CasToMatic Solder is a product leader that is also a sales leader 
To stock it is to sell it... and this means money in your pocket 


Backed by national advertising and merchandising aids: 


all standard SIiZ¢s and compositions are available. 


MWC aden, 
ue the 
AMERICAN SMELTING AND REFINING COMPANY amu ff coors 


120 BROADWAY, NEW YORK 5, N. Y soled aq 


In Canada: Federated Metals Canada, Ltd, Toronto, Montreal 


Aluminum and Magnesium, Babbitts, Brasses and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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New Look In 
Consumer Price Index 


Starts on page 





1935-1939 had a relative importance 
of 35.4%. In January, 1950, its share 
in the adjusted index had declined to 
33.3%. And by 1952 it only accounted 
for 30.1% of the total new index. 
Apparel in 1952 accounted for 9.7 
of the total. In both 1935-1939 and 
January, 1950, apparel took a bigger 
share of the total. In 1935-1939 its 
share was 10.6% and in Januarv, 1950, 
its share had risen to 11.77% 
['ransportation’s relative importance 
has increased since 1935-1939. Then 
it was only 8.1% of the total. In re 
cent periods it has been at least 11% 
of the total 
Housing shows the greatest changes 
in relative importance for the threc 
different periods. In 1935-1939 it was 
7%; m January, 1950, it was down 
2%, and in 1952 back up to 


75 
+> 


3. New city sample 


The city sample was revised to mak« 
the index more representative of price 
changes affecting urban families all 
over the nation. The list of cities in 
which prices are now collected ranges 
from New York City down to towns 
of 2500 population. The new sampk 
includes 46 large, medium sized and 
small cities rather than just 34 large 
citics. By this shift, the Bureau be 
lieves the national price index reflects 
price changes for the whole nation 
rather than just large cities 


Limitations of the index 


The index reflects changes only in 
prices of goods and services purchased 
bv citv wage-earner and clerical-worker 
families It doesn’t reflect — price 
changes of familes at the lowest or 
highest extreme of the income scale 
Nor is the index representative for 
elderly couples or single workers 

Ihe index shouldn’t be used to 
measure changes in total family spend 
ing. It measures only the effects of 
price changes and doesn’t take account 
of higher or lower incomes or incom«¢ 
taxes. 

Income taxes aren’t included in the 
index. Other taxes such as excise or 
sales taxes are included. It was decided 
that income taxes shouldn’t be in 
cluded in an index designed to meas 
ure the effects of price changes on the 
cost of living 





CASH IN 


on the growing demand for Corning Gauge Glasses 


Consistent, hard-hitting advertisirg in the trode 
publications is paving the way for your salesman. 
Be sure to back him up with an ample stock of 
Corning glassware. Your customers will be reading 
our advertisements in Marine Engineering, Domes- 
tic Engineering, Plumbing and Heating Business, 
Mill & Factory, Plant, and Petroleum Refiner. 


For several years now, plant capacity has expanded 
enormously. Nearly $12 billion will be spent this 
year. Almost without exception, every new or ex- 
panded plant includes boilers and other vessels re- 
quiring the protection of Corning gauge glasses. 
The market is growing bigger every year. Are you 
getting your share of it? 

Your trade can meet all requirements with the 
complete line of Corning Industrial Glassware. 
By offering customers exactly the right item for 
their needs, you not only add profitable volume 
but improve your reputation for quality service. 

There is a Corning gauge glass for every type of 
service from low-pressure home boilers to high 
pressure industrial applications. PyREx Standard, 
Pyrex High Pressure, Pyrex Red Line, Pyrex 
Heavy Wall and MAcBeTH flat gauge glasses are 
accepted standards of quality in their respective 
class of service. 

Add to these, Pyrex sight glasses, lubricator and 
oil cup glass for a good profit line consistently pro- 
moted and well accepted. If you are not now stock- 
ing Corning Industrial Glassware, write today for 
complete information. 





CORNING GLASS WORKS 


CORNING, NEW YORK 


Corning mead stdeich it Glass 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





To Norton Distributors’ Salesmen: 


Tell customers how they can boost their profits 


with the new G BO N D 


for their latest Norton value-adding” WWUCH OF GUUD™ 


YOU HAVE NEW, DRAMATIC SELLING-POINTS. From now on your customers can count on lower-cost 
TELL CUSTOMERS THEY CAN... grinding, more profitable grinding in a wide range of pre- 


cision and semi-precision jobs! 


That’s the sensational news we're breaking — starting 
this month — in national trade paper advertising and direct 
mail, 


Get behind this industry-wide promotion. Join us in 
spreading the message that Norton’s new G Bond, the re- 
sult of 5 years of continuous development and field-testing, 
is the most efficient vitrified bond ever produced. 


Explain the secret of G Bond superiority — how it holds 
each abrasive grain just long enough for maximum cutting 
action — then lets go, just when it should, to assure a con- 
stant grinding surface of new grains with fresh, sharp cut- 
ting edges. 


Tell them that Norton ALUNDUM® grinding wheels 
made with the new G Bond have definite advantages that 
they can see and hear during grinding — and that are 
proved in the better work done by these new wheels. 


SEE THE DIFFERENCE. ‘The spark stream from a Norton G Bond Cash in on the “Touch of Gold” Norton brings to grind- 
ALUNDUM wheel is more continuous, more even, indicating ing — to help build more profits for your customers and 


uniformity of wheel structure and of cutting action. for you. 


HEAR THE DIFFERENCE. Norton G Bond wheels grind with the PROVE THE DIFFERENCE. From general purpose to high produc- 
ee steady swish-h-h of free, easy cutting. You hear no tion work, every job done with the new G Bond wheels benefits 


marsh grinding noise. by the unique cutting action that grinds faster, freer and cooler. 
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THE “TOUCH OF GOLD” 

1S JOB-PROVED. During extensive field- 
testing, the new Norton G Bond wheels 
have made a big hit with operators ex- 
perienced in many types of grinding. The 
shopmen in the plants you contact will like 
the new wheels, too. And that’s important! 


7 ADVANTAGES 
FOR FASTER SELLING 
Norton G Bond 
ALUNDUM Wheels: 


* Do more work per wheel 
* Cut freer, cooler, faster 


¢ Dress easier — more pieces per 


dressing 

* Cover a wider range of jobs 

* Hold shape — better for form 
grinding 

* Hold corners better 


© Ideal for crush dressing 


ABRASIVES 


Gilaking better products 


to make 
other products better 


NORTON COMPANY 
Worcester 6, Mass. 
Distributors in all principal cities 


Expert: 
Norton Behr-Manning Overseas Incorporated 
Worcester 6, Mass. 


*Trade-Mark Reg. U. S. Pat. Off. and Foreign Countries 





W.147§ 


BROAD USEFULNESS. The new Norton G Bond ALUNDUM _ centerless, surface, internal, gear, tool and cutter, form and thread 
wheels are outstanding for such types of grinding as cylindrical, grinding, and saw gumming. 
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GRINDERS 


OT JZ 
4 Silhver AiNe 


"SANDERS DRILLS 


43 Models 


» Ledtt 
SCREWDRIVERS 
and NUT SETTERS 
61 Models 


— / 
Ny hver Lets 


HAMMERS 


. aoe 7 
: —\ Al HOR wee 


BENCH GRINDERS BELT SANDERS 
14 Models 2 Models 
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f ” ee ER LIN 
Th SILVER LINE ELECTRIC SAWS—five sizes 6”, Th j aneee BI po Bg 
, 8”, 10” and 12’ blade sizes featuring P : 
ES—the amazing assembly and main- 
added power ave’ direct gear drive and sturdy long- tenance tects that soll on sight 
shaft blade mounting. Substantially built for long service end stey sold for long ntti. 
17 selling features! factory customer service. 14 strong 
selling features make your sales job 
easy! 


For catalogs and franchise information 
Write Thor Power Tool Company®, Aurora, Illinois 


*“New Corporate name of INDEPENDENT PNEUMATIC 
TOOL COMPANY 


PORTABLE ELECTRIC 


TOOL MAKERS FOR SIXTY YEARS 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





The P-K POLICY 


0.1K. for Top Quality Products 
0.1K. for Area Sales Opportunity 
Q).1K. for Profit Potential 

Q).KK. for Sales Promotion 

0.1K. for Sales Cooperation 
Q.1K. for Direct Order Protection 


When you scan the record of good Manufacturer-Distributor 
relations, there’s one name you can’t miss. 

The Distributor Policy pioneered by Parker-Kalon, 
revolutionary when it was introduced, has since become the 
model for fair-dealing and solid support. 

The P-K Policy stands unchanged, year after year. Its 
principles are put in daily practice. Distributors know they 
can count on full observance, whatever the market condition. 

That's why the P-K “family” of Distributors includes the 
nation’s ablest supply specialists ... and why they agree 
“We're O.K. with P-K” ... for prestige, for sales, for profits. 
Parker-Kalon Corporation, 200 Varick St., New York 14, 


Youre O.K. with, PAK all the uray 
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SELF-TAPPING SCREWS 


foliefe'FSoexer SCREWS 


AND OTHER FASTENING DEVICES 


’ 
E 
’ 
) 
’ 


Stop in and see us at the Convention 


P-K Booth 803 
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How Sp Helps the Industrial Distri 
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SPS Helps the Industrial Distributor 


INCREASE HIS TURNOVER 


On the Pacific Coast, you’d consider a 3-time inventory 
turnover splendid; on the Atlantic Coast, you’d expect 
four. Some UNBRAKO distributors, however, report as 
many as eight. 

How on earth do they do it? First, UNBRAKo Socket 
Screws produce repeat orders without frequent call- 
backs. Second, UNBRAKO products have the widest cus- 
tomer acceptance and demand. Third, SPS can deliver 
all the UNBRAKO products its distributors can sell. 


You make money on UNBRAKO Socket Screws, because 
SPS is the leader in the industry —because its products 
are recognized as first quality—because it consistently 
uses more advertising to support your sales efforts.* 
SPS, Jenkintown 13, Pa. 


*The largest campaign in the industry again this year— 
more magazines, more readers, more customers for you. 


UNBRAKO SOCKET SCREW DIVISION 
° $ 


(40 tivit Yar : A START FOR THE FUTURE JENKINTOWN [MM PENNSYLVANIA 


« e 


i 


a | | T 


flathead = Show jer Knuried Head Dowel Button Mead 


Self Locking 
’ 80 Sctew Pin Socket Screw 


set Screw »> 


Visit Booth *200, Triple Industrial Supply Convention, Miami, Fia., April 13-14-15 
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On the Jump... 
when you’re on the spot! 


To Morse, special service is not reserved for emergencies. The readiness and 
ability to serve is always there to be called upon by any Morse-Franchised 
Distributor. But apart from that, Morse is always on the watch for chances to 
volunteer. For Morse operates under a strict code of its own . .. The MORSE 
CODE ... which is the strongest, most complete protection any distributor can 
have. And what's more, Morse is moving faster in service thar. ever before 
... because of new and modern methods of production control and expediting. 


THE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION 


...onal MORSE Cutting Tools 
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“We like the Distributor Policy of the Ohio Injector 


Company; they co-operate with us 100%... Our custom- 


ers are well pleased with the service they get from the 
OIC Long Line of Valves.” 

Excellent reasons for the high value placed by distrib- 
utors on the OIC Franchise. Excellent reasons, too, for 
recommending and requisitioning OIC Valves for every 


valving requirement. 


THE OHIO INJECTOR COMPANY + WADSWORTH, OHIO 


‘e) | 3 97 THE LONG LINE OF VALVES 
VALVES 


FORGED AND CAST STEEL * IRON * BRONZE 
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@ Her 


front in 


applicati 


a 


s 


ns why Williams Distributors are out 
Williams men know tools their 
rkets and what sells them. Equally 
the advantages of buying 


stribi tor 


them, your sales staff receives 


el, they are informed of new 


developments in tools and their application, they receive 


worthwhile cooperation in lining up prospects and build 


ing sales volume 


Furthermore, the Williams man represents a company 
which has built an excellent reputation for quality and 
integrity based upon our relations with you the distributor 


You can count on our continuing cooperation 

















V-BELTS 


FLAT BELTS 


BELTING 


A Coast-to-Coast Chain of Warehouses 


training and successful selling aids which in- 


UNITED 


32 


“US” 
can get immediate shipment 
“US” 

And the “U.S.” Line is complete, including 


is really geared to deliver. You actually 
thanks to the 


transcontinental chain of warehouses. 


Sheaves. In addition, when you handle “U.S.” 


you get sales engineering assistance, valuable 


MULTIPLE V-BELTS 
F.H. P. BELTS « SHEAVES 
FLAT BELTS AND BELTING 
SPECIAL PURPOSE BELTS 


STATES 


RUBBER 


clude catalogs and store displays. 

Every item in the “U.S.” Line is famous for 
durability and for economy in maintenance. 
Every V-Belt has the unique Equa-Tensil Cord 
Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 


write to address below. 


COMPAN 


MECHANICAL GOODS DIVISION « ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 




















Abrasives .. + Borolon (aluminum oxide) 


abrasive for grinding steel. Electrolon (sili 
con carbide) abrasive for grinding cast iron 


You'll find the answer — 


Grinding Operations . . . taternal 


Tool and Cutter ... Surfacing ...Centerless... 
Snagging . . . Cylindrical . . . Crankshaft 


| 1 i: “ee 
t0 your grin ing ’ . General Purpose ... Offhand .. . Portable... 


Cutting-Off . . . Roll Grinding. 


bl here eee eee & Shapes ...+ Straight Wheels Recessed 

ro ems : Cups . Flaring Cups... Dish Wheels .. . 

p a Saucer Wheels . . . Segments ... Cylinders... 
Discs . . . Mounted Wheels and Points... 
Plate Mounted Wheels . . . Depressed Cen- 
ters .. . Special Shapes. 


Bonds... vitrified ... Resinoid ... Reinforced Resinoid (Fibrex)... 
Silicate Shellac 


Also . ++ Abrasive Bricks and Sticks . . . Grain for Polishing, 
Pressure Blasting, Tumbling and Anti-Slip Applications 


SIMONDS ABRASIVE COMPANY 


Tacony and Fraley Streets Philadelphia 37, Pa. 
Branches: Chicago Detroit — Boston 











Manufacturers of HOLTITE Fastenings kor kyvery Purpose 


CONTINENTAL SCREW COMPANY, NEW BEDFORD, MASS., U.S.A. 





$20,000 in Sales 
FROM A ‘1200 INVESTMENT IN 


Say CHICAGO MOUNTED 
WHEELS for the world’s safest 
grinding wheels. 


Over 200 different sizes and 
shapes. 

e 
For the best delivery in the in- 
dustry —order Chicago Mounted 
Wheels. 

* 
For a wider range of treat- 
ments and bonds covering spe- 
cial jobs . . . Chicago Mounted 
Wheels 


20,000 manufacturers through- 
out the world, including the 
largest companies, are using 
Chicago Mourted Wheels. 


h 


for Chicago Wheel’s Profit 
Opportunities for ‘53 
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“In 1952 my entire stock of Chicago 

Mounted Wheels was sold out 26 times—that’s 

a complete sell-out once every two weeks! 

There isn’t another line I know of that gives me the fast 
turnover and the high mark-up profit I get from selling 


Chicago Mounted Wheels.” 


“What's more, Chicago Wheel takes any slower-moving 
numbers right off my hands...and gives me any of their 
complete Mounted Wheel line of over 200 different sizes 
and shapes that sell best in my locality.” 

Get on the Chicago Wheel bandwagon—write today for 
your special deal on this easy-to-sell, customer-approved 


grinding and mounted wheel line. 





CHICAGO WHEEL & Mfg. Co. 


Dept. ID, 1101 W. Monroe Street 
Chicago 7, Illinois 
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ZA Complete 
Spur-Gear Hoist Line 


Now you don’t have to bother shopping around for other 
makes of hoists, because Coffing offers a complete line — 
available in capacities from “% to 25 tons. 

Increase your sales and strengthen your service by selling 
Coffing quality in the complete line of hoists shown below. 


Write us for bulletin YC-YCT at Dept. A4, 


Model YCT Timken 
Bearing Hoists /4- to 
12-ton capacities. 


Low-Head-Room Trol- 
ley Hoists 1 .- to 24- 


Model YCT Timken ton capacities. 


Bearing Hoists 12- to 
25-ton capacities. 
































| 


Army-Type Hoists 4 - 
to 10-ton capacities. 


See us at Booth 612—Industrial Supply Convention— 
Migmi ida, Apri : 


‘COFFING HOIST 
COMPANY 


Extended Hand Wheel 
Hoists Ya- to 3-ton 
capacities. 
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WHITMAN & BARNES 


PLYMOUTH MICHIGAN 








a 






stay with it! 














Responsible Buyers are keenly aware of the extra values 
ae obtained from consistently securing the finest in cutting tool 
designs and materials. Because they are cognizant of the fact that quality 


alone determines performance, they select the best and stay with it. 





Facts accrued thrpugh invesfigation and experience have provided discérning buyers 
for over 100 years with perception concerning the attributes and distinguishing excellence 

of Whitman & Barnes cutting tools. The high value we place on their continued pail 
causes us on this, our 105th year, to again pledge a continuation of our tradition—to supply 


the world with the finest in cutting tools. 


NEW YORK @ CHICAGO @® LOS ANGELES ® HOUSTON 


\ 
strong to take power wrenching 


Zagat. 











REPUBLIC UPSON SEMI-FINISHED 
AND COLD-PUNCHED NUTS 


Square, sharp faces and clean, accurate threads 

make Republic Upson Nuts go on squarely, 

tighten down fully when used with power wrenches. 
And when used with hand tools. 

The Republic Upson line includes more than 20,000 sizes, 
styles, and types of fasteners for all industries .. . 

bolts, nuts, machine screws, stove bolts, 

cap screws, lag screws, rivets. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO « GADSDEN, ALABAMA 
Export Department: Chrysler Bidg., New York 17, N.Y. 
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Win Custimees es 
...and hold them 


O-B Valves have the extra quality features that appeal 

to industrial users. Features like the Flexitite” Disc in all 
O-B Gate Valves. It automatically adjusts to slight vari- 
ations between disc and seat faces. It makes a 


leakproof seal, eliminates needless wear. 


Nothing but certified ingot bronze goes into O-B Valves. 
They're easy to maintain, can be repacked under full pres- 
sure. Excellence in construction and performance 

makes every installed O-B Valve a recommendation for 
more O-B Valves. It's easy to get repeat business with 


products that daily demonstrate their quality to their users. 


at 


=F ) 
Ya 
‘ > BRONZE GLOBES * GATES +» ANGLES + CHECKS + FOR INDUSTRIAL SERVICE 


442d ‘4 
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Distributors Everywhere 
KNOW.../t’s good business 


RY Black’: Decker 


“It's good to know I have an electric tool line to fit just about 
every requirement my customers come up with! Black & 
Decker not only makes a variety of kinds of tools, but also 
offers a choice of speeds, power and price in most groups! 
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“Black & Decker’s 43 years of leadership in engineering and  =‘"‘My cost-conscious buyers (and who isn’t, these days?) know 
manufacturing help me sell! I know for sure and can tell they get long years of service from every B&D tool they buy, 
my customers that B&D skill and know-how give them because of the top-quality materials and workmanship 
modern electric tool improvements /irst!”’ Black & Decker puts into them!” 


fren F je | American 


MIthinigt 
? - 


FUECTRICAL 
aycTie® 
coasinuerte 


al 


Gre cine _ olen cot 
ett » ied | Dewter 


“And don’t think the 34 Black & Decker Factory Sales & 


“I like Black & Decker advertising, too 
Service Branches aren't important! One of the biggest sales 


story to prospective customers 


each ad tells a real 

and tells them to see 

Distributors like me for the tools' And have you noticed the 

my eye-catching B&D exhibits at trade shows? They 
lot of potential buyers!” 


points I can make is that when a tool does need maintenance, 
there’s a factory-operated branch within 24 hours of 


attract a 
customer’s plant!” 


= “Finally, Black & Decker sales representatives keep me 
t , Fina I | 
Visit Black & Decker’s Booth up-to-date on new tools, design changes, prices and deliveries 
at the Triple Mill Supplies Convention They hold good sales mettings with my men, help me a lot 
. . . . in calling on my important customers and doing missionary 
on Miami, April 12-16. work with good prospects. All in all, it’s good to be selling 
: Black & Decker!” ' 


THE BLACK & DECKER MFG. CO., 610 Pennsylvania Ave., , 4, Md. 


PORTABLE ELECTRIC TOOLS 
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HACK SAWS — BAND SAWS 
CCEPTED, NAME 














The door is open to the ¢ ributc n 

he offers a well-known produer ath ups ality ‘ane 
performance inherent in Barnes hack and Band-ecwe 
blades. Dependability for performance has made 


Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 
tive advertising of a product of superior quality. 


BOOTH 118 


If you're planning to be in Miami for the Triple Industrial 
Supply Convention April 14th, be sure to call on the boys 


from Barnes. 


W. O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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YOurR 
INDUSTRIAL 
DISTRIBUTOR 


The Industrial Distributor is the answer to a busy Purchasing Agent's 
prayer. For he is the “neighborhood stockroom” for thousands of 
industrial products. All it takes is a phone call and his service facilities 
iy, swing into action to deliver the goods where and when you want them, 
/ yy . We at Lamson & Sessions work hand in hand with leading 
tf, trial Distributors from coast to coast continuously supplying 
l}} +m with complete selections of quality bolts, nuts, 
rews and other fastener products. 


P 


for convenience sake—and the ultimate in fast, efficient 
delivery—get your Industrial Distributor on the line 
the next time you buy bolts, nuts and screws. 


The LAMSON & SESSIONS Co. 
1971 West 85th St. * Cleveland 2, Ohio 
Piants at Cleveland and Kent, Ohio * Birmingham * Chicago 
FOR PROMPT DELIVERY AND HELPFUL SERVICE, 
ORDER FROM YGUR LAMSON DISTRIBUTOR 








2) 





pe 


MACHINE SCREWS 


Pr ecisson mode for 
fast, economical 
assembly 





CARRIAGE AND 
MACHINE BOLTS 
Cut or rolled 
threads American 
Stondord Heads 








TAPPING SCREWS 


Choice of round, 
pan, truss, flot 
oval, hexagon 
ond Phiil.ips 
heads 








SQUARE AND HEX 
MACHINE SCREW 
wuTSs 
Semi-finished, hot 


pressed, cold 
punched 


LAG BOLTS 


American standard 

regviar squore 

heads gimiet 
points 


"W035" SET 
SCREWS 


CAP SCREWS 


"1035" Hi-Tensile 
Heat-treated 
steel 


COTTER PINS 
Steel, bross, alv- 
minum ond stom- 
less steel 





heot-treated 
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Cup point type, 
hardened and 


with this announcement, industry — 
and NYBgeP Distributors—will acquire 


A NEW 
POWER TRANSMISSION 
MEDIUM 


NO LESS MOMENTOUS than the introduction of 
V-belt stock drives, a quarter of a century ago, will be 
this announcement of Gilmer ‘““Timing’”’” Belt Standard 
Stock Drives scheduled to appear in May issues of leading 
industrial, business and purchasing magazines. 


As they have already done in the O.E.M. field, “Timing” 
Belt drives promise to assume quickly a place of equal 
importance with gears, chain, V-belt and flat belt drives 
in general industrial use. And NYB&P Distributors will 
be industry’s source of supply! 


The added prestige, the inherent possibilities for open- 
ing new accounts, that NYB&P Distributors will acquire 
by stocking and actively selling this newest and ‘‘hottest”’ 
industrial supply item are terrific! 


Now, more than ever, the NYB&P franchise—covering 
the combined NYB&P-Gilmer line and backed by a truly 
protective, distributor-centered sales policy —is one of the 
most highly prized in the field of industrial rubber products. 


1. Yilmet V-BELTS - CONVEYOR BELTING 3. FLAT BELTING 


Built for rugged service and. long For carrying or elevating all types, Test Special, Kable Kord and other 
life, in all standard and many shapes and weights of materials, famous NYB&P and Gilmer 
special sizes. including hot lumps and fines. brands. 


4. INDUSTRIAL HOSE 5. PACKINGS 6. Yilmet SHOCK ral 


Suction and high-pressure hose for Gaskets and rod packings for all Neoprene vibration-insula 
Air, Steam, Water, Paint, Acids, hydraulic, pneumatic and indus- machinery mounts in various 
Chemicals, Oil, Gasoline, etc. trial needs. thicknesses. 
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A new and better* way to transmit power 
.. Without slippage...without lubrication! 


Gilmer 
“TIMING: BELT 


Standard STOCK DRIVES 


ERE’S a new type of drive that 
H gives you a combination of 
desirable characteristics afforded 
by no other method of transmit- 
ting power! Now made available 
for general application by the 
introduction of Standard Drives 
obtainable from local NYB&P 
Distributors’ stocks, this revolu- 
tionary toothed belt drive has 
been proved in commercial use for 
more than seven years. 

Hundreds of leading manufac- 
vurers of power-driven machinery 
have made ‘“Timing’”’ Belt drives 
standard equipment on their prod- 
ucts. Over 200,000 such drives are 
now in operation on mass-pro- 
duced machines, many having run 
more than five years without a 
belt replacement. 

Standard Stock Drives now 
make it practical for plant engi- 
neers to apply to individual 


drives all these ‘“Timing” Belt 
advantages: 


% NO LUBRICATION — Absence of 
metal-to-metal contact eliminates 
need for lubricants, lubricating 
devices and housings. High speeds 
cause no lubricating problems. 


% NO INITIAL TENSION— Teeth, not 
friction, provide the grip. Bearing 
loads are reduced; need for out- 
board bearings is usually elimi- 
nated. 


% STRONG, LIGHT, FLEXIBLE—A single 
layer of continuously-wound, neo- 
prene-encased steel cable of high 
tensile strength gives the ““Tim- 
ing” Belt highest strength-to- 
weight ratio, with extreme flexi- 
bility. No stretch, no take-up! 


% CAN'T SLIP— Positive engagement 
of the ‘“Timing”’ Belt’s teeth with 
axially-cut pulley grooves assures 
no slippage, no power loss; gives 
precision control of speed ratio. 


% ULTRA COMPACT— Very small pul- 
leys can be used, without slippage 
permitting very short centers 

and high ratios. 


% CAPACITY—1/100 to 50 hp from 
stock; to 300 hp on order. 


Ask your NYB&P Distributor for the now Gilrner ‘Timing’ Belt 
Standard Drive Manval, or write direct to ‘‘Timing’’ Belt Division, 
New York Belting & Packing Co., Tacony, Philadelphia 35, Pa. 








) America’s Oldest Manufacturer of Industrial Rubber Products 
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108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


46 





/ a 
7} ne 
| sell is worth its weight in orders 
: | gage, for other merchandise. 


For example, each time you 


Every screwdriver your men 


sell a screwdriver, wrench, tap, drill, bit or any kind 
of accessory material, you're starting a chain re- 
action for the related product, fasteners. For every 
hand tool uses up countless fasteners in its long, 
sturdy lifetime. This means profitable repeat busi- 
ness in fasteners for years to come. 

Be on the watch for these related sales. To make 
sure you get them, stock the finest fasteners, RB&W’s. 


RB&W means customer satisfaction . . . bolts, 
screws, nuts and rivets of uniform accuracy, de- 
pendability and physical properties . . . products of 
quality control over every phase of production, from 
raw material to end product. 

When you sell RB&w, you're able to suggest the 
right fasteners for a particular job, thus building 
customer confidence and good will, and leading 
people to depend on your firm more and more for 
an ever-widening range of products. 

Cash in on the related sales chain reaction now 
with RB&W fasteners. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San 
Francisco. Sales agents at: Portland, Seattle. Distributors from coast to coast. 
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Purchasing 
Pit & Quarry 
National Safeby News 
Construction Equipment 
Industrial Equipment News 


Indgsteial Distribution 
sg 


Purche 
bo 
Nati ews 
Construction Equipment 


Industrial Equipmer: News 
Business Week 


Industrial Distribution 
Purchasing 
World Oil 
Ensineering.& Mining Journal 
Mechenization 
MiW & Factory 
Cénstruction Equipment 
Construction Methods 
Industrial Equipment News 
New Equipment Of st 
Product Design & Development 
Marine Engineering 
Business Week 








Industrial Distribution 
Purchasing 
World Oil 
ae & Mining Journal 
Mill @eFactory 
Constructién Equipment 
Constmagtion Methods 
Industrial Equipment News 
New Equipmest Digest 
Product Design &/Development 
Matné EnGipeering 
Business Week 








Industrial Distribution 
Purchasing 
World Oil 

Mechanization 

Pit & Quar 
National Safety News 

Mill dr Factory 
Consttwetion Equipment 

tadustrial Equipment News 

New Equipment Digest 

Business Week 


Indusgtmal Distribution 
Purch 


owing 
Werld Oi! 
Me Chaiiization 
Pit & Qarry 
National § ety News 
Mill & Factory 
Construction Equipment 
Industtial E nt News 
‘ eck 


Industrial Distribution 
World Oil 
Engineering & Mining Journal 
Mechanization 
Mill & Factory 
Construction Equipment 
Construction Methods 
Industrial Equipment News 
New Equipment Digest 
Product Design & Development 
Marine Engineering 
Business Week 





World Oil 
Engineering & Mining Journal 
Mill & Factory 
Construction Equipment 
Construction Methods 
Industrial Equipment News 
New Equipment Digest 
Product Design & Development 
Marine Engineering 
Business Week 





in every month of 1953 


CAUGHLIN ADVERTISING 


Induptrial Dattibution 
Purchasins 
Mecheanization 
Pit BQuary 
National Safety News 
Constiuetion Equipment 
Industrial Equipment News 
Business Week 


Product Design & 





Industrial Distribution 
Purchasing 
World Oil 
Engmeeting & Mining Journal 
Mill & Factory 
Construction E mt 
Construction Method: 
Industria! Equip Mentinews 
New Equipment Digest 
opment 
Marine Enqinetring 
Business Week 





LAUGHLIN protects—and 


THE THOMAS LAUGHLIN CO., 412 FORE ST., PORTLAND 6, MAINE 


THE MOST COMPLETE LINE OF DROP FORGED WIRE ROPE AND CHAIN FITTINGS 


Industrial Distribution 
Purchasing 
World Oil 
Mechanization 
Pit. & Quarry 
National Safety News 
Mill @ Factory 
Constiuetion Equipment 


Industrtat Equipment News 


Business Week 
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to sell! 


World O11 
Engineering & Mining Journal 
Mill & Faetory 
Construction Equipment 
Construetion Methods 
Industrial Equipment News 
Product Design & Development 
Marine Engineering 
Business Week 


helps—the Distributor 





ARMOUR eoated abrasives and the 
salesman who gets more $$$ per eall 


And he got sales aids like these— product information 
booklets, “how-to” pamphlets on problems that plague 


customers, useful premiums. This salesman learned how 


This salesman learned a lot from sales meetings with 
Armour sales managers. He got plenty of good, hard 
selling ideas — proven ideas, not just talk —and advice 


on how to use them, from people who know they sell Armour products even when he isn't there 





And he took a look at Armour’s new laboratory 
equipped with the latest in coated abrasives equipment 
This Technical Application Laboratory and its facilities 
are available for help in solving his customers’ problems 


He found out more about advertising and how it 
helps open doors and close sales. All these magazines 


carry Armour's hard-hitting advertising message to 


prospects, making it easier to see them and sell them. 


Your salesmen can get more dollars per call by sell- 
ing the complete Armour line. It's now available to 
additional distributors. For complete information write: 


Coeted Abusive 


Armour and Company * North Benton Road * Alliance, Ohio 
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~ 
No. 300 Masking Tape 
(Crepe Back) 


No. 301 Masking Tape 
(Flat Back) 


No. 302 Extra Strength 
Masking Tape 


No. 353 OD Cloth Tape 
(JAN-P-127, Type 1, Grade 68) 


No. 350 Techni-Tape 
(Cloth Back) 


Friction Tape 

Rubber Insulating Tape 
007° Plastic Electrical Tape 
.010* Plastic Electrical Tape 
Electro Coil Tape 
Glass-Fibre Electrical Tape 
Anti-Squeak Tape 


No. 351 Dubi-Tak Tape 
(Paper Back) 


No. 358 Twin Tak Tape 
(Cloth Back) 


No. 307 Drafting Tape 
rr 


The DUTCH BRAND Line includes a sizable group of tapes for 
varied purposes. Tapes for masking, holding, sealing, splicing, 
reinforcing, and tapes to meet electrical insulating requirements. 
DUTCH BRAND tapes have been on the market for over forty 
years and are well known for top quality. They are widely used 
throughout industry. Check the partial list shown on this page, 
then write for full information and distributor arrangements. 


Distributor have a steady repeat market 


The DUTCH BRAND Line offers steady repeat business. 
These products are so widely used that practically every customer 
you have and every prospect you call on is a user of one 
or more products. These products are consumed and once 
DUTCH BRAND Sponge Rubber you make a sale. . . steady repeat business results. The 
is now offered to Industrial Distribu- DUTCH BRAND Line with its excellent turnover can be one 
tors on a stocking basis. It is avail- of the most profitable lines you handle. Write today regarding 
able in natural and neoprene in our distributor arrangement. 
varied densities, colers, thicknesses 
from Ye inch to 1 inch in rolls, sheets, 
with or without adhesives, die cut 
forms and custom molded pieces. To - 
secure this sponge hie tein Se VAN CLEEF BROS. [NC. 
Menutactucers of Rubber Products 


i istributor arrangements. ' 
write for dis riby - eee O1visionw oF Johns Manville 
7800 WOODLAWN AVE. o CHICAGO 19, ILLINOIS 
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These two adjoining 
buildings now comprise 
the Dixon main office and 
plant; the one, above, 
housing General Offices, 
Finished Stock and Ship- 
ping Department; the 
other, Engineering and 
Manufacturing. Adding 
subsidiary companies, 
Dixon plant facilities now 
cover a total area of more 
. then four acres. 





BUCK IRON CO., INC. 
A Dixon Subsidiary 


Supplying Malleable 
Iron Castings, Brass and 


Bronze Castings 

















DIXON BRANCHES 


PRECISION DRAWN 
STEEL COMPANY 


A Dixon Subsidiary 


Birmingham, Ala. 
Los Angeles, Calif. 
Houston, Texas 


Supplying Cold Drawn Toronto, Canada 





, 





Steel Bar 
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billet 


An integrated source for all kinds of Industrial Hose Fittings, 
comprising an enlarged main factory with great productive 
capacity, plus Subsidiary Companies supplying malleable iron, 
brass and bronze castings, and cold drawn bar stock . . . bigger 
than ever as the result of nearly half-a-century of cooperation 
with Distributors in building acceptance and demand for Dixon 
products in every industry. 


The complete line ... tie quality line! Couplings, Nipples, Mend- 
ers, Clamps, for every service... Air Valves... which you can 
sell with unqualified confidence and the assurance of repeat 
= business. 


: oe 
a | Si a ta an 35 8 : 


“BOSS MALE COUPLING 


mete 


“GJ-BOSS” AIR HAMMER COUPLING 


“AIR KING" QUICK-ACTING COUPLING Quality Line. All are described in Catalog 250. Do you 
have a copy? If not, write for it. 


“DIX-LOCK™ QUICK-ACTING COUPLING 


Always something new and better! Continuous research and 


"KING" COMBINATION NIPPLE 


“KING SHANK COUPLING 


a) 
“DIXCO” 
HYDRAULIC COUPLING 


“Boss” - 


| ee 
~ 
AIR VALVES 


Nan 
a a 
\ ) i : 2 
C_) a 


KING" MALL IRON HOSE CLAMPS 


development keep Dixon constantly ahead in new and improved 
hose fittings. Each year, the list of Dixon “firsts” keeps growing 
... with new opportunities for Distributor sales. 


A Distributor policy which, through all phases of the Nation's 
economic life, has never varied; and which now has even greater 
meaning because of our increased facilities for service. 


if you are not a “Dixon Distributor”, write for particulars... 
you will be proud to join the company of those who are! 


a, . 
IF IT'S A DEON PRODUCT 


IT’S DEPENDABLE 


1D) D. 40) ee 


GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHES CHICAGO 


BIRMINGHAM + LOS ANGELES « HOUSTON + DIXON VALVE & COUPLING CO LTD TORONTO 
s 
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®This man was a real wire rope splicer. He 
took pride in his work. He knew how to make 


slings that were good in their day. Even so, 
the best ones he ever made never equalled the 
strength of the rope itself. Sometimes as much 
as 25°}, of the strength of the rope was lost. 
To be on the safe side, heavier than necessary 
was used. This ran up the cost and 


and harder to handle. 


wire rope 
made the slings bigge 
That was the old method 


The Old Method Won't Do Today 
That ill right when there was 
nothing better 
In fact, 


And, it’s not 
not when you compare old-fash 


method was : 
But it’s not all right today. 
it could be less than safe—lots less 


economical from a sling cost 


standpoint 
ioned hand-spliced slings with factory-made, 





GONE «ee 


distributor stocked ACCO Registered DUALOC* 
Wire Rope Slings. 

100% Strength Needed 
Today, your customers are demanding slings 


that have the full strength of the rope from 
They want slings that 


which they are made. 
are safe to handle, slings without barbs that 
tear hands and damage material. They want 
slings that have known capacities and high 
safety factors. Above all, 
them when they need them. And, they get all 
these things when they standardize on 
America’s only complete line of factory-engi- 
neered, factory-made wire rope slings and fit- 
tings which you can make immediately 
available. We mean—ACCO Registered Wire 
Rope Slings. 


* Trade Mark Registered © Patent No. 2463199 


Stock Them . ee 


they expect to get 


WIRE ROPE SLING DEPARTMENT 


Wire Rope Sling Department 
American Chain & Cable Company, Inc. 
Wilkes-Barre, Pennsylvania 

















ACCO Offersa Complete Line | Simple to Sell 
@ You don’t have to be an engineer to sell 
DUALOC slings. Our literature is easy to under- 


ACCO Registered DUALOC Wire Rope Slings 
are sold through distributors—the best we 


can find in any territory. You can stock pop stand so it is possible for your customer to 


ular diameters and lengths of both Strand select his own slings. Once you establish your 


Laid and Cable-Laid... plus ACCO Regis- 
tered links, safety shackles, and hooks needed 
to make up infinite combinations for just about 
any demand. All ACCO Registered fittings are 
engineered to have the same strength and de 


company as the source of supply, you'll get 
repeat orders which give you rapid turnover 
of a relatively small dollar value stock 

If you are willing to put forth the necessary 
effort to establish yourself as an ACCO Regis- 
pendability as the slings they are to be used tered Wire Rope Sling distributor, write our 
with. Our distributors sell complete assemblies Wilkes-Barre office today for details on a very 
withknownstrengths... warrantedbyAmeri- | wise and profitable investment 


3 y \aee) 
and Sell Them Registered 


Wire Rope 


AMERICAN CHAIN & CABLE ‘Quine 


Chicago, Denver, Houston, Los Angeles, 


Connecticut Pittsburgh, San Francisco 








uly, MARVEL has this 


MARVEL MACHINE TOOLS refect the high quality re- 
sulting from 57 years of progressive development and special- 
ization in the metal cut-off field. Included are sawing machines 
in capacities ranging from 4°x4" to 24"x24”". Included are MARVEL 
Metal Sawing Machines for every requirement—Series 1 & 2 
MARVEL Hack Saws for the smaller shop or maintenance depart- 
ment; Series 4B MARVEL High Speed Hack Saws, for fast accurate 
and economical cutting-off; Series 6 & 9 MARVEL High Speed, 
Heavy Duty Hack Saws for around the clock operation; Series 6A & 
9A MARVEL Automatic Production Sawing Machines, the world's 
fastest, most accurate high speed production saws; Series 8 MARVEL 
Metal Cutting Band Saw—the most versatile machine tool in any 
shop; and Series 18 & 24 MARVEL Universal Hydraulic Roll Stroke, 
Hack Saws, Big machines designed for Big work, that handle the 
largest and toughest jobs easily. 







MARVEL 
High-Speed-Edge 
HACK SAW BLADES 


Realizing that a saw blade to be efficient had to be not only fast 


MARVEL 
High-Speed-Edge 


cutting but also positively unbreakable, long-lasting and safe \ 

MARVEL refused to make or sell ordinary hack saw btades. In an ‘, HOLE SAWS 
stead, after almost 20 years of intensive research and develop "as i 

ment, they created the MARVEL High-Speed-Edge Hack Saw MARVEL Hole Saws embody the identical composite con- 
Blade. the unbreakable composite bladg with the fast-cutting struction which distinguishes MARVEL High-Speed-Edge 
long-lasting high speed steel edge, intdgrally welded to a tough Hack, Saw Blades from all others. Being UNBREAKABLE 
heayvy-loading, chrome vanadium body Today MARVEL High AND SHATTER-PROOF, they are safe to use in any port 
Speed-Edge Hack Saw Blades are universally preferred for able tool, drill press or lathe tailstock. They will saw large 
machine sawing Universally preferred, they are being almost holes up to 4'% inches in any machineable material, 
universally, though unsuccessfully copied There is no substitute to a depth of 1\% They too, are the most copied (but 
for MARVEL's 32 years expenence in the perfection of the com never equalled hole saws on the market. “‘Hole Saw 

posite blade and in the development of special machines and and “MARVEL have become synonomous terms to 
methods for its manufacturing and. quality control users thru years of satisfying experience 











this complete coverage in the 
metal cut-off field 









++cssanage? 


ae PF 
44 pasts “ee 
j 







MARVEL 


MARVEL Metal-Cutting Band Saw Blades are custom- 
made, welded endless to size, and are clearly identified 
as to size and type th 

boxed for protection against marring, kinks and rust, and 
arrive ready for use in “bright new" condition. MARVEL 
Metal-Cutting Band Saw Blades can be stocked as easily 
as a shelf of books and in practically the same space. Thru 
stock numbers they are as easy to specify as a hat size 
and in many cases the same number fits several different 
machines, thereby reducing stock requirements 


ARMSTRONG-BLUM MFG. CO., 


Metal-Cutting 
BAND SAW BLADES 


ey have ‘always been individually 


7 


MARVEL 
Hand Tools 


MARVEL Hand Tools include 
MARVEL Rod Cutters, MARVEL 
Splitting Shears and MARVEL 
Drill Press Vises. All, have ex 
clusive features and all have 
a definite place in every metal 
working shop, supplementing 
or complementing power tools 
They are standard equipment 
in shops everywhere and have 
always been sold thru Indus 
trial Distributors 








The two basic fundamentals 


that WIN and HOLD 
business for DISTRIBUTORS... 


ca 


a / 





udalily 


20% of CHICAGO-LATROBE employees 
are assigned to inspection 


Exacting inspection, to secure “top” quality, is basic at CHICAGO- 
LATROBE . . . it is not done at random but is carried out on every 
individual tool. This inspection starts with raw material . . . checking 
steel samples to meet CHICAGO-LATROBE’S exclusive “close-limits on 
analysis” specifications before it is accepted. As production starts each 
individual tool is inspected as it passes from one operation to another until 
the finished product is checked out as perfect. This finished tool has to be 
absolutely “precise” and meet rigid, above-average standards. 


This skilled inspection group at CHICAGO-LATROBE backs the 
determination to produce and deliver to the trade nothing less than 

precise, top quality tools that give outstanding performance and long life. 
As a result, customers have assurance that specifying CHICAGO-LATROBE 
Double Circle Tools means getting nothing but the BEST. 








CHICAGO-LATROBE has consistently manufactured “top” quality tools since 
the turn of the century and definitely assures Distributors that they can stock 
and sell the line with pride and confidence. This builds volume repeat business. 


DRILLS ¢ REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 
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As close as your telephone ... with emergency delivery 


the few air hours it takes to reach you. 





Service is a sincere responsibility to Distributors so 

they in turn can supply customers promptly at all times. 

We feel we are as close to our Distributors as their 

telephones and only a few air hours away. This is possible 
because CHICAGO-LATROBE is geographically located in the 
“hub” of the country, with either coast within reach, in a matter 
of hours. To illustrate this point, in emergencies it is not 
uncommon to receive an order by phone 

and have it delivered at destination before the 


written confirming order is received. 


This saves many a manufacturer from machine shut-down and 
builds CHICAGO-LATROBE Distributor reputation for dependability. 


Distributors are our “first line” sales force and we back them with 


the same sincerity and service as we do our own men. 


Service is a fundamental of the good business you can enjoy 
when you handle and service the CHICAGO-LATROBE line. 


VISIT OUR BOOTH No. 927 
TRIPLE MILL SUPPLY CONVENTION 


INQUIRE TODAY... for complete line information 


and distributor arrangements 





Ol] cHicaco-LatroBeE 


DOUBLE CIRCLE 
TOOLS 
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to the delegates to the Triple Industrial Supply Convention 
as they meet in Miami, April, 1953 


We applaud your policies and promise you our continued 
co-operation in carrying out your programs, which have 

80 steadily resulted in increased benefits to industry through 
more efficient distribution and lower marketing costs. 


Te your interests we dedicate the advertisement which is 
reproduced on the opposite page. It appears variously 
during this and ether months in the industrial magazines 
identified on this page. 


NICHOLSON FILE COMPANY, Providence, a. 1. 


Vv 
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KEEPER OF THE KEYS 


to your smooth industrial operation... 


WHO [5 HE? 


PROVIDENCE, R. 1. (IN CANADA, PORT HOPE, ONT.) 
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fying yourself as headquarters for ARMSTRONG 
Tool Holders and ARMSTRONG Tools. 


For immediate profits and future security make 
ARMSTRONG Tool Holders and Tools ONE OF 
YOUR !0 TOP LINES FOR 1953. 


ARMSTRONG LEADS AGAIN—by offering a com- 
plete line of SET-UP AND HOLD DOWN TOOLS 


providing a safe, efficient and economical answer 
to set-up problems. 


Neu ARMSTRONG T SLOT CLAMPS 


for holding down work on 
planers, drill presses, milling 
machines and other machines 
having slotted tables. 


Leu ARMSTRONG STEP BLOCK for 


giving various heights for set-up 

("work in tool rooms and machine 
shops. Provides easily adjustable, 
rigid Ne 


% \ Betias, SUT ¢ 
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ARMSTRONG TOOL HOLDERS 
Permanent, multi- tools, for every 
operation on Lathes, Slotters and 

Shapers. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, all sizes. “Cc” CLAMPS 
ogg Bay 9 Medium Serv- 
ice p Throat, and Tool ARMSTRONG Set-Up and 


Makers’ t pes in all sizes. Hold Down Tools 
Also drop forged Machinists’ line of D 
Planer 


» Clamps. 








Eye 
Plain or shoulder pees. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 
treated. 


ARMSTRONG Ratchet 
Drills 
All steel wearing hard- 
ened. Packer, Railroad, 
Standard, and Short t 
both plain and reversible. 


ARMSTRONG Machine 


$s —— 
Drill Drifts, ‘ool Posts, Drill 


Holders, Cutter Grinding 
Holders, and Tool Makers 


Vises. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged 


“The Tool Holder People” 5205 W. ARMSTRONG AVE., CHICAGO, U.S.A. 


PACIFIC COAST WAREHOUSE AND SALES OFFICE SASTERN WAREHOUSE AND SALES OFFICE 
67 ELEVENTH ST., SAM FRANCISCO 3, CALIF. 10@ LAPAYVETTE ST., MEW YORK 12, &, Y, 





REPORT #135 


basedon R 
yn DISTRIBUTOR RECORDS 


..-R/M distributor took 
prospect to see Homocord 
Conveyor Belt in operation 
at local cement plant. 
Unsolicited testimony 

of plant superintendent 
clinched order... 


THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 
1. R/M distributors can not only preach, but prove MORE USE PER 
DOLLAR in R/M products. 


2. R/M products are so widely used that R/M distributors can draw 
on the testimony of satisfied customers in all areas. 








“"MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmis- 
sion and conveyor belts, V-belts, hose and other rubber products as advertised 


in 50 publications for the benefit of R/M distributors. 


RUBBER DIVISION PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


GBhahexe ZT 


Fiat Belts V-Belts Conveyor Belts Air, Woter, Steam Hose Oil, Suction Hose 








Industrial Fire Hose 





* Brake Blocks © Clutch Facings 


Other R/M products include: Industrial Rubber © Fon Belts © Radiator Hose © Brake Linings 
wave 


Asbestos Textiles * Teflon Products * Packings © Sintered Metal Parts * Bowling Balls 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 








How 


15 Distributors 


of Industrial Supplies 
Sold Over 


2 MILLION in 
DELTA 


Power Tools 
Last Year 


4 








There ore three reasons responsible 
for our success with the Delta Line 
|. Delta is accepted by veers as the 
quality product in the power tool field 
2. Schooling of ovr men by Delta in 
their plant—they know the line and 
sell better becouse of #; 3. A stock 
large enough so that you do not have 
to say ‘no’ to an inquiry or on order 
—Herry A. Pulver, President 
Pulver Machinists Supply Co., 
Chicago, lil 


We carry well rounded stocks 
accesories as well as machines 
extend the productive ability of our 
customers machines. Permanent dis 
play space for Delta equipment is 
maintained. These machines are set 
vp and in working condition at all 
times because an actual demonstra 
tion has proved to be our best sales 
moan 

—J. F. Bennett, President 
Couch & Heyle, Peoria, til 


Delta Power Tool franchise is 
t volveble When we 
ys sold eldom are 


moke ao service call 


W heneve 
om, we co , nformed 
Delta serv mor " > with 
men 
-—D. M. Munroe, Vice President 
Carey Machinery & Supply 
Baltimore, Md 


“We developed a specialist who 
solves customer's problems by recom- 
mending which Delta Tools will best 
do their jobs. Our salesmen do bird 
dogging. If they hove the slightest 
idea that a customer is interested in 
@ machine or should be, they give the 
information to our specialist. He pre 
pores the technical information they 
need and works with the salesman in 
landing the sale 
—H. HH. Kuhn, President 
The Hardware and Supply Co., 
Akron, Ohio 


Delta hos been notably successful in 
making its products easy to buy—if 
it's easy to buy, merchandise is about 
half sold. Delta literature is plentiful 
data comprehensive — pricing simple 
The consumer likes if, the salespeople 
like #, and management like it. With 
this combination, you just can?t miss 

—M._ 1. Stray, President and 
Sales Manager, 

Chas. A. Templeton, inc 
Waterbury, Conn 


All of ovr salesmen like the Delta 
line and are especially anxious to sell 
it because if brings in a lot of repeat 
machine ond accessory business. Most 
of our customers have been pre-sold 
through extensive Delta advertising 
and sales promotion. When we need 
his help, we get excellent cooperation 
from our Delta salesman. The Delta 
ne is big and has great sales po 
tentio m fact, we class @ right up 
at the top 

S$. H. Clark, Treasurer 
Semvel Harris & Co., Chicago, tl 


“Our salesmen like to sell Delta Tools 
They know they're the best designed 
ond the finest made. They've had 
splendid training in the form of sales 
meetings, an excellent factory school 
and enthusiastic help from a well 
trained district sales manager. Delta 
is a high profit line with no headaches 
and no returns. Best of all, one Delta 
sale insures another 
—T. Gordon Vaughan, 
Sales Manager 
The W. M. Pattison Supply Co., 
Cleveland, Ohio 


Delta is profitable to sell because 
it's easy to sell—Delta is easy to sell 
becouse its high quolity is so well 
recognized throughoui the industry 
This quolity also minimizes service 
calls. Weve found, that by merely 
showing the Delta line, we sell it. The 
Delta Sales Policy insures a good 
profit and guards a distributor against 
obsolete items in his inventory 
—Raiph V. Vincent, Vice President 
and Genera! Manager 
C. W. Marwedel, Oakland, 
Son Francisco, Calif 


To capitalize on Delta preference, 
established by large, consistent ad 
vertising, we send a list of our stock 
of Delta machines to all our prospects 
and customers at regular intervals 
This simple listing of our stocks, with 
Delta name and numbers, has paid 
substantial dividends in sales and 
profits over an extended period of 
time 
—dJoseph Naylor, Vice President 
and Sales Manager 
J. M. Tull Metal & Supply Co., In 


Atlanta, Ga 





“We feel it is extremely important to 
make Delta and our name synonomous 
in the customer's mind: a top quality 
tool line, known nationally through its 
excellent advertising and sales pro- 
motion program—and where to buy 
it locally: Briggs-Weaver Machinery 
Co. This combination adds stimulus to 
both our promotional efforts and re 
sults in added sales.” 
—Atshley Dewitt, President 
and General Manager, 
Briggs- Weaver Machinery Co., 
Dallas, Texas 


“Our sales have mounted in each 
successive year, due largely to the 
acquisition of additional knowledge 
of the Delta line which has been 
passed on to the customer by our 
sales force in their sales presentation 
based upon product knowledge 
Another reason for our successful sell 
ing in stocking the Delta line in such 
quantity as never to jeopardize a sale 
by hoving to ploce a back order 
—Robert S. Page, President, 
The Henry Walke Co., 
Norfolk, Va 


“Our policy has always been to stock 

only those products which ore un- 

excelled in design, workmanship, and 

dependability. Delta tools fit in beau- 

tifully with thet policy. We help to 

promote their sale by featuring them 

in window and store display and in 
our own sales promotion activities.” 

—William Haseltine, President 

and General Manager, 

J. E. Haseltine & Co., 

Portiand, Ore 


We hove been able to maintain our 
Delta sales at a high volume due 
primarily to the intimate knowledge 
that our salesmen have of Delta Tools 
and their proper application in in 
dustry. This is coupled with the fact 
that we maintain adequate stock at 
all times to take care of the needs of 
our territory 

Harold E. Torell, Vice President, 
Syracuse Supply Co., 
Syrocuse 1, N.Y 


“We believe that Delta Power Tools 
are one of ovr most satisfactory and 
profitable lines. We like Delta quality 
—the Delta Sales Policy—and the 
splendid Delta advertising program 
We believe in carrying an adequate 
stock of tools and accessories, and in 
keeping our men informed and edu 
cated on the Delta line.” 
—P. J. Stine, Manager 
Harry P. Leu, Inc., 
Orlando, Fla 


“Delta Power Tools are one of ovr 
most profitable lines. We have a 
}-point program to keep them that 
way: (|) We never lose ao sale be 
cause we don't hove the tool, {2) We 
keep our stock of Delta Tools up front 
where they con be seen, (3) We sell 
the man who buys one machine com 
panion tools and accessories. 
—Tom Nelms, Vice President, 
W essendorff, Nelms & Co., 
Houston, Texas 


DELTA QUALITY MAKES THE DIFFERENCE 


7 


From coast to coast—north, south, east and clean line sold in a simple, straight-forward 
west—it's the same story: Delta Power Tools manner — a respected leader that always 


are a mighty profitable line to handle. And, sets the pace. 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 


not only are they a profitable line, they're a 


dependable line, year in and year out—a 





at Nat —the most extensive 


advertising program in the power 
tool field. It's planned for the market 
it reaches and it covers them all: the general 
industrial, general management, metal working, wood- 
working, construction and school fields—and huge consumer 
audiences reached by leading publications such as Life, The 
Saturday Evening Post, Better Homes and Gardens, 
This Week, Parade, Popular Mechanics, 
Popular Science, Mechanix Illustrated, 
Popular Homecraft, Home 
Craftsman and many 
others. 


The Delta Training School is 
popular with Deita dealers throughout the 
country. Taught by men who know every inch 
of every tool in the famous Delta line, dealer salesmen gain a 
thorough knowledge of each machine—and do 
a better selling job as a result. 


Delta's reputation for high 
quality is based on fact—for, no more 
painstaking care could be exercised in the 
manufacture of any tool. Quality, not price, is paramount. That's 
why Delta is so widely accepted throughout 
the industrial world. 


The Delta engineering department 
is always on the job—searching for new 
and better ways to do work faster, easier and 
more economically. Five new products will be added in the next 
12 months to further increase distributor 
profit opportunities. 


The Delta Sales Policy is a 

simple agreement between Delta and you. 

Selective distribution means protection of your 

profits — and profits are plentiful, as illustrated by dealers’ 
testimony on inside pages, for every aggressive Delta dealer. 


Delta Power Tool Division, Rockwell Manufacturing Company, 
634D North Lexington Avenue, Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 








J. (Eph) Davis, Manager of Traffic and Order Dept., with new Caterpillar DW20 Tractor 


“This Cat will never be an orphan!” 


Construction men work against dead 


lines. If machinery can't be servic 

regardless of age—with genuine mar 
ufacturer’s parts, they don't want it 
It’s an ‘orphan’! 


“This can't happen when it's Cater 
pillar-built 


“Tf the Caterpillar dealer is tem 
porarily out of stock, he can get any 
part practically overnight—by Air 
Express! Air Express speed, closely 
coordinated with our Special Order 
department, gives all domestic Cater 
pillar dealers—over 375 stores—com- 


plete parts service for every model ever 
built It ives them an 
ome 80,000 different parts! 


inventory ol 


Dov'n time’ is cut to the minimum 
machine life extended to the maxi 
with the help of Air Express 
ind dependability 
That's why Caterpillar dealers fre 
quently tell us ‘Ship ie Air Express’ 
raging more than 18 times a day! 
Air Express gets there firste—and 
too! In many 
weights and distances, rates are lowest 
of all con carriers! 


often saves money 
mercial air 
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It pays to express yourself clea ly 
Say Aur Express! Division of Railway 
I xpress Agency 


AIP LHOMSS 


GETS THERE FIRST 
via U.S. Scheduled Airlines 
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IN JUST 20 MONTHS, 
Built Profitable Volume 


Each tool is described by hard selling 
catalogs that mean more sales vad 
Industrial Supply Distributors 


CIRCULAR syy | 
f | 
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story concerns YOU! 


14Z3 Rockwell Tools Distributors 
[ts the HOTTEST line on the market today 


In just over a year and a half, nearly 1,500 distributors have 
built a profitable big-volume business on Rockwell Tools 
hand saws and saw blades. 





How did this immediate acceptance come about? Here are 
the reasons... 


CO PLETE LINE Every type of hand saw: panel, 


plumber’s and cable, plaster cutting, buck, keyhole, pruning, nail 
cutting, back, compass and nested saws; carbide-tipped saw blades, 
circular saw blades for portable electric power saws, cordwood saw 
blades--rip, crosscut, combination and novelty saw blades —dado 
heads- and modern package merchandising with five great self-display 
hand saw kits: All Purpose, Economy, Utility, Boy’s de Luxe and 
Nest of Saws. 


SU BI ss in msoctorn engineering and 


Rock’ 
CIRCULAR SAW the finest of materials go into Rockwell saws. You can tell the differ 


ence in a hurry. Best of all, these top quality tools are sold at attractive 


BLADES retail prices another reason why they're the hottest line on the 
tor 


market today 





Aw’ 
pORTABLE eLvectRic HAND 5% 


BIG STOCKS FOR PROMPT DELIVERY 


You won't lose sales by waiting, because there are always adequate 


stocks for quick delivery on every number in the big Rockwell 


HARDWARE LINE Tools line 


PROFITABLE DISCOUNT MARGINS 


When you make sales, you make real MONEY with the Rockwel! 
Toois line. Discounts To Industrial Supply Distributors place you in 
an important competitive position. 

Want to cut in on this profitable business? Write for full informa- 


tion today 


Rockwell Tools, Inc. 


1314 KINNEAR ROAD, COLUMBUS 8, OHIO 
Subsidiary of Rockwell Manufacturing Company 
Pittsburgh 8, Pennsylvania 





ADVERTISEMENT APRIL 1953 


Linco/n LUBRICANT 





Apply The Right Lubricant 


In The Right Quantity — At The Right Time 





LINCOLN ANNOUNCES REVOLUTIONARY 
AUTOMATIC PRESSURE-FLO EQUALIZER 
IN COMBINATION WITH NEW 
MATERIALS DISPENSING PUMP 


12 Years of Research Result in First Positive, 
Pressure-Flo Equalizer Ever Offered to the Market, 
and Spectacular, New Balanced-Power Pumping Unit 


Lincoln Distributors will now be in position to offer Industry the “l/topia’’ in balanced 
power, automatically controlled Pumping Systems for dispensing Materials ranging from 
heavy, fibrous compounds to light fluids. The new Automatic Pressure-Flo Equalizer 
Patented by Lincoln Engineering Company, insures positive control of flow through Material 
howe line serving the spray head, thereby insuring application of material in a consistent 
even pattern, regardless of length of hose, variation of material, or air line pressure. Initial 
surge or blob of material, when opening spray head, is climinated. Operation of pump is 
automatically controlled by opening or closing spray bead. In addition, a simple adjustment 
of the Equalizer permits pre-agitation of material in drum, before spraying, to assure maxi 
mum unmformity in mixture 

Lincoln's revolutionary Pressure-Flo Equal 
izer is available as standard equipment with 
Model MD-31 Materials Dispensing Pump, 
or a8 & separate unit complete to adapt 
most conventional Material Pumps, now in 


New Engineering Catalog 
Announced for 
0. E. M. Market 


Just released, is Lincoln's new Catalog No 


use, for spray application purposes 


91 presenting the company’s complete line 
of Grease Fittings, and selected Grease 
Guns, Accessories and Centralized Lubrica 
tion Systems for use as Standard com 


ponents with “original equipment 


roe OFf6ima: toulpmeEnT 


Cross section detail drawings cf each grease 
fitting are illustrated, actual size, as well 
as exterior views. The complete line is pre- 
sented, including Hydraulic Surface-Check, 
Military Standard, Safety Vent, Leakproof, 
Button Head, Mine Car and Self-Tapping 
fittings. This new Catalog constitutes a 
“bible” of the latest specifications applying 
to these devices for all major Industries 


Iiustrated above, Lincoln MODEL MD-31 new 
Hajanced Power Pumping U nit for use with original 
containers. Incorporates Pressure-Flo Equalizer and 
hose assembly as standard equipment 


LINCOLN ENGINEERING COMPANY 
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St. Louis 20, Missouri 


Shively Bros., Inc. Solves 
Production Bottleneck 
for Motor Car Manufacturer 


As one of many dramatic examples illustrat 
ing how Lincoln Distributors help solve In 
dustry's problems for mutual profit, Shively 
Bros., Inc., Flint, Michigan, saved the coun 
try’s largest motor car manufacturer from 
having to purchase a complete new battery 
of machines for tooling camshafts. The 
manufacturer wished to increase production 
to meet competition s in reased pace, but 
delivery and installation of new machines 
made this course of action prohibitive. A 
Shively Bros. salesman solved the problem 
by installing a Lincoln Centralized Lubri 
cation System on the existing battery of 
18 Cam Milling Machines 


The automatic, time clock controlled Sys- 
tem not only increased production by elimi- 
nating bearing-failure down-time, but by 
providing controlled lubricant application 
to all bearings while machines were operat- 
ing. The System also cut lubricant con- 
sumption 50°, slashed rejects by 80%, and 
reduced machine noise considerably, thereby 
increasing operator efficiency. Needless to 
say, the customer has installed Lincoln Sys- 
tems on many additional machines 


NEW 12 Month 
Direct Mail Kit for 
Lincoln Distributors 


Recognizing the fact that the cost of Indus- 
trial Salesmen’s calls has jumped from an 
average of $9.02 per call in 1942, to $16.31 
per call in 1952, as revealed by the recent 
McGraw-Hill Survey, Lincoln has designed 
a complete new Kit of 12 colorful, interest- 
stirring direct mail pieces for Distributors 
to mail periodically to their customers and 
prospects. 3y so doing, Distributors contact 
all their customers regularly for the cost of 
pennies, arouse product interest, keep cus- 
tomers informed, and create product pref- 
erence, thereby conserving the salesmen’s 
time for making a specific proposal and 
closing the order. A planned, consistent 
Direct Mail Program is the fastest, most 
economical method for increasing sales vol- 
ume, and cutting sales cost 








PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION News 





Modern Controlled Lubricant Application Systems For Modern Machines 





AUTOMATIC CENTRALIZED LUBRICATION 
SYSTEMS ESSENTIAL TO 
PLANT AUTOMATION 


General Electric Company, Schenectady Plant, Installs 
Lincoln MASS CENTRALIZED LUBRICATION on Presses 


Unquestionably, the hottest subject in the Industrial Trade Press today, is Plant 
Automation, defined as the automatic handling of materials in process, plus the instru 
mentation and controls which govern handling, processing and machining devices 
The Motor Car manufacturers, leading Industry in this development, state that 
“Automation” is now a ‘“‘Competitive Must,”’ and have set-up Automation Committees 
to study ways and means to achieve greater “‘automaticity’’ in manufacturing processes 
However, Plant Automation depends on a corresponding Automation of Lubricant 
Application there is no place in this development for machine down-time to accom 
modate the “‘“Grease Monkey" with his oil can. Mass Centralized Lubrication for the 
automatic, controlled application of lubricants is the Proven Solution, and Lincoln 
Distributors are in the enviable position of being able to offer Industry the most com 
plete line of Automatic Centralized Systems on the market today 


4 


The Cypher Company Does 
Outstanding Job On 
Custom-Built Lubrovans 


In addition to selling Lincoln Standard 
Lubrovans, portable Lubrication Depart 
ments for Contractors in the Heavy Con 
struction Market, The Cypher Company, 
Pittsburgh, Pennsylvania, does a superb 
job in constructing complete custom-built 
Departments from Lincoln components for 
Contractors who want more extensive and 
elaborate facilities 


Iliustrated above, is the interior view of a special 
Lubrovan built by Cypher for Heckett Engineering, 
Inc., Geneva, Utah. Note the seven Lincoln Air- 
Motor operated, Heavy Duty Pumps. 





“Steel” Magazine Survey 
Shows 85.6% of Plants 
Want Centralized Lubricant 
Application Systems 


The Market is there and waiting! In a special 
report to Industry covering a Survey of 
2,358 plants by “Steel’’ magazine, it was 
revealed that 85.6°; of the plant men inter- 
viewed wanted the feature of Centralized 
Lubrication on all new machines which they 


At the G.E. Plant, Schenectady, N. Y., a Lincoln Centralized Lubrication System was 
installed on each of two batteries of 20 punch presses. All bearings on each bank of 
presses are lubricated automatically and simultaneously, from a centrally located, time 
clock controlled lubricant pump. The Presses have functioned for more than three 
years without a bearing failure due to lubrication. As a result, an 18 minute production purchase 
shift. No down-time for lubrication for plants employing 500 or more workers 


This percentage increased to 94°, 


gain was achieved for every press, every 








Lincoln Distributors Get New MAN-SIZE 
Grease Guns 


Model 1151 21 oz. 
Model 1136 32 oz. 


~ 


i 








In response to the demand from Industrial Plants and Contractors, Lincoln has designed 
ind built a new line of heavy duty, Giant Capacity Lever Guns. Models are available in 
both 21 oz. and 32 oz. capacities. These new Guns hold 40 to 100°; more lubricant than con 
ventional grease guns enough to completely service heavy industrial machinery and 


Iilustrated above, one of the G.E. Presses showing . 
the circuit of Lubricant Injectors connected to Contractors’ road-building, and earth-moving machinery. Guns can be refilled in seconds 


bearings by rigid or flexible tubing from a Lincoln Filler Pump, or by suction 


Write for complete details on how you can become an authorized Lincoln Distributor 
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Read it and you'll see that 
it’s even bigger news for you! 


YOU’LL CARRY LESS STOCK! 





YOU'LL SELL MORE EASILY! 





YOU’LL MAKE MORE MONEY! 
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NOW 95% OF ALL PACKING NEEDS 
= ARE MET WITH R/M's |BIG 7 


—- 
yeh 











> _ 
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Lower inventories! Simplify ordering! Reduce downtime! 


Don't labor any longer under the impression that lem possible. To accomplish it, R/M has drawn to 
you must carry 10, 20, 50 different types of pack- the fullest extent on its SO years of know-how and 
ing. The whole idea is obsolete as of now! Unless experience. It has utilized the research, testing and 
you have a very rare packing application, just 3 or production facilities of all its seven great plants 
4 of R/M’s new “Big 7” Packing Types will prob- You can count on these “Big 7” R/M Packing 
ably meet every one of your requirements. Nothing Types for superior performance every time. See 
your distributor for details. Let him show you 


less than an engineering feat—from raw materials 
R/M Packings will lower your inventories. 


through continuous manufacturing processes—has how 


made this simplified approach to the packing prob- simplify your ordering, reduce your downtime 


FACTORIES: Bridgeport, Conn.: 
Manheim, Pa.; No. Charleston, S.C.: 
Passaic, N.J.: Neenah, Wis.: 


RAYBESTOS-MANHATTAN, INC, ey a Ind.: Peterborough 
PACKING DIVISION, MANHEIM, PA. itario, Canada 











RAYBESTOS-MANHATTAN. INC. Manufacturer f Packing n Products « Asbestos Textiles © Industrial Rubber Product ¢ Abrasive and Diamond Wheels 
Rubber Covered Equipment ¢ Brake Linings © Brake Clutch Facings © Fan Belts ¢ Radiator Hose ¢ Sintered Metal Products © Bowling Balls 
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KEEP PLANTS 
RUNNING! 

















Bunting Precision Bronze Bars 


Protection against shut-downs is constantly provided, right in your own 
community, by your Bunting Distributor and Bunting Precision Bronze Bars. 
Factory machined on all surfaces, Bunting Bronze Bars save you 25% of 
purchased metal, 50% of machining time and wear on costly tools. 


The Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. 

N. 


w 


| ‘“ 


Samet 


BRONZE BEARINGS «+ BUSHINGS «+ PRECISION BRONZE BARS 
This advertisement appears in Modern Machine Shop + tron Age + Machinery + Mill & Factory + Southern Power & Industry + Stee! 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO + BRANCHES IN PRINCIPAL CITIES 
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BU EVARTE 
FACTS 


a collection of useful tips to help you 
develop new selling leads in 
industrial markets 











TAPE KEEPS 
WET BATTERIES 


NY 4u 
DER? Y 
a SMALL SNIPS OF “SCOTCH” BRAND 


ACETATE FIBRE TAPE SEAL VENT HOLES 
IN BATTERY CAPS, SEAL OUT MOISTURE, 
AND DUST PRIOR TO SHIPMENT. TAPE 
ALSO HOLDS, MENDS, CODES, IDENTIFIES, 
REINFORCES. 








oneal 


6Lass {YYSGLRS 


THEY MAKE THIS TAPE SO STRONG 
THAT EVEN THE “WORLD'S STRONGEST MAN" 
(WRESTLER PAUL BAILLARGEON ) CAN'T 
BREAK IT | REINFORCING 
“MUSCLES” OF GLASS OR 
RAYON GIVE “SCOTCH” BRAND 
FILAMENT TAPE A TENSILE STRENGTH UP 
TO SOO LBS. PER INCH OF WIDTH. MAKE IT IDEAL 
FOR HEAVY DUTY PACKAGING, BANDING, 


- 


Advertisement 
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“HUNGRY Bett” 
ans UP 2) 
ems, A 
NOTES / 


TAKE A FOOT LONG //2" 
DIAMETER FORGED- 
STEEL CHISEL--FEED 
IT TO A THREE-M-ITE 
ABRASIVE BELT GRIT 
#36. WATCH THAT CHISEL 
DISAPPEAR ! YES, THIS 
DEMONSTRATION SHOWS 
HOW 3M BELTS DO TOUGH 
GRINDING JOBS WITH 
EASE. SHOW LITTLE 
WEAR. THEY'RE THE 
FASTEST-CUTTING, 
LONGEST-LASTING OF 
THEM Aux ! 























*“SAFETY-WALK" BRAND NON- 
SLIP SURFACING PROVIDES 
PERFECT TRACTION WHERE- 
EVER THE DANGER OF A- 
FALL IS PRESENT. THOU- 
SANDS OF TINY MINERAL 
EDGES TAKE A FIRM 
BITE ON FOOTGEAR - EVEN OR Po 
UNDER WATER, OIL OR GREASE. WATER LUBRicaT- MET, 
A NECESSITY FOR KITCHENS IN STANDAR ATED. Ava 
O BELT 
SHOWERS, STAIRWAYS, SIZE 
aes, —eeersrrr 
RAMPS. MINNESOTA MINING & MFG. CO. dept. 10-43, St. Pov! 6, Minn. 
Please send more information on the products checked below: 
[_] “Scotch” Brand Acetate Fibre Tape __[[] “Scotch” Brand Filament Tape 
[_] 3M Abrasive Belts (_] “Safety -Walk” Non-Slip Surfacing 
[_] “Wetordry” Polishing Belt [_] other “Scotch” Brand Pressure-Sensitive 
Tapes [_] other 3M Abrasives 


= GéT Moré DEAS of profit oppor- 


tunities in the fast-sellng 7 
3M line of industrial he 


products. Send coupen today! 
NAME 


FIRM 


ADDRESS 


os 
s 
CITY ZONE STATE . 
€ 


COMPANY Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6,.Minn.—also makers of Scotch" Sound Recording Tape, ‘Underseal” 
Rubberized Coating, “Scotchlite” Reflective Sheeting, “Safety -Walk"’ Non-Slip Surfacing. General Export: 122 E. 42nd St., New 
York 17, N. Y. In Canada: London, Ont., Can 


Advertisement 
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“Industrial Distributors who have the Good- 
year Franchise have a right to expect our 
support to increase their volume of sales,” 
says H. D. Foster, Manager of Goodyear’s 
Mechanical Goods Division. 

And Goodyear gives that support. Trained 
Goodyear Technical Men are “ready for ac- 
tion” whenever the distributor calls, of course. 

But of even greater importance is the 
sound and consistent advertising that Good- 
year carefully plans for maximum sales ef- 

fectiveness. This advertising 
is designed to help Goodyear 


i. =) 
distributors by reaching the 
men who are hardest for 
salesmen to see and sell— 


the men of the Plant Oper- 
ating Group. 
Goodyear advertising regularly appears in 


FACTORY. Why? Because, according to Mr. 
Foster, “FACTORY has proven itself to be 
an excellent medium to reach the Plant 


Operating Group.” 

You can have that kind of sales help on 
every product line you handle — if the prod- 
ucts are advertised in FACTORY. 
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H. D. Foster 
Manager, Mechanical Goods Division 
The Goodyear Tire and Rubber Company, Inc. 


Goodyear advertisements are prepored by Kudner, Inc 


FACTOR 


MANAGEMENT AND MAINTENANCE 


330 WEST 42nd STREET + NEW YORK 36, NEW YORK 
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Why LINK-BELT’s complete 
and conveyor products 





Ww 


NK-BELT 
BEARINGS 


The Link-Bele distributor carries a virtual “department store” of power transmission and 
conveyor products. Buyers take advantage of this single source of supply for their com 
plete needs. They know they can expect top quality in every Link-Belt product . . . plus 
expert service from their Link-Bele distributor. The result: a highly profitable relationship 
for both the distributor and his customer 
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Tu 


products has a head start on his competi- 


distributor who sells Link-Belt 


tion. No other single source can furnish 
such a complete range of sizes and types 
of chains and sprockets, bearings, drives, 
Link-Belt 


sales Opportunities in every market. Sell- 


conveyors. products provide 
ing, servicing, ordering and handling are 


simplified 


Equally important, the designs of re- 
lated products are integrated. For example 
when a distributor sells a Link-Belt speed 
reducer with chain drive and flexible cou 
pling—he knows they'll fit together. And 
they can be assembled without securing 


installation data from other suppliers 


Then, too, the wide recognition of the 


Link-Belt name—backed by a broad ad- 


TEAMED UP for real efficiency on a cup drying 


conveyor in a pottery factory, Link-Belt power 
transmission and conveyor products utilized here 
include: #458 Rivetless conveyor chain, Flint-Rim 
sprockets, split journal bearings, take-ups, stock 
silent chain drive, H-1 P.I.V. Gear Variable Speed 
lrive, “RO oupling, WB Worm gear drive and 


RC-100 precision steel roller chain drive 


line of power transmission 
means greater sales for you 


vertising Campaign in every major market 
—insures customer acceptance. And Link- 
Belt encompasses these many lines—yet is 
a specialist on each, 

Add them all up—the most complete 
line, full integration of all products, broad 
acceptance, simplified handling, specialized 
engineering assistance. Yes, from every 
angle, Link-Belt distributors have a head 


start toward greater, more profitable sales 


LINK<@>BELT 


One source... one responsibility for 


HERE'S ANOTHER INSTALLATION illustrating 
how integrated Link-Belt power transmission and 
conveyor products join to give the utmost in effi- 


Link-Belt 


cient coal handling 


riven through a P.I.V. Gear Variable Speed drive, 
a double reduction Herringbone gear drive and a 


precision steel roller chain drive 


nents built to one high standard of quality 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





power transmission and conveyor products 
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‘in a MORSE 
DISTRIBUTORSHIP for YOU? 




















Stock Roller Chains from %” Stock Silent Chains and 
pitch to 2” pitch; corresponding Sprockets, capacities up to 
Stock Sprockets in Types A, B, C. 50 hp. 


Morse-Rockford Over- 
Center Friction 
Clutches, hp. ranges 
from .57 to 1.7 per 


oa 


‘he hee) 
dl -= 


DRC Flexible Cou- +) aman) 
plings, capacities from J 
2.70 hp. at 100 rpm. 

to 286 hp. at 1800 


rpm. 


. 


Fn BH 


ces 


; 
f 
b 
E 


Morfiex Flexible Couplings, DSC Flexible Cou- 


capacities from .06 to 13.80 plings, capacities from 


> a 100 rpm. 
Morflex Radial Covu- ee pe te ape or. 
plings, capacities from 
3 to 262 hp. per 100 

rpm. 


A Morse Distributorship means some Morse-Rockford Pullmore 
interesting and profitable products and Clutches, Morflex Driveshafts, 
services your competitors couldn't equal. "gh Morse Cable Chains. 


For instance, as a Morse Distributor, you & You'd sell and profit from a 
could answer customer needs quickly, y power transmission line that’s 
completely, satisfactorily from the stock highly regarded by purchasing 
line of Morse Power ‘Transmission Prod- agents, plant engineers and 
ucts shown here others in operating manage- 
ment. You'd sell a line with a 
solid reputation for long serv- 
ice life, few maintenance 
needs, low operating costs. 


In addition, you can promise and make 
quick delivery on any of these custom. 
ordered Morse Products: revolutionary 
high-speed, heavy-duty Hy-Vo Drives; 


How we back you up 


As a Morse Distributor, you'd sell a line 
supported by heavy advertising schedules 
reaching throughout industry. A line further 
hacked up by complete, easy-to-order-from 
customer catalogs. Too, when a sale depends 
on the solution of tough problems and you 
need help in solving them, we'll back you 
up with some of the finest engineering help 
in the power transmission field, help you 


= ee ee ee ee ee ee ee ee ee ee oe oe oe 


MORSE 


MECHANICAL 


POWER TRANSM/SS/ON 


Paeovucrs 


F ee 
= - ee ee ee 


\ 


— = Engineering Service, Long Service 

M= PT; Morse means Power Transmission nail down sales. Life, Quality—which your customers 
, ' f h 

Let us give you some eye-opening details on con y emg Kae gg Be 


MORSE CHAIN COMPANY a profitable Morse Distributorship. Write to Products. 
Dept. 453 + 7601 Central Avenve + Detroit 0, Michigan Manager of Distribution today. 
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Bronze Gate Valve with 
renewable, wear-resisting 


"Powellium” nickel- 





SimCE / 1846 


The name “POWELL” 
on a valve assures 


absolute dependability 


Naturally, when you sell a valve, you must 
be satisfied that it is adapted to the ser- 
vice for which it is intended. But that is 
not all. For you must also be confident it 
will function dependably for a long time. 
Powell Distributors have found that they 
can count on this dependability. 


The Wm. Powell Company 
Cincinnati 22, Ohio 


























IRON, STEEL AND 
CORROSION-RESISTING VALVES 
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DISTRIBUTORS WANTED! 


See Us At BOOTH 602 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


MIAMI, FLORIDA + APRIL 13 -14.15,1953 


We are looking for more Celfor Distributors. The rapid 

growth of our industrial distributor organization in the past 

2 years is due in large measure to our distributor policy 
shown below. 

“Makers of Quality Drills In some areas, our sales through industrial distributors 


and Reamers Since 1903” represent 100% of our volume. On a country-wide basis, 
86% of our civilian business is being done through indus- 


trial distributors. 
Several extremely desirable territories are still open. Why 
not write us today about your territory? 
1 We advise our Authorized Distributors of all inquiries 
and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 
We do not sell directly to consumers except in those 
few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 


effort to obtain such business. 
We do not authorize more than one Celfor Dis- 
tributor in any given market unless more than one 
Distributor is required to adequately serve the consumers 
in the area. Furthermore, we will not add a new Celfor 
Distributor without consulting with the established Author- 
ized Distributor in the area. 





Twist Drills . Reamers . Core Drills . Track Bits 


= 


TOOL COMPANY 


-Eiela ¢ 20187. }) 
ANI 
ENGINEERING 
OFFICES AT 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD « 


\ 
\ 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish Heads machined top 

ead bottom. Hexagon faces clean 
— smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000. 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamiered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
vetween threads shiny, bright, 
mirror finish. Carried in stock 


CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


he 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specilications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance — points machine 
turned; flat and chamfered 


- 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accuratcly milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4",15/16" across the flats 


Tapped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
li 
j 
f 
e 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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carried by 
LEADING 
DISTRIBUTORS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





STOCK UP ON 
THE COMPLETE 
LINE OF 





COATED 


ABRASIVES 


. . and watch your sales begin to move! 
Month after month, these and other 
Jewel Brand ads go straight to the heart of 
the abrasive-products market . . . put 
JEWEL BRAND first in your customers’ 
minds . . . help you sell Jewel Brand 
Coated Abrasive Belts for every finishing 
operation. Try them and see. Write now for 
complete details on a profitable 
Jewel Brand franchise. Abrasive Products, Inc., 
Pearl Street, South Braintree 85, Mass. 


Jishing 
ing sanding, po" ubber. 


for grind ther plastics ' 


, 2 
metal, wood, 1 


inc. 


e aBrasive prooucts, 
ae 019 mrpreiseree 08, Macsacmenene 
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No one knows better than industry itself just how important distributors are 
to the proper functioning of our nation's industrial wheel. 

Industrial Distributors, among other things, buy in large quantities and pass 
the savings on to small quantity buyers. They warehouse these large stocks in anticipa- 
tion of customers’ needs . . . can assemble all parts of an order for delivery at 
virtually a moment's notice. ' 

And manufacturers like R. & J. Dick, who have been providing industry with 
efficient, dependable power transmission and conveying equipment for over four 
decades, also readily recognize how important distributors are in keeping their cus- 
tomers well satisfied. The trained sales and engineering personnel employed by 
distributors not only furnish informative, technical data . . . but are well qualified to 
help customers select the type of equipment to meet their exact needs. 

Yes, the Industrial Distributor is indisputably the ‘‘King” cog which keeps 
our industrial wheels turning! 


DICK'S BALATA BELTING 


DICK ROPE V-BELT DRIVES 
Constructed of hard surface, closely BARRY CONVEYOR PULLCYS 
V-Belt and sheaves operate with engi- woven duck. Thoroughly impreg- BAR TSEL SPLIT PULLEY 
neered efficiency. Give maximum ser- nated with Balota Gum. Free from avs s Welded steel construction. in 
vice with minimum streich . .. Resilience stretch and shrinkage -ond moisture Scientifically designed—electrically weight yet extremely strong. yre 
elded construction. fiom 


maintained. Sheaves corefully bol- resistant. High in power transmission ~ in weight. —_ easy —— —- in © wide 
ronge izes general con- 


enced and accurately machined to efficiency. All “Dick-belts” gvor- to install. Maintain exact shape under 
bloods. veyor services. 


minimize belt wear. onteed 


R.&J. Dick COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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A competent Public Relations staff sees to it 
that news about COOPER ALLOY'S men, 
products, developments and plans reach the 
editorial pages of select trade and business 
publications. 


The COOPER ALLOY catalog is modern in 
design, simple to use, complete in every detail 
Available with your imprint, this ynique catalog 
sets a new standard for clarity and simplicity 
Numerous bulletins, stuffers and folders 
designed to ease the selling job, are yours for 
the asking. 


We point with pride to THE MAGIC FORMULA, 


the first educational record designed to amuse ‘ 


children while teaching them about alloy 
casting. : 


A COOPER ALLOY first—technical meetings 
to which are invited leading buyers, and users 
fo Stainiess sjeel valves. Held throughout the 


country, they bring our product to the attention: 


of leading users, keep us aware of service 
problems, and give us the data needed to stay 
ahead of competition. 


program of planned promotion 


The Processing World has confidence in 
COOPER ALLOY vaives, fittings and accesso- 
ries, for it knows that behind these products is 
an wnparaileled history of stainiess steel 
foundry research, product development and 
technical know-how 


‘ Through the constant use of leading business 


and trade pubkcations, newspapers, regional 
magazines and numerous directories, COOPER 
ALLOY keeps on making new contacts, cement- 
ing old friendships and creating acceptance and 
preserence for its line of quality products 


10 


By encouraging our engineers to supply needed 
articles for the technical press, we have earned 
the respect and thanks of millions. Our library 
of reprints, the largest of its kind in the world, 
fills an average of 15,000 requests each year 


COOPER ALLOY 


COOPER ALLOY 


Personal contact with customers and prospects 
is aided through participation at various 
TU eo 
booth is colorful, attractive and informative 
It ts always staffed by top men from our sales 
and engineering departments 


A systematic direct mail campaign to help 
remind customers and prospects of the 
COOPER ALLOY product line is. directed 
monthly to 15,000 executives, purchasing 
agents, engineers and operating men in the 
chemical and allied industries. 


By means of weekly letter from the “professor” 
COOPER ALLOY distributor sales people are 
kept up to date on product data, market infor- 
mation and the technical facts needed to help 
them sell. 


The volume turns up automatically 


/ 


, 
’ THE COOPER ALLOY FOUNDRY CO., HILLSIDE, N‘J. 


Nome__ 
Company 
Address 


City ___ 
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You expect the best value from G-E fluorescent lamps 


You've probably noticed that G-E fluorescent lamps now have bases 
made of a white shiny metal, instead of the usual yellow brass 
or black plastic. It's aluminum. 

Rugged aluminum Aluminum is light and resilient. Won't crack from hard bumps 
and jolts. Can take the high heats needed to get the best seal 
between base and glass tube. Doesn't shrink at low temperatures, 


base helps G-E lamps won't crack the glass tube in cold weather. It helps prevent 


failure in G-E lamps. 


last longer Five years of General Electric lamp research helped make 
this use of aluminum possible. It shows again why you and your 


customers can expect the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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These new-type T-J Reamers have interchangeable 
heads... quickly changed! Just one shank for your 
customers to buy—use with wide range of heads 
from 4” to 23%4”’ inclusive, in '\’" increments... 
spiral flute. This cuts replacement cost to /ess 
than half! 

Head has tapered hole which insures concen- 
tricity and a snug fit on smoothly ground tapered 
shank. Reamer operates free from binding or 
sticking, due to cutting portion wearing undersize 
and creating negative relief. Performance retains 

DISTRIBUTORS all advantages of standard, expensive reamer, 
Backed by T-]'s 37 years of know-how as one of 


Your territory may still be open! Siggy ee teed 
largest manufacturers of die sinking milling cutters. 


Send coupon or write today for 
details about profitable 
franchise opportunity. 


The Tomkins-Johnson Co 
Jackson, Mich 


Please send details obcut your distributor 
plon for T-J Reamers 


Nome 
Compony 
Street 


City State 


@ 
~~ 
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Sprint CW STEEL PIPE 


contributes to 


Paper Manufacturers Company 











Quality control is essential to Paper Manufacturers Com- 
pany’s production of its Perfection line of specialty 
papers. A leading paper converter, PMC produces a 
first quality line of paper rolls for teletype, adding and 
calculating machines, as well as a wide variety of gummed 
and heat seal papers. 

Quality-consciousness naturally led to the specification 
of Spang CW Steel Pipe for PMC’s up-to-date Philadel- 
phia plant. There Spang CW carries the load . . . in 
heating, plumbing and air conditioning lines, plus special 
lines for processed steam, chilled water, compressed air, 
and high and low viscosity oils. 


Owner, Paper Manufacturers Company, Philadelphia, Pa. 


"era tractor: Jeseph Ney Industrial Operations, inc., 


Indi. au indi 
P ‘, 








Piping Contractor: lrwin H. English C y, Philadelphia, Pa. 


for 





In the production of Spang CW Steel Pipe, too, 
quality control plays a key role. Close temperature limits, 
rigidly adhered to . . . the most modern production 
machines and control devices . . . strict inspection during 
every operation—all contribute to Spang CW’s high 
standard of quality and reliability, make it easy to cut, 
thread and bend. Small wonder that Spang CW is con- 
sistently the first choice of quality conscious Owners, 
Architects and Engineers—and of smart contractors 
as well. 

Let quality and reliability be your guide. Don’t just ask 
for pipe . . . specify Spang CW at your distributor's. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Pittsburgh 30, Pa. District 
Soles Offices: Atianta, Boston, Detroit, Houston; 
Los Angeles, New York, Philadelphia, Pittsburgh, 
St. Louis, 
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LEN: 


ONE DISTRIBUTOR 
POLICY 


FORTY-TWO 


Hartford 2, Connecticut USA 


The Allen Distributor knows where he stands . . . and that’s at 

the top! In our selling and our advertising we stress that Allens 
are sold only through leading Industrial Distributors, and prove 

the advantage to the user. When orders are received at the fac- 
tory, they are billed through the proper Allen Distributor. 
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Set up a profitable sales 
plan for yourself with 
nationally-known and 
nationally-advertised 
MORGAN VISES. Large 
or small — every plant 
uses them. They are un- 
conditionally guaran- 
teed for a life-time of 
satisfactory service. We 
have 60 years’ experi- 
ence in making and selling 
our vises. This can be a 
great aid to your selling. 
MORGAN VISES are neat- 
ly packaged in sturdy car- 
tons for protection and easy 
stacking. Let us give you 
the complete MORGAN 


story. 





@ mochinists’ bench @ woodworking @ quick action 
@ combination pipe @ steel metal workers @ garage vise 
@ solid nut continuous screw 


We always suggest to users thot they buy 
thru their local distributor 


MORGAN VISE CO. 108-112 N. JEFFERSON ST., Gnl@-1e7e) 6, U.S.A. 
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of the Trade 


PAST & FUTURE: Recently J. A. “Uncle Jerry” Pear- 
son (Moore-Handley Hardware Co., Birmingham, Ala.) 
received his 50-vear pin for a half-century of service be 
ginning in the days when, as a packer, he had to help pay 
freight charges for goods incorrectly shipped. His innate 
thrift led to scrupulous accuracy, which led eventually to 
outside selling, where he’s been ever since Joseph 
Barkley, son of R. C. Barkley (Cameron & Barkley Co., 
Charleston, N. C.) is taking up a different route. Al 
though still a student, he’s displayed interest in the family 
business by designing the cover of the ‘Cambarker,” 
the company’s house organ. Nice job, too, we hear. 


SMALL & SMART: Pencils, book matches, key chains, 
diaries are among hundreds of gimmicks (complete with 
giver’s or receiver's name imprinted) salesmen use to 
spread goodwill. Charles F. Donovan (Dills Supply Co., 
Davton, O.) does it a different way. He has one of his 
suppliers make up tiny screwdrivers with his name etched 
on handle, passes them out to good business friends, 
reports never-ending flow of sincere thanks for something 
cvervone (who has ever fumbled with invisible screws in 
in alarm clock) wishes was in the toolbox 


BACK & UP: After service in Korea, where he was 
wounded three times, John T. Gill, Jr. (Geo. Worthington 
Co., Cleveland) is back at work, living in Columbus and 
handling the Springfield territory After a long, serious 
illness, George A. Janzen (Carey Machinery Co., Balti 
more) has returned to work, but has not yet resumed hi 
full duties as sales manager. He’s easing back to the job, 
doing light duties the while 


PARTY GAME: We all find ourselves at one time o1 
another at a party that seems pretty dull. A distributor (of 
necessity nameless) who has been trapped in more than 
his share of dead gatherings of late, took to working proba 
bility problems to pass the time. He is proud of his most 
recent one. Stuck in a group consisting of himself and 24 
others, he proceeded to work out the probable number 
of people in that size group who would have birthdays 
on the same day. It took pencil and paper, but he finally 
arrived at a percentage—16%. Sixteen percent of twenty 
five is four—he asked everyone there his birth date, and 
behold, there were two duplications! 


FAIR & COOLER: Any day now, E. N. “Bud” Wirth- 
lin, Jr. (Wirthlin-Mann Co., Cincinnati, O.) will be pull 
ing the tarp back and pecking at the paint work on his 
“scow.”” At one of the city’s several floating vacht clubs, 
Bud keeps a snub-nosed, beamy, flat-bottomed river craft 
which becomes his summer home on the Ohio River 
Che cabin is quite as commodious as many a New York 
ers year-round cliff dwelling, much cooler and quieter 
And, thanks to a stout Chrysler engine, Bud can cut 
loose from shore, cruise peacefully in fair weather for days 
at a time. Come winter-time, he moves back to his 
town apartment. 


AGAIN & AGAIN, travellers stop at the familiar Howard 
Johnson restaurant in Wallingford, Conn., looking hop« 
fully for hamburgers, fried clams, or what have you. Ray 
Blair, who runs the place, hates to turn business wav 
But he can’t oblige. You see, he 
sion Equipment Co. which now occupies the restaurant 
building. “Not a fricasseed V-belt on the premises,” he 


declares. 


president of ‘Transmis 


D. A. C. M. 
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SELLING ALL INDUSTRY 
on the advontoges of Distributor 
service, six advertisements were 
published in BUSINESS WEEK, 
MiL & FACTORY and PUR 
CHASING. 


A PORTFOLIO 
of the complete compaign, titled 
“Six Lessons in Better Buymanship”, 
was sent to each Jenkins Distributor. 
Mailing pieces were offered, 
mode up of folded reprints of the 
advertisement, with the Distribu- 


tor's imprint. 


MORE THAN 125,000 
pieces have been imprinted and 
delivered to date to fulfill the 


enthusiastic response 


es pee ® 


Pa ae a 


parecer ani 


nado’ 
wer, 


oper 
oC eng aneeen 
» 


ee 


ewer 
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JENKINS DISTRIBUTORS 


add impact of local mailings 
in Jenkins campaign to promote 
wider use of Distributor service. 


Jenkins Distributors are always alert to a good idea. When Jenkins 
offered reprints for local mailing of the six advertisements in its 


Distributor Promotion series, response was prompt and enthusiastic. 
Promoting greater utilization of Distributors’ service is an important 


job. The reprint mailings make the original campaign doubly effective. 


It’s an excellent example of Manufacturer and Distributor working 
together for mutual benefit. Championing the Distributor in cam- 
paigns like this is evidence of Jenkins full recognition of his indes- 


pensable service to buyer and seller alike. Jenkins Bros., 100 Park 


Ave., New York 17. 
. . 
a udu fin job 


“Matinee 








That's the consensus of over 116 letters 
received by Jenkins Bros. from Dis- 
tributors, with congratulations and thanks 
for the campaign. 


JENKINS 


VALVES =@®> 
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ey. 
“yee Calling cards for TIM 


cequifemen'” ae. 


and we Ve 4° 
et 
fof your eve 


The days aren't long enough anymore. You have to be 
everywhere at once. Get there and you wait. There’s conferences, lunches, reports 
and a staggering list of things undone as you fight the clock through your daily rounds. 
What's the answer? If you're a Republic Rubber Distributor the answer is H-E-L-P! 
You get planning help, production help, sales help . . . everything you'd expect from the first 
producer of Industrial Rubber Products to recognize the need for a written sales policy! 
Take the direct mail calling cards shown above. These colorful messages put you into 
offices you can't reach. They take you over areas you can’t travel during your regular day. 
They sell you, sell your product, sell your entire function as an Industrial Distributor! 
Add it up yourself... a complete line of top quality products, 
a definite selling policy and a time-stretching program for making more calls easier. 
However you look at it, it spells bigger profits for Republic Rubber Distributors. 


REPUBLIC’S 5-POINT SALES POLICY 


* A LINE of rubber 
items sufficiently 
complet fo permit 
effectively supplying 
the requirements of 
the trade solicited. 


aA QUALITY of 
product uniformly 
qood and cupable of 
delivering service re- 
sults that should rea- 
sonably be expected 


INDUSTRIAL 


&A PRICE basis in- 
ducing and making 
possible aggressive 
competition with rea- 
sonable profit return 


RUBBER 


&# FREEDOM from 
competition from his 
source of supply, 
either direct or indi- 
rect, among the trade 
covered by his day to 
day solicitations. 
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PROOUCTS 


* SELLING helps of 
reasonable amounts to 
that his sales force 
may be given the ad- 
vantage of specialized 
training and a knowl- 
edge of the product 
sold. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 








Industrial Distribution 





Human Relations 


in. political 


(ie RE is a basic dichotomy in Ame 


ind economic life. Politically we are a democracy 


and the ballot-box is the final arbiter where each per 


isting hi ite for the poli 


on has equal power in « 
or candidate of his choice. In the busin \ 
the other hand, the structure and 
effort, by the verv nature of things, tends t 
his contrast in ideals sets the 


for much of the fecling of unrest which « 


rvanizatio 
iuthoritarian 


the industrial scene 
Every person in our socicty dé »p 
certain basic American expectation incl sentiment 
which we hold to be immutably true. They consti 
tute in a sense our national “religion We learn 
these sentiments in our homes, in our schools, in our 
churches, from history, from our national heroes, and 
from our national ceremonials and symbol Phe 
olor our notions of how we ought to act in our 
relations with one another and what we can expect 
out of life 
what is felt to be the rights of the 


free societv. ‘Thev are the ideals of American demo 


These deeply ingrained ideas concern 


individual a 


] 
catic society which itself grew ut of a 
Wong 


concepts of elf-expression indi 


opportunity 


tvranny They embody 


“setting ahead” 
rags to riches’ dream, 

ire created equal’, the nght 
uch beliefs that are a part of 
When these sentiments a 

place, hostility, insecurity, and 

be created. We carry into our 

cratic political belicfs, that mak 

bitrary authority. But power in a 

t 


from the top, quite the opposi 


oul politic i vstem Deci ions must b mad Triyiie 


zation emanatcs 


diately and without a great deal of debate or wrang 
ling. It is well that they should be 


were made in busine is they ave in Congr the 


decisions 


receivers would be at the door be re important que 


tions of policy Or procedure I inswered 


Because of this basic conflict, supervision and author 
ity in business must be handled with finesse and 
iwareness of the nature of the relationships. Indeed 
the successful solution to these problems of human 
relations constitutes one of the major challenges to 
American industry 

The founding fathers of this country invented a 
political system that reflected the 
free people and was responsive to their wishes. But 
this same democratic system cannot be taken over 
Klapted to the 


must be developed 


ispirations of a 


intact by busing Other invention 
pecial circumstances of business, 
which will give to employees at all levels of our eco 
nomic organization a greater sense of personal pat 
ticipation, a greater sense of belonging, a greater sens« 
of dignity and recognition for their worth as individ 
uals and as respected members of the industrial 
community lo this monumental task, our best 
brains and understanding cfforts must be directed 

\s a vital part of our cconomic picture, industrial 
distributors must face up to these problems of hu 
nan relations which challenge all industry hi 
thinking of some distributors has already progressed 
far along these line Others, like the man who li 
tened to a lecture on English prose and discovered 
he had been talking prose all his life, are already con 
ciously or unconsciously practicing the things which 
make for In this April issue 
of INpusrRiIAL Disrrinurion, you will find a special 
ection devoted to this vital problem, “Hu 
man Relation Ihe Key to Increased Sale ind 
Greater Profit ce pps. 105-136 Aside from the 
very real human values to be attained, better human 


good human relation 


2 -paLpe 
| s 


relations is also a substantial contributing factor to 
ward higher produc tivity 
pl xluctivity that the 


ind static margins can be relieved 


And, it is through improved 
quecz between mounting 


< xp 1st 


Welt, WEevcber 
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GOING IN 
R. C. Duncan, Minneapoli 
\ Thi Mac hine Shop 


| 
INhAKC 


vith demonstration kit m hand 
another planned call on 


COMING OUT with order in hand, Mr. Johnson's months 


of persistent selling have paid off with another order from 


1 customer worth waiting for 


Substitute Persistence for High Pressure 


That’s the lesson learned by Jerry Johnson, a salesman for 


R. C. Duncan, Minneapolis, after ten years’ service in the field 


['eN YEARS’ EXPERIENCE for Jerry 
Johnson, salesman for R. C. Duncan 


Minne ipolis, has taught him one im 


portant lesson buvers are 


tent selling than high 


Ore 1th 
pressed by pel 
tact 


Johnson make t a standard 


pr ure 
Mr 
practice to call on prospe 
He plans his calls so that he always ha 
omething to talk about. On ¢ 
manufacturer 


make it a 


) 
it with the buver after making 


] 
ts re gularls 


VCTY ¢ ill 
htcrature 
point to 


it CATT 


with him, and 


ke ive 


his sale presentation 
Whether his initial call 
der or not, Mr. Johnson re 
week in weck out It 
doesn't take the prospect long to appre 
Mr. Johnson's 
service. Purchasing 
preciate hi persistent 
method of solicitation 
“T go in and talk an item up,” Mr 
Johnson say ind ask 
the for his business. But no 
high pressure. Of course | make 
first tuat I'm plugging a product that 
will be 
Sooner or 
that hi 
ticular item 
that hi 
planted n the cust 
A few months ba 
1 


ng a ut ford 


pay off 
with an 
furn ind 
ciak carnest desire to 
be of 


igents ip 


Low pressure 


“leave a circular 
customer 


sure 


or later.” 


John 


to need that par 


wants ft » ire 


of use, cither now 


later on know 
man rou’ 
ind he 
Mn pany rari firmly im 
yner s mind 


k Mr. Johnson wa 
ill sales. He carried 


with him, and ple nty of page 
from the Listen,” he 
quietly told one customer who held 
mit even though Mr. Johnson knew hi 


ould be needing plenty of drills, “‘if 
al 


unpl 


manufacturer 


nu ange vour mind, I want a 


hance to quote on drills to you. I'm 


ind, if | 


ibout 


n a position to help vou 


don't know everything vour 


I'll find it out.” 


pl ble mM 


Patience Pays Off 


We talked about drills for a coupk 
Mr. Johnson said, remem 
numerous visits to this 
There no immedi 
But finally, in February, 
order for 65 dozen drills and 
10 dozen taps.” No high pres 
ittempt to rush the customer into an 
had satisfied himself 
just patience, ind 


month 
bering ti 
ofhce 


, 
ite resuits 


man’ Were 
ve got an 
ui¢ no 
order before he 
that he 
repeated calls 

“T’'ve got that 
ruys turned Mi 

They figured thev wer 
One, in particular 
ictive that T got di 
But IT worked on it 
called on 
vhil 
li 


was ready 


the other 
Johnson 


rccounts 
down.” 
mused pea 
nuts was so in 
scouraged my self 
ind worked on it 

them for a 
ind left 
udden the account 
ed SS8.000 


them poke to 
ibout particular item 


ill of a 


ind we rece 


erature 
nushroomed 
vorth of business that vear 


You got to do rik xl for 
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customer, and think about his 
and try to save him 
money. If I can think of a new 
for him befor does, 
I’m going to get the business.” As an 
example of this, Mr. Johnson told of 
1 purchasing agent to whom he had 
quitely the tap 
eighteen cents cheaper than one in 
Kightcen cents multiplied by th 
number of taps used in a_ week 
imounts to a good saving. “We sub 
stituted these shorter taps without say 
ing a word to anv one—if they worked 
out, that P.A. will remember me.” 

Mr. Johnson substitutes friendliness 
for familiarity and service for pressure 
selling. “There was one customer I 
talked to about hoists for maybe three 
four months. I knew he was going to 
need one, and I'd let a little time 
elapse between every visit, and then 
stop in, give him my pitch, and chat 
for a while, Then I'd say to him ‘What 
ibout a hoist?’ No soap 

“Then 
sky, he phoned me and asked for a 
three-ton hoist—it breakdown 
job, an emergency 

“Well, there wasn’t one in the twin 
ities —I got hold of the factory repre 
sentative and he called Chicago at one 
it was shipped Xpress and the 


youl 
iccount some 
ide 1 


somebody else 


suggested use of a 


use 


me morning, out of a clear 


was a 


p.m 
next morning the customer got it 
““Tlow did vou do it?’ he asked m« 





It got here one hour before we had to 
use it.” I know he'll keep me in mind 

Another prospect had been singled 
out by Mr. Johnson as being mpe for 
some iron valves I had been after 
him since last fall—I knew he'd have 
to replace the ones he was using even 
tually. Every time I called on him, I'd 
say, ‘Clarence, when are you going to 
give me an order for those valves? 
lime passed, and I stopped by one 
morning and picked up an order for 
five hundred dollars worth of iron 
valves.” 

In the old days when the salesman 
wanted to impress a customer, he 
wined and dined him and left him 
with a headache and a sense of in 
debtedness. Mr. Johnson strengthens 
the bond of friendship between him 


elf and his customers by going on 
Saturday fishing trips with them “HEFT IT, LOOK IT OVER—"” he tells Robert Carlson, owner, as he shows him 
‘Chop 1 hole in the ice. drop in a ( ost grinder—an item that Acme can use to good advantage. When the time is 
baited line and wait. There’s no sport I Johnson knows Mr. Carlson will buy—and he do« 


like it in the world and no area a 
good for ice fishing as the lakes of 
Minnesota. And crappies aren't such 
good eating in the summer, but they’ re 
delicious when they're pulled out of 


icy water.” 


Fishing Can Be Selling 


One of Mi John ns frequent fish 
Ing partne rs is a machine hop OWnCI 
Mr. Johnson became familiar with the 
iccount when he stopped by to drop 
off some gear catalogs for the draft 
men to use. “It was a year ago this 
winter—they weren't giving me much 
business, oh, maybe a few factory 
maintenance items—not even a hun 
dred dollar order 

“Then one day the man I had been 
contacting there bought his own ma 
chine shop and started things boom hi 
ing. He'd been revamping the shop 


ever since, and he gives me a good 


YOU CAN’T FOOL the tool and die maker, and Salesman Johnson has to know 
products to put them over. He also takes the opportunity to learn more about 


th tomer’s problenis from the men who will be actually using h upplies 


share of the business.” 

Mr. Johnson makes it clear that 
none of his accounts are sewn up 
that he can’t sit back and relax just 
because the orders are coming in If 








omebody goes in there and has a 
ter tap and drill than I have, I d 
sav that my customer shouldn't bu 
Or that he won't. But I'm pretty p 

of the lines I sell—and I keep wor 

to sell them again to the customer wh 
has bought them once.” 

Phe old time salesman left his p 
pect with the latest farmer's daught 
joke and a slap on the back—Jen 
Johnson leaves his customers with the 
knowledge that they have just talked 
to a persistent man who knows his 
lines and is proud of what he is sell 
ing—and they know that he'll be back WORKING FOR HIM all the time are the catalog sheets that salesman Johnson 
gain and again, alert for the chanc has left behind on previous visit As new machine shop grows, orders for additional 


to render a service or make a sale. items come to him—hand grinder, files, machine shop ipplic 
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BETTER TOOLS MAKE MEN SELL BETTER wa 
rated im t norming | |. Forrest Bennett, Couch & 
Hevle, | i, | md J. M. Hugh Republic Rubber 
Div e' \fternoon di iwa ited by HI. A 
liemever, The W. HL. Kiefaber Co., Davton, Olno, and 
Wilham | Atlas Press Co. (below 


mod 


mode I 


Brown 


noderated | 


of 


HELPING MAKE 
discussed im morning seminar modcrat 
Q). Iber Co., Chicago and John F. Corker Independer 
lool Co Moderators for the afternoon sen 
inar were John W. Vicker The Geo. Worthington Ce 
Cleveland, and Stanley A. Woleben (Armstrong-Blum 


YOUR SALESMEN BITTER 
1 by William Ibert 


Pri mati 


OUTSIDE SELLING—OR SELLING OUT~—was morming 
topic moderated by Frank J. O’Laughlin (Com 
Mig. Co.) and Frank M. Cruger, Indiana Manu 
facturers Supply Co Afternoon seminar wa 
handled by Lawrence H Walker-Turner Div.) and 
ohn N. Failing, Jr., he \. Strelinger Co., Detroit 


seminal 
mander 
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Russell 
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WELCOMING ADDRESS was given 
by ‘IT’. Gordon Vaughan, vice president 
National A 


INTRODUCTORY REMARKS wer 
vl 


mad 


Amer 


nan HH Be llow 


mA 


omnittee 


ociation 


WELCOME 


ten 


American A 


ded by J 


tO ALI 
\ 


ociatvon 


WW 


Proven 


ils 


pre 
pi 


“we CN 


ident 


400 Attend Cleveland Joint Regional Meeting 


Pran More 1o Seca. More was the 
theme of the largest of the three 
joint regional mectings held this sea 
National Industrial Di 
ociation and the Ameri 
& Machinery Manufac 


ociation 


on by the 
tributors’ A 
can Suppl 
turers \s 

Ihe meeting, held March 6 at the 
Hotel Statler, Cleveland, was attended 
by approximately 400 members of the 

Previous regional 

meetings this scason held at 
Philadelphia and New Orleans 

Introductory remarks were made by 
Lyman H. Bellows (Sheldon Machine 
Co., In committce chairman, 
American A 

W clcoming addresses were deliver 
by IT. Gordon Vaughan, ‘The W. M 
Pattison Supply Co., Cleveland, and 
vice president of the National A 
ciation, and J. A, Proven ( Porter Cabk 
Machine Co.), president, American 
Association 

Morning and afternoon seminars 
sulted in a lively exchange of ideas b« 
tween manufacturers and distributor 
All sessions were moderated by team 
of one manufacturer's 
and a distributor representative he 
seminar topics were: Plan Your Work 

Work Your Plan; Help Make Your 
Salesmen Better; Better Sales ‘Tool 
Make Men Sell Better; Outside Sell 
ing—Or Selling Out 

red Emerson (Spartan Saw), com 
mittce member of the American Asso 
ciation, introduced the guest luncheon 
speaker, Carl V. Haecker of RCA 
Victor Div., Radio Corp. of America 
Mr. Haecker’s talk was entitled, “A 
Capsule for Successful Selling 


two association 
WC 


ciation 
} 


representative 


LUNCHEON 


+ 


' 


FULI 


AKC 


Na 


HOUSI 


hind 


| 


( 


made by 


ition 


pening 


INTRODUCTION of 


bred l ict 


( 


m the way 


omnittes 


member 


wn of th 


of manufacturer 
> 


Gl 
Hac 


EST SPEAKER 


ker, RCA 
of Amer 


land Joint Reg 


Victor 


onal 


ADDITIONAL CLEVELAND MEETING PICTURES START ON PAGE 296 
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Pin-Pointin 


9 Your Profits 


With scatter charts, you can actually put your business on the spot, and find 


out if your operations are as efficient as they should be—“‘on the average” 


No pisrraiputor knows how well he’s 
doing except by comparison with other 
distributors. When he’s made the com 
he knows if 


avcrage 


business 18 
ibove the aver 


ige being the composite expenence of 


parison his 


or bx low the 


i) number of distributors 

Vhe scatter charts” 

e next page look 
like something materialized from an 
cconomist’s nightmare, are merely pic- 
tures of some averages. With a mini 
mum of trouble, any distributor can 
fit his business into these pictures and 
sce how it shapes up, “on the aver- 


iccompanying 


. while thev may 


i 

Ihe scatter charts describe four key 
relationships existing in any distribu 
between annual 


tor § operation {a) 


102 


sales and level of inventory, (b) be 
tween annual sales and number of in 
voices billed, (c) between annual sales 
and number of employees, and (d) 
between annual sales and number of 
outside salesmen 

As you can see, these charts are also 
blueprints to efficiency, since the re 
lationships they depict show if dis 
tributors are getting the most out of 
inventory, invoites, employees, and 
salesmen in terms of annual sales 
Naturally, for example, the distributor 
doing $1,000,000 worth of business 
with 10 salesmen is ahead of the dis 
tributor doing the same volume with 
15 salesmen, other things being 
equal 

Makeup of the scatter charts is sim 
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plicity itself. The information plotted 
was Obtained from questionnaires U.S 
distributors submitted to INpusTRIAI 
Disrripution’s 1952 Annual Survey 
(ID, March). In each chart, therefore, 
a dot represents that particular rela 
tionship for one distributor 

Thus, in Chart I, 
the relatiénship between a distribu 
tors annual sales (bottom scale) and 
the level of his inventory on Jan. |, 
1953 (vertical scale As can be 
in this and other charts, the dots 
to cluster and form a pattern 
the chart, 

This pattern indicates a trend or an 
iverage, and the statistician has a sim 
ple mathematical way of drawing a 
straight line through the dots to repre 


cach dot show 


secn 
' 
tend 


ICTOSS 





sent the average. However, these charts 
are sufficiently simple that the average 
line can be fairly accurately drawn by 
eye. 

The greater the slope of the line, of 
course, the less efficient is the average 
distributor. ‘he more parallel the line 
gets with the bottom edge of the 
chart, the more the average distributor 
is getting from his inventory, invoices, 
emplovees, and salesmen in terms of 
annual sales. 

Ihe scatter charts made up from 
the latest Annual Survey returns show 
only very slight changes in distribu 
tor’s eficiency, when compared with 
similar charts published a year ago 
Although, as the Annual Survey re 
sults showed, distributors suffered a 
set-back in business last year, their 
efficiency neither improved or deteri 
orated. To see for yourself, compare 
these charts with those published in 


last May’s ID. 


Put Yourself on the Spot 


How does all this apply to you? 

If you’re curious to know, for in 
stance, how vour level of inventory 
compares to the countrywide average 
(in terms of annual you can 
plot your position on Chart I. 

Suppose your sales in 1952 totalled 
$1,650,000, and your inventory on 
Jan. 1, 1953 amounted to $220,000 
How does this relationship compare to 
the average? 

Using Chart I, you can find out 
Read along the bottom scale to the 
$1.650.000 point, then read up the 
vertical scale to the $220,000 point 
Draw lines into the chart from each ot 
these points; where they cross (note 
the “X” on Chart I) indicates your 
position relative to other distributors 
and to the average. 

As you see, your hypothetical case 
falls slightly below the average-line, 
which means you’re doing as much as 
or more business than many distribu 
tors with less inventory. If your case 
is similar to this, you may place your 
own interpretation on it. Perhaps your 
type of business requires less than 
average inventory. Perhaps you're more 
efficient, getting more turnover from 
your territory. Perhaps, for one reason 
or another, you should be carrying 
more inventory. Point is, you must 
interpret your position on the chart in 
light of the conditions which exist in 
vour trading area 

In the same way, you can plot your 
position on the other three charts. On 
Chart II, for example, in plotting your 
position you may, like some distribu 
tors discover a costly small-order prob 
if the dot representing the rela 
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RELATIONSHIP between the value of inventories and volume of sales is shown 
here. There is a dot for each distributor. The straight line is the national average 
of relationships. If you plot your sales and inventory as shown on this chart, you'll 
see at a glance how you stand with respect to the overall average 
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INVOICES BILLED, in relation to your annual sales, is this chart’s story. Take a 
point on the bottom s« ale equivalent to your annual sales and read up to the straight 
line. Now read back to the left-hand vertical scale—this is the number of invoices 
billed by the average distributor. If your actual figure is much more, 


got a small-order problem. 


you've perhaps 
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Pin-Pointing Your Profits (Cont'd) 
lll, NUMBER OF EMPLOYEES TO SALES 


: mene | 


Sales in Thousands of Dollars 
2,000 2,500 3000 3 50) 40C 4 











+ 
500 1500 





can be graphically shown on a scatter 
gral} 
sales per employee compar 


EMPLOYEES, in relation to annual sales 
chart. You can also use the chart to figure 

with the Just plot your performance 
your position falls much above the 


out how your 


erage as explained for previous charts. If 


iverage-line, you may have an organization or 


proce dure probk m 
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ye 
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SALESMEN, in relation to annual 


tributor's efficiency. Here again you can find out how productive 
Results obtamed from this should be carefully 
local » conclusion 
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itor of a dis 


men are 


ales, is another important indi 


vour sak 


und other charts interpreted in light 


onditions before vou reach 
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tionship between your sales and the 
number of invoices you billed during 
the year should fall above the average- 
line. If the dot falls in the area below 
the line, you are likely achieving a fair 
degree of efficiency in billing and ship 
ping 
For most distributors during 1952 
the slope of the trend line in C harts 
III and IV was steeper than in charts 
for previous years—the reason being a 
general increase in the number of em 
ployees and salesmen coupled with a 
general drop in sales volume. 
However, this fact should not be 
taken as an excuse for inefficiency, and 
inefhciency (too many employees and 
salesmen in relation to sales volume) 
is invariably indicated when a distribu- 
tor plots his position well above the 
trend line. Of course, there are again 
local conditions which the distributor 
before becoming too 
alarmed about an apparently disap- 
poimting ratio between annual 
and number of employees and sales- 


must consider 


sales 


men. 

I'hese scatter charts have been used 
by some distributors to help them set 
up sales quotas. Knowing the number 
of salesmen, for instance, a distributor 
can work backwards on the chart, find 
out what his average sales should be 
He can use the other three factors in 
the same way, but normally he'll set 
up quotas based on the size of his out 


side sales force 


Remember—It’s An Average 


We again remind you, however, that 
the straight line on all these charts 
isn't an objective—it’s an average, de 
picting the combined experience of 
hundreds of distributors all over the 
U. S. All these distributors operate 
businesses similar in one main respect, 
but differing markedly from one an 
other in many other respects. The 
iverage, therefore, must be carefully 
handled if it’s to be of any help at all 

Nevertheless, vou’re in business 
with one thing in mind—to cut your 
costs and increase your profits. You 
may think you're doing wonderfully, 
not only as an individual concern, but 
competitively with other firms in your 
irea. But the scatter charts may con 
ceivably show that your performance 
does not stack up to the general aver 
age, and therein might lic an answer to 
some of your problems. 

As we pointed out last year: “An 
wverage can’t possibly anticipate every 
thing that makes vour business differ 
ent from a typical industrial supph 
business in the next county. But if 
vou think your firm hews pretty close 
to the generally-accepted pattern, 
you'll find the scatter charts helpful.” 
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HUMAN RELATIONS 


Human Relations {n Your Firm 


IN 1H PAGE SPECIAL ShCTION, the editors of [Nous 
rRtAL. DistRiBuTION present a course of action that wil! 
insure be relations and, as a natural corol 
lary, more productivity. Interested, trained, informed 


tter cmplo 
ind motivated people will pay dividends in improved 
productivity for any organization. This is the objective 
ind goal of better human relation 

Higher productivity, however, is easier to talk about 
than it is to attain. When we mention higher productivity 
ve are not talking about longer hours or greater physica 
exertion. That not the way to higher productivity that 
has proved to | o successful historically in. American 
industry. Rather the answer les in the broader appli \ 
tion of better tools (used broadly by American work 
ers and the enthusiastic and willing use of improved 


cquipment il methods by peoph in their variou 


vork place 


Human Relations 


Ihe big problem for industrial distributors in 1953 i 
to maimtaimn a satisfactory net profit position in the face 
of rising EXPCIise ind the relatively stabk gross margin 
florded on the merchandise sold. Substantially increased 
iles volume would, of cours help to relieve the 
squeeze, But that doesn’t appear to be in the cards. ‘Vh 
near term outlook is for high sustained volume but no 
major upward overall pu h to higher levels. The other 
iwailable solution is higher productivity on the part of 
evervone im the distributor's organization 

Phe human relation problems of every distributo 
grow out of his contacts in four areas. First, he has 
the human relations problems which arise from his deal 
mes with customers. Second, a different group of human 
relations problems emerge in his contacts with his manu 
facturing source Vhird, as an important business entity 
in his community, he has a human relations problem 
with his Own iwhbor ind the ie ighbors ot his cin 
ployer And fourth, he has a human relations problem 
in his own organization—with his associates and fellow 
workei It is with this fourth category that we ar 
primarily concerned in this section 

This matter of human relations is not something that 
is exclusively the concern of management. Everyone in 
the distributor's organization has a vital role to play 
if overall teamwork is to result. ‘The salesman, obvious), 
must maintain harmonious relations with his customers 
But he must also rely on the inside salesman, the 
warchouseman, the inventory clerk. Then too, in a sens¢ 
he serves a teward” of the reputation of the manufac 
turers whose lines he sells. The warchouseman likewise 
must maintain successful relations with inside and out 
side people in the organization. And with him too, 
there is a problem of customer relations—he must see 
that the customer gets the correct size and quantity of 
the items as specified on the order. He, too, represents 
the manufacturers of every line carried in the warchous« 

he must insure that the goods are properly cared for 
packed and shipped. So the intricate web of relation 
ships could be worked out for cach member of the 
distributor's organization 

Ihere is a natural tendency for smaller sized business 
to assume there is no problem of human relations in 
their operations the boss knows everyone and every 


om kine 7! vbod cls Lhes 
tion that human relations is only for the large outfit 
But human relations enters the picture when as tew as 
two people are associated inside or outside the work 


" parallel issummp 


place. The problems of integration and adjustment are 
ever present. ‘Take th 
the marriage of a man and woman. No marricd man 
or woman) would deny that the successful solution of 
the problems of human relations in this situation takes a 
long time to work itself out to a basis of mutual undes 
tanding 

By the same token, and as an example, a new cm 


implest (or is it?) case of 


ployee coming into a new job in a new organization has 
| host of adjustments to make just as the older peopl 
have to adjust to the new member. Under the best of 
conditions, his appearance introduces a disturbing cle 
ment in the established patterns of relations among 
the other employee Ihe new person comes to the job 
with a different social background, different hopes, ex 
pectations and aspirations from the people with whom 
he is to be associated. He must adapt himself to the 
tatus of the group and to the practices of the organiza 
tion. Without his successful adjustment to the conditions 
of the work situation, he may become discontent or 
frustrated and quit the job. Such is the source of turn 
over which is costly to the firm and to the person. With 
older employees, the same sort of hidden or psychic 
feelings of anxiety, insecurity or apprehension may breed 
resistance, discontent or friction that, in turn, bring 
lower efficiency and impaired productivity 


Major Challenge 


The important contribution good human_ relations 
can make to increased efhciency has only been attracting 
the serious attention of management over the past score 
of years. But it is in this area where the greatest unex 
plored potential for higher productivity exists. Better 
human relations in every line of business is one of the 
major challenges to American industry in the next half 
century. ‘The most constructive solutions to our national 
conomic problems will be found in improved human 
clations im the work groups of our factorics, mines and 
distributive businesses. 

Since good human relations is concerned basically 
with attitudes ( 

is diverse as people themselves. ‘The word “human’ 
is used rather than “employee” in defining the relation 
ship because the people, who may be employees, ar 
viewed first as independent human beings. This comes 
back eventually to the attitude of viewing each individ 
ual as an end in himself and not as a means to be used 
to attain the end you may be secking 

Ihe major research studies in the field of human re 
latzons in business organization, have developed a num 
ber of significant facts. ‘] mployees are happier, mor 
enthusiastic, have higher morale and are more produc 
tive when they arc working in organizations that give 
them an opportunity to grow and develop as individuals 
ind to work together with others on jobs that are mean 
ingful and significant to them. Conversely, when the 
mployee is subjected to a restrictive, narrow work en 
vironment where the opportunity for individual ex 
pression ind freedom is at a minimum, his spirit reacts, 


or approaches toward people, its substance 





PCSISTANICE ippea Ww levclop ma 
I i 

ut Vi Vmecnican orkinginan im on 
cultural heritage at the door as he enters the work plac 
Bir re those who hol dthat the rent gadget 

! 

fringes and benefits which characterize much of pr 
relations efforts, fail to produce goo 


ent day personn 
~~ 


| 
human relations. Phe schemes may please managem 
ut not the emplovees because thev don’t touch the thing 
vhich really motivat peopl No one would deny, how 
ver, that an attitude on thi part of management 
ponsoring the long list of material emplovee benefit 
rewards shows good intentions. You can, of cour 
bad human relations with the whole range of physical 
helps and benefits, if the attitude is not nght. But when 
management itsclf is motivated by the desire for bette: 
emplovee welfare, one first big step has been taken 
toward improved morale and efficiency 
A Course of Action 


In thi specia ction, a course of action | velop 
Which approaches the problems of better human rela 
tions from a number of angles. ‘They are all designed to 
improve morale, provide better integration and team 
work, create a fecling of confidence and security, facili 
tate the adjustment to change, increas participation mid 
the sense of “belonging”, and generally to rais« 
level of enthusiasm and productivity. They appear un 
der these head 


Communications, in and out, up and down. Peo 


it 


want to know what's going on and they want to 
ticipate in changes in the “rules of the game 


___ INTRODUCTION 


Job knowledge W hat expected of mn W hat are 
itistuction 
out of a job well done unless you can teil him what 1s 


th eoul You cant expect i min to 


cxpected cf him 
Round pegs im round holes Prope interviewing 
nd testing for abilities can fit the quahfications of the 
man to the requirements of the job, to the mutual ad 
vantage of all 
Oricntation—lIs this job important? What part do 
| play? And how essential is the whole operation im the 
heme of things? ‘There i fechng of satisfaction, of 
clf esteem, of dignity which flows trom the knowledg« 
hat the job, the firm and the industry have an impor 
tant, worthwhile contribution to make to the whol 
nomic picture 
lraining 
whipped With a given amount of ability and applica 
to a feeling of accom 


lrustration ippears when jobs can't be 


tion, traming can open the docs 
plishment. ‘The rewards are available to evervone—sales 
men, warchousemen, office personnel 

How secure is the job? How 
Pensions and other benefits have 


Economic motivation 
table is the busing 
becom competitive factors m= getting mad keeping ible 
employees 

Physical facilitics—People spend half their waking 
hours in their work places. Does this outfit give me a 
decent place in which to work?) Or should I move on to 
that mice, clean modern place -down the street? 

You will not find all the answers to better human 1 
lations in the pages which follow, but you'll see what 
many progressive distributors who are aware of the 
problems are doing to work out solutions 





~ 


NY 
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HUMAN RELATIONS 





“Why doesn’t somebody tell me these things,” is the 


anguished ery you'll hear less and less when your 


human relations program is built on good 
re 


Communications 
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EVERY HUMAN RELATIONS PROGRAM 
tands or falls on communications. All 
of management's policies, intention 
ideas and hopes are virtually meaning 
less unless all members of the distrib 
utor’s organization know about and 
understand them fully 

And, on the other hand, it is just 
as true that management can only 
grope in the dark in formulating pol 
icies, directing activities and correct 
ing business ills unless there is some 
way provided for personnel to tell 
management what is on their mind 

Thus, to eliminate that cry “Why 
doesn’t somebody tell me thes« 
things?” there has to be a two-way 
system of communication. We've all 
heard the cry 


From salesmen who have failed 
to follow through on an im 
portant query because the 
didn’t know about it 

brom telephone men who've 
failed to return a call to a 
prize customer because they 
didn't know about the orig 
inal call . 

rom inanagement men who've 
failed to formulate a policy 
because they didn’t know a 
need existed for the policy 

l'rom office personnel who've 
failed to complete a job on 
time because thev didn't 
know its importance 


Meetings with supervisory 
nel, suggestion boxes, and general 
meetings at which all in attendance 
are invited and encouraged to “speak 
up” are the most widely used meth 
ods in the supply industry for keeping 
management informed 

he Fidelity Tool Supply, Camden, 
N. J., subscribes wholeheartedly to th« 
mecting method of keeping informa 
tion flowing in all directions (sec 
chart on opposite page). Under th« 
l‘idelity system, information is relayed 
to and from the people whose efforts 
in the company are most closely affili 


person 


ited. 

Suggestion boxes are a delight to 
cartoonists but, in practice, it Is a 
different story. Worthwhile sugges 
tions for improving operations far 
outnumber the occasional facetious 
comments. Distributors employing 
suggestion boxes are aware of this 
point; most show definite apprecia 
tion for suggestions by rewarding con 
tributors with money prizes 

Yes, it’s sound business to keep 
communication channels open in both 
directions. 

Generally speaking, there are three 
methods available for management to 
speak to employees circulation of 





COMMUNICATIONS 
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TWO-WAY COMMUNICATION | 
lool Supply, Camden, N. J. thr 


written material (house — organ 
pamphlets, letters); meetings, general 
and sales; and bulletin board. 

All these methods are used by Or 
Iron Co., Evansville, Ind., to channel 
information from management to em 
ployees. An outline of the 
used by this firm to disseminate gen 


eral and sales information follow 


device 


General Information 


I. Written 

A—A_ weckls used 
for news items such as births, death 

Statements of 
ilso included a 


ind to + 


housc¢ organ 1 
and contest 
company policy ar 
sales information 


Wihhecl 


well as 
lists. 
B—Letters are sent out when infor 
mation is too vital to await thi 
of the paper. If information i 
of extreme importance, the 
required to initial the letter and 
turn it to the sender 
C—Pamphlets 
printed and made into book form in 
the Orr office Vhey are used for sucl 
information as pension plans, ct 


next 
issuc 
re ider 


ire designed, writte1 


hie | cheduled mectin 


' 
im assistant sa 


If. Bulletin Board 
\—A general bulletin board is lo 
ited by the soft drink and candy ma 
This is a medium of two-way 
ommunication, The company post 
of general interest to the em 
ployees, and the employees use it for 
notes of thanks, etc 

Ill. Meetings 

\—Information concerning all em 

ometimes given in talks by 
ident or executive presi 
hort business meetings held 
cither during working hours or shorth 
ifter Employees are required 
to attend these meetings and are paid 
for their attendance 


vital al 1 of 


hin 


ifcm 


] 


plover 
thre pre 


dent in 


vice 


vard 
id 


Information 3 


extreme impor 


t 1! 

B—Stag mectings are 

held by the company for general di 
of subjects such as bonus svs 
and pension 
Separate meetings are held for 
men and women. Attendance is vol 
intary, and the meetings are held at 
tht. ‘The furnishes food 

its, and the meeting plac 


sometime 


up msurance, 


plan 


( omp ny 
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i h lf M ith 


ide 


Sales information 
I. Written 
\—-The company organ is used for 
iles stories, used equipment availabl 
tock lists, product information and 
new lines 
B—Letters information to 
salesmen when it concerns only 
sales function of the organization 
for release to all 


COnVCY 
thie 
the 
ind is 
cmployec 

C—Form letters ar 
allocation r 


of sale 


not gencral 
used to an 
for 


ervations 
men opinion 


nounce 
neals, survey 
If. Meetings 
A Sal ions are 
ry third bridhay 
salesmen, counter personnel and se 
lect pel onnel from the ofhce attend 
Session film and record 
yrograms a ored by the Associa 
featur 
pecih 


held 


night 


traming s 


weck on 


consist oft 
pon 


les presentation 


} 
product 


tion, and a i 
ing a sp ihe ind a 


problem. One salesman acts as a cus 


ind another as a salesman 
the pre 


tomer 
Croup iti ! tle conta 


/ 
ti 
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HOUSE ORGANS 


up within an 


tings beg vith break 
briday 


noon 


B-Sal 
fast on Saturday follow o the 
night ion and last until 
Meeting onsist of tw part 

md 
roduct 


Tr pl 


iis. 


policy 
produ t wmformation 
mformation 1 
entati 


th 


dispen ed 


Lh poli \ 


held an 
nitally over a two period. The con 
onsist 


cine Vcal 


ference usuall of discussion 
ol plan for thi 
Ihe above 
rather high 
of information from employer to em 
Moral in this org 
in be par 
that the 
tands in 


work for 


outline represent i 


norm im the channeling 
ploye mization 
is high, a 
tially attributed to the 
employee Kno 
relation to. the 


ituation which « 
fact 
where he 
firm le 


The House Organ 


Ihe interest aroused by a house or 
balanced br thr difficulty of 
continued publication of 
paper. People like to see the 

print employer ire mite 
what ment has to 
ippeal of a fre sh cop\ 
well nigh irresistible 
difhcult for 
lot the 


gaunt 
ustaming 
uch a 
names mn 
ested im manage 
i ancl the 
of anew paper i 
On the other hand, it i 
1 distributor ors 
job of editing such 
who has the abilit 
leisure to handle it; contributions ar 
difficult to eet: the temptation to put 
it aside temporaril 
rods | tron 
tion date is mecessary if 
terest 1s to by | 

Watkin In 
had notable su 


it ) organ, W 


ll mee 


mization to 
1 paper to 


plover ind thre 


rush pe 


gular publica 


during 
mad a re 
employee in 
ustames 

Wichita, Kan., ha 
in this field with 
itkins Weekh 


| 
ra iT ! 


il Jett 








iniversal reader peen 


initial hurdle ha above are the 


olume Art work is kept to a 
ind the paper leans heavily 
but it performs an 
function with its safety 
difficult message to 
imnouncements and 


nth 
nium 
on personal item 
unportant 
plug ilway i 
ret over, and its 

talks for 


ial attention by employees 


pecial campaigns ar 


Other Examples 


Sales Round-Up is an 84 by 11-in 
mimeographed cight-pager published 
by Briggs-Weaver Machinery Co., 
Dallas. This paper, more loosely con 
tructed than Watkins Weekly by rea 
on of its use of free-hand lettering 
is pica, is heavy on sales infor 
nation. Scheduled sales meetings are 
front page space—-followed by 
bowling scores, a popular activity in 
this company (thus a big attention 
getter). Group insurance plugs are 
inserted, as well as humorous material 
ind personal items, along with such 
unportant management employee 
functions as trade film showings, 
credit union activities and sales data 
Inspirational messages are used as fill 


iS well 


piven 


W. P. & R. S. Mars Co., Duluth, 
has experienced the difficulty 
in the public ition of its Marsco News. 
1 shortlived publication begun in 
July 1951. The paper, a neatly mim 
eographed 17 by 22-in. folded once, 
featured personal items heavily and 
eported on company social functions 
history was featured, and 
line drawings were used frequently 
throughout the sheet Although the 
house organ was fated to be suspended 
ifter a few issues, the company is con 
inced of its effectiveness, and is plan 
ning to resume publication on a per 


Wwcrage 


OM pany 


inent basi 
\ recent issue of The Hot Foot 
lished by Farquhar Machinery Co 
ksonville, Fla 


featured nine pages 
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yo: 7 ™ 7 


DATE: February 20, 1953 


wet—maintaining a regular publication date 


mastheads of 


eee (808 teurant 


Rose Kirkbright 
Bob Hart 





Shown 


four such publi itions 


men contest standings, colle 
ind inspirational 
it a 


busin¢ ‘S$ 


of sale 
humor 
material. ‘This sheet also makes 
point to publish a list of 
in idea that is both practi il 
ind original 

One of the most prot 
in the house organ field is The Orrator 
published by Orr Tron Co. It is tru 
that this publication features art work 
that lose to professional but it 
has incorporated ideas that can be 
imitated by any firm regardless of the 
talent available. Running to an aver 
we of seven pages, each issue is 
printed on a different shade of paper 
copy a fre h look 
varitype, which al 
spacing It i 


tion news, 


visitors 


ion il job 


giving cach new 
Stencils are cut by 
lows for uniform 
printed by multigraph on a 
letterhead 

Stated policy of The Orrator i 
“Weekly new roundup and preview of 
things to come as scen through the 
eves of the sales department.” It is 
liberally sprinkled with humor and 
employees are 


2-color 


personal notes; new 
listed, and inspirational material in 
cluded. The salesmanager (and edi 
tor) includes a sales message, and com 
pany policy is explained—for instance, 
the Feb. 12th issue contained the de 
tails of the firm’s 1953 vacation plan, 
signed by President Samuel Orr 

\ company newspaper has obvious 
advantages over the other methods of 
cemplover-emplovec communication 
Circulation can be supervised to en 
sure copies reaching cach employee; 


and announce 


unportant messages 
ments of a general nature are ci 
culated in permanent form; and hu 
morous and personal items sugarcoat 
vital policy messages that might not 
ittention. And 
in good adver 


rate 
1 company-sponsored project, no I 


otherwise get general 
not only is 


tising, but employe 


1 house org 


IPpres su I 








MEETINGS 
for direct 


doul 


ot its value to management 


Group insurance 


be itis 
ind employee 1 
tirement plans are among thi 
often best communi 
cated to employe by means of b 
lets and letters. Thes illow 
for clear, official explanation of wha 
he 1 compli ited plan 


grams which are 


not only 


t 


may sometime 
but 
those 
of th 
WwW .t 


profit 


iso their preparation imp 
concerned with the 
project When a certain 
distributor decided to 
plan for its | 
illustrated 


outlining the advantag 


mportan 

Mid 
idopt a 
haring 
ployces, it drew up an 
pamphlet 
members would receive—and explain 
ing what was in turn expect d of em 
his was distributed with a 
covering letter, and company official 


! 
CHIployce?’ 


ploye CS 


were well pleased with 


sponse 


The Bulletin Board 


Rare indeed is th hou 
that does not display a bulletin board 


idor OT Itt 


supp! 
in some well-traveled corr 
ployee-gathering place. Unfo ly 
it is not usual to sce firms make thi 
cffort to keep their board current. ‘I 
bulletin be 

md ca 
ittentio 


rtunat 


be of pe ik value, the 
tended 
exercised in the 


regularly, 
election of 


must be 


boosting item 

A well regulated 
business and humor 
the part of the employees to us« 
their purposes too (thank 
personal items for sal itor 
make the bulletin board 
medium of two-way communi 

One distributor 
prefer to circulate 
tices cmployee rath 
post them, to avoid outsider 


ment 


of ofh 


ind tre d mn 


mixture 


ition 
that h 
iphed no 


mention 
mimcog! 


unong hi 


ment on privat 


Another 


manage 
nouncement ompan 


it bullet 1 ] It 


——_? YF 
tails Si af 


BULLETIN BOARDS ar 
way communication 
ted items 


wsters. Po 

itional messages, which — the 
lent clips out of publications and 

ts. Hlowever, these firms have sub 
tituted other methods of employer 
mmunication. Most distributors are 
iterested in getting employee atten 
tion for their bulletin boards—keeping 
ted information current; allowing 
and install 
will 


to po t notices; 

the board in a logical place, 
thi 

value of bulletin boards for a 

number of charts and 

obvious, but to be effective 

must be kept current, and 

not b allowed to 


t of the 


sales 


outwe igh 


material 


Meetings 
Thi neral meeting is still one of 
nost impressive means of com 
‘ication between management and 
iployee. It affords immediate pet 
mal contact and promotes a feeling 
f teamwork. Most meetings are held 
for sal purposes; the very nature of 
the industrial distributor’s operations 
makes it dificult to assemble 
if one 


his com 
r of employces time 
xical as it may seem, it 1 
that make the most 

the general mecting, usually 
r off hour ind it is the smaller 
vhich take advantage of other, 
ct methods of communication 
Supply Co., Chicago, 
chedule of meeting 
These gather 
ilesmen, desk 


rCT hou ( 


| ike 
planned 
month intervals 


luck nitsice 


ock men 
ph lerical help and steve 
left free to then 
Monthly staff meetings are 
ults of which are di 
memo 


ind countermen 


Carry on 


the re 
| mimeographed 

prepared for general di 
mm matters of new polic \ 
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COMMUNICATION 


4 


invaluable as mediums of two 
Hlumorous material acts as attention 
should not be allowed to catch dust 


Standard Equipment & Supply Co., 
Hammond, Ind., mnual 
mecting for salesmen and on 
partment heads. Results of 
gatherings are ordinarily passed on to 

verbally. ‘The 
that of Jones & 
Newark N J 
ind directives 
man 


schedules an 
for de 
these 


WCTALC 
Aucr 


which 


the employes 
procedure 1s 
hacher, In 
cmployes sales meeting 
verbal or written, from the sales 
to keep its 


HOUTA d it 


wer iles force informed 


Decision mectings O1 


directives are based on the mformation 


compiled each month on a form 
known as a “salesman’s sheet.’ Sales 
charts are compiled and posted in the 
office 
men's standing 

\ solution to the problem of get 
ting together at 
is the evening gathering—but it is gen 
erally good policy for the company to 
idded inducements such 


once a month to show. sales 


once 


il cmployces 


ext na Crane 


is refreshments, or entertamment 


Personal Contact 


Since the primary purpose in keep 
of the 


improved human rela 


mg employee informed com 


pally ith I 
tions, the direct personal contact in 
volved in the general meeting make 
it one of th cftective It’s 
hardly practi il for the head of a siz 
ible organization to schedule frequent 
meetings, but it is often helpful for 


make itself 


most 


management to available 
by mingling at certain times 

When The Republic Supply Co 
if California spent $1 million to build 
i modern plant and office at San Lean 
dro, it included an « mployee cafeteria 
Thi cCOMpany Use this as a restaurant 
ind as a place for les mectings— but 
it values it highly because it also pro 
vides a common ground for all 
vecutives to become bet 


em 


incl ¢ 


1CQudn cd ring’ often period 


WI 





HUMAN RELATIONS 





Here is atough von: in human relations— 


Wnt she vit war w St he ots gH) ANalysis 


man for the right fob? 


ONE OF Ti 
make to the 
the right people in the right jobs 
feels and knows he i 

j capable of doing, i 
well. Such sek 
working 


GREATEST 


doing 


not only 


teamwork 


One of the most common oversights of management 
in building up an organization is the failure to delineate 
of a job, depending on vague generalities 


the functions 
to describe th 
ristially 


duti 
followe d up by 


of person who could perform suc h duties 


to frustration 
vagucly dis 


cads onh errors 
( mploye I be Cone 
mee of a per 
his finger on the source 
may have 
but ha 
him 


The basis for sel 


most 


never been told exactly 


tion, tramuing 


emplovees in business 
| 


steP is to secure informa 
tion about the job, and the most com 
method of doing this is by 
the present occupant and 
immediate supervisor, 
in mind that it is the 
alyzed, not 
The informa 
holder of the 
inalyzed does, 
kills involved 


| Hit, INTTIAT 
mon 
honing 

hes 
keeping 


cyte 
his of 
ilway 
job boing 
the pre 
tion sought i 
particular 
how he does it 


or po ition, 
ent occupant 
what the 
bn ng 


mal the 


job 


Description of Duties 


Y. Whiat is the general purpose of 
work? A. Hlandle orders, in 
, complaints over the telephone 
ind ittend to counter and 
display floor sales and inquiries 

Q. What duties do you personally 
perform in the usual course of your 
work? A. Take and 
imswer inquiries about products, prices, 
wailability, ete; try to help customers 
with involving prod 
uct application ll light machine 
tools on floor 

Q. What 
ony it tated 
tock occasionally 
occasionally; — tak: 
two weeks per year 

QO. low many employees do 
upervise? A, Non 

©. To whom are you 


your 
CpUlirie 
countet 


write orders; 


minor problems 


do vou pe rform 
Check 
stock 
about 


dutic . 
intervals? A, 
distribute 
inventory 


you 
directly 1 


112 


CONTRIBUTIONS 
good morale of his organization is to place 
The employee who 
the job he wants to do, 
happy but efficient as 
ction and placement make for a smooth 


concerned with 
i general description of the type 


and inefficiencies 
itished with the perform 
on in a particular job but cannot place 
of dissatisfaction 
ill the best intentions of performing his best 
what 


inl 


organizations 


The answer is . . 


1 distributor can 


years because of 
and 
cases, such 
bilities. 

Job 
edges, abilities 
d job This is 
Ther 
Such practice 
The ing the job's 
factorily 
lhe employee 
man’s job” 
tion 
tion and his 


was expected of 


prom yon of 


today i inalysis 


Job Identification 


ponsible? A. City Sales Manager 

QO. What, if any, instructions do 
you receive as to how the work is to 
be done, and from whom do you re 
ceive such instructions? A. On major 
quotations, major customer problems, 
major exchanges, credit. From Cit 
Sales Manager, Sales Manager, Credit 
Manager 


Performance of Duties 


Q. What is the minimum education 
should be required of a person start 
ing in your position? A. High School. 

QO. What additional training is re- 
quired for a person with above require- 
ment? A. Product and application 
knowledge, catalog, salesman- 
ship, company policies and methods 

Q. What past experience is neces- 
sary for a new employee in order to 
learn the duties of this position? A. 
‘rom one to three years experience in 
warehouse, stockroom or receiving de 
partments of this or similar distribut 
ing firm 

Q. In what lower positions could a 
candidate receive training for your 
position? A. Stock clerk, receiving de 
partment, warehouse assistant. 

Q. For what higher positions in 
the company does your work train 

u? A. Outside salesman 

QO. What is the most difheult part 


prices, 
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sound job analysis program 
program for distributot 
expanded 
people to the payroll on a_ piece meal basis. In 
additions 
power utilization and work loads 


analysis is 
functions of each job or posi 
and responsibilities 
placed in it for satisfactory performance 

are three basic steps involved: (1 
iccurately and completely the job or position; (2) d 
function 
basic requirements 
in the job or position 
As an example, 
mad 
The questions asked of the occupant of the posi 
answers are 
of information about the position that wa 


Ihe need for a job analvsi 
pointed up in recen 
vhich have added 


has been { 


ictivitics 
many 
in imbalance in man 


cattering respons! 


have created 


and 


than determining th 
ind the skill ] 


AnOW! 
} 
re quired of 


nothing mor 
tion, 


AnVoTie 


identifving 
crib 
accurately and completely; (3 
needed by a person to perform satis 
wnalysis of an “inside sales 
distributor's organiza 


here is an 


in an Eastern 


sort 
for 


m indication of the 
ought 


given as 


ind why? A. ‘Trving to 
about 
items 
ipplica 


of your work 
help customers who are vague 
stating their problems or the 
they want; also about major 
tion problems 


Physical Effort 
O. Roughly, 


time arc 
moving 


what 
spc nt m 


about? A. 


proportions of 
standing, sit 


- 


10%—65% 


your 
ting, 

Q. What machines or other equip 
ment do you personally operate, regu 
larly or occasionally? A. None 

Q. Roughly, what proportion of 
your time is spent in operating each 
machine you use and what speed is 
required on each =A. Non 

Q. What plhivsical requirements are 
necessary for the proper performance 
of your dutics? A. Just good health 
ind good evesight 


QO. List any other requirements 


covered bove 


not 
per onal quali 
which vou 


and an 
fications and characteristics 
think a for the 
should possess? A. Paticnce, 
initiative 


candidat position 
helpful- 
ind a litth 


ness, honesty 


inagmation 


Responsibility 
QO. What is vour r 


ccuritn ol 


sponsibility for 
ther \ ilunabl 


THOTT 


\. None 





JOB ANALYSIS 





the natut ind extent 


onsibilities for employes 
A. None 

ind extent of 
you may have other 
money. Q\. Wot 
rately, fill orders prop 


mich 


r your supervision? 
QO. Give the 
responsibilit 


nature 


informed of cu 


tomer ivity as learned from m 
ontact ncluding 
QO. What personal dealings with 
vou have? A. Mostly over 


ind at but call on 


TTACUULIT AA s 


usfomelr do 


thr phone ounter, 


It is from a detailed job description 
that skills, knowledges, abilities 
ither qualifications of a candidate for 


and 


thie position can be determined 


Il herefore, the description should pro 
identification of the 
position, a detailed statement of 
duties, equipment or tools used, pet 
formance kills needed 
ind responsibility or decision limit 
ind sufficient additional d 
to bring out the difficulty 


vid pace fol 


requirements, 


involved 


tail ind 


Lhe job 
the sort of 
fulfill the inalyzed job 
drafted from the data 
ind ine the 
that, it 
whi h 


cepted 


pecihication 1 the key { 
will be t 


individual who 
dutic¢ of an 
ind ] 
in the interview 
scription. Not 
thre ort of ti 
needed to 
date 


duties 


upplied 
iob de 
outline 
will b 


( indi 


only 
ining 
make the a 
better equipped to perform. the 

itisfactoril indicates the 
vithin the which th 
inalvzed posifion is tramung him for 
Using the data on th 
salesman ind thi 
description which resulted, it wa po 
up with the following 
job specification for “Inside Salesman” 
in this particular supply firm 

Nature of Work: Jlalking to cu 

ind prospects 


tel phon 
ind counter and on display floor; tak 


ind 
posts company 
interview 


inside job 


job . 


sible to com 


tome! OVCTI 


ing and writing order mswermng in 


quantitic deliver 
clling by suggt 


quIrICs 
iailability, et 
tion description, 
checking stock: filling small 
tock: taking 
once a year about two week 
Qualifications: Age, 25 to 35 


price 


demonstration 
orde I 
distributing mventory 


Sex 


t frequent callers once a month 


discu ervice and opportunities 
improving that 

O. Roughly, what proportion of 
spent with customers? A, 


cut 


our time 1 
\bout 4! per 
nal its and over the phon 
QO. What are your working hours? 
A. 40 week, 5 a.m. to 5 p.m 
Q. Do you work indoors or out 

ind how long at each? A, All 


including counter 
hou 


ndoor 


In addition to the 


interviewing 


Job Description 


importance of each duty 

lhus, using the data obtained from 
the inside ilesman and city sales 
manager on the former's position, the 
tatement of duties for an inside sales 
man would read lke this 

Handling orders and inquiries over 
telephone and over the counter; using 
ome selling technique on telephone, 
it the counter and on display floor 
light machine tools are 
filling small orders for callers 


vhere dis 


plaved 
I 


Job Specification 


Male; du 
vious Experience, 14 to 
tockroom O1 
department in company or other in 
firm; Marital Status, 
married; Citizenship, Y« 
good vocabulary and 
of business terms; Personal 
Good; Diction, Good 
Some but must be able to 
rules and policy; Handwriting, 
legible; Social Capacity, On the gre 
f ide; Eyesight, Good; Special 
\ptitudes, Mechanical bent with some 
inalytical ability 
Conditions of Work: Inside, own 
k and phone, standing at counter, 
noving on display floor and among 
tock shelves, frequently interrupted 
iriable work loads with peaks 
I'raining: Catalog Study in dail 
pare time and _ occasional 
vecial meetings of sales staff, I to 14 
Products and Applications: by 
plications with customers, 
manufactur 


ition, High School; Pre 
yours itl 
varchouse receiving 
dustrial upph 
Preferabl 
lenglish 


knowledg: 


\ppearance 
| iitiative, 


t low 


Wmou 


] 


VOTK ill 


ny i} 
luct meetings, 

product manuals, m«¢ 
hanics’ hand Continuous ) 


Selling ‘Technique: reading INpusrriat 


} ] 
DOOKk 
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occupant of the position being ana 
lyzed, the analyst should ask the same 
questions about the particular position 
from the occupant’s immediate super 
VISOT In the the City 
Sales Manager upplied answer 
to the qi 
1 mor data 
lhe opportunities of the 
occupant at his work should be util 
ized, particularly noting aspects of thr 
position and work that both occupant 
ind supervisor might overlook 


ibove Case, 
ilso 


yc tha pron Ter 


objective estimate and 


observing 


when possible; distnbuting mecoming 
tock to proper shelves and bins (fast 
moving items stocked on same floor); 
quoting prices, availability estimates, 
delivery; answering minor complaints; 
discussing and attempting solution of 
minor product applications with cus 
tomers and prospects; maimtaining 
good relations with customers; check 
stock for other departments; pass on 
sales information gleaned from cu 


contacts to salesman.” 


tomer propel 


DistRIBUTION, Sales mecting iles 
manuals (continuous), Correspondence 
ind local school courses (d pe ndent on 
length of course); Office Routine: in 
truction from City Sales Manager, 
Office Routine Manual, office tour; 
customer contact: One day a 
issigned to visit customers’ men con 
tacted most frequently on phon 

Promotion Possibilities: ‘Vo outsicd 
ilesman, price clerk, order editor, 
quotation desk 

Terms of Employment: 
rate, (?): Regular rate, Ifours per 
day, 8; Hours per week, 40; Location 
of job, City Sales Room 

In most firms, the job specification 
concludes with a which em 
pha izes the mor important a pect 
of the position and reasons why thes 
ire important. But _the job 
contains all the skills, 
ibilities and responsibil 
candidate who is 
position It 
ought 
in the 
moving I 


month 


Starting 


UiTeREAry 


ibove 
pecihication 
knowledges, 
ities required of a 
being considered for the 
is the basis of the 
for on the application blank 
hiring interview 
om iob to 


information 


ind in 


person from mother 





HUMAN RELATIONS — 





I'he perfect interview is when the applicant is at case and the interviewer knows what to ask about. 


Once you know all about a job, the important 


thing is to be able to match requisites with an 


applicant's qualifications; the way to start is with 


\s pointed out in the two previou 
sful 
the 
ipplicant will fill 


INTERVIEWING AN APPLICANT for a 
urEnce 
but it 
najor unportance 
the first busine 
ontact that yo i distributor, have be it in the 
with an applica ing staff, can understand 
lrom the first a the-desk talk, quired of him unless you 
ind the applicant gain first know the 
ions tha’ oft times ily upplies those answer 
ometimes are difficult vour job to 
In brief, the whether the applicant’s qualifications 
match the brought to light 


human relations program 
in the analvysi 


pages, the first requisite OF a succe 


| 
interview is an understanding of 


not an ¢ vdav on 
industrial dist 
I f 


position | 
for most ibutors 
job you hope the 


( Yby wou 


} 


ly, no candidate for a position 

on the 

what 1 

the inter 
Job an 
It then 


determing 


wareh LSC iT 


both you VICWCT, inswe! 


Dl 0 Dl 
ily won ily 
} 


ire lasting 
to correct 
distributo 


ind becomes 


if crrome 


requisite 


| 
should start from the first moment an 
nto your office It 


ipphi mit st p oul ! " ~~ 
only by “getting off on the right foot” I'wo Qualitie S 
idd an employe Job analysis 

discussed in the next 


ubstitutes for inte 


iptitu le testing 
tion, are not 
All three 


that you can hope t ind 


who'll be a 
unl wall une ewing 
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The Interview 


interviewing and aptitud 


mplementary to cach 


seeking 


lead 


you are 
that 


sure you are employing a 


interview 


two qualities will 
to making 


who is enthusiastic about hi 
The two qualities are the ap 
ibility to learn youl 


uning program OI 


person 
vork 
plicant’s under 
organization's ti 
lack of training program and, the ap 
plicant’s ability to adapt himself to 
the industrial business and, 
nore particularly, to individual 
firm. If the applicant is both train 
ible and idaptable, then you have 
moved in the direction of answering 
in the affirmative those all important 
two question Will this 


upply 
you! 


m ploy 





Sta vith 
Will h 
tion?” ‘The 


queries lies in your 


Wweaniza 
to these 
overall human re 


, 
mipicte answet 


lation program 

(he interview, however, is the first 
tep in any program for a new em 
Studic shown that the 


physical conditions under which an 


ployee have 
ipplicant is interviewed have a bearing 
on your program, and on the appli 
ints subsequent progress in a hrm 
business life like 
ittached to his 


lo an applicant, seeking a po 


] Ver\ pe 
import Ince 


1 
WOTR 


ron in 


being 


ition is serious business, business that 
being conducted in a 
Interruption 
whether by telephone or by associate 


creating an at 


is worthy of 
business itmosphere 
ire not conducive to 
mosphere that will convince an appli 
cant an organization is operated on a 
business-like basi 

Cluttered desk 
ipplicant to believe that an organiza 
run in a haphazard fashion 


neat ck ks the 


can casily lead an 
tion 1 
clean, have 
effect 

In brief, the physical setup under 
which an applicant is 
should reflect e 
mn applic int fits into these ways h« 
will be that much more at ease during 
the interview, and, therefore, you'll be 
to gather the information you 
need to decide whether the 
fits the job requi ites 


oppo ite 


interviewed 


your business way f 


ible 
ipplic int 


The Application Blank 

Pleasant surroundings are, of cou 
not the only 
successful inter 
talking with a 
tion, it 1s 
out an application blank 
tcensiven f the 


things you need fo 

Before actually 
candidate for a 
advisable to have 


IcW 
pos! 
him fill 
Ihe ex 
ipplic ition blank 
ust 
ipplic ition 


has grown in recent veat how 


extensive lank 


hould be dep | 


} upon the particula 


po ition vou. ar ecking to fill and 


upon how dept you are at int 


preting the answers supplied 
ipplic int 
Basically, all 


be broken 


ipplic ition blanks can 
three or fou 
mal data; educational back 
ord. and ext 


down into 


part per 
ground; business rec 


interest 
Personal data 
kev to whether an 
the age bracket vou 
particular job 


obligations are 


curricular 
uppli¢ vou with t 
ipphie mt fits int 
deem best for 
whether his finan 

uch that th ila 
prepared to pay will 
Most qu 
tandard 
tatu 


handh 
thons in thi cate 
Name, age, addre 


telephone number, and 


vou ar 
them 
gory ar 


narital 


to vhether 


Ki thie persona 

blank 

little opportunity for additional 

questions dunng the interview An 
] 


ipplication 


mt who has children usualh 
ibout them willingly; 
therefore, 


ome of the 


question 
tend to rm 
that 


he ing? 


ibout children 
Move NCTVOUSTICSS 


ynmon when a person 1s 


nterviewed for a position 


Educational Background 


, 
lormal education can bx 


extremely 
important in some positions and rela 
othe: post 
however, that onl) 
this 
ippraise an applicant 
tandpoint of matching the 
quisites brought job an 
ilysis. Just because an ipplic mt hold 
ih Chiginecring degree 
that the 
1 prize employee; 


tively unimportant in 
the fact 

delving into 
distributor fully 
from the 


rCmlMins, 


ubject can a 


out mi a 


is no absolute 
individual will be 
on the other hand 
it most certainly will indicate that the 
ipplicant has 


h intl il 


cuarantes 


some degree of me 

iptitude 

Studying a man’s educational back 

way of mak 

ig sure that the job fits the man and 

the man fits the job 
In the interview 


Thti¢ 


ound is just one mor 


educational 
“What did 
“What wer 
“What 
ular activities did you parti 
in?” “Did you hold office in any 
Have you 
( pondence 
leaving school?” W hat 
What do you think vou 
rom them Are there am 
take in the fu 
While attend 
did vou work 
iv the cost of 
What p f 


many 
in De explored 
ou major in at college? 


your minor subject extra 


ocicti et 


mg ofr OTT’ 


I hope to 


' ve | 
W hat ty] ? 


Previous Experience 


Ing of 


icant ha 
excellent 


COMpalne for 
worked can 
idea of th 

but the addi 

length of service cach 
ind the applicant's reason 

the position will bring the 
into harp focu 
t out that 

i dozen jobs in 


ipabilitic 


with 


k record 
onne!l expert poin 


held 


mnber of vear 


man who ha 
usually can 
’ £59 


pel Wrilit 


} 
1 job yummy 
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___ INTERVIEWING 


| 
hil 


the othe 
hed fo TT ! 


pc iod of 20 vea 
} 


pati ‘) 
might have dith 
itv in adapting himself to your way 
I operating 
In both ( though 
in be mi air 
cold ippli ition 
brought to lif 
to explain 


faction th part 


mu do 


generaliti 
miterview 1 
thre ACC 
i 
= 
ATA TOCE 
| } 1.) 
ipphcant 1 ik 


not 


Physical Condition 


It has become almost standard prac 
tice to include m an application blank 
1 que tion as to 
in applicant lost through illness over 
the last two, three or five 

raising the repiy to su hoa 
tion itt 
the average 
to upply Wy ace 
he had a 

Such a question im an ipplication 
blank can lead to intelligent conversa 
interview It is at 
ible to 
ipplicant is sub 


how many days ha 
Vcars In 
qin 

that 


expected 


} 


good to Dear mn mand 


, 
pel on cannot be 
urate answer unl 


crious illness or accident 


tion during the 
this point that 
whether the 


mu might be 
ch CONCTI 
ject to a recurring illnes 

distributors 
cxamina 


In omc Case require 
ipplic ints to take 


tion thi howeve ! 


physical 


not common 


Miscellaneous 


unlikely cmiploye! 


It is 


that any 
vould hire 


1 truch without first 
termining whether the 
ld drive It 

to determine whicther any 


if there 1 1 po 
led 


dl Wel 
applicant 
though 
apphi int 
ibility that 
upon Oct isionalh 


np yrtant 


ill dri ( 


under this heading, you can 


: 1 
im about an ipplic int hobbu 
] 
I 


What a in his spare time 
crtainly pot to his im 

t liqu mg thi keep 
which is desu 


difh 


\ ork 


ial 
unernngl 
Lanne 
crsation moving 
ut it omething that i 
for most who 
1 onl tn i 
ntcrvicw 


ulhics 


mitervicwc!l 
ionall 
usually 4 not 


whine hi 


yn The id il Opetad 


prt opl 


it basi on 


s} 
Or TiHice 


it different 


} 


ipplicant 


cure 
thing 


ognition 


Corie 


importan mid that is human 


! t 
i i 








HUMAN RELATIONS 


Powell hi 


( received by George W 
them with Mr. Moor 


PEST RESULTS ar 
delity president, who discuss 


I ick lity lool 





PESTS for 


FAKING 
und 


( 


( 


‘ ) 
' 
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al tome 
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Before taking the tests, there 





of an applicant's qualifications 
iling light on all facets must be a careful interview 
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SIX WELL-KNOWN TESTS are used by the Klein Insti 
ned to flash reve 


tut Th 
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Successful human relations stem from knowl- 


edge; to probe into the third dimension of an Aptitude Testing 


applicant or employee's character you can use... 


UNDERLYING GOOD HUMAN RELATIONS 
in any firm is a fair degree of under 
standing between employer and em 
plovec And it is so much the better 
for human relations if the understand 
ing works both ways, and if. it 
grounded in provable fact 

Many distributors have turned to 
aptitude testing to furnish them with 
this kind of fact, and thev’ve been su 
prised at the accuracy with which th 
tests put the finger on character. ‘Whe 
employee, on the other hand, has been 
pleasantly startled flattered ) at 
the distributor’s insight resulting fro 
the test 

What builds this under tanding 
the way aptitude testing strips away 
uncertainties regarding the employee’ 
future. When he engages a man, a 
distributor usually knows only the 
man’s past (from the application form) 
and hus present (brought out during 
interviews Unless the emplover ha 
occult powers, though, the distributo 
will not know how the man will mak« 
out with the firm 


ind 


Gets Beneath Surface 
\ptitude testing, however, is not 
new form of fortune-telling. Coupled 
with careful interviewing, it goes b 
low the surface, tells an employer wh: 
an applicant or present employce reall 
is, how he gets along with peopk 
and strengths ar 
should 


what his weaknesses 
what he wants to be, what he 
b« 

George W. Powell, persident of 
lidelity Tool Supply, Camden, N. J 
is enthusiastic about aptitude testing 
It's the cheapest thing I’ve bought 
since I’ve been in business,” declar 
Mr Powell 

When he started in business ci 
vcars Mr. Powell began having 
trouble hiring salesmen. On the first 
two, he found his judgment away off 
the mark, then cast about for 
1 surer way Of turning up the right 
man. Reading business magazin« 
ind button-holing friends, he discov 
ered the Klein Institute for Aptitud 
lesting, one of many organization 
selling various psychological testing 


hit 


oo 
ago, 


ind he 


scTVICCS for busine SS use 


Ihe Klein service used by lidelit 


onsists ot a special ap 
plication form (devised to ferret out all 
details of the applicant's background 
ognized test 


lool Supply 


ind IX TCE 


|) Personality Inventory: devised by 
Stanford Universitv’s Robert G. Bern 
uter, asks the applicant to answer 
h questions about his usual wavs of 
ng im a number of different 
day situation 
Otis Employment Test: contain 
cat variety of questions to determing 
vell the applicant can think 
Social Intelligence ‘Test: as it 
name implic ipplicant’s judg 
ment of different social situations, ob 
vation of human behavior, et 
Vocational Interest Blank: cd 
a vhat ov upations the apph 


probe . 


like how these preference s gibt 
nftcrest 


“Sales 


roblems 


of successful men 
‘Test: 


with choice 


Sense” pose SI 


of correct 


Washburne S-A Inventory: digs 
likes and dislike 
ind habits, thu 

nven in other 


ipplicant 
malit trait 


into 
office 
( nd 


mailed 
York 
Klein 


report: on the 


Completed tests are 
Klein Institute New 
\fter grading and analvsi 
th firm a omplete 
ippl int [hie employer 

ons of the report with the 


dis us 


( 
ipphi 

the report give 
wh the 
More often, it 
capabk ot 
mut between emplove 


? 
ipphcant 
turned down 


pome 


minor 
| 


int 


i 
ill te Klcin 
ful interviewing of the 
In other 
opinion of thr 
Ihe test doesn’t 
know evervthing: its chief 


to delineate po ibilita 


ting organization 
a8 i! 
by the emplover 

( mplove r 


nportant 


ipplic int 

Ordway Co., Cambridg: 
listributor who’ 

| n aptitude testing State 

lent Marsena Butt “These 

have always disclosed character 

that later were proven true 


A blorda distributor, Ellis & Low 


nother ¢ 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 


_ APTITUDE TESTING 


Co. of ‘|| unpa, mM tead of employing 


the packaged tests,” more 
ervice provided by a 


uscs a 
personalized” 
local firm, where a psyche logist inter 
views the applicant m person 

And the cost?) Elhs & Lowe pays 
$30 per applicant te ted hidelity 
Pool pays Klein Institute $35 a man 
Vhough several may be tested 
before the night found, the 
cost according to those who use test 
is secondary to the dividends paid 

\ptitude testing not restricted 
to the selection of sales 
Videlitv ‘Tool Suppl has, 
ion given tests to other job applicants 
clerks The 
findings, howeve ulded little to 
what was learned during interviews 01 
when the person got on the job, said 
Mr. Powell. Tlowever, Fidelity ha 
had the Klein Institute ‘Test office 


upervisOry pel onnel with useful re 


ults 


mcn 
With | 


per sonnel 


on occa 


C.2., tenographes : 


Keeps Misfits Out 


While aptitude testing’s big selling 
pomt 3 th it saves the dis 
tributor in ind training a 
ilesman, its value as a means of im 
human relations 
distributor 
it keep 


MOnCY 
electing 
proving is soon CVI 
dent to any 
In the first place 
misfit. Or, at ippears to be a 
misfit, aptitude testing will tell the 
cmployer why, and together thes 
difficult, 
taking a test 
firm, the em 
ord of hi 


on which 


using it 
out thy 


1 Whi 


overcome the 
Second ifter 
beimg engaged by the 
know there l 1 i 
potentialiti olid premise 
t his chances for advancement 
Phird, he know iho, there i 
record of li hortcomimg ind often 
ions with hi 
plover that lead to deeper understand 
e between them 
linally, aptitude t 
ne. an the neht 
job eventually creat i 
itmospher in the firm 
\ptitude testing pro ides the third 
dimension to a man character—h: 
future Knowledge of hi ind 
present enable an 
lover to reach the kind of understand 
ntial to lation 


ind 


] 
piover 
J! ‘ 


thie prompt discu cin 


be LISC Hi 
right 


cCongetl il 


ting 
men for the 


past 


ilone cannot em 


od I Pithadh oe 


W/ 





HUMAN RELATIONS 








MINES D 
QUARRI 


= R 
b 


» ZA 


DISTRIBUTOR 


SERVICE INDUSTRIES 








IMPORTANCE OF THI 


d te mpl | pe 


| ntimg o 


) ! t te 
pla i 


DISTRIBUTOR 


Hid iM c\ 


mdustries are the basic industric 


erved by industrial distributors 


Illustration shows some of 


vho rely on distributors service 


Eemployees—new and old—work harmoniously and produc- 


tively when they're kept informed on the importance 


Orientation 


of the industry, your company, their job through . . . 


ind often neglected 


thr recog 


\N 
phrase of human relations j 
the 
program of personnel orientation on 
the importance of the industrial supply 
ind 


INTIPORTANI 


nition of need for a contimuou 


industry, your parti ular company 
iob 
to he 


to visualize 


the employee’ 

like 
thing important 
sential worker in a 


Everyone part of som 
himself 
is an ¢ growing in 
in imsignihcant cog m 
Ih 
no matter what 
ittitude”’ 


ON pany wa 


dustry—not a 


machin ipplies to 


ill levels 


( mploves 


in obsolete 
workers on 
thre 
toward his work 


ood human relations 


job, an 
inal hi 
vital factor in ¢ 
who have been properh 
the their 
company industry 

will be 


another 


Employees 
onented on 
their 
whol 
for 

By 


import mece of 
and the 
less tempted to 


job 
wa 
cemingly 


leave grcenc;r, 


he ld 
moral " 


thus improving employe 


personnel turnover can be 


minimized 
Che more employes 
of the industrial 


s learn about the 


functions supply 


business, the vital part played by you 
is a distributor in your particular trad 
and their your OI 
ganization—the more they will appre 
ciate what is expected of them, and 
what their prospects are in the indus 
trial field 

Previous sections have described th« 
importance of judging the new appli 
cant by acquainting him with the job 
ind determining from 
whether 
It is equally im 
whether 


ing area, role im 


requirements, 
tests and interviews 
uited for that work 
portant that the applicant 
being considered for employment in 
the Ww irchouse , mm the office, or in the 
iles field—be appraised of the merits 
of his job, of his particular company, 
ind of the distributor's place in the 
community and the country’s econ 
my. Thus new employees will ac 
quire a sense of responsibility, a pride 
at the right time 
in addi 


he IS 


in the job involved 
while being considered as 

ganization 

the job of orientation 


tion to your ¢ 
lowe ver 
1953 


INDUSTRIAL DISTRIBUTION © APRIL 


should not cease with the hiring ot 
the employee. An effective program of 
keeping all employees conscious of 
their importance should be a contin 
ous program. 


Facts About The Industry 

The 
1 stranger to the industrial supply busi 
ness, probably doesn't realize there arc 
hundreds of industrial distributors in 
the United States who handle an an 
round 4 


prospective employee, usually 


nual volume of business of 
billion dollars He should h« app! used 
of the fact that industrial supply 
houses are owned and ited by 
local, responsible businessmen who 
locate strategically to serve every kind 
of industrial market—oil fields, mines, 
railroad and indus- 


Ope I 


factories, SCTVICC 
tries. 

It is well to picture to all employees 
that the industrial distributor draws 
thousands of items from many manu 
facturers, stocks them locally to mect 


the requirements of his trading area 

























ORIENTATION 





LARGE WAREHOUSE STOCKS. Dis- 
tributor’s warehouse is the stockroom 
of plant in its trading area, 


FREQUENT SALES CONTACTS by 
trained men, well posted on products 
and applications through sales 
schools and meetings. 






EFFICIENT OFFICE SYSTEMS reduce 
customer purchasing and accounting 
COStSs 








DISPLAY AND COUNTER SERVICE, 
Floor demonstrations for products 
Customers want to inspect. 









y 


SUPPLIES ASSEMBLED TO MEET 
local plant needs. Distributor’s receiv- 
ing dock is the local assembly point 
for industrial supplies 









REGULAR DELIVERY SERVICE of 
customer's supply requirements plus 
‘round the clock emergency service, 











organization 
function as a 


mncrs 


IMPORTANCE 


will help employees appt i 


OF YOUR OPERATIONS ¢ st 
r-all function of your 


; +} 





ind thus renders an invaluable s« ‘ in overall concept of the im 
to industry in time of peace a tance of hi 
national emergency 


particular job 


Facts About Your Company 


How — th industrial distribut 
effects a saving to industry by provid Beyond discussing the industry, the 
ing fast delivery service, by simplifyin; tributor should stress the advantages 


the purchasing agent’s job, by bein gains by 


on-the-spot in times of production 
break-down, standing behind the 


the employe working for 
{ particular company. Here the 
mplover has the opportunity to point 
(discussed in an 


products sold, by functioning a in uit mpan benefits 
inventory adjunct for local plants—all ther section of this issue) available 
hould be emphasized to acquaint all — to h mploye 

with the manifold job of in Management might well consider 


employees 


dustrial distribution cq 
that show the 


uainting employees with any figures 
rrowth of the company 


Sales Curve If a house organ, company catalog, 

Another fact that warrants mention newspaper advertising, or training pro 
ing—the sales curve for the industri ims are used, employees should be 
supply industry during the last decad made aware of how these programs 


furnishes positive proof that industr enefit him as an individual, and th 


distributors have grown with and nu mpany as a whole 
tured industry. Record breaking p | employee should be thor 
duction, however, is obviously of ughly familiar with the operation 
value in any cconomy—dcfen “ id problems not only of his particular 
or peace—unk industry’s output b, but of other departments in yout 
reaches users, which is the distributo zation. A good orientation pro- 
prime function ram should include a periodic tour 
When employees appreciate that in- of plant ‘whether large or small), 
dustry relies upon industrial distribut that each individual can view your 


in their entirety, and thu 
iate the part he plays in 
to your customers 
who thus familiarizes 
ill operations should 


ing firms to have the right tools in tl ition 
right place it the right time, they will bett Ippre 
better understand the role of th 
tributor, and their part in the busin rh 
The service and dependability fa 
tors of industrial distribution should 1 
that CcvVCcrTy employee 


di ndering rv ice 
] 
qT | t)\ 
nployee 
f with over 


timnlated to think constructively 


tressed so If] ld” on his organization, and 


Illustration shows 
company team 
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the major de partments that 








cnceouraged to think, he should recog 
nize his re pon ibility to offer sound 
uggestions for operational INpProve 
ments in service and efficiency. 

Another benefit from an 
cffective orientation prop 
erly indoctrinated employees are abl 
to answer intelligently queries from 
friends about the industry they 
ent. Employees who spread the word 
in the community about the functions 
of industrial distributors, and their 
particular company, are promotional 
assets to their employer and the indus 


ce rived 


program 


T¢ pr 


try as a whok 

Today, in many areas, the 
tor must compete with new, expand 
ing industries offering enticing benefits 
to employees. ‘Therefore, the distrib 
utor must recognize the need to keep 
his employec appr cd of the Oppo 
that exist in his organization 
ime token, the employee must 
the obligation 


distribu 


tunitics 
By thie 


be aware of to con 


tribute his best to hi company, A 
good personnel relations program 
hould be a two-way street 


feel themselves 
in important part of vour company, 
the better the human relations will be 
\ continuing program of orientation 
vill insure minimum turnover and 
healthy attitudes, which 
vill result in a harmonious organiza 
in enthusi 


The More ¢ mployee 


personnel 


tion geared to operate a 


tic team 















HUMAN RELATIONS 





COMPANY CONFERENCES are an important tool for ON-THE-JOB SUPERVISION promote good human rela 
nan relation Such meetings as the above tions between management and sales force. Harry J. Lock, 
held by O. Iber ¢ Chicago, can be setup iles manager, R. C. Neal Ce , Buffalo, starts the day 


md warchouse personnel too vith Merritt T. Wilson, h enior salesman 


feam spirit is an essential factor in human 


relations and one of the best ways to develop Training 


it is to employ a continuous program of... 

TP RAINING | ' f the most important tools that can bi which is costly and time-consuming. And, if there is no 
utilized to achieve the ultimate in human relations training program, the employer has no guarantee that 
throughout the entire distributor organization the replacement will stay on the job 

\ sound traming program should be geared to im loday, employees we eager for traming; they want 
prove the cthciency and productivity of all employees to know more about their job, how to work more effici 
it should be designed to educate employees on their ently, how they can prepare for greater respon ibility 
potential within the organization. Effective training pro But employees are also critical of trainimg programs; the 
‘rams help to clarify in the employee's mind exactly ire inclined to be uncooperative if the program does not 
what is expected of him, and thus develop the right iwccomplish something tangible. However, it is the obh 
ittitude toward his job. If the philosophy and planning ration of employees to get the most out of a good train 
behind the tra ning program 1s based on these aims, the ing program to Improve the quality of their work ind 
distributor can expect good human relations within his the operations of their department, which is to thei 


| ' 


idvantage and to the company s advantage 


organizat 
\ny worthw ile, continuous training program requir Human relations is basically a problem in psycholog 
financing, plus management's time to plan a thorough Lhe distributor's problem is to devise methods of in 


effective format. A haphazard, poorly planned program piring enthusiasm in all emplovees so that they will do 
pirit. Nothing can help 


may have a deleterious effect—it may result in disgruntled their jobs with a genuine team 
emplove ho resent the imposition on their time wcomplish this goal better than a continuous training 
Untrained, or improperly trained, personnel run the program—provided it soundly conceived and intelh 
risk of becoming discontent, inefficient, and low on the gently presented 
cale of productivity. ‘Vhey ar prone to become problems l'raining is necessary for all cmplovees—voung = or 
to management, and to themselves. Lack of training old—regardless of their assignment. Because training 
breeds restlessn \ restless employee may arrive at the should not be confined to any one particular group, and 
elsewhere to because training methods vary for different categories of 


conclusion that he should be working 
traming techniques are best considered in 


ittain the maximum degree of his potentiality cmplovec 
This may result in a per onnel turnover problem three major operation . sale office, and warchonse 
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SALES TRAINING 





SALES TRAINING How = 


CONTINUOUS ile 
training program is a vital factor in 
assuring good human_ relationships 
within the sales force and throughout 
the organization A well 
planned sales traiming not 
only makes for better human relations, 
but also—increased sales and improved 
service at a lower sales cost and greater 
proht 

In order to achieve these objectives 
1 sound sales traming program should 
be planned to provide three fields 
of information 

1. Basic sales techniques 

2. Product Selling 

3. Essentiality of the 


\ SYSTEMATIC 


entire 
program 


industry 


Universal Need 


All salesmen are hungry for new 
methods and skills that will enabl 
them to do a better job. With new 
salesmen, their greatest need is a com 
plete educational program incorporat 
ing the ‘“‘sales-know-how” of 
experienced men, knowledge of prod 
ucts, understanding of product ap 
plications, concept of potential, fami! 
arity with office and warechous 
facilitics, awareness of the « 
ity of the ind an 


of service 


NOT 


ential 
industry, waren 
possibilities 

Older, experienced salesmen can be 
“sold” on training by stressing, in ad 
dition to the the 
need to brush up on product knowl 
edge and keep abreast of new develop 


manufacturers’ lines and 


ibove, ever-present 


ments im 
sales technique 

\ salesman 1 
thing he knows 
knows, the 
non-productive 
to be critical of 
prone the 
ficld 
over, particularly in sales, 1 

and 
human 


willing to sell some 
The 


Untrained 
inclined 


ibout ore he 


more he sells 
salesmen ar 
the 
industry for 


Personnel 


company, ind 
cem 
turn 
ostly 
There 
tand 


to kk iv¢ 
ingly greener 


both in_ time money 
fore, from a 
point, iti 
have the right 
then cf 
ds 1 whol 
Sales personne, 
with the nec« 


qu ite tramung 


relation 
imperative that lesmen 
ittitude” about their 
job mnpany, ind the industn 
hould be provided 
ssarv tools to insure ade- 
But, as in all human 
relations, it is a two-way street. In 
return, salesmen should 
their obligation to utilize the training 
material to the utmost, for by 
ing, thev will not 
tanding of the compan 
per onal status as well 
An aggressive sal 


appreci itt 


0 do 
the 
their 


only improve 


but 


tramung program 


effective program promotes good human relations 


hould be set up for all sales personnel 
Outside 
salesmen, quotation clerks, order edi 


salesmen, is well is msice 
tors, sales department or merchandis« 


managers, city counter salesmen—all 


ire essential members of the sales 
How they work together as a 
human rela 
Proceeding on this premise, and 
calizing that the truly qualified sales 
best informed team, wavs 
ind means must be devised to impart 


knowledge to all 


tcam 


team revolves around 


tions 
team is the 
sales 


the necessars 


personnel 


ah) 
Pools 


Ihere are a number of tools which 
nay be emploved in a sound educa 
tional program 
|. Sales 
2. On-the-job supervision 
Manufacturers Schools 
Clinics 
Manufacturers Literature 
Supplementary Reading 
lurther education 
While all these suggested tools have 
definite value in the planning of an 
over-all sales training program. that 
vill promote cducation in the three 
necessary fields—basic sales techniques, 
product selling, essentiality of the in 
dustry—the best tool, and the one that 
mav most effectively be emploved, is 4 


fu 
mectings 


ontinuous program of 
Sales Meetings 


her ir two basi typ : of sale 
Tic tings whi h should he considered 

1. Sessions devoted to explaining 
the essentiality of industry, company 
policy, overall company plans and 
operations. 

2. Meeting 
to specific products or lines 

Usually the first type meeting is 
conducted and handled completely by 
distributor organiza 
philosophy, plans, 
the main sub 


These 


given over cCx¢ lusive ly 


members of thi 
tion Company 
know how” et Are 
jects for thi type 
meetings should encourage 
1. the exchange of ideas and ex 
perience 
the solving of customer, problem 
the development of new ap 


mecting 


proaches 

routing and planning of sales ob 
jectives 

very man on the sales team is en 
titled to know what he is expected to 
do, how he is doing, and where he 
Lherefore, this ty pe of meet 
ld be designed to correct, 
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strengthen and each 
member of the sales team, climmate 
non-constructive criticism, and 


mote good working relations with the 


mold, pertect 


pro 


entire organization 
l'o insure cftective 

whether of the first or second type, 

three steps should be reckoned with 


sales meetings, 


1. Preparation 
Direction 

3. Followup 
Last minute, 
conducive to weak, confused presenta 
Meeting time and place should 
regard to salesmen’s 


hasty preparations ar¢ 


tions 
be set with duc 
routing, the approval of the majority 
of the salesmen, and the 
the vear. ‘The frequency of meetings 
hould be the 
need and enthusiasm of the sales force 
loo 


WOTSC 


season oft 


considk red, based on 


many meetings are sometime: 


than no mectings at all 


Direction 


While it is fairly obvious that good 


preparation is necessary for a_ well 
organized meeting, it should also bi 
evident that lack of di 
rection may spell the difference be 
successful 


time 


direction or 


tween a program and a 
waste of 

On the second typ 
voted to specific products or lines 
distributors should re that direc 
their responsibility, not that 
of manufacturers’ representatives o1 
guest Ihe distributor mem 
ber of management r sponsible for the 
direction of the meeting should be sure 
in advance that the outside speaker is 
prepared to provide constructive ma 
terial in an interesting manner 


SUCCESS or 


mecting —d 


lize 
tion 1S 


pt ike rs 


fo gauge the failure 
of a meeting it 
prepare a questionnaire on 
facts brought out during the 
Quizzes will also indicate whether o1 
not the sales force is absorbing the ma 
terial. Remedial steps can be taken to 
upplement the traming of anv indi 


sale is advisable to 
the main 


mecting 


vidual who may be slow on certain sub 
ect 
Within the distributor's own or 
ganization, there are usually facilitic 
that may be utilized for training sale 
personnel—the stockroom, warchous 
machine ounter-set-up, display 
room, order expediting department 

Sample slick 
ound films, promotional advertising 
displays, charts and graphs, sales skits 
all may be used to make the meet 
ting and 


Next page 


hop 


working mod Is and 


nes miter informiati 


pl iv 





RELATIONS _ 


ON-THE-JOB SUPERVISION promot 
; ; " al 


On-the-job Training 


huma 


maly there 


i min fa mot 


unht fo 


temperament ill 








i force. Harry J. Lock vith Merritt ‘I 


hould get out of it entirely: he 

hie n't working night 

particular] ncewcomicrs, 

casionally ifflicted with = the 

of loneline particularly thos« 

over outlying area They may 

neglected b 

the risk of floundering in their 

ritori ind acquiring a defeatist 

ittituc I herefore, it is advisable for 

inagement to be sure the moral 
of the sales fo is alwavs high 

One of the i\ 


mich, 


management, and 


to ace omplish 


SAI FS CLINICS prov de opp reinits 


\l 
l 1. \ S N 


N 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 


good human rela iles manager, R. C. Neal Co., 


® 


aes 


Se 0 
ae 
- 


_ 
uv 
th 
y 
“— 


~~. x 
— ‘Ss - é 


+ 


Inc., Buffalo, start the day 


] 


Wilson, his senior salesman 


this is to devote some time to on-the 
job training. Such a program of con 
tinuous supervision in the ficld will 
serve to encourage good human rela 
tions between the salesman and thc 
office, and provide the salesman with 
in opportunity to study the technique 
of an experienced man in the field 

The sales manager should also at 


manufacturer repre 


range to have 
sentatives spend some time in the 


field with his salesmen 


Other Tools 


In addition to the 
ommended to improve the human r 
lations within a sales force, we ma‘ 
also consider other tools which will 
serve to provide salesmen with the 
three fundamental types of informa 
tion required—basic sales techniques 
essentiality of the 


ibove tools TCC 


product S¢ lling, 
industry 
Manufacturers 
of definite valu 
salesmen. Many 
gone to gieat expense to set up factory 
schools for distributor salesmen. Such 
in opportunity for 


training schools ar 
in the education of 


manufacturers have 


schools represent 
salesmen to get a comprehensive pi 
ture direct from the manufacturer 
about his product, how it is m ide, how 
it can be applied, how it can be sold, 
how customer benefits can be empha- 
sized, and where it can be sold 
While it is highly advisable to tak 


idvantage of manufacturers’ school 





__ SALES TRAINING 





t ! uld I hi 


ld be sur 
m have a icnt background 
them to 
the manufacturer has to off 
Manufacturer hools al 
th 
to a team 
distributor, 


obtain an 


enable grasp 


to 


Oo oI 
to give 
] ] 
i maa 


mnging up of 


facturer, ind 


how 


} 


und 
ture! 
produ t 
ind how 


Can 
the 


provide 


VOI 
with cus 
mind thie 
on distributors to 


manufa cnd 
I qualit 
tomer benefit 
manufacturer 
ret his products int 


in 
r¢ lie ‘ 


+} 


» use in the field 


ir industry 

Distributor clini cf 
fective means of providing salesmen 
with the ammunition to with 
ustomer’s problems, hand 
resistance, themselves 
vith competiti Clini 
can be set up to demonstrate equip 


ire another 
cope 
buver ‘ 
familiarize 
ituation 


ind 


ment to customers 
Manufacturers’ 
data books, studics 


logs, case histories 


literature—technical 
on potential, cata 
ind product infor 
hould be utilized to 
salesmen’s 


sales fundamental 


mation bulletins 
round out the 


know k dgx . ind 


product 


Training Aids 
I iding hould be 
recommended to all sales personnel 
to provide them with information 
relative to the essentiality of the in 
dustry. Articles in’ [Npusrriar Dis 
rRIBUTION and other trade public 
in be extremely helpful in add 
ing to the man of know] 
irding his job and the industi 
is a Whole. Current books on sale 
hip and enginecring principles 
h« discussed itl 
mectings, ommended 
thorough ilesman 

lurther hould be ¢ 
couraged—not only for the ti 
but for all salesmen—particularh 
industrial and 
it public 
titutions 
vhich will 
improve thei 
An investigation of all cours¢ 
plementary education will be 
ited if ented to 
basis of beimg recommended to im 
prove their productivit 

Sales on-tht-job 1p 
Vision, hool cnn 


} 
uppleny 


Suppk mentary 


tions « 
sale stor 
cdg¢ rg 
hha 
THA 


reviewed and 
ind Te 


stud by 


education 


cach 
Linh 


engineering subj 


ind other educational in 


AY 1h 


iid salesmen to 


courses are availab] 
! quire ( 


confidence and poisé 


ind sup 
ippr 
pre ilesmen on the 


mecting 
manufacturer 
literature 
further cdi 
ited 


chor 


manufacturers’ 
tar\ 


t 
HOt 


from 


rr iding l 
these tool in be elev 
classifi of irksome 
een in their proper light—as the 
relations which wall re 

ind greater proht . 


the ent 


ition 


to human 
in more sal 
for the 


tributor 


ilesmen and 


organization 


T 


pow pei Sa A 
MANUFACTURERS’ LITERATURE can be used to 
h | Manufacturer's representative explains new 


Van Horm & Co., Fort Worth 


round out ilesman product 
» John DeNMianche 


vith Oliver H 


hould be encouraged a part of sales training pro 


ilesmanship and engineering 
hould be readily availabl 


Sales Roundup ___—___—*Fage 8 
SALESMEN AND EMPLOYEES... 


Sales 


urrent books on prin 


for use by 


m. ‘Trade publications, and 


ill . mpl 





Increase your selling power and meke more money at the Jack Lecy 
slinic, Highland Park High School Auditorium, 4220 Fmerson, March 30, 
» April 1, 2 and 3, 1953, 7:30 to 9:30 each evening. Here are a few 


of the many benefits you will receive: rete" of Star Seleamen 
, 
Selling Technicues. 


Presentation Power, Personality, Organization, 
training program---yours for only 
. 
as Bw. 
/ am 


1} nulat 


"Se 


°7 — 
$400 sales 


See Ed Hlamg of invested /|— 77% 


FURTHER EDUCATION should be 1 m ided ( lic ize 
terest. Br Wes \ly ) ' 
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HUMAN RELATIONS 





Office Training 


lik OFFICE IS THE NERVE CENTER 
if a distributor 
umportant factor in maintaining good 
The results 


reach out 


operation and is an 
relations with customers 
if its efforts 
to custom 


good or bad 
5; in many tangible ways, 
emphasizing the need for efficient or 
ganization and competent, well-trained 
office personnel 
An im prope rly edited order leads to 
that 
ids to a customer com 
trouble 
dis 
tributor own lis 
indifferent handling of a 


i mistake m filling out order 


That 


plat 


in turn, | 
4 billing error creat 
well as for the 


organization 


for customers a 


courteous o1 


customer PEM{ULITS may mean not only 


i lost customer but also an undesirabl 
reputation unong other busine isso 
; of that customer. Failure to fol 


instructions on such 


rate 
low customers’ 
things as billing and shipping arouse 
resentment. In fact, virtually all the 
work done in an industrial supply office 


iffects a customer one 


Office Morale 


Surveys of busin in cfh 
cient office staff and good morale go 
together and the key to attaining both 
is a sound, continuing training pro 
gram. No one can be expected to do 
something he doesn’t know how to do 
Neither imyone expect a 
to do 
know 


way or another 


Cs show 


can person 
omething when he doesn't 
what it is that he i 
expected to do. Proper training ck 

velops the person's attitude and skill 
to the point where he performs sati 

factorily; him and 
issurance to do a good job; stimulates 
his thinking about his job; develops his 
ippreciation of what his work mean 
to the the cu 

tomer; develops his versatility to help 


exactly 


gives POs self 


organization and to 


out in other duties where he may b« 
needed 

Although some office managers tak« 
taking time, 


to give an ¢ mplovee 


i dim view of training 
trouble and money 
1 competency he may take elsewhere 

these indicate, 
we seldom realized. A thorough train 
ing of an office staff may actually be a 
guarantee of keeping it intact. It in 
nat but also 
who ar employed 


the latter 


be for promotion, greater 


expectations surVveVs 


volves only newcome’;s 
those 
The 


group Hay 


currently 
purpose of tramung 
new jobs or a greater under 


the \ 


versatility 
tanding of office 
directly affect customers 
The or failure of 
program contribution to good 
the 


operations as 
suICCeS 1 traimimg 
ind its 


morale can usually be traced to 
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compctency ot SUPCTVISOTY pe! onnel, 
not only in the matter of knowledge of 
jobs, routines, organization and opera 
tions, but also in the art of “human 
Human relations 
described as the art of dealing with 
people in such a manner that they will 
vant to conduct themselves in a de 
ired fashion. It concerns itself with 
the principles of human behavior, per 
and attitudes 


relations’ can be 


onalities 


The Chief Role 

Morale is dependent on supervisory 
ittitudes. When a supervisor treats an 
employee in such a way that that em 
self-esteem is enhanced, 
morale is improved. By the same 
token, if the supervisor mars that self 


ploye ( cs 


esteem, as is done in too many cases, 


morale is lowered 

\ competent instructor 
clected by the office manager 
the supervisory personnel under him. 
I'he characteristics of a good instructor 
ire: ability to manage, mastery of the 
subject he is to instruct, self-control, 
instructional skill, mental alertness, 
tact and sympathy, pleasing appear 
ince and cheerfulness and vitality. 

Good training methods should be 
The procedures should be 
orderly. The instructor should plan 
his sessions such as selecting his ma 
terials, arranging his subjects, planning 
the use of training aids and preparing 
in interesting start. He or she should 
decide the purpose of the training, 
what human relations are involved 

here are usually five objectives for 
training programs: (1) to convey in 
formation; (2) to give manipulative 
skills; (3) to stimulate thinking; (4) to 
solve a problem; (5) to inspire. Oncc 
the purpose is determined, it is rela 
tively easy to select the methods by 
which the objective will be reached 


must be 
from 


idopted 


One of the great advantages of the 
simple and relatively informal organ 
ization structure is that such a struc 
ture not only permits but enforces a 
maximum of face-to-face 
relationships and keeps impersonal, 
“institutionalized” relationships at a 
minimum. This type of structure like 
wise provides a high degree of free 
dom on the job, utilizes a larger 
measure of the individual's capacities, 
requires the exercise of personal judg 
ment and initiative, and encourages 
the development of native abilities.— 
From “Factors Influencing Employee 
Morale” in Harvard Business Review, 
1950 


informal, 


Jan 
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Well-trained personnel in the office builds customer relations 


One of the most confusing aspect 
of a business to a new employee | 
the relation of his work to the over-all 
efforts of the company. In fact, many 
employees work for several years at a 
job before the over-all picture unfold 
itself to their comprehension. The 
failure to understand the relation of 
his work to the over-all picture ham 
pers an office employee's appreciation 
of the importance of his work 

One of the simplest and most effec 
tive (and curiously cnough most over 
looked ) devices for imparting this in 
formation to an employee, new or old, 
is the work flow chart. A glance at a 
well-planned outflow chart can give a 
person a Clearer and more accurate un 
derstanding of the relation of his work 
to that of other employees, to the en 
tire Organization, and even to custom 
ers, than thousands of words of expla 
nation 


Handling of Orders 
Naturally the 


work in an industrial supply distribu 
tor’s office is the handling of orders 
\ work-flow chart should be designed 
tracing the movement of an order from 
its inception to its ultimate filing in 
the completed file. ‘The more detailed 
the chart, the better. The ideal chart 
would include the position of each per 
son who handles an order. 

A sample chart showing a more gen 
eralized description of what happens 
to an order in an industrial supply firm 
is shown on the opposite page, for the 
purpose of showing how a chart can 
be designed. It can serve as a basis for 
designing one’s own flow chart. Such 
charts have to be tailored because of 
varying routines in different industrial 
supply firms—some firms have pre 
posting to the inventory control 
record, some do not; firms con 
centrate on filling orders and shorten 
the route of the work sheets 

Another simple device which can be 
of assistance to office emplovees is an 
organizational chart. It should show 
the line of authority from the presi 
dent down to supervisory personnel 
and their functions. ‘The names of in 
dividuals holding the position should 
be included. Such a chart helps the 
staff to recognize and understand his 
issociates’ positions and functions and 
his own relationship to cach. It en 
ables him to handle customers’ ref 
erences to these individuals more in 
telligently than if he had to find out 
then or on his own. The chart em 
phasizes that the company is a group 


cnough, burden of 


some 





OFFICE TRAINING 





The Office Manual 


Supplementing th 
training but covering 
indoctrinating othes p 
of their effort 


COM Mpally 


import ice 
to the 
taining 


Till 
good will 3 1 well 


SUCCESS ind 
custome! 
designed unply written and clea 
office m It promot 
ing of the company 
its customer it 


It enhances 


nual understand 
s reasons for being 
policic objective 
ind method good stand 
id practices, minimizes internal fri 
due to 
methods 


the customer 


} 


tions misunderstandings o 


ind assures good service t 


Manual Contents 
he 


Purpose 
COTH Dal 


contents of a manual for such 
hould be adapted to cach 
requirements but the basi 
sections should 
chart of the 
the company, history, products, cu 
tomers, activitics; 
view of the head of the business, goal 
ind guiding ideals, policies, principles 
ription of the functions and 


organization 
description of 


include 
company, 


ideas and point of 


clear dk 
activities of various departments, i 
cluding the names of executives; gen 
eral educational matters on 


behavior, organization, courtesy 


busine 

stand 
ards, general company rules; general 
office regulations, detailed rules 
on lateness, absenteeism, time 


hour 
record 
illness, vacations, employee welfare and 
comfort facilities, employce social a 
tivities; employment ipplic ition and 
induction regulations, pay day regula 


tions, social security, et everanc 


tem, 


. Care of « 


special awards, suggestion sj pl 
t { 


motion, pay raises, ct mn) 


pany property, handling of upphi 


clectric lights, prohibition inter 
partment communication, written and 
oral, mess iges, te lephone: desk ruic 


instruction manual 


Instruction Manual 


As a part of the office manual, thi 
tailored 
person | 


instruction sheets should be 


for cach job and when a 
hired, the job sheets for his particulai 
job should be inserted into the office 
Ihe instruc 


outline the 


manual presented to him 
tion should 
routine and standard practice of doing 
the work. Since standard practice is a 
strong factor in lowering costs, all em 
should be told of the 
of maintaining it, and the 
should be explained. Departures from 
standard practice cause waste of time 
and may result in dollar loss 


sheets daily 


ployees necessity 


necessity 





RDER HANDLING 


IN AN INDUSTRIAL 


SUPPLY FIRM 











refers 


Stock Control 
Posts to record or 
to Purchasing 











Order 





Control 
Registers 


Check 





=) 
P » ae 


[ 
| rder filled 











PSs made 
| Extensior ‘| 











Shipping 


Packing 
Address 


Routing 


ing 














SAMPLE FLOW CHART 
order in an industrial supply house. ‘Thi 


of your parti ular operations which may \ 


Individual Training 


With work-flow chart, the organiza 
tion chart and the office manual, the 
person assigned to the job of impart 
ing individual instruction to new em 


pl The 
instruction manual indicates what he 
has to teach and virtually in what order 
it should be taught. All he or she ha 
to do is to remember a few pointers 
mn human relations and the art of in 
tructing to turn out a produc tive cm 
minunum time 


loyees is well-equipped to do it 


ployee in the 

An instructor should remember that 
the first the most difficult in 
the company. ‘The instructor should 
try to gain the trainee’s confidence and 
ration to make the 
benefit to himself and to the company 
The tr 
vie I he shows 
quickly. The 


patient and helpful, remembering that 


day is 


coop training of 


should be commended 
aptitude for learning 
instructor should remain 


nec 


ill nervousness in a beginner cannot 
be dissipated quickly and that the in 
tructor was green once also 

In short, individual training consists 
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hows a generalized dese 
in be 


of what happens to an 


nption 
to work out a chart 


il cd d i guid 
from the aboy 


of telling howing, trial and error, 


tudy and reciting, practice 


Other Methods 


Although individual 
large part of traming for office work, 
there are some subjects on which even 
older employees informed. For 
group training it is effective to use such 
study and 
and 


tramung is a 


Call he 


methods as conferences, Case 


discussion, panels of authorities 
filam 


Material 


hould be contin 


uch devices a and chart 


Reference 

The training job 
uous in order to build up an efficient, 
taff which reflect 
credit to the company through the 
ompetent work it turns out. Manage 
ment should encourage self-study with 
a suitable collection of reference books 
(he books can deal with job skills, 
uch as filing, typing, stenography, 
bookkeeping 


iwcounting, etec., al 
though they 


well-integrated 


hould be reviewed by 
the office manager to sce 
tents with the 


polic ies and prac fice 


how the con 


coincide company’ 
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HUMAN RELATIONS 
Warehouse Training Not the method, but how you use it, is what counts 


Mechanical I tl ( terials handling, and a good deal about 
cnough nust | ble » industries and customers—since good 





ml th Ip them ( ire stowed a ding to wh 


no fast or slowl 
has adequate tin Classroom traming 
method can be eficient and fruit ened in many firms t 
i i ordimg to mans di tributor It sonnel not yu t the 
ill obviate devoting excessive time to 
lassrooms and interviews before gain recognition instruction 
ful production start tion of company polici 
But where supervisors are extremely including sales Campaigns 
bu ome managements find it made 
juate Bring Your Staffs Together 
ssigning a new man to 
with an older cmployee Meetings also serve 
good result It CXPOse him |. Provide management and ware 
the feelings of company tradition house staff with a good oppo 
lov ilty, md x pect for the ob, tunity for close contact 
the older man may expr It 2. Bring the sales and 
his need for companionship in taffs together to pi 
nge surrounding tual understanding 


} 


Job-rotation traming is the practice ». Promote better knowledge of 
f shifting men through various depart company and industry, through 
. ments to give them a view of the discussion of company 
Evaluate Your Plan vhole operation and understanding of and aims and Phere 2 problem 
What trainu nethod " t purp It's a.good wav to con One Eastern distributor ha regulat 
vince them of the importance of a iles meetings monthly, and “product 
icy. They see how closely ware information” meetings every tw 
house jobs are coordinated, how errors weeks, sometimes more often. War 
lrviqque in one department can be multiple in housemen generally nd product 
put the subject other essions, sometimes sales meetings also 
But trai ¢ than that \t on r tern supply hous Phe management is now planning a 
Good manag iw ion rencrally starts out in product quiz which will be passed out 
cthods in terms of | iol wing, tea with a regular it each mecting. It will 
ull ; Ile works in each book’ cxamination, the 
On-the struct 1 SO rm * four sections devoted to major up the answers on shel 
Is Nec icho uppliet groups, with the clerk in catalogs 
emplo Ce ) fo f harge of cach, learning names, brands Somers, Fitler & Todd Co., Pitt 
length o ( ( he t re O nd items. ‘Then he shifts to stock burgh, has special training sessions for 
Upervisor OF CNX] Kyat location, the department responsible ll] junior members of the company, 
Suc ds largely on the skill for storing supplics and maintaining including warchousemen Regular 
of the p handling men, at helves. Here he learns the warchous« ales clinics are considered 
' 


" it | | me ( tip perpetual inventory control, ma ized to be of to m 


ON-THE-JOB inste 100d technique. Here Frank JOB-ROTATION is another way to learn operations. Mr 
uters on shelf arrangement Carroll helps Joe Carroll with packing as one ( 
Alabama Suppl it, Ga vorking tour of all warehouse functions 


Callaway ve Jimmy 
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cial mectings, 
information 


t ind ele 


pany the industry, p! KIU 


mentary sales techmiques 
Supplementary trang axl includ 

1 wealth of useful material: supph 

track 


OUTSCS, 


catalogs, magazines, correspond 


++ 


ence < outside reading matte 
etc 

Reading can be encouraged by put 
ting literature racks within casy reach 
of the staff. Chase, Parker & Co., Bo 
ton, for example, tacks on 
\ ills necal the sock she lves 


to which 
the literature apphe 


cat ilogs 


Some companies put warchousemen 
m their customer's mailing lists to in 
that they 
campaigns 

Coin 


rauhing 


. 
SUT ire abreast of sa 
nd to 


personnel =m 


distributor an 
SUPErVisOry 
leadership, subscribes to a pamplilet, 
The Human Side,” published by the 
Burcau of Business Practice 
relations principl is the need 
for appreciation, sympathy 
istency in leadership, are illustrat 
in cartoons 


Itum inl 
LIC h 
ind con 


interest in 
Vulcan 
I hic 


I< spon ibi 


Encouraging warehouse 
sales gets top priority at the 
Copper Supply Co., Cincinnati 
head warchousemen have 
for stuffing all shipments to cu 
tomers with appropnate promotiona 
They have t 
ind products 


iles 


ify 


pieces o know customer 


, and develop a “feel” for 
ippe ils 
I raining ISOTY 
your most important training job, M 

in charge of others must (1) know 
their responsibilities (2) know how t 
set up a 

develop effective 
structing ability 


] 
per pcersont 
pel pe mine 


ramming program, and 


lk der hip ind 
\ supervisor's responsibiliti 


ther than merely getting the j 


PAPERWORK must be 
Carroll (right) learns from Lake 


ing order 


familiar to 
Haralsor 


an prevent mistakes affect 


fHE CLASSROOM i 


iS | 
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useful for tramung 


Lodd for } 


LEARNING PRODUCTS 


ind Jim O'B 
hitler & ‘Tod 
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WAREHOUSE TRAINING 


Wal hou i 


nior i mil 


(5) 4 
hearing 
1 leeate re 
tail 

Show thei have faith 
in them and expect them to do 


ponsibil 


men the 


cn obi ti nia 
tion 
mien 
' 
VOT} 


relation 


Lead 


human 
xidling 

taff iy 
most ful 
nts that consiler 


tions fundamental 


not moll 
raining ut must 


tive bit 


manage 


succe 


important. Here Dick Kerr 
' for a id ( | I S WK 








HUMAN RELATIONS 


\ 


EMERGENCY CALLS are handled with dispat« h by Frank 
iated Bearing 


Barnhart, salesman for ABC A 
Cit Ile receives calls ¢ 
tor i th his off it all tim 


The tools your employees use can 


ir phone 


Co., Kansa 


thus keeping in 


speed their work and help build... 


for thei 


ign of por xl 


EMPLOYEES ENTHUSIASM 
work is an unmistakable 
morale whether it be on the sales force, 
office or warehouse staff. It enables em 
ployees to 
l. Produce 
without tiring 
Participate willingly in their de 


partment’s and company’s activities 


more and better work 


ul policic 

s vulnerable to disrup 
from the outside which 
of mind and gen 


3 Be one le 
tive influences 
disturb their 
eral satisfaction 

[his sort of 
tional; it’s the way an employce feels 
ibout his 
company, 
It is not 
but, if re 
try. 

Contributions may be made towards 


pe ict 
enthusiasm is emo 


environment, his 
and its methods 


work his 
its polic Ics 
an easy quality to generate 


ults count, it is worth the 


developing employees’ enthusiasm for 
the work and for the company by 
striving constantly to improve the tools 
and equipment the employees have to 
work with. It is quite possible for a 
worker to do a good job with poor 
tools (if he is expert enough), but it 
is doubtful he'll be enthusiastic about 
the project. It is easier for a 
workman to do a better job with 
are he'll 


good 
good 
tools, and the chances get 
quite enthusiastic over it 

Ihe firm that obtains and main 
tains good equipment for employees, 
be it in the office, sales department o1 


ware house is usually held in high re 


128 


gard by its employees who do not 
hesitate to boast about it. ‘The state of 
equipment, good or bad, gets pub 
licized in and out of the plant. And 
if listeners work for a customer, the 
comments are either helpful or harm 
ful 

Modern equipment is the result of 
a demand for lower operating costs 
by industrial and commercial firms. If 
good equipment can, at the same time 
help your staff do a better job faster, 
crious consideration should be given 


to the possibilities of obtaining it 


In the Office 


Modern office furniture is now de 
igned to space, afford semi 
and efficient work room 


Save 


privacy 





High employee morale is a by-product 
of sound organization. It is not a re- 
sult that can be achieved by and for 
itself; above all, it is not a result of 
“being nice to people” or plying them 
with favors. Nor is high morale some 
thing to be achieved at the expense 
of good operating results. The same 
policies, attitudes, and practices which 
are best calculated to produce good 
operating results over the long run 
are precisely the policies, attitudes, 
and practices which produce high lev 
els of employee morale—James C 
Worthy in “Factors Influencing Em- 
ployee Morale,” Harvard Business 
Review, Jan. 1950 
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COPIES OF INVOICES, regardless of th 


quested by customers, pose no problem at Mau-Sherwood 
Supply, Cleveland 
1 White-printer from a master 


Enthusiasm 


number r 


Miss B. Danlauer just turns them out on 


( Opy 


Posture chairs for secretaries, stenog 
raphers and typists help reduce fatigue. 

Electric typewriters are appearing 
in more and more industrial supply 
offices because they increase the out 
put of typewritten material without 
adding to the staff and reduce fatigue. 

. Surveys showed that two girls can 
produce as much on electric type 
writers as it takes three girls on regular 
machines. 

Copyholders tor 
raphers and secretarics, recent business 

urveys indicate, not only increase the 
output of typewritten material but also 
make the work more accurate and save 
cyestrain. 

Automatic line finders, dual 
and continuous forms can speed up the 
output of charge sheets, invoices, 
checks, acknowledgements, statements, 
and purchase orders, without the em- 
ployee fussing with “make-ups”’. 

Printing calculators are now pretty 
flexible machines and can be used for 
making extensions, computing taxes, 
invoicing, etc., with proving. 

New types of accounting machines 
are adaptable for receivables, payables, 
payroll, inventory, general ledger and, 
to some extent, sales analysis distribu 


typists, stenog 


feeds 


tion. 

Several distributors are making use 
of a whiteprinter to speed up their 
order-handling routine, particularly in 
making extra invoice copies. 

Mechanized visible record file and 
desk speeds up the work of posting and 








ORDER PICKERS at the Republi 
Angeles, find it convenient and helpful t 


designed compartmented order truck fi 


priately spaced shelves 


checking inventory control and credit 
data 
Microfilming with microfilm readet 
job of filing im 
ind correspondence 


implifying the 
portant records 
ind SaVIng space. 
Klectrom tabulating 
which now can be purchased as well as 
important and 
, cost of 

iles, gross profit analysis by lines, et 
it virtually any they are r 
quired without disrupting the office 
taff in its 
lolding machine 


machine 


rf ! ed Call 
valuable reports 


produc ( 
' 
sales analysi 


time 


regular duties 
Can minimize em 


ployee 


time used in special mailings of 
iles promotion material, notices, ct 
New addre cut 


dirty hands and encourage the 
up-to-date mailing 


plate strippers save 
nngers, 
mamtenance of 
lists 
Drape 


machines 


be hind 


plat 


wall 
iddress 
down 


hung on the 
such as 
cutters cut 
which disturbs other employees 
ire ornamental as well as useful 

Addr 


mn tape 


HNOIWYS 


ind others, noise 


ind 
ssing can be done in advance 
with an addressing machine 
sticking to envelop 
when needed. Container for tape and 
winder are used to facilitate printing 
A holder for the numbering machin 
ists of 


1 
WOTK wea 


T¢ quiring only 


used on orders) con 
in arm extending over the 
to which pring is attached to 
hold the numbering device 
itor merely bring 


down on the 


if one 1 


1 coil 
lo num 
ber an order the oper 
the 


der 


numbering devicc 
ind the spring lifts it thus sa 
the cffort many times over. A 
cork pad under the work 
the noise of stamping the 
minimizing disturbance 
\ portab] helf, which 
m to shelves holding 


iv h In 
rubber Or 
dampen 
WW mb c 
writing 


bound 


Supply Ce 
ce this spe I creates no 


m orderly appro Newark, N J 
ing and trekking 


files, makes carrying the bound files 
to a desk unnecessary, saving effort and 
time and helping to keep the bound 
files in order 

lurntable holder for catalogs, price 
data sheets, ct takes up 
than a straight rack and 
permits use of one set of books be 
two desks or in the center of 


paired back to back 


DOOk 


tween 


four desks 


In Sales 


(var 
kecp them in constant touch with 
ofiice which notify them of 

ency situations at customer it 


phones installed in salesmen’ 


Call 


time 
Portabl recording 
ive time and make possible 
compl te notes installa 
customer reports, 
by permitting dictation 
from the office . Very complete call 
cport dictated on plastic discs need 
not be transcribed but merely played 
hack by the sales manager. Such i 
ports can be dictated by the salesman 
diately after his call while detail 
till fresh in his mind. Good for 
men’s memos to review after thi 
I'he same machines can 
used to pick up product meeting 
filling in details and later review 
Motion picture projectors and slid 
| yjectors, with or without 
ed to be excellent 
iated by salesmen 
Visual sales presentations, price list 
] ind the like now bi 
1 durable and very attractive 
ilesmen are proud to carry and 
Phe had in a 
on grain buckram 
mall items b 
up the filling of 


machines for 

men 
TOTS on sak 4 
tion mterviews, 


aWa\ 


iin 


1 
work 


NW pr ound 


training 


ols appre 
Vi 


Call 


can le wid 
ount 
pce al d 
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trouble 
Roller and belt 
back 


ENTHUSIASM 


FILLING ORDERS or distributing incoming shipments 


at Abrasive Machinery & Supply Co., 


conveyors save personal haul 


ind forth 


orders in a Portland, Ore., industrial 
upply firm and emplovees, who now 
fill the orders mor 
thusiastic about it 

One distributor found that by in 
talling a battery of four rotary bins in 
stored, order fill 
to fill orders for 
s walk 


iccurately, are en 


mall items are 
ng’ clerks werd ible 
these items faster and with lk 
ing 

Palletizing and the use of fork lift 
truck 
only makes handling of heavy material 
quicker and easier but also permits use 
of overhead which 
might go to waste and is 


W bic h 


mechanical or powered ) not 


otherwise 
1 big factor 


pt 


in reducing imyuries 

Shelving cle igned 
for size and types of items and pack 
iges and properly labelled with non 
defaceable markers make product dis 
tribution and order-filling quicker, 
more accurate and easier to keep clean 

Roller and belt conveyors, fixed and 
portable, are 


md constructed 


pecding up distribution 


of merchandise ind minimizing 
fatiguic 


\ Knoxville 
ply firm ha 


Fenn. industrial sup 
1 home cle signed device 
to carry belt rolls to a 
home<designed measuring and rolling 

whi h i\¢ 
effort 
Other 


ingenuity in dev 


COnVCVOr 


warehouse 
ind spares them irrita 
distributors lave 
their 
job of measuring 


machine cin 
ployec 
tion shown 


ising Own Wha 


hinery to case the 
off wire ropé 
Manila 
through a device 
flo vr ot i 
coiled stock 
The 


through 


can be off 
located on the main 
though the 
kept in the basement 
end ot 
hol in the 
measuring device. Save 
ible trips to th 


rope mca ured 


Viire hou ( 
rope Various IZCS pa 

floor to thr 
employees in 


mune basement 
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Employees who are secure have a satisfied 


feeling that leads to good work; distributors 


find that the answer to security lies in... 


1H PENSION PLAN IDEA 1s Catchin vork which, yurse, is good human 
fire at all levels of American busine 
md is furnishing definite proof that 


pcing paid to typ 


relation 

Although there are 
s of plans, all are grounded in the 

if setting aside money 

This 1S called 
mav be non 


any number of 
aoe than lip CTVIC( I 


( lati a 


Vi vhen elderly ce lover to accruc 


retitebad mind principh 
interest 
Ihe fund 


only the 


ctt t funding’ 


ntributory 


etire on their own re 
\\ hether 


madequat Wal 


vcr pay 


their saving company 


oures 
contributory (where em 
And there are 
funding (de 


box 


not taken ing im) or 
ito consideration differ 
ent toda b ve ns without pen hive 
ribed in 


idequate 
pay a shar 
methods of 


form in the 


yloyees 
| 


hings are 
mam 
ion plan mmmon practic ummary 
to keep an rly ploy mm the 

payroll 


imndefinitel 


cedure Hh 1 


Sclf-administration 

Group annuities 
Deposit-administration 
Individual retirement-income pol 


redu ed thar 
vorthy as this pro 

financial expert 
t. It’s uneconomic because 
mol mid Tiere elderl 


vluctive payroll 


ondemn ( 

emplo Li if 

th (,ro p 
on the HW pAany rane 
It impract il be Phi 

ent of busin lump bination of 
harity must be ter doin re 


crmanent retirement in 


on thr 
i 


funding methods, o1 
them naturally ap- 


1 com- 
h iv¢ 


pear ponse to various financial 


ituation urring in cifferent firm 
Ihe methods favored by distributors 
the self-administration, group an 


tand purity md the deposit-administra 


retircment , I] ha 


ing, a feeli r that engenders top flight Walke Co. of Norfolk 


Pension Plans 


Va., for example, has installed a 
‘profit-sharing trust agreement” plan. 
It's non contributory, the company 
paying into a fund either 20% of its 
net carnings for a fiscal year or 15% 
of the total compensation paid out 
over the same period to company 
employees, whichever amount is the 
smallest. ‘The money is paid into a 
bank which acts as trustee and invests 
the funds, purchases life insurance, or 
handles the money in the employees’ 
interest as it sees ht. 

Broad administration of the fund is 
handled by an advisory committee, 
consisting of three members 
lected by the company’s board of 
directors, one by the bank, the third 
by majority vote of the employees 

Fach payment made by the com 
pany into the fund is allocated to 
eligible employees on the basis of a 
uniform and equal percentage of com 
pensation paid to them. W hen a mak 
emplovee reaches 65 or a female em 


one se 


plovee reaches 55, he or she can draw 
retirement income from the fund. In 
case of total or permanent disability, 
the whok 


the emplovee receives 





s 
Five Types 
of 
. | mployer divests himself of con 
il Ons } Vo b] \ 
Pension Plans (oY repeals permet 


trust fund 
under terms of 
the company 

iften called a 
to distinguish 


Self-Administration 
(trusteed-securities fund) 


vhich i idimimistered 
i contract between 
tru tex 


‘self-insured plan” 


ind Plan is 


ifford 


nsion fund 


PRACTICALLY NO FIRM can 


to set up an adequate p 


it from plan under 


i " “bookkeeping reserve ind 


turns funds over to 
Plan is 


companies for 


vhvic h trustee 


ertainly few can keep in mcreasimg 


im msurance company 
number of retired elderly « mploves i 


on the payroll, ‘The best alterna 
tive is to install a “funded plan " 
vhereby funds are set 
it ill mil 
ment pt 

Hlere are the five 


method 


preferred by 
flexibility, 
rithate ( 


many 


LICE company can 


mtributions to fund 
isicle period 
wcumulate for reti 


pe ( ihed date 


nents ata 


mam funding 


Group Annuities 


Employer pays contributions to 


in insurance company under a 
“master contract” signed between 
the The 


among other things, the amount of 


two contract specifies 


contributions, retirement benefits, 
and the minimum number of em 
ployees who can be covered. Pre 
mium rates and 
are usually guaranteed for only the 


Big advantage of 


other provisions 
first five ycars. 
plan is that a third party handles 
funds and, like an insurance com 
pany, risk of 


employer 


loss from 


removes 
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cntitled t no 


holds in case of a 


mount lic 
Lhe 


( nployec 


nent same 
wid to his beneficiary 
Phi haring aspect of thi 


| 
lan musn’t be confused with profit 
] 


haring itself, which is discussed unde 
Plus Benefits Here it refer to pai 
into the fund out of 


the com 
inv s net carning 


pi fit 


nent 


Group Annuity Plan 


Baltimore’s Carey Machinen 
other hand, has a 
muity plan with the Aetna 
Co. In th isc, Which is again 
ontributory, the 
mitract 


ich 


Co 
group inl 
Insurance 


m the 


non 
OMILpally SIgZTIS 
vith = the 
participating em 
ployee receives a certificate from the 
ompany describing his rights 
Under a plan of this kind, a 
mum number of 50 employees is r 
quired. If the plan is contributory, at 
least 75 of the eligible employee 
must take part 
The chief ad 
ind of am 


master msuran 


MN pany | 


of this plan, 
ther involving an insur 
that details of ad 

lifted from the com 
HH IWwWCVCI 

mtribution 

be paid at a uniform level regardk 
f good or bad year 
lor example, on 

he d been 


ment 


intage 


mce Company 


| 
ministration are 


shoulder 


mtracts specif 


pany s MISttrance 


must 


listributos 
ible to increase 
if high pl 


durin rVcars 





Deposit-Administration 


Commonly used in non-contrib 


utory plan this sets aside a certain 
per entage of the 
roll. ‘These 


paid into a fund which i 


) 1 ni nat 
Mipany pa 


periodic amounts 
iccumulate mpound 
When an employee reti 


1 ] 
requir a 


1 
igi Preniitiin 
hase h retire 
vithdrawn from the 


emplovee ilso 


ment in mK 
fund. Wh 
contribute in 


dividu i] 
} 


payments ire determined 
v amount of benefit, his carning 


ive a 





death, the benefit being 


i il HiKG ivyty Wilchi 


conditions were far from rosy 
contributions are de 
tax, they 
Thi 
he d 
lopted imstead a trusteed plan like 
ory Walke« 
Lher ire numerou 
tribut have installed 
plan but the first 
iwarene f the need to provide for 
Practical 
iwarcness 
ot Y 0d 


ss today can 


} 


Mth TIS WCCO 


COLTAC 


till must be paid out of in 


ilar distributor wishes 


reasons why 


pe nsion 


must be thei 


thei emplovee retirement 
underhe thi 
in the 
no busine 
throw emplovees out 
fulness is at an end 
Knowing this 
productive Cal 


sractical way is 


onsideration 
lor one thing 


anil : 
7 i lic Cidtioii 


interests 


once their us 


the emplovce s ull 
he 


i fund now 


must be covered 
to set asidk 
ind build it up until the employee 
retires. Whichever method of fund 
ing is used is up to the distributor, but 
he can be sure of one thing 

will be better with a 
plan than without. So_ th 
listributor will begin reaping many ré 


vards 


Ci 


| 
| ye HOTA 


I 
pension 


mong them a spirit of service 
to the higher producitvity 
ind employes word-of-nouth 
tising that this firm is a “good place 
to work.” 

Mauch las been said of 
: forced to institute pension plan 

ct good workers, the 
ing that worker 


omlip 111 


idve I 
OMlp tiie 
Mill 


por va} 


Individual Retirement 
Income Policies 


fund 
fund in 


i trust 
! invests the 
retirement annuity poli 


cmployee The poli 
imilar to those purchased 
il [hie 
based on employe 
issued, maturit 
pension ct 
Mm pa ph 


premium for 


life insurance coy 


TO ided 


under thi 
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_______ PENSION PLANS 


Most di 


tion 


vlicre the pension ( 
tributors approached on thi 


While it’s truc 


finding 


une 
dubious they ve 


trouble 


ver 
hy ict 


lit Ca 


beneht 


} 
rood CIN PLOVes 
where CIIPloye;#s dispense 


they Ve nid flatly the 


back to the problem 


Hany 
ilwavs COM 
What to do with elderly employee 
And olution 
pension plan 


thev've settled on on 
Contributory or Not? 


distributors, its a 
rela 


hus, with the 
mnatter of 
tions, after all 
binally, what are the 
mtributory 


common-sense human 


relative merits 
ontributory 
iv that 
mtributory 


of non- ind ¢ 


ylans? Some per mnel expert 


employees don’t like non- 
plans because the company 1s then in 
the position ot being able to terminate 
the plan at will, the employee having 
no stake in it. Yet there are 
distributors testifying their employee 


ire quite under thi 


numcrous 
happ\ range 
ment 
However, it 1 

these firms there’ 
relation hip between management and 
than in others. ‘Thus, the 
place implicit trust in’ the 
intentions. In large 
there’s inevitably a greater 
between 


often found that in 
in existing closer 


( mplovec » 
employes ’ 


OMpaly rood 


hirdys, wher 
hiatu 


ploves 


pref rred to maintain good human re 
lations between the two 


management and em 


ontnibutor pension plan ire 


Group Retirement 
Income Policies 


Superior to 
cies, inasmuch a 
hone 
life insurance 


indi idual poli 
the plan ha uf 
ipants to i 
overage regardless of 
hie lth ind b tT 
lower its premium cost to both firm 
Suitable mainly for 


tributor 


parti prov idl 
thre employe 


ind emplove 
the larger d 
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“nee 








contribute to hospitalization, insurance plans, etc. Note the 


ADVE BENEFTES are not always paid for completely by 
t ompany. In many cas is shown in. the pay 
ABC S pply ¢ oO 


ibove wide range of plus payments and deductions, many of the 


h aginmary employees latter be in the plus benefit category 


Under today’s conditions, the entire com- 


plexion of a distributor’s human relations 


Plus Benefits 


program frequently can be changed by .. . 


FEEL at ‘f them, in some way or another, put Following the classification on the 


MANY 
times like an 


AN EMPLOYER MUSI 


ld -time page opposite, the big rub comes in 


philosopher 
pecially when he tries to determine 
the difference 1 right and a 
privilege. What were yesterday's privi 
xl rights; and what 


| 1) } 
icy may well ve 


betwecn 


are 


tomor 


what's com 
those 
nth 


ntainin 


round 
is benefit 
ippa 

c to ma 
human relations in a 
rod 
Ihe 
Boa 


pavinents, bencht 


National Industrial Conference 
of : Co aT NGO 
it yu Vag 

services.” They 


id 


range 


d i thn ene 
ind 


" things the empl ver allows in 


dition to wages and salari ind 
ill th | mpen ) ' y tim 


fF 's per funcral. All 


132 


1 bad or good complexion on human 
relations 

As to how far any distributor 
hould go in granting benefits depends 
largely on conditions existing in his 
own firm, the location of his business 
the age level of the em 
| s, the number of employees, ete. 
It depends, too, on the way he wants 
ther or not he 
regards employees as a real asset 
Distributors who've been most 


one 


premises, 
7 
pioves 
to run his business, whe 
gen 
erous in dispensing benefits report 
iteful 
Dis 


irreduc ible 


their employees are happy gI 
ind harder 
tributors 
minimum 
ifraid they 
se employ to 


suffer 


J 
working as a resu 
illow an 


who 
of benefits report they're 
} 


must be more liberal, or 


’ 
more prov;re ( 
t 


firms or internal discontent 
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pay for time employees do not work 
Most distributors 
the benefits in this category, of 
which (i.c., time off for jury duty, 
compulsory by law. Even 


permit employec 
som 


voting ) 
employees paid by the hour receive 


arc 
wages for a day’s absence due to sick 
ness, most distributors (in the interest 
relations) thinking 


< ind 


f human 

mall to 

literally, 
Paid 


cence 


, 
1 


take time-clock 


vacations, legal holidavs, 
due to death or illness in the 


these ha mm 


ib 
family, riods 
come essential to keeping the employee 
\ good number of distributors, 

have had to draw the line on 
rest’ period especially morning and 


| | 
iftc lew benefit 


NICK 


rest pe 


h Ippy 
howe Vcr 


rT ' Poy 
rnoon LITNC 








get more out of hand than this onc, 


ind one distributor has cured extended 
from desks b 


scTved from a wagon 


h wing colts 
Another, located 


far from decent 


iDsences 


in an industrial area 


without t 


restaurants, got along 
periods or coffee sessions for years until 
market tightened. Now he 
has a small, modern coftc« 
the front officc 

According to a Detroit dh: 
st p 1oxls 

management 


found 


the labor 


bar behind 


stributor 
the secret of keeping re und 
control is good office 

And, enough, h¢ 
morale 
cipline 


strangely 


because of 


such dis 
“If empl wees are left to di 


pretty well as they like,” he says, 


be tter 





PLUS BENEFITS 








This framework of employee benefits 
has had a definite influence on em 
ployee attitudes. This influence, how- 
ever, has been more indirect than 
direct. Important as the economic as- 
pects of the benefits may be, their 
chief significance as regards employee 
morale is the fact that they are tangi 
ble evidence to the organization of 
management's concern for the welfare 
of its employees. This is not to mini 
mize the economic aspects of the bene- 
fits, particularly profit sharing; they 
are effective as symbols chiefly because 
they are substantial and because, as 
such, they demonstrate the sincerity 


Grand — Rapxls Supply Grand 
Rapid Mich. think therwise. ‘Ube 
have a profit-sharing plan where thi 

1 quarterly bonu 
calculated as a percentage of his com 
pensation during that time. The p 
centage, determined alicad of time 
caled according to the quarterly profit 
the higher the profit, the higher th 
percentage. The result, states president 
Jack Hager: “Every one of our em 
plovees is as cons icntious as the bos 

Ihe same spirit pervades Pye-Barke 
Supply Co., Atlanta, Ga where 20 per 
cent of the company’s profits is divided 


employee receives 


annually among employees on the 
basis of their compensation and length 


of service 


and weightiness of management's con- 
if they were less substantial, 
their value as symbols and as an 
earnest of management's attitude 
would be correspondingly diminshed. without saying. Group hospitalization, 
Nevertheless, our studies show clearly weikdent and health 
that employees respond primarily to medical-surgical insurance are 
the evidence of management's concern ing so widely accepted among even the 
and only secondarily to the economic mallest distributors that their essen 
values as such.—From “Factors Influ tiality is rarely questioned 
encing Employee Morale” by James C In recent years, distributors in com 
Worthy in Harvard Business Review, mon with business generally have 
Jan. 1950. widened the circle of benefits given to 
—— Length-of-service bonus« 
awards, 


“some will take more leeway than 
others, and this eventually creates re 
sentments around the place.” Since 
this  distributor’s — office manager 
lamped down (on the office person 


nel especially), employees are 


Among health and security benefits 
federal old-age, unemployment insur 
compensation — go 


cern 
ance, workmen's 


more insurance, OF 
business-like, less gossipy, on hand becom 
necded 

benefit for time not 
Distributor 
we split on its merits as a builder of 
good human relations We paid an 
out of profits for several 
Maryland distributor 
All we got wer 
ind jealousy, even though 


vhen they're 
Classified as a 


worked is profit-sharing 





nual bonuses 





employees 
ports programs, 
laced employees thought they should — credit union facilities, wedding gifts 

more than subordinates who'd — these and other benefits are now a mat 
exceed been with us for many years longer ter of course with employees of many 
high I 


Human nature puzzles me.” 


vears,” says a 
“but stopped last year suggestion 
headaches 
the bonuses were 


We found employees 


ncewc;,, 


I 
based on length of — get 
CTV ICC 


ingly rank-conscious firm 


What Are Plus Benefits ? 


an IMpressive list 


payments, benefits, and services” make when 


they're added up. Here’s a classification, adapted from the February issue of 
Management Record: published by the National Industrial Conference Board 


Plus-wage 


Pay for Time Worked Payments for Health and Security Benefits 

— overtime pay (premium only) 

— shift differentials 

— premium pay for Saturday, Sunday, sixth or 
seventh day, holiday work 


— pensions 

— group life insurance 

— hospitalization 

— group accident and health insurance 
— medical-surgical insurance 

— federal old-age benefits 

— unemployment insurance 

— workmen's c ompensation 

—state disability insurance 


Pay for Time Not Worked 


—holidays, vacation, summer military leave, 
sick leave pay, personal excused absence 
(death in family) 

— jury duty, witness duty, voting time 

— rest periods 

— wash-up time 

— lunch periods 

— severance pay 

— Christmas bonus 

—length-of-service bonus 

— education subsidies 

—pay for grievance and negotiation time 


Payments for Employee Services 


— cafeterias (losses) 

— credit union 
—length-of-service gifts 
— suggestion awards 

— medical services 

— recreation programs 
— safety clothing 
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HUMAN RELATIONS 


1 


Anything to make work conditions pleasanter, 


from better lighting in the office to a homemade 


SAFETY DEVICES promot 


ne hie 


lleavy wre 


7 


Hofbrau, can pay off if you have good... . 


! 
cies will give 


Phd dhve Hong 


firm 

nicl ition 
vith ly ia nm ther 
deahneg | upplic 
Ph 
bette 


tramin 


my t apesurre 


huma more than 


il | thi 


vl 7 ! ’ 
al h ISCR pins 


htmge 


notion ind 


ifety h 


ment mterest 


A Place 


(lean 


i I ] il 


Ip to furnish proof of manage 


Hh CHIPLOYVCe j peo] le 


to Eat 


Way he 
industrial 


like 


taurant 


hi MISCS, 
( ilit aha 
cal 


) 
comfortable 


wn 

nployees who bring 
Coltce 

rv ¢ itor may 
Hed der self-ser 


I hic oms may double as 1 ca 


1) 
ttl hdl 


mecting room 


ent ‘ Vie 
be used for entertainment in 
} 


n with company busine 


tion 
or may 


onnectho 


134 


Ii 
for 50 


uthy & Rogei 
mecting room 
converted to a cafeteria 
nion Ilardware & 
Angel ha 
\ platform was in 
o the 
iuditornum 


Beals, Met 
Buffalo, h ) 
which can | 

ing 15 { 
Metal Co Lo 


ing 600 


1 cate 
tcerha ser 
talled at 
converted to an 

Lh 


tiquate d warchouse 


one end room can b 
unused or an 
into dining 
or recreation relatively 
easy. Penn General Supply Co., Pitt 
wirgh, turned part of its cellar into a 
Hofbrau”, bar and 
It serves 50-100 
firm entertains. 


conversion. of 
space 


rooms can be 


home 1h vl 


kitchen included 


persons vhen the 


A Place to Rest 


Recreation rooms don’t necessarily 
encourage lost office time At H. J 
Behn & Co., Fairfield, Conn., the 
maiiagement found quite the opposite 
result when an old stockroom was con 
verted company 
equipped with coffee urn, refrigerator, 
hot plate S, CaS 
illy initialed coftec 
taff Before, the 
nid- morning coftce had been a g 
distance oft 
removed 


into a room” 
ind individu 
for all the 


source of 


chal 
mugs 


nearest 


on cate Orne 


new, clean room 
the 


outside 


comp nh 


cottcee excursion 


mecntive for 
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nm de p 


Vat hou 2 


Phila 


& 
moral i 


Madd k & ( 


Anicn 


pins at 
f to 


Physical Facilities 


washroom facilities 


No 


} 
TPAC 


Clean, modern 
ire vitally unportant 
exterior dr 
deficiency in this d 


| ] 
minge faciiti 


nnount of 
Ip for 
Ack 


md 


Ini will l 
wirtinent 
quate with chai 
ota ie appli ited by women on 


| 
th tuft 


A Place to Play 


Ihe all 


meetings room is ideal for 


dining ecreation 
off-hout 


purpo ( 


DV cmplovec 

When and resot justi 
fied it, built their 
own outside recreation centers. Briggs 
Weaver Machinery Co., Dallas, re 
cently lakeside 
wher wimming, 
fishing, 
ind 
entertained 


gTOUpS 
l 


interest 


some firms have 


completed 1 lodge 
the staff can enjoy 
boating, riding and hunting, 
uppliet in be 


customers and 


A Place to Park 


ircas, it not con 


In congested 
ducive to an even-tempered outlook 
on life to have to struggle for 
ide space 300 mornings a year 
can do little about this pr 
because city land are 
But in planning new 
a high pr rity 


urb 
Som 
»blem, 
values high 
plants, most 
on 


hirimns 


Inanagements put 
off-street parking 





PHYSICAL FACILITIES 





A Place to Work 


Recreation ro tii 
will not count for much unl 
devoted equal attention to 

ictual working conditions as ¢ 

ible, safe and attractive as possibl 
The facilities your people use during 


most of their working hours concern 


ol Tie 





them most 
Climate makes a big differen 

Warehouse floors can be notorious! 
cold in the North. Drafts affect health 
is well as comfort. While air-condi 
tioning may be an expensive frill in 
ome regions, itS not uncommon 
vher umnaers are hot and hum-d 
Bad air is as uncomfortable as excessive 
heat or cold 


Installing heat in 
| 


previously un 
heated rooms may be k CXPCIISIV 4 

than you'd expect. Seither & Ell 

Inc., Newark, N. J., in converting an SPACIOUSNESS, modern fixtures made a difference in morale at Seither & 
old unheated stockroom into offic: Inc., Newark, N. J., when the firm completed new offic 

found the heating bill lower after th 

idded radiators had been installed 

The cold, drafty upstairs room had —_ 

been pushing the thermostat so high 

before the change that actually mor 

fuel was used when it was unheated 


Good Lighting Helps 


Light is a comfort factor 
relatively simple to improve 
window arrangements can 
good natural light, but exce 
glare should be avoided. Poorly 
irtificial lights also produce glare 
Manufacturers’ lighting engin 
ire equipped to advise you 
Three prin ipl of good plant light 
ing, according to General Electr 
Co.’s Lamp Division engineers, ar 
1. Illuminate the work to a brigh 
ness which enables the employee to 
sce accurately without eve strain 
2. Light the immediate work area 
ind the room generally so that the CAFETERIA at ‘The Republic Supph 


ire free from excessive contrasts, harsh pl ton 
ness, glare and disturbing shadows and 
the atmosphere is pleasant. Color an I hould be « tion should ha 
3. Supply light of the right color ordinated Light col we for space obably red 
ind quality, so that appearance details wher 1 need lig reflected on Good housckeeping can be encour 
can be used and judged quickls ceilings and upper portions of wall ged by the facilities you provid 
Warehouses are difhcult to light Obstruction ike pillars in_ stock When quarters are spacious, light and 
properly, yet light is needed for safety 001 ind otherw dark corners, al mveniently arranged housekeeping 
Stockmen must be able to read fin ould be whit near-white iscipline is easy to enforce Men 
print on bins and on shelves pl ind provid oud of their worl e don't leave 
R. C. Duncan Co., Minneapoli yf T 14 ( owe! fiise ibout 
olved one lighting problem by using ‘ be blue, vcral use Of fresh paint and clean 
wire mesh screening at the back of hedule will help 


bins, so light would be admitted from 


I 


irefully ylaced 
ve a 


both sides 

Good lighting promotes efficien 
health and safety. Better housekeep 
ing results, as bright paces are eldom 
dirty or disorderly. <A bright atmo 
phere is a cheerful atmosphere—a psy 
chological fact of great importance 


& Suppl ( 
ining schedule 
keeps the dit 
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HUMAN RELATIONS 


ind once a vear an outside con Mrs. Gertrude ‘IT. Seithe presi 
i omplete crub deut, and Ved Blumenfeld, sales man 
ears, the plant Good equipment, pleasant and attrac wer, did the planning ind supervi 
tive surroundings, well-maintained ing. An outside contractor handled 
washrooms, and so on can never, of d rie 
the carpentry, wiring and heat insta 
themselves, develop high moral. Their 

’ nding if hou air Tt nal most lation. \ll thie moving id dSscCill 

I absence, however, can be a source of > 
# their working hours at their place real difficulty. If employees are dis bling of shelv« and fixtures was don 
if work, and prefer it clean also contented with any phase of their re by the company’s executives and staff. 
fety is greatly influenced by how lations with management, they are Stephen Smith, manager of opera 
ou plan your facilitic particular] likely to seize upon and magnify any tions, Republi Supply Co., sees it 

1 the warehouse loo-high shelve inconveniences arising from their phys this was 

fault tacking, overcrowded. narrow ical surroundings. They can tolerate Many changes in management 
vise dark corn inadequate o1 situations they know are difficult for practices are taking place which are 
management to correct. But where 
annoyances are apparently unneces 
sary, employees are likely to interpret 
General attractiveness of your pl int the condition as evidence of manage- 
boosts your own and your. staff ment’s lack of concern for them as 
morale so effectively that in) man people. It is against this attitude they have invested funds for employes 

firms, management would list this a that employees rebel. The poor work comfort and well being.” 
the main reason for renovating old ing conditions are merely evidence of Mr. Blumenfeld, of Seither & Ellis, 
the attitude and a convenient target feels that his company’s new facilities 
Snaciousne newn clean naint against which to direct comploints — 
James C. Worthy in Factors Influenc 


ood light, shiny desh omfortable ing Employee Moral, Harvard Business reps 
hairs, window curtains. and a gener Review, Jon. 1950 We get 35 percent mor work 


ill pl ising decorative and architec done and the davs seem shorter In 
tural schenn these are some of the stead of the hubub and confusion of 
ingredients of an attractive home for the old, crowded offices, we have 
your compan plents of space and 1 quiet place to 

The cost of renovating may not be other things, new lighting, panelling, work. And we can keep it clean 
prohibitive. Seither & Ellis converted ceilings, tile floors, partitions, a new “Our men are no longer ashamed 
two main floors of its headquarters re women’s lounge and numerous fixtures to bring customers in They dress 
cently, switching locations of offices uch as venetian blinds, windows, differently They can be proud of 
ind stockrooms, and installing, among — doors, and shelving—all for $5,000 their headquarters.” 








orated 
bew peopl tolerate unkempt su 


poorly arranged materials handling justifying themselves in lowering op 
crating costs and improving industrial 
relations. ‘The operating costs of this 


firm have been sharply reduced wher 


techniques are common danger spots 


quarter 
have brought a striking improvement 
in cfhiciency and morale 
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A MESSAGE TO AMERICAN 


INDUSTRY ®@ 


ONE OF A SERIES 


FOR REAL HELP 
TO SMALL BUSINESS 


Ik is ironic that one of the first jobs of the 
Eisenhower administration, so widely, and 
erroneously, tagged as a “big business’ ad- 
ministration, must be to go to the relief of 
small business. This is necessary because the 
preceding administration, while continually 
proclaiming its tender regard for small busi- 
ness, actually impaired gravely the ability of 
small business to carry on successfully. This 
it did in the necessary haste of devising an 
emergency tax program to finance rearma- 
ment and the Korean War. Now the new 
administration must revise this tax structure 
to give small business a chance to make its 
key contribution to an expanding American 
economy. 


How Taxes Hurt Small Business 


Since the outbreak of the Korean War, 
small business has been handicapped by two 
principal features of the emergency tax 
program: 

1) Many small firms are unable to retain 
enough of their earnings to provide for ex- 
pansion because these earnings are drastically 
limited by the excess profits tax. 

2) Small companies have received a very 
small share of the tax concessions allowed 
by the federal government to encourage con- 
struction of defense facilities. 

A small business that succeeds and hence 
grows is particularly hard hit by the excess 


profits tax. That tax, of course, applies to 
corporations having a net income of more 
than $25,000 per year. It results in taking up 
to 82 cents on every dollar of profit that the 
company earns above what is called an “excess 
profits credit.” For most small companies the 
credit depends on what was earned in 1946-49. 
This creates an element of gamble and dis- 
crimination in determining the amount of tax 
to be paid. Time has proved that it is impos- 
sible to select a base period for the tax that 
is fair to all companies. A young company 
starting in 1946-49 is peculiarly vulnerable, as 
its earnings in that period were necessarily 
low. Even on modest earnings today, it would 
pay a high excess profits tax. 

It is true that Congress wrote into the ex- 
cess profits tax law provisions to lessen the 
impact of the tax on growing companies. 
However, none of these provisions in prac- 
tice has given much relief to small business. 


*‘Relief’’ Provisions Give Little Relief 


Small firms rely almost entirely on retained 
earnings to provide funds for improving their 
plants and equipment. They get very little 
help from the provisions (1) that no more 
than 70 per cent of total profits can be taxed 
away, (2) that additional earnings are al- 
lowed on an increase of invested capital or 
(3) that growing companies are allowed a 





rate of return on capital equal to the industry 
average. 

Most large firms can obtain additional funds 
in the securities market. But small firms find 
it difficult to increase their capital by selling 
securities, since investors generally prefer 
the stocks or bonds of nationally known and 
seasoned companies. Few small companies, 
therefore, can reduce their tax burdens by 
increasing their invested capital, and few can 
meet their needs for equity capital if their 
rates of profit are no higher than those of the 
leading companies which generally set the 
average profit. 

Small business has been equally at a dis- 
advantage in the matter of accelerated de- 
preciation for tax purposes. The government 
has encouraged a great expansion of our 
industrial plant, despite the very high rate of 
taxation on corporate earnings, by granting 
certificates of accelerated amortization on new 
plants built to support the defense program. 
These certificates allow business to charge 
off the cost of defense plants at a rapid rate. 
This decreases the earnings that are subject 
to taxes, and so increases the part of the 
earnings that may be retained in the business. 


Growth is Stifled 


But most of these tax concessions have been 
made to large firms especially equipped to 
handle the complex problems of defense pro- 
duction. Of the $12 billion of new facilities 
so far approved for fast amortization, only 
11 per cent are for companies with less than 
500 employees, although the share of such 
companies in the normal civilian business is 
about 30 per cent. In only 2 of 12 industries 
studied by the Small Defense Plants Admin- 
istration were small firms receiving what was 
estimated to be a fair share of the total tax 
amortization awarded. 

Because they are unable either to retain 
enough earnings after taxes or to step up their 
depreciation allowances, most small firms are 
unable to keep up in the race to expand and 
modernize plant capacity. The Small Defense 
Plants Administrator, in his report to Con- 
gress, emphasized that small companies have 
been unable to do their full part in the de- 
fense program for lack of capital. 

The Council of State Chambers of Com- 
merce recently published an eight-state sur- 


vey showing widespread cutbacks of plans 
for new plants by small and medium-sized 
companies. According to this report, “high 
federal taxes enacted since the beginning of 
the Korean War appear to be placing an effec- 
tive brake on the rate of industrial expansion 
in all the states surveyed and probably in the 
48 states generally ... It is principally the 
small and medium-sized companies whose 
growth is being stifled.” 


Some Ways to Help 


The first step to relieve small companies 
should be to free them from the excess profits 
tax. The nation as a whole would be far better 
off if the excess profits tax were allowed to 
die as scheduled on June 30, since the tax 
promotes waste as it stifles incentives. It is 
quite possible, however, that the politics of 
tax reduction, as opposed to the economics, 
will prevent the elimination of the tax during 
1953. 

If the tax is extended, provision should be 
made for a much broader exemption to 
smaller corporations. If net income up to 
$100,000 a year, which in these days still 
constitutes small business, were exempted 
from the tax, the loss of revenue to the gov- 
ernment would be about $175 million. This 
relatively small amount could easily be offset 
by an increase in employment and incomes 
if small business is freed from its financial 
strait jacket and allowed to expand. Care- 
ful attention should be given also to the pos- 
sibilities of allowing a higher rate of return 
on the first $1 million of capital (roughly the 
amount it takes to provide 100 jobs) and of 
making special accelerated depreciation al- 
lowances to smaller firms. This is a matter 
so important that we shall return to it in a 
future editorial. 

Relief for small business—relief from a 
financial paralysis that has kept it from play- 
ing its dynamic part as a growth element in 
our economy — would do much to give the lie 
to the notion that the Eisenhower administra- 
tion is a “big business” operation. Much more 
importent, it would be a long stride toward 
releasing the dynamic energies of many small 
businesses and businessmen to forward a 
continuing and expanding prosperity. 


McGraw-Hill Publishing Company, Inc. 





This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 


OSBORN, 


Be 








~ 


This is YOUR warehouse 
»--saves you floor space 
( Industrial Distiibutir carries a large stock of OSBORN 


Bfushes to supply you with the right type of brush quickly. You can 


reduce your inventory... save floor space and save on the hidden costs 
of maintaining stock records by ordering your maintenance brushes, 


paint brushes and power brushes from this trusted source. 


Group your brush orders with those of other industrial supplies and 
save valuable purchasing time. Specify OSBORN and you are svre to get 


the best in quality... backed by mere than 60 years’ service to Industry! 
The Oshorn Manufacturing Company, 


Cleveland 14. Ohta. 


Osho Brushog) 


MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


Dept. R-4, 5401 Hamilton Avenue, 


OSBORN POWER, 


FOR ALL YOUR NEEDS. Ihere's an 
OSBORN brush tor every industrial 
INDUSTRIAI 


as handy 


ind your 
LOR 


is ready to serve you promptly 


brushing need 
DISTRIB 
phone 
Call him for paint brushes, maintenance 


as your 


brushes, power brushes 


way 


PURC HAS; 


> BELTING REQUISITIONS 
* y/ ono 


MAINTENANCE BRUSH REQUISITIONS 19 youp 


. IWOUSTRIAL 
—_ , OISTRBUTOR 


TOOL REQUISITION 


EASY TO BUY. You can make one order 
cover OSBORN Brushes and other lead 
ing-brand industrial supplies when you 
buy from your INDUSTRIAL DISTRIB 
U TOR. This automatic procedure stream 
lines your purchasing, cuts red tape and 
gives you nationally accepted, 
quality brands. 


know n 


can buy 


INDUSTRY. You 


brushes with confidence be 


BUILT FOR 
OSBORN 

cause their workmanship and materials 
are backed by 60 years of OSBORN 
service to Industry. Here, the OSBORN 
Master* Sweep Floor Brush gets the job 


done fast *Trademark 








U.S. TOTALS: 





— 


January 1953 
Compared with 
December 1952 


January 1953 
Compared with 
January 1952 








Compitio sy Inousratat Distaisurion 








Yj 
4% 


-4% 





Supply Sales Trend 


Final Figures For January 


1953 





January 1953 
Compared with 
December 1952 


January 1953 
Compared with 
January 1952 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE 
New Jersey 
New York 


Pennsylvania 


ATLANTIC 


AST NORTH CENTRAL 
Illinois 

Indiana 

Michigan 

Ohio 

Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 6% 


- 3% 


- 3% 


- 8% 








-11% 
~ 3% 


- 9% 


-10% 





Figures in this col 
umn ordinarily show 
cumulative sales 
changes of the cur 
rent vear to date 
compared with the 
preceding year. Since 
this month’s Suppls 
Sales ‘Trends section 
is based on sales to 
January 31, the per 
centages listed in 
Column 2 serve the 
purpose of recording 
vear to date changes 
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It’s Here! 
The Completely New, Low-Cost 


ELECTRIC “SEWER MASTER” 


It’s Powerful! It’s Versatile! It’s a Necessity 
for Maintenance Departments! 


HE all new Oster “Sewer Master” is a powerful, 
low-cost machine. It weighs less than 100 Ibs. 
and clears obstructions 100 ft. or more from the 
sewer entrance. Large, rubber tired wheels make 
it easy to move up and down stairs and to the job. 


Cutting tools to remove roots, grease, chips and many 
other obstructions are easily attached to the coiled 
spring “snake” which is securely held and revolved 
at any convenient distance from the sewer entrance 
by the revolving chuck jaws of the “Sewer Master”. 


This ad is inviting your customers to A snap switch reverses the powerful motor on the 


-onta i Oster Distributor f “ee ” ” . 
contact their local Os — Sewer Master” so the “snake” can be revolved in 
complete facts on the new Oster “Sewer 


Master’. If you want more information, . : 
write us for a compact factual booklet obstructions. Complete control of the “snake” action 


about the new, powerful “Sewer Master”. is maintained through the convenient control lever. 


OO 


either direction to assure easiest removal of toughest 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 61st St., Cleveland 3, Ohio 


1893 « CELEBRATING 60 Years Leadership in the Threading Industry + 1953 : 
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SALES TRENDS (Cont'd.) 





January 1953 
Compared with 
December 1952 


January 1953 
Compared with 
January 1952 








SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


KAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 


W voming 


PACIFIC 
California 
Oregon 
Washington 








- 8% 


+ 1% 


+ 2% 


-26% 


- 1% 





- 6% 


~ & 


+ 2% 


- 1% 


+10% 





Figures in this col 
umn ordinarily show 
cumulative s a 1 « 

changes of the cur 
rent year to dat 
compared with th 
preceding vear. Since 
this month’s Supply 
Sales ‘Trends section 
is based on sales to 
January 31, the per 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes 
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“SHOWROOM DISPLAY HELPS US 
SELL MORE YARWAY TRAPS” 


~says BOB HACK’ 


| mPULSE STEAM 5 
) Ofer 12 OUTSTANDING Mm, 





This self-contained portable showroom display case 
is one more reason why industrial distributors are 
enthusiastic about selling Yarway Impulse Steam Traps 
and Fine Screen Strainers. Yarway backs up distributor 
efforts with strong consumer promotion, trade journal 
advertising, direct mail, catalogs, attractive packaging 
and advertising specialties with distributor tie-ins. 
Marketed through recognized industrial distributors, 
Robert J. Hack, more than 850,000 Yarway Impulse Steam Traps 
Sales Manager of have already been sold. For information, write .. . 
John Hack Company, 


Woodbury, N. J 
YARNALL-WARING COMPANY 


111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 








Price Index for 19 Product Classes 


(1947-49. 100) 
Y% Change 
Jan. Dec. Jan. From 
NAME OF PRODUCT CLASS 53 a 52 Year Ago 


Abrasive Products 117. 117.1 119.2 1.7 
Cutting Tools . 122.3 3.2 
Fans and Blowers . 139.3 1.8 
Fasteners 41. 139.1 +1.9 
Incandescent Lamps ; : 117.9 0 
Industrial Rubber Products be 133.3 6.5 
Lubricants 2.: 102.4 


Materials Handling Equipment ° , 127.4 


Mechanics Hand Tools 
(files, saw blades) ° . 124.8 


Metalworking Accessories of of 108.4 
Motors ‘ ‘ 116.9 
Paint : 110.5 109.4 
Portable Power Tools 3.< 113.3 113.3 
Power Transmission Equipment : 124.5 125.7 
Precision Measuring Tools 116.4 117.6 
Pumps and Compressors 123.5 122.9 


Steel Products 
(pipe, bars, nails, ete.) 130.6 124.9 


Valves and Fittings 122.7 120.6 


Welding Machines 
(equipment, rods) 


Total Index 122.6 122.8 


120.1 119.0 


R ‘ 
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FOR CHAINS 


... because Hodell has been the 
name for dependable chain for 
more than 60 years. 

Quality Hodell line includes 
a type and size of chain for 
practically any industrial use 
..- from electric-welded BBB 
Coil and Proof Coil to lighter, 
weldless types such as Sash, 
Safety and Register chains. Be 
sure to buy Hodell—the chain 
that serves the best. 


FOR FASTENERS 


,.. because National is the name 
for the most complete line of 
fasteners produced by any 
single manufacturer 

Phat means you can fill all 
your fastener requirements, 
simplify your ordering and 
your stocking, by buying the 
National brand... and you can 
always depend on high-quality 
National fasteners to do the 
best fastening job. 


FOR HOISTS 


.. because Chester is the name 
for durable, dependable and 
economical chain hoists. 

There is a complete line of 
Chester hoists and trolleys, a 
type and size for every kind of 
lifting and lowering job. Spur- 
Geared hoists, from '4 to 25 
tons, include specials such as 
Low Headroom and Extended 
Handwheel...all built with high- 
grade castings and forged parts. 


Nat Says: You'll always be sure that you're 


buying the best—when you make the 


NATIONAL LINES 


your standards for Fasteners, Chains, Hoists 


Write us for more information 


THE NATIONAL SCREW & MFG. COMPANY «+ CLEVELAND 4, OHIO 


Chester Hoist Division 


Hodell Chain Company 
Lisbon, Ohio 


Cleveland 3, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal., Los Angeles 22, Cal. 


A» tt a GO 
13 HODELL CHAINS —/ CHESTER HOISTS 


3 
7 


‘ a 


FASTENERS 


| Nations L 
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The Outlook For Business 


"DOUBLE-THINK" We still think that the business outlook is very good--that 1953 will go into the 
record books as a better year on the whole than that very good year 1952, although there 
may be somewhat heavier going late this year or early next year, But the reason that we 
cling to this cheerful view is perhaps primarily because we look for timely correctives for 
the extensive practice--by consumers, business executives and political leaders alike--of what 
the late English author and artist George Orwell in his NINETEEN EIGHTY-FOUR called 
the art of “double-think”. This is the art of managing to see a great triumph for personal 
freedom in being thrown in the clink, or envisaging love triumphant as one is hurled to 
the earth and violently stomped upon. 





Most people appear to have been anticipating a reduction in taxes, By now most 
people have read in the papers that President Eisenhower is against tax cuts until he can 
also cut government expenditures, But by using “double-think”, it is possible to visualize 
the prospect of no tax cuts as an indication that this is the time to buy. This is the way 
consumers apparently view the situation as they continue to spend extraordinary amounts 
on new cars, new homes and home appliances, 


INVENTORY Businessmen in general seem more concerned with increasing production than with any 
other problem, Early returns from our annual survey of capital spending plans indicate a 
surprising number of firms going full steam ahead with plans to increase and improve 
plant capacity. On the other hand, businessmen are increasingly jittery about the amount 
of inventory which might pile up when materials controls are ended and all this capacity 
is turned loose for civilian production. 


The figures on current inventory building (about $8 billion in the fourth quarter, 
and perhaps as much as $11 billion in the first quarter) suggest that these fears are well 
founded, But by the process of “double-think” it is possible to be jittery about inventories 
and step up production schedules at the same time. 


FAR EAST As handled by the press (which could have been somewhat confused) perhaps the most 
remarkable “double-think” has been that indulged in by the national administration in 
simultaneously junking emergency controls at a great rate and making gestures--toward 
the Far East--which might well eventuate almost immediately in the necessity of having 
such controls, About the only state of affairs which would seem to justify such a course 
would be a state of demand for civilian goods so droopy that a grave new international 
flare-up would produce no buyers’ rush. If this were the situation, which it clearly is not, 
then it makes an extremely powerful case for prompt tax reduction to buck up a sagging 
civilian economy, But--the “double-think” again--it appears possible currently to envisage 
an economy so slack that itcan well absorb a buyers’ rush touched off by a new internation- 
al crisis with no serious upward pressure on prices, and still taut enough to require con- 


tinuation of emergency tax rates. 


It is possible to have first inflation and then deflation predominating in 1953, but 
not both at the same time, There are some indications that the next few months may see a 
burst of speculative activity. As controls go off, business firms are apparently eager to out- 
produce each other and take the risk of inventory accumulation, De-control will bring some 
price increases, and few price declines are likely. Credit is plentiful, and both businessmen 
and consumers are still borrowing heavily. A war scare in the Far East could eventuate. 


STABILITY However, we still believe that business activity can stay high--by high we mean close 
to the high employment level of $355 billion gross national product--right through 1953. 
But this stability will be achieved only if businessmen and consumers have the good sense 
to avoid a dangerous amount of “double-think” and refrain from piling up more goods 
than they need in the early part of the year. To ensure stability it will also be necessary 
for the federal government to make the tax reductions which have already been anticipated 


as defense requirements taper off, 
If these things are not done, we may encounter a very severe inventory recession in the 
second half of this year, a recession which would not be stopped by consumer buying in the 


absence of tax cuts. That is the risk introduced by the growing tendency to “double-think”. 
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Your Dependable Source of Supply 
for all types of 


@ The Milwaukee line of Power Driven Brushes 
is complete in types and sizes, giving you correct 
selection for every requirement. The line in- 
cludes brushes for severe removing operations 
—for general cleaning purposes—for brushing 
sheet metal—for polishing or producing special 
finishes—for reaching into grooves, angle bends, 
etc. and for light work. 


BRUSHES FOR VARIOUS MAINTENANCE NEEDS... 
@ Numbered among the various types of maintenance 


brushes are floor brushes, window brushes, bench 
brushes, sanitary brushes, flue and boiler brushes. Also 
standard and special brushes for specific needs. 


The line of paint and varnish brushes has been se- 
lected particularly to meet the special requirements of 
brushes of this type for use in industrial plants. 


PRODUCTION BRUSHES FOR HAND USE we 


Milwaukee wire brushes for hand 

Bie] use, like other Milwaukee indus- 

trial brushes, are superior tools that save 

time and reduce costs. Each is built accord- 

ing to standards that make them correctly 

designed and long wearing. Here is out- 

standing value for such general use as brushing, cleaning, and fos 
removing rust, scale, weld spatter, etc. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th St. Milwaukee 45, Wisc. 


wp Key Quality 
mees TRIAL THAT PAYS IN 
BRUSH PROBLEMS LONG SERVICE 
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4 @) Beh Te 


years ago, Holo-Krome set forth and 
adopted the Distribution Policy given on these pages. 
It was right then and is still right today. 
No need for changes. 


The Holo-Krome completely cold forging method 
revolutionized the manufacture of Socket Screws. 


To support our Distribution Policy and fulfill 
our responsibility to Industry, all Holo-Krome 
Socket Screw Products are Guaranteed to give 


U nfailing Performance. 


THE HOLO-KROME SCREW CORP. 
HARTFORD 10, CONN. 


AS 


HOLO-KROME 
Complelily old Jorged 


SOCKET SCREWS 
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HOLO-KROME 


“We Sell Through 
Authorized 
Stock Carrying Distributors” 


HOLO-KROME has proven, through years 
of practical experience, that Industry is 
served better, more economically and more 
efficiently because of this fact. 


HOLO-KROME FIBRO FORGED Socket 
Screw Products are sold through Author- 
ized Stock Carrying Distributors. 


HOLO-KROME considers its Distributors 
as advantageously located Branch Ware- 
houses and, as important a part of the 
Holo-Krome organization as any depart- 
ment of the Company. 


HOLO-KROME authorized Stock Carrying 
Distributors, staffed with trained repre- 
sentatives fully conversant with Holo- 
Krome Products and Policies, serve In- 
dustry and Government in a manner not 
matched by any other method. 


HOLO-KROME at all times, realizes its 
responsibility to Industry . . to serve 
economically and efficiently. 
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Hansen & Yorke Forms New Jersey Subsidiary 


Hansen & Yorke Co., New 
City distributor, 1 expanding its op 
erations to New Jer cy 
purchase of a 12-acr 
W oodbnidg 

The 
1 subsidiars 
New Jerse 

Announcement of — the 
followed th 


following the 
plant ite at 


, "1 
plant will be operated by 


I I 
IHlansen & Yorke Co. of 


necw 


building 
clection of four 
OM pan othecer Albert M. Red 

h and William W. Edwards as vice 
pre ident Dougla Yorke 18 a 
istant president and John C 
Hansen as vice president of Hansen & 
Yorke of New Jersey 

Kenneth | Yorke 
ilso elected vice pr 

Mr. Redlich started in the industrial 
upplh busine with Hansen & Yorke 
? years ago Recently 
issistant sales manager In hi 
office he will take 
of sale 

Mr. Ikdwards, who joined the com 
pany in 1947, will 
chasing agent. Tle was formerly 
nected with Federal Hardware Corp., 
New York City i ecretary from 
1927 to 1946. He was also secretary 
of Washington Hardware Co.., Jersey 
City 

Douglas A 


( OmMpany 


plan 


new 


treasurer, was 
ident 


he h iS be cn 
new 


( omple te charge 


continue as pul 


con 


Yorke has been 


ince leaving the 


with 


the irmed 


NEW SALES MANAGER for Valve 
Division of Tlomestead Valve 

Co., Coraopolis, Pa Jari 
Cutcheon, Jr 
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York | 


Blueprints for new plant in Woodbridge, 
Grouped around Arthur York 
Yorke 


and Dougla 


York City distributor firm 
William W. Edwards, Kenneth F 


recently named vice presidents 


forces after World War II He will 
be concerned with sales activities 
Mr. Hansen was formerly 
manager of the company 
Other officers are Arthur Yorke, 
president, and David E. Weinberger, 
secretary. The office of vice president, 


sales 


N. J., are 


checked by officers of the N 
“ ited iT¢ 


Han en 


pr sident 
Redlich and John ¢ 
assistant vice pre ident 


\lbert M 
\ Y orke 
to which the recent 
were made, is 
pany 

Headquarters of the Hansen & 
Yorke parent company will remain in 
Manhattan, where the firm has offices 
and a large warehouse. 


appointments 


1 new one in the com 


Mine & Smelter Supply Names El Paso Manager 


Brady 
pointed manager of the Fl Paso Di- 
vision of The Mine & Smelter Supply 


George T. has been ap- 


Co., Denver, succeeding R. S. Beard, 
who has retired 

Mr. Brady has been transferred from 
Salt Lake City, where he was manager 
of the electrical department in the 
company’s branch ofthc there. He has 
been with the firm 25 years, serving in 
various departments in both sales and 
executive capacities at Denver and Salt 
Lake City. 

Mr. Beard is retiring at his own re 
quest after serving the company for 30 
years 

Mr. Beard announced that he 
planned to operate a farm that he 
owns in Georgia. 
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Black Bros. Opens New Building in Vancouver 


T. R. Fyfe 


Black Bros., Ltd Vancouver in 
dustrial and automotive supply house, 
has completed a new, modern head 
quarters to serve expanding needs of 
British Columbia industry. 


Ihe 


reinforced concrete 
contains 35,000 sq. ft. of 
three floor Gravity conveyors run 
from t yp to bottom floors 


partment, with reversible power con 


building 


pace on 


in each de 


Norvell-Wilder 
Elects Officers 
Norvell- Wilder Supply Co., 


mont, ‘l'exas, has elected seven 
vice president 


Jack M. Shaw, sales 


six district managers in charge of the 


Beau 
new 
WAnALCI and 
firm's branches in various cities re 
ceived the new title: Ek. V. Hubbard 
Fort Worth; Alden Colston, Corpu 
Christi; ]. Kirby Payne, Shreveport 
W. Ray Dyer, Lake Charles; ‘Tom B 
Darby, Conroe; and Robert E. Dur 
rett, Odessa 

rank S. ¢ re-clected 
president and general manager. Other 
officers re-clected Kugene ‘I 
Thompson, vice president and secre 
tary; Ik. W. Gildart, vice president 
ind Frank A. Douglas, treasurer and 
assistant secretary 

Directors re-elected were Mr 
Carothers, Mr. ‘Thompson, Mr. Gil 
dart, Mr. Douglas, Elmo Beard, 
W. Cape Grant, Mrs. Mildred Yount 
Manion, Will Ik. Orgain, J. H. Phe 
lan, Sr., and M. T. Schlicher 


irothers was 


wcr'e 


Awarded Y.M.C.A,. Pin 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc., Buf 
falo, has been awarded a meritorious 


service pin by the National Y.M.C.A 


Modern headquarters of British Columbia distributor contains 35,0 





1 sq ft of floor 


pace on three levels, latest materials handling equipment 


veyors at strategic points Roller con 
veyors serve the warehouse 

Customer parking space has been 
provided 

Established in 1926, the firm is 
named for the seven Black brothers 
who came from Orilla, Ont. Russell E. 
Black, one of the founders, is still 
ictive in the business. 


General manager is T. R. Fyfe, who 


joined the company as its first travel 
ling salesman in 1932, is now national 
president of the Canadian Automotive 
Wholesalers’ & Manufacturers’ Asso 
ciation, Chairman of the Wholesak 
Bureau of the Vancouver Board of 
lrade and vice president of the Pa 
cific National Exhibition 

The company has a staff of 106, in 
cluding 15 salesmen 


Rust-Oleum Corp. Holds Annual Sales Meeting 


Sales force of Evanston, Ill., manufacturer hears 1953 plans outlined at four-day ses 


on which included tour of 


Robert Ferguson, president of Rust 
Oleum Corp. outlined the 
1953 sales plans at a four-day mect 

ntly in Evanston, Il] 

taff also toured the plant 
enlarged facilities. 

Attending were A. A. Ahlff, Robert 
K Phipps, Jack Holt, J. E. Merritt 
Otis B. Casanova, John Winter, ] 
Qin Jone a Hl. W. Edwards, ‘Ted 
White, Warren A. Risk, U.S. Ackl 
W. D. Home, Thomas F. O’ Malley 
John A. Larson, Walter Fenn. R. R 
Stabley, J R. Boren, Lec Hill, Earl 
Lyons ind | H Moran 


compally 


ng hie Id rc 
hie ile 


to inspect 


company new 


plant facilith 


Also present were Dale W. Kimmel, 
P. H. Webb, L. J. Rumig, R 
Zobel, J. R. Baker, W. A. Bellow 
I. R. Mumford, ‘Thomas S. Walsh 
J. H. Lund, Robert Gray, H. P. Barth, 
Kerwin G. Randt, Paul Moffit, R. D 
Repa J ( Simmons, Arthur 
Cowan Wilham ©’Grady, N J 
Noah and Jack Copeland 

Besides President 
ld W. Fergusson, vice pre 
nold Hoftme manager of sales rm 
earch and promotion, and Robert 
Hoffmeyer uperintendent of — the 
plant, also parti ipated 


Fergusson, Don 


ident, At 
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McJunkin Opens Columbus Branch, Sales Offices 


iions m Ohio 


mich n Columbu 


» seven the branch 
ind office namtained b 
1 West Virginia, Ohio 
in addition to it 
dqua tcl 
limbus branch will handl 
‘ular line from initial 
than 90,000 item Lo 
Road and West 
truck dock 
ird and parking 
1t Columbus is Clvde Lox Central Ohio customers of McJunkin Corp., Charleston, W. Va 
vho joined McJunkin in 1947 from this recently opened branch office ind warehouse in Columb 
me Co., Cincinnati. He wa 
tant manager of VMcJun 
ta, Ohio, branch 
ler, formerly in charg 
ons at Mariett 
of Columbu 


n 1946 after 


of the Columbu 
NMlinor, order de pu t 
ll. B. Wehrle, | 
G. D. Jenkins, war 
cna ' ind hear oe ) Clyde Loescher . Edward Miller W. E. Sample 
4. Gavlor inl 


men. J. R. Decker 
vill handle counter the new branch, with pictures of the cities of Cleveland and (¢ 
taff, the plant and facilities and a list Mr. Wick will handle the 
r department staff includ ing of products and manufacturers bus sales offic 
incl J P. berrell Shi le Phe new ( leveland sales ofhice MeJunkin ( Orp ha clecte 
eptionist will be in charge of Mr. Gaylord, ward Miller vice president 


ompany distributed an eight formerly of Republic Steel Corp of sales and W., ] Sampl 
d brochure announcing | He will travel between the Ohio manager of sal 


Annual Elections 


Yankee Hardwaremen Elect Officers for 1953 = Huckster Club Holds 


Ihe manufacturers representative 
club, ‘Vhe Hucksters, held its annual 
clection of officers and directors at The 
Svithiod Singing Club, Chicago 

President is George Schlitt, Lufkin 
Rule Co.: vice pr ident, Chester M 
Gaudian, The standard ‘Tool Co 
treasurer, Henry Michgelson The 
Allen Mfg. Co.; and seeretarv, Georg: 
Mattusch, Famco Machine Co 

Elected to the board of director 
were James L. Shamburg, Simonds 
Saw & Steel Co., who was appointed 
chairman of the board; Walter Barlow 
Jacobs Chuck Co.; Edward Bernau 
Black & Decker Mfg. Co.; Thoma 
Moore, Simonds Saw & Steel Co 

Purpose of the Hucksters is to bring 


Handing over the gavel to new president Keen Markey, (right) of Keen Markey Co 
ibout “good fellowship and high 


Harold J. Davidson, of The L. S. Starrett Co. retirmg president. Looking on ar 
William I. Mealey, Skil Corp., secretary, and John F. Donovan Greenfield ‘Tap & cthics among representative with a 


Die ( lent. Harold Stevens, True Temper Corp., is secretary common purpose 
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Worthington Corp. Holds 3 Day Distributor Seminar 


by A. M. Shaw Affects of acids arc demonstrated by R. R. Rhodes (second 
from left), of Worthington to Rob Roy, of George S 
Perkins, Bassett & 


Principles of rotary pump ar explained 
night) of Worthington Corp. at the mpany I nt re 
fresher course. Interested spectators are L. B. Watrous, of Fhomson Co., kl Paso; R 
Bnerly Lombard & Co., Worcester, Ma Paul Smith Wright, Inc., Keene, N. § Lockett, Vhe Stand 
Bradford Supply Co., Bradford, Pa.; and D. D. Derrovw rd Supply & Hardware Ci cw can Forty distribu 
Bernstein Bros., Inc., Paterson, N. J tor representati ittended 


Distributor Policy Helps Cut Small Accounts Steinman Hardware Co, 


Names Sales Manager 


A manufacturer can help solve In 
os : " ‘ William MeAvay, formerly with 
small-order problem and increase sale . Onandaga Supply ( fin See 
r\ ‘) sf . 

fhciency by turning over all his « . ; : 
n - oe rf i. oe Sone has jomed ‘The Stemman Hardware 
Seale selaneiaathaicr ea at Co., Lancaster, Pa., as Industrial Divi 
’ 7 - i oe € Pheoll Mfe cf ‘ ion sales manager 
; vat’s : i, 7 cof = : « Three vears with Onandaga Supply 
Oy CEE 3S eee < sgh } in general sales capacity, Mr. Me 
general sales manager for the Chicago ] Avey hedose thet wes mene calles 
oo. nea wry: i fhanager of Diamond Saw Works, Buf 

Mr. ‘Taylor told the Sales Executivi fale Ban wen oles oanected with 

] f ; nm) TeX \ ] , \ » 
Club of Chicag ( ent! “7 Nl MR Bockeal § orp . in various 

’ ‘ ? ' { 
ot, 20 s new di ereDUtON pol ' capacities for ten years at both the 
climinating direct sales to all account Jamestown, N.Y ind Plainville 
below a certain annual volum« 
Conn plant 

It started, he said, when examina “pag, vom  enebe ett 
tion showed how much time and pa odesietel Piteisten op gy Ree ail 
perwork in his sales department in 
! merchandise manager 
volved servicing small accounts 

Ihe direct selling or some 6,000 ae 

plu mall customers was obvious] 1 Reuben C. Taylor Jr i 
costly proposition. We determined 
that if a good portion of ther pul 
chases could be channelled to u in packages should primanly be mad 
through others—namely distributor through distributors 


} 1] ] 
then we would be able to give bette Screw manufacturers should not 


service to more important and mor mmpetre with distributors in selling 


profitable customers fasteners for maintenance and suppl 
Mr. ‘Taylor said he classified th direct to consumers 

types of customers he regarded as hi Therefore, we will refer inquiri 

legitimate market, and those to whom ind orders for packaged fastener 

he would not sell, establishing min mediately to distributor 

mum dollar volume levels for both He said the ‘new policy helped the 

distributors and industrial customer ompany clear its desks for action 
Wi developed ! distributor pro Qur ile cttort is no longer diluted 

gram as a means of handling small ling on thousands of accounts who 

wccounts. We put our sales policy in in buy very little from us annuall 

writing for our distributors. In our Other speakers at the meeting wer 

industry this in itself was astounding Clyde D. Greeno, Aluminum Cooking 

W< simply iid Utensil Co.; and John J. Kieltv, Poet 
“The sale of screws, bolts and nut zinger, Dechert & Kielty William MeAvay 
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‘‘Boss of the Year’’ is Feted in Chicago 


A free meal and cigar were among the rewards for Robert H. Barrett, of Samuel 
Harris & Co., Chicago, center of attention at Boss Night of the Lake Shore Chapter, 
Ruth Gallinot, chapter president, and his secretary, 
lhe ladies picked up the tab 


National Secretaries Association 
Lucile Meiser, his secretary, do the honors 


Hawley Hardware Honors Veteran Employee 


Office staff of Bridgeport, Conn., distributor posed for this picture on 75th birthday 
of F. W. Boerum, who joined the company 46 years ago 


Simonds Abrasive Holds Sales Training Course 





Philadelphia company was host to distributor representatives at its factory recently. 
This group held product sessions and inspected manufacturing 


| and later as manager 
| was attached to the president’s office 


American Chain & Cable 
Names District Managers 


American Chain & Cable Co., Read 
ing, Pa., has appointed Jerome V 
Gasso, former sales manager in At- 
lanta, Ga., for the R-P & C Valve 
Division, as district sales manager for 
the division in New York City 

William Wagner, former New York 
district manager, has been transferred 
to the general sales staff at company 
headquarters in Reading. 

New Atlanta district manager is 
Edward A. Antonelli, who has been 
sales representative for the division in 
the New York district for the past six 
years. 

Mr. Gasso, who joined the R-P & C 
Valve Division in 1919, has managed 
the Atlanta district for the past 16 
years. Mr. Wagner has been con 
nected with the New York district for 
32 years, first as sales representative 
Mr. Antonelli 


of American Chain & Cable before 
his Atlanta appointment. He served 
in the United States Navy during 
World War II 


Rose, Kimball & Baxter 
To Buy Syracuse Firm 

Rose, Kimball & Baxter, Inc., FE] 
mira, N. Y., has contracted to buy 
the business assets of Burhams & 
Black, Inc., Syracuse, for an upstate 
branch in Syracus« 

Real estate is not included in the 


sale. 
The Elmira firm’s branch will oc 


| cupy a new building to be erected on 


ground adjoining the Peter A. Frasse 
Co. steel warehouse. The structure 
will have 25,000 ft. of floor space, with 
adjoining area to permit expansion to 
100,000 sq. ft. 

Burhans & Black is located in a 
six-story building on Richmond Ave 


Independent Pneumatic 
Changes Name to “Thor” 


The Independent Pneumatic ‘Tool 
Co., Aurora, Il., has changed its name 
to ‘Thor Power Tool Co 

“Thor” 
name for the firm's power tools since 
1893. 

Neil C. Hurley, Jr., 


dent, said the company’s business had 


has been used as a trade 


Company pre SI] 


| so changed in the past years the old 


name was no longer descriptive of its 
operations. He said the new 
should eliminate confusion and facili 


name 


| tate recognition of products 
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‘ « + ee 
“Selling Is My Business”... 001 realize ina 
“One picture is worth 1,000 words”? . . . Quality is as potent a selling point as cost? 


ever repaice th 


. . . i ltl 

How Does It Work? Explain in Pictures ) soit, sie 

den o., Seattle, Wash 
cer that as still im 

then, Nir. Thoma 
in load of 
But the sale which 

in tn mid c most the on 

rhc 
nething trom 
remained wit 
it the start of tn 

wked at aside and out 

af i} for a firm handling me 
hanmical rubber good Ile was insick 

vhen a oman from Alash 

ind inquired ibout th 

wali hose Nii Thoma 

me hose and the cu 

lt 1 recl as the one h 
n. Nir. Thoma quoted 


thought the price wa 
mother firm m town 
\ pri NIr. Vhoma 
que tioned him as to whether the hose 
offered by th mnpetitor wa the san 
inside facilitic quality and th wme thickin Ihe 
plain moi cn you scl ith pi vith the organiza prospect was sure it wa 
ture ! el) Some have never Nii Phomas had his doubts but 
But catalog | res dot mick’s headquarter kept them to himself. Instead, li 
fill the bi dom illust V1 ( iid Vi tell vou what, suppo | 
Il the prod Pp] Hon , rl CXCC] we vou a sample of this hose and 
inf po nN G il ( it} ! hea ead in print vou go ahead and match it with th 
tallations that you, vourself, ha 1 up ograph, Mr. Co heaper hose. ATL bask is that if the 
ked out for your customer , OT ONVINCINE mple is thicker, and it has to be a 
Samucl G. Coe, of Sager-Spuck Su thick as it »do the job vou want 
Albany, N.Y has contri | ou come back here and bu Th 
us own sales tool to supply the mi yrospect agreed, took the sample an 
Ing pictu It’s a looseleaf bind went out 
containing cight-by-ten inch glo : In a half hour the prospect returned 
pints of im tallation ind | ind gave Mr. Uhomas an order for 
ipplications he wants to talk al 5.000 fect of the hos “I didn't 
Each picture, he knows, is worth more ; realize,” remarked — the customer 
than mam talks im gettin . there w o much difference im 


thickne 





ts th picture from s¢ 
Sometime old custom 
id as he is of machines he | Another reason why many sa'esmen 





l ] 


old them, wv we snapshots taken do not achieve the maximum results 
that he in enlarge Otten man from their territory is because they 
turer representative hay th , are creatures of habit. Now | don't 
mad \s a last resort, he tak Hel mean good or bad habits, but whot 
himself, or has them done prof ; 1 do mean is that some men always 
ilvy—though this last method | | : with to do the same thing in the same 
Xp -NSIVvE way, at the same time, all the time 
He doesn’t att mpt to illust i WwW. I. THOMAS: A areat salesman should be very 


iy product ipphi croreful indeed not to form regular 
that are parti habits. Nothing is more fatal to great 


nlarl ( yr <] Py 
tacular, or that are widel Remember The Quality eatesmanship than regular hebits in 
to other customer Of The Goods You Sell thinking or action 


Several pag My Adventures in Selling 





Sager-Spuck office D | will ve By Saunders Norvell 
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YALE CABLE KING 
A Wire Rope Hoist. The only air-cooled electric 
hoist. Made in hook, trolley geared tre lley and 


other type Capacities tron to 15 ton 


lA ; 
YALE SPUR-GEARED 


These Hand Chain Hoists are ‘from hook to hock 
‘ Load Sheave Mounted on En minum alloy castings and alloy steels. Safe, 


fast, Capacities from 2 to 2 tons. 


YALE WINCHES YALE LOAD KING (Hand) 
Lightweight portable hoist, high strength alu- 


Designed for wall, ceiling or foot mounting. All 


the features of Yale Cable King Hoist. Capacities a line of steel 
range from % to 3 tons. closed Ball Bearings. Capacities ‘4 to 40 tons. 
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r every lifting job! 


YALE MIDGET KING 


When your customers need a hoist to solve their particular lifting and 
pulling problems, you should recommend Yate because the entire 
YALE line is engineered and built to the most rigid and exacting stand 
ards. Yate quality features, the result of long research and exclusive 
design, are well known in plants and factories of all kinds and sizes 


...in every industry 


Shown on these pages are a few hoists from the wide Yate range... 

In fact, Yate makes hoists to fit every lifting need...eclectric hoists 

(wire rope and chain types)...trolley and hook suspension hoists 
.and hand hoists. 

Whether the problem is one requiring an integrated system of electric 


trolley hoists or just a portable hand hoist...vou will satisfy old cus 


tomers and Wik CW OES whi hn you recon nd the quality line of 


time-saving YALI equipment Always recommend Yat 


YALE® 


MATERIALS HANDLING EQUIPMENT 


*Registered Trade Mark 


YALE PUL-LIFT YALE LOAD KING (Electric) 


A compact, powerful, general-purpose elec- A powerful, lightweight portable hoisting and Rugged, compact chain or wire rope electric 
Pp a purp P 3 4 Pp g 19 f f 


tric hoist. Plugs in anywhere 
trolley types. Capacities from 


J 


Hook and _ pulling tool. Capacities from %4 to 3 tons in link hoists. Lug, trolley and hook types; also motor 
@to 2 tons. chain types. 24 to 15 tons in roller chain types. driven trolley. ‘4, 42, 44, 1, 1% ton capacities, 
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Punches & Chisels 


Forged From High Grade 
Octagon Alloy Steel 


mnounced the ey 
line of punches and 
or ¢ i] 

rou 

ld chisel 


rT 


ortinent 4 ud to 
ll range of siz 
manufacturer, these 
rom high grade octa 
prope 


tana Tae) ina 


ri hardened 


Buffalo 


Impact Tool 


Runs and Removes 
Up To 5g-in. Bolts 


niles nud to be designed for 
iting hard-to-re 
idded to the 


Spout ine 
lQan. or 3-in 
laimed by the 


| 1 
THOME TCR 


clded thre 


H MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


sf 


Roller Chain 


Sprockets & Chain 
Made To ASA Standards 


A new line | 
mad roller hha 
the manutacts 
Vantage Clannes 
Wallab 
drive Phas 1 
by thr 
} 


r-Lock principl il Vou 
| 


ipplication to 


clt coupling CONVCVO! puller 
Hent cham mstallation 

Phe maker pont mit that 
Lock 


Walable m a range of 


prockets and bushing 


majority of industnal applicatio 
I tated that costly and tine 
ing reboring of sprockets to fit shaft 
clunimated; and it no longer nme 
iv for shafts to be 
fo gct a tight fit 
\ccording to the manutacturer, 
| Iper Lock not only is keved to the 
haft, but grips it with the firmin ot 
i Shrunkon fit. When the 
to he repla ed, it 1 
lubri easily, and the bushing can be re-used 
ich place has been laper-Lock spro kets are 
makers lne of rigid — }y 
uit pi tol oiler truding part cecupy no mor 
watlable in either 7-in., pace on th than standard 
length lcatures procket Phe flush design 1 TT 


' 
manufacturer melude at 


turned and PTOUTK 


Pistol Type, 
Flexible Spout 


] 
, ; 

ITOCKCT 
I 


\ new flexibk pout  prstol-type ud to come off 


claimed to 


ompact, having no flange or pr 


mtnobute mat il’ to ifet 


cr control ition, and 


Both chain and prockets are made 
pump Ihe oiler body is to ASA standard 
nstructed of heav aug tecl ets r ud to. tak tn 


positive 
Paper-Lock sprox 
make 

nighout The flared bot Stock wil 
is said to prevent tipping, and a range of B 
bracket 1 10) to 


finished in a permanent Indicating th of the 


Amerncan Standard cham 
onsist of a 
watlabl type tec] 


omplete 


cement wall procket 100 nit 


Gcem Nianutacturing Cor Pitts 


reh, Pa 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





ODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRI 


length 
LOO-to 


50) mid 


Dodge 


ih i, Iii 


Insulation 
Suitable For 
Temp. to 900 deg. F 


For Fuel Oil 
Delivery Trucks 


FOR AN INDEX OF MANUFACTUR 


Nlanufa Nis ! | ! 


ify 


AL DISTRIBUTORS 


have 


Cul inal ¢ 


1 new 


icle 


Hage 


h pro 

1 pl 

] 

| 1LIAG iI 

1; 

dipped 
kiting 


nd 
iab th baked ind 

thr \ OVC! iuited ‘ j t rotor 
irkable ability. to 
hen dragged over 
nts and 
reased tough 
without 


Hlexibilit 


nanufacturer nN 
| 


) ul 


i 
no inbubitor 


und 


1 i\¢ 


} 
tiie 


ly pave 
Ili 
chi cd 
Stance 
d in tuel hos 
in three 
d |4-in In 
l delwer 


thre 


Wiel 


had 


ommend 


New Line For 
Chemical Plants 


plant mo 


Gear Pump 


New Line From 


1 25 HP to '2 HP 


! pump from 


has been intro 


| 
HAKCT 


{ Arid j 
G.P.M idl 


( ] 


ontimued o1 


ERS’ PRODUCTS, SEE PAGE 161 
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ahem rit eme ils 


WHEN SIZE CONTROL COUNTS, 
oS @ Bae 2 SEE THAT YOUR CUSTOMERS GET 


2G 6 We? 


Winter Taps with BALANCED ACTION have exact flute 
spacing, uniform flute and chip driver contours, with 
accurate and concentric chamfers. This extreme care in 
manufacturing pays off in precise accuracy, as well as 
long tool. life. 

APRIL IN. MIAMI... 

It will be good to see you again at 

the Triple Mill Supply Convention. 


WINTER BROTH ERS COMPANY 


Rochester, Michigan, U. $. A. Distributors in principal cities. 
Branches in New York, Detroit, Chicago, Dallas, San Francisco. 
Division of National Twist Drill & Tool Co. 


eg 
> 


o 
£3 


a) fi SE 








FOR TOP PERFORMANCE 


at High Feeds and Speeds 


Tell your customers about “Helex’’ End Mills — with the 
famous National cutting edges and high helix angles. They 
will give smooth free-cutting operation. You can promise 
long tool life, too! 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S. A. Distributors in principal cities. 


Factory Branches: New York ¢ Detroit * Chicogo * Dallas * San Francisco. 


. 7 . . . . - . . . 7 . . . 


TRIPLE MILL SUPPLY CONVENTION 


We look forward to seeing you in April at Miami 




















6 
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& 
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a 
The Firthite Packaged Tool Line! 


protection of contents and inventory segregation... 
are mighty important p/us factors. 





Firth Sterling's authorized distributors handle, we 
honestly believe, today’s finest packaged line of 


tandard carbide tools and tips ; ;, ii cei a ae im 
— : ; 7 We think they make FIRTHITE Tools and Tips a 


In addition to the sturdy, metal reinforced boxes of better line to handle. 
standard tools, with quickly identifiable end labelling, 
Firth Sterling was first in the field with the reusable 
plastic box for FIRTHITE Standard Tips and protec- Do you have this catalog? 
tive foam plastic nesting of FIRTHITE Mechanigript 
Distributor Catalog No. 4 tells the 


ss 
I | complete story of FIRTHITE Controlled 


Primarily, FIRTHITE Standard Tools and Tips sell Soy See Snes Cannes 
Tools and Tips, High Speed Tool- 


better because they are better . But in ware house stocks, holder Bits, Drill Rod, etc. A request 
on distributors’ shelves, or in the tool crib, the ad- on your company letterheed will bring 
vantages of proper packaging . .. for easy handling, it to you, postpaid, posthaste! 


OFFICES* AND WAREHOUSES: HARTFORD NEW YORK* DETROIT CLEVELAND 
DAYTON® PITTSBURGH* CHICAGO BIRMINGHAM* LOS ANGELES PHILADELPHIA‘ GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 
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On The Market Today 





Goggles 


Contour-Designed 
For Snug Fit 


hazard mict 
ng hardened le j 
ermadin md mpact tilt 
velding, burmng and cutting ind spe 
ial struct for dusts and chem 
il 
Sp ty 
metal 
thout 
vor pr ript 
tates that 
ned tor 











Punches & Chisels 
] 11. Williams & ¢ 
Impact ‘Tool 
Svntron. ( 
Oiler 
Gem Ni 
Roller Chain 
Dodge Nlanutacturin 
Corp 
Insulation 
Phe Phih 
Hose 
Hewitt-Robin 
Nlotors 
Robbins & M 
Gear Pump 
Csravmulls ¢ rp 
Goggles 
Pulmosan Safety Equipm 
Corp 
Sproc kets 
( nan W 
ly Cutters 
Woendt-Son 
Pumps 
Piones 
i 
Pipe Insulation 
()wens-( 
( Tp 
Slings 
\. | 
i 
Screw Drivers 
Utica Drop 
( ' 
Electrode 
Al}-State W 
C 


Index of Manufacturers’ Products 


Sweeper 
\l 
Oilers 
K-P M 
Drill Presses 
South B 
Calipers 
Gl A Co 
Portable Mounting 
hranklin Balmar Corp 
N. A. Strand Di 
Lamp Assembly 
NicGill Mfg. ¢ In 
Lubricator 
A\lemite D 
Warner ¢ 
lap Head 
Landis Mach 
Coolant Pump 
Shellback Mf 
lolding Chairs 
Lvon Metal Pro 
Cellar Drainer 
Phe Demin 
exhaust Fans 
1) 
V-belt 
U.S. ] 
lorches 
\\ 
lool 
Bram 
Pump 
Goulds Pumps. In 
Floor Truck 
All Steel Welded 
Machine-Side Stand 
| 


Solder 
Al] State \W 
on In 
Speed Nut 
Shakeproot }) 
lool W 
Soldering tron 
Hexacon blect 
Conveyors 
Save quip nit 
Grinding Fixture 
Westcott Chuclh 
Collet 
Sheffer Collet ¢ 
Roller Conveyors 
Sage | quipment 
Bed ‘Turret 


Diamond Wheel 
Ace Abrasives | 
Sprocket Bushing 
Boston Gear Work 
Heating Panels 
Svutron Co 
Safety Goggles 
astern Sat 
Co 
Varidrive 
U.S. El 
Air Sander 
Detroit Surfa 
Clo 
Solder 
lederat 
Amer 
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Volume Potential = Profit 


Center.... 


Sl 
> 
3 
A 
HELICALS 
MITRES — BEVEL GEARS WORMS and WORM GEARS 
CHAIN and 


SPUR GEARS — PINIONS SPROCKET 
CHANGE GEARS 


Lists all gears and other 

BOSTON Products 

Contains time-saving 

information on gear se 

, Pu 
lection and useful refer- al 
ence dota. Ask your FLANGED CARTRIDGES 
Boston Gear Distriby 


UNIVERSAL JOINTS 


tor or write 
Boston Geor Works 
60 WHayword Street, 
Quincy 71, Mass 
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Potential 


410,000,000 


investment in thee BOSTO oa line 


The 80 Distributors who sell Boston Gear 
Products are the key men in the nation's 
industrial supply system. Able, experienced, 
each knows what product lines pay out 
best . . . knows where the “profit center” of 


his business lies. That's why... 


RATIOMOTORS 


ond REDUCTONS BOSTON)... DISTRIBUTORS 


back their confidence in the 





sales and profit potential 





of Boston Gear Products with 





BALL BEARIN( 


a combined investment of 
$10,000,000 in shelf stocks. 








This year, and every year, BOSTON Gear 
will continue the sound policy, the steady 


+ ean enn . promotion, and the new and improved product 


poy cee car 
development that have earned this confidence. 
You can count on BOSTON Gear's solid 
support, right down the line! Boston Gear 


Works, Quincy 71, Massachusetts. 
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PILLOW 


FOUR TYPES OF CONSTRUCTION 


55" Straight Sleeve Series 


For general purpose application 


“TS Taper Sleeve Series 


For higher speeds and shock loads 


"DM" Direct Mounted Series 
For heavy duty rugged jobs 


DC Dog Collar Series 
For light duty general applications 


There is clso a complete line of 
Medart-Timken Hangers in drop, 
post, bracket and floor mounting 
designs — Flange Units — and 
Unit Mounts for which 

Medart engineers will help 


design proper housings. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 


Tr Jeol, Equip ry 





Als 


BLOCKS 


You'll never have to worry about 
user satisfaction when you 
recommend Medart-Timken Pillow 
Blocks. They've never been excelled 
for trouble-free years of service — 
the kind of service that means an 
absolute minimum of maintenance 
and freedom from the danger of 
scored shafts, hot boxes and 
excessive downtime. In addition 

to the famous proved precision 
design and rugged construction, 
these are the “plus” features of 
Medart-Timken Pillow Blocks: 


Factory Adjusted & Lubricated 


They're ready for service immediately 


Positive Shim Adjustment 


Prevents too-tight or too-loose bearing 
adjustment 


Self Aligning 

Built-in ball-&-socket principle 
safeguards against distortion, vibration 
or strain. They're completely 
interchangeable. 


WH act Coupon “oday / 


ATTACH TO COMPANY LETTERHEAD 


MEDART COMPANY, 3535 DeKalb St. St Louis 18. Mo 


Send Catalog of Pillow Blocks, Hanger Units, etc 
send the following catalogs 
V Belts & Sheave Gear 


Pulleys & Sprocket Speed Reducer 


3535 DeKalb St, Name 


St. Lovis 18, Mo 


Title. 
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CULLMAN 


Grip-Wiaster 
> 7 
“A 


ont 


Sprockets 


New Design 
Eliminates Reboring 
\ design G 


tem las been 
nd to 


ip-mnaster sp Act 
itroduced which 
ninat bonn ic 
unplit han 
The time-saving featu 
oll ! hon proc t iT uid 
omph hed by 
red plit bushings on 
wding to the 
pre fit ir 


using = ditter 
plit | 
msured Crip 
procket re furnished im twe 
to mect most 
plit bushings and plit hub type 
Ihe maker states that these n 
ompletel 


requircmicnt tal 


designed procket in 
packaged tor 
vith complete mounting mstruction 


Cullman Wheel Co., Chicago. I 


CORVCTIICIICE ind ) ad 


Fly Cutters 


Sizes 3-in. to 6-in. 
4 and 6 Blade Styles 


f universal fly cutters ha 
izes ranging fro 

vith 4 and ¢ 
th manufac 
milled ind fil 


‘round to precision toleran 


body S10) ire 


’ } } ] 
I nind on both ) 


Continued on page 





A Customer Reports: 


105” Asarecon 773 Bearing Bronze 


Cuts Short-End Scrap, Machining Waste 


iD 
Continuous-Cast Bronze 
} trom 105” stock supy hie 1 tes 


etrowt (distributors): there is only one 
short end from ane e with ordinary 13” stock 
Also. unique dimensional ac reduce metal losses in finishing 


Asarcon id } hye iring bronze is continuou ers 4,” to 514” cored or 


solid. It contains no hard or soft spots; no blowheles or porosity of any type 


Since sand ts not used in the proce aed «dir ire excluded, there is no 


surface- or internally-trapped abrasive to dull tools or discourage high cutting speeds 


Fatigue characteristics are up to LO0OC%: higher than those of the same 
le trength, 


ippres iably Improve dl. tow 


A variety of alloys 


order. Write for tree catalog containing co iplete eSCriptive material 


GON TINUOUESCAST 
Gy = F 


A 


KINGWELL BROS. LTD, 457 Minna Street, San Francisco, Calif. 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 
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Today, Carboloy De- 

partment of General 

Electric Company is 

firstin the carbide field 

in distributor fran- 

chise value, and... 
FIRST to appoint distributors FIRST to provide in-plant FIRST to offer distributor 
for carbides ... and you cov- training for carbides .. . and training in carbides ... and 


ered your market efficiently! you used it well to serve you gave your customers ex- 
your customers! pert assistance! 


FIRST IN CREATED-METALS — TUNGSTEN CARBIDES + HEVIMET 





Silver Anniversary This is the Silver Anniversary of the Carboloy 

organization, marking twenty-five years of progress 

1928 1953 and leadership in cemented carbides and other 
created-metals. 

As an Authorized Carboloy Distributor, you have 

contributed substantially to this progress. Your 

special talents for sales and merchandising have 


CARBOLOY Se cemented carbides out in front of 
Paaremet OF Canehas quatre: eeupane the held. 


For all of us, it has been a friendly and profitable 


partnership. May it continue to grow and prosper 


General Manager 


FOR GENERAL MACHINING 
OF CAST IRON 


FOR GENERAL MACHINING 


OF STEEL 
~ 


FIRST to provide modern FIRST to provide standardized FIRST to standardize carbide FIRST to provide complete 
standard quantity packaging “universal” grades of carbide tools ...and you helped sell carbide promotional services 


for carbides...and you mer- for metal cutting and more than 15 million Stand- , and you organized your 
chandised your carbides well! you spearheaded their usage! ard Carboloy Tools! selling programs! 


a SS e a 
: - al 
oad oe 4 
{ RITIMENT OF at 


11131 E. 8 Mile Street, Detroit 32, Michigan 


CHROME CARBIDES * PERMANENT MAGNETS 


‘Carboloy” is the trademark of the Carboloy 


Department of General Electric Company 





Well-formé 
heads” 





D BETHLEHEM 
STEEL 
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From rough steel to finished taps... 


... holding to highest standards of quality 
is au unbreken rule in Butterfield production. 


We'll welcome your visit to Booth #806 at the 
Triple Mill Supply Convention in Miami, April 14th 


“Pr JB Jet J& Jf de 
— (aanall + st — 3 coll 
Union Twist Drill Company Butterfield Division Derby Line, Vermont, U.S. A 


DRILLS . TAPS ° DIES ¢ REAMERS ° COUNTERBORES ° SCREW PLATES 





Acctipacy 


» The superior performance of Union tools 
rea 
stems from yeors of experience in making a wide 


variety of cutting tools for an exacting trade. 


veicome your visit 
ooth “S807 at the Triple 
Will Supply Convention 
in Miami, April 14th 


sute TWisT DRILL COMPANY « ATHOLL, MASSACHUSETTS 
Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 


OWNERS AND OPERATORS OF: &. W. CARD MANUFACTURING CO, DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec, gigs Se 


a 




















Unretouched Photograph by Morton Berger 


TAPS by CARD 


Performance on the job is what guides all Card manufacture. For generations, 


Card has had but one objective —to make the best taps money can buy. 


We'll welcome your visit to Booth #808 at the Triple Mill Supply Convention in Miami, April 14th 


The 
S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. © DIVISION OF UNION TWIST DRILL CO Ak TAPS © DIES « SCREW PLATES 
Qualityy 








secausem 
INDUCTION 


my fe, “he 3 a Ps Sm “er = i oy 
i re te * ate a> . ‘ . 
. a. r % ; $. oR : 1% » , 
R f Jaw surfaces—those areas that take most wear 


and tear—are electronically induction hardened 
by Urica’s own process. 

Tests show that Utica Adjustable Wrenches re- 
sist wear and burring up to 10 times longer than 





ordinary adjustable wrenches when subjected to 


identical usage. 


ORDER GTICA ADJUSTABLE 


WRENCHES BY NAME AND NUMBER 











Dark areas show where electronic 
induction hardens the jaw surfaces Immediately available in most of the 
to resist burring and nicking. following sizes: #91-4", 6", 8”, 10”, 12” 
Forged steel interior of the 
wrench is unaffected by the hard- 
ening. Retains its desirable tough- 
ness and resilience. 


INSIST ON UTICA ADJUSTABLE WRENCHES 


. 


and the world's best tools 
It pays to use quality tools are made in U.S.A 


DROP FORGE AND TOOL 


CORPORATION in Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL; 


UTICA 4, NEW YORK WALLS-IRONS, LTD., WINNIPEG 
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PRENTISS 
VISES 


The Complete “BULL DOG” Line 


Machinists * Top Swivel Jaw © Woodworkers ¢ 
Hinge Pipe * Combination Pipe © Utility 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Prentiss Sales Poney 


thru Stocking Industrial Distribut« 


A few territories still open. 
Write for detailed information. 


SEE US IN BOOTH 302 AT MIAMI 
PRENTISS VISE DIVISION ©) or tHe cHartes PARKER CO. MERIDEN, CONN. 
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TH 


' Fairbanks 


COMPANY 


BOOTH 216 


at the 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


MIAMI, FLA. APRIL 13, 14, 15 
...to explore the profit and 
volume-building potentialities of 


the Fairbanks lines of 


TRUCKS and CASTERS 
VALVES, DART and “PIC” UNIONS 


. sp 


’ 


rue oe ae 
Fairban' 


‘" 


393 LAFAYETTE STREET ° NEW YORK 3, N.Y 


Branches: Pittsburgh: * Boston * New York * Rome, Ga 
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to assure an absolute minimutn of total 
indicator run out when the tool is in 
operation It is claimed that the tool 
can be used easily on present equip 
ment 

Wendt-Sonis Co., Hannibal, Mis- 


SOouUTI 


Pumps 


Three New 
Centrifugal Models 


Three new models of centrifugal 
pumps (Model VBH, VD and VE) 
have been added to the maker's linc 
of standard centrifugal and positive 
displacement pumps 

Said to be suitable for pumping 
practically all types of liquids not too 
viscous or too corrosive for modern 
corrosion resistant alloys, the new 
pumps are adaptable to both contin 
uous and imtermittent pumping oper 
itions im numerous industries. Each 
model is available in sizes from 1/20 
to 5 HP, with several different port 
stvles and mounting brackets. Larger 
sizes are rated at up to 145 GPM at 
free flow and 9 GPM at 124.7 of head 
(54 psi) based on water at 60 deg. | 

\ feature claimed by the maker is 
the provision of a separate intake 
bracket and support column, permit 
ting removal of moter and column for 
casicr maintenance without discon 
necting the intake bracket and dis 
charge piping for equipment 

All three models are said to be 
scal-less type pumps and have no 
pump bearings, seals or other moving 
metal-to-metal parts to wear The 
maker recommends them as particu 
larly suited for handling liquids that 





ire highly polluted with abrasives 
chips and other entrained solids 

According to the manufacturer, the 
pumps are designed so that increasing 
the effective head proportionately re 
duces power demand. To avoid po 
ible overload in the event of a sudden 
decrease in operating head, cach pump 
is powered for the lowest possible head 
ittamable with the discharge fully 
open These features are claimed 
to have the additional advantage of 
climinating the need for relief valves 
or by-pass valves in the delivery line, 
thus simplifying pump piping and 
ducing installation costs. Nine other 
features are claimed by the maker as 
ipplying to all three pump models 
long with special features on the in 
dividual pump 

Pioneer Pump, Div. Detroit Har 
vester Co., Detroit, Mich 


Pipe Insulation 


For Hot and Cold 
Pipes of All Sizes 


\ new wrap-around pipe insulation 
idaptable to hot and cold pipes of 
ill sizes, has been added to the maker 
line of Fiberglas product: 

Known as Acrowrap, the new prod aii alicia tiie 
uct is said to be flexible and easy to : 4 = usually listed hex 
ipply on flanges, fittings and val et ee 
as well as pip 

Accordmg to the maker, it is a 
fine fibered insulating blanket with a 
special binder for use m= industrial 
ipplications. It is said to be soft and 
resihent, and have a high heat-saving 
thermal efhiciency 

Acrowrap is available in 100-foot 
rolls, 36 inches wide and j-in. thick 
Pieces from the same roll may be used 
on different sizes of pipe for any thick 
ness of insulation required and also 
on. fitting Fhe insulation may be 


ee 


We depend on reputable dis- 
tributors and dealers to han- 
die the bulk of our standard 
products. Your inquiries are 
welcome. 


CLEVELAND 72“ FASTENERS 


Quble 
Ayres 


Os 
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” CALDER 


DRESSERS AND CUTTERS 


TO HELP YOUR CUSTOMERS 
CUT COSTS 


COMPLETE DRESSING SERVICE 
A DRESSER 
FOR EVERY JOB 


Made in 7 sizes for dressing and 
truing grinding wheels; including 
the heavy duty No. 22 Dresser for 
hard, coarse, or large wheels. 


THREADED BUSHINGS STOP DELAYS 
Made with right and left-hand-threaded bushings for dependable 
service. Right-hand-threaded bushings are marked R;_ left-hand- 
threaded bushings, I 





Cutaway shows threaded bushing construction of all Calder 
dressers. Bushings are threaded right and left to tighten with rota 
tion of cutter. Bushings and pins made of hardened steel. Quickly 
and easily replaced when worn. Eliminates operating delays through 
automatic tightening of threaded bushings. 


HIGH CARBON STEEL CUTTERS 


Calder cutters are made from high carbon tool steel heat 
treated in electric furnaces. They cut faster and truer and 
last longer. A favorite with big users,—low cost dressing 
plus more efficient grinding. Also cutters for Ball Bearing 
Dressers. 


CALDER DIAMOND DRESSERS 


GUARANTEED FOR YOUR PROTECTION 


de GA Diamonds 
a i ze diamond 
yr nil wonditionally guar 


‘ ( 


For 56 years, Calder has been supplying industry with fine 
dressers and cutters. While the basic design of Calder tools 
remains unchanged, improvements have been introduced regu- 
larly in order to make the Calder line easier to use, longer 
lasting, more efficient and highly profitable to handle. For the 
complete satisfaction of your customers’ dressing and cutting 
problems j join with hundreds of leading distributors that have 
been enjoying lucrative repeat business for many years. 


Calder... World's oldest manufacturer of Dressers 
. sells through authorized distributors only. 





CALDER MANUFACTURING CO 
N. PRINCE ST., LANCASTER, PA 
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cut with shears, knife, or paper cut 
ter 

he maker states that it may be 
used on pipes with temperatures rang- 
ing from sub zero to 600 degrees F. 
and may be applied in various degrees 
of thickness without difficulty by r 
peated wrapping 

After being wrapped around pipes, 
the maker states that the insulation 
may be kept in place by three different 
methods—with staples, with adhesive, 
or with Fiberglas cord tied on six 
inch centers. ‘Then any one of four 
different kinds of jackets may be in 
stalled over the insulation Ihese 
jackets are made of black roofing felt, 
white asbestos paper-faced felt, cor 
rugated aluminum sheet or rolled gal 
vanized sheet metal. Jackets may be 
held in place by wires, hands, staples 
or screws, depending on the type 
sclected. 

lhe maker points out that the only 
special precaution necessary on cold 
pipe lines is the use of vapor-barriers 
to prevent condensation on cold pipe 
surfaces 

Owens-Corning Fiberglas Corp., To 
ledo, Ohio 





Slings 


Braided, With 
Pin-Lock Fittings 


A new §-part braided sling, said to 
feature an entirely new type of reus« 
able thimble fitting, has been intro 
duced 

According to the maker, these Pin 
Lock thimbles are attached by pins in 
stead of conventional hammered-down 
clamps, and are readily removable for 
reuse. Since sling fittings generally 
outlast the sling itself, substantial sa 
ings are said to be gained by their 





red-Strand 8-part braided 
1 new p duct of the 


a . ae ] a) / f/ 
en ¢? Son Rope Co., st A-[ 0 es a Se 
il 
F a / f 
U X PLY Oman 2 lad 


/  . 
CUCM wmidRreA (pep A 
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NON-ACID...SELF CLEANING 


i 
UeuUeUue 





’ 
here’s why IT IS AN EXCELLENT LINE TO SELL 


Screw Drivers 
It is non-acid . . . will not stain. 
New Line, 


23 Items No cleaning is necessary. It will flux through oil or dirt... 


no sanding. .. no special preparation 


A new line of screw drivers has been 
seminal tes thin tai tain Ol - Your customers save clean-up time when making sweat joints 
. a thei ca oe See alk oll ee mie with LA-CO Flux. Volume users find the time saved more 
©) () Cl TOUS t Ct YU > ( 
sess aot than pays for the flux. 


wren he 
Ihe complete line of 23 item 
said to comprise patterns in round @ LA-CO Flux-Stik 


I 


black qual b] at P) I] ) tv nd 
tubbic 1 Ine blade om 1 id dy @ LA-CO Regular Flux (paste, stik, liquid form) 


made of SAE. 6150 chrome vanadium @ LA-CO Flux for Chrome and Stainless Steel (paste form) 


clectric furnace steel; the handles at @ LA-CO Flux for Silver Soldering (paste form) 


of amber sho kproot Tenite 11 The 
12 @ LA-CO Electro Flux (stik and liquid form) 


There are fives types to meet practically all conditions: 


blade lengths range from 


1} inl - . 
¥ Tool Com distributors se re First To OFFER 


Utica Drop Forge « 
Utica, N. } LA-CO FLUX IN YOUR TERRITORY ! 
LA-CO Flux does an outstanding job... it is 
a superior product that speeds soldering 
Electrode + operations...saves clean-up time. Your customers 
— will find it a real help. Write regarding open 
No Gases us territories. Inquire for literature that shows 
Required step-by-step proof of performance. Let us send 
samples and have your customers prove it. 


} 


A new clectrode, known as 5-in-l, 
! iid to be suitable for all cutting 
hamfering, bevelling, piercing, and 
rOuUgINg for most Oommen ial mct i] 

According to the manufacturer it u 3094 W. Carroll Ave. 
cquir no oxvgen or acetvlen I 
Pommemenreraen «LE LAKE CHEMICAL CO.| chicogo 12, iinois 
tecl, stain) teel, iron, cast iron 


opp ppc! illoys, nickel] and 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





“rough stuff’s” 


AR EDY ALA im a AAAS 


Sharp lumps and abrasive materials are cast out of Belt-Saver 
Pulleys by the exclusive cone and wing design . . . without 
lodging between belt and pulley. This protects belts so ef- 
fectively that belt life is increased 50% to 400%, according 
to actual case histories. 

When you provide such tremendous sav- 
ings for your customers, you gain an “in” that 
pays off in steady sales for your entire line. 
Let Belt-Savers build business and good will 
for you now with quarries, foundries, mines, 
sand and gravel plants, contractors, and other 
businesses that transport abrasive bulk mate- 
rials by conveyor belt. 

In addition to Belt-Savers, Sprout- 
Waldron offers the “Blue Face” line of 
sturdy, cast iron pulleys for transmission and 
conveyor use in a wide selection of sizes and 
types. Write for free bulletins ha 
containing full information 
about Sprout- Waldron pulleys. 
Sprout-Waldron & Co., Inc., 3 
Logan St., Muncy, Pa. 


Write for free booklets ! 








CAST IRON PULLEYS 


MUNCY, PA 277 


0) -senene-mesenen 
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nickel allovs with cither AC or DC 
current 

It is claimed that the new clectrod 
is 24 times faster at same heats. ‘The 
manufacturer states that the only 
disadvantage is that the new faster 
electrode throws 2% more splatter, 
ud to be of no consequence on 
many cutting jobs 

Ihe new 5-in-l cutting clectrod 
will supercede the All-Purpose cut 
ting clectrodc previously offered by 
the maker. It is available in all stand- 
ird sizes from in. to and including 
4-in. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y 


Sweeper 
Motorized, 


For Industrial Jobs 


\ new, improved motorized imdus 
trial plant sweeper, said to do the 
heaviest industrial sweeping jobs, ha 
been announced 

\ rotary brush sweeper and heavy 
duty vacuum cleaner combined mto 
in integral unit, the machine is said 
to be efhcient on dust, dirt, steel 
shavings, scrap paper and cardboard 
grass, leaves, small metal parts and 
milling debris 

[he sweeper is pomted out to be an 
ideal unit for cleaning floors in large 
factories, warchouses, freight docks, 
streets and other such places 

Sweeping is done by eight 36-in 
hardwood Palmyra filled — brushes 
velded imto a single circular unit 
17-n. m diameter and 36-in. long 
Ihe effective sweeping area is in 
creased to 45-in. by use of the side 
brush attachment 

Ihe vacuum is built-in, and i 
mounted directly on the engine shaft 
\ccording to the maker a 14-2 hp 
Briggs and Stratton air-cooled engine 
delivers the power to pull the operator 
on the riding sulky, as well as operate 
the sweeper at a speed up to four 
miles an hour 

Multi-Clean Products, In St 
Paul, Minn 





Oilers 


Controlled 
Oil Flow 


A line of hand oilers with controlled 
oil flow has been developed 

First of the series to be released a 
the I-Z oiler line is known as Modcl 
500. It has a 6 oz. capacity and 1 
equipped with a removable holder and 
a detachable 6-in. rigid steel pout 
4 12-in. flexible spout for getting at 
inconvenient places is available and 
is interchangeable with the 6-in. spout 

Both spouts are said to have stecl 
tips for longer wear. The can is said 
to be drawn with a seamless bottom 
is leak proof, weal proot ind perfecth 
scaled. The maker adds that it is ca 
to dismantle and clean, and all part 
ire replaceable 

Model 500 ha 1 plated — finish 
Economy model 505 is also availabk 
It has a 6-in replace ibk pout ind 
durable copper finish. If desired 
holder can be ordered separateh 

K-P Manufacturing Co., Minneap 
lis, Minn 


Drill Presses 


Four Types With 
1 to 4 Drill Heads 


\ new production model drill pre 
said to be designed for multiple oper 
itions involving drilling tapping 
reaming, burring and chamfering, ha 


been announced 


“Full pressure, Joe— 
Quaker hose can take it!”’ 


y * 

7° ‘ 

Or A 
a) 

COOOC es . 


INDUSTRIAL HOSE 


Wherever your customers put hose and _ belting 
through hard, gruelling service . . . and they ail do! 
. . . there you will find sales for Quaker products. 
It will pay you to talk up Quaker performance . 
the terrific beating these products can take, the 
longer wear, the low maintenance, the extra value. 
Almost every plant is a prospect ... and you can 
get steady orders, repeat business. So. . . ask for it! 
Remember: Quaker means quality! 


Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


BUR ” 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 


See us at Booth 334, Mill Supply Show, Miami 
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See Us At BOOTH 60] 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


2 


Miami, Florida * April 13-14-15, 195 


Every month we are adding new industrial distributors 
because they find that Republic drills lick one tough job after 
another and because they like our distributor policy. 


On an overall country-wide basis, 81% of our civilian 
business is being done through industrial supply distributors. 


OUR DISTRIBUTOR POLICY 


] We advise our Authorized Distributors of all inquiries 
and orders received directly from consumers in their 
territories and suggest to such prospects and customers that 
they order our products through our local Authorized Dis- 
tributor. 
9 We do not sell directly to consumers except in those 
few cases where the consumer insists upon buying 
directly from tool manufacturers. In all such instances, we 
co-operate with our local Authorized Distributor in his 
effort to obtain such business. 


We do not authorize more than one Republic Dis- 

3 tributor in any given market unless more than one 

Distributor is required to adequately serve the consumers 

in the area. Furthermore, we will not add a new Republic 

Distributor without consulting with the established Author- 
ized Distributor in the area. 


FACTORIES AND OFFICES AT 
CHICAGO — 322 South Green Street 
NEW YORK — 96 Lafayette Street 
LOS ANGELES — 1320 Santa Fe Avenue 

STOCKROOMS AND ENGINEERING OFFICES AT 
DETROIT — 2832 East Grand Bivd. 
CLEVELAND — 4416 Euclid Avenue 


REPUBLIC DRILL AND TOOL COMPANY 





It is said to be highly efficient on 
long production runs, and, because of 
its versatility, the shorter runs met in 
job shop work are handled with ease 
Four types, equipped with from one 
to four drill heads, are available. 

Each dnill head is said to be essen 
tially the maker's 14-in. precision 
model drill press. A simple belt ten 
sion release provides quick speed 
changes on this model 

According to the manufacturer, the 
free-floating spindle eliminates side 
thrust and whip and sealed ball bear 
ings simplify maintenance. A built-in 
work light in each drill head gives 
illumination and prevents shadows 
around the work area Kither a 4 
or 4 hp motor may be installed. Ap 
proximate spindle speeds range from 
720 to 4325 rp.m Maximum ca 
pacity is 7 inches from spindle to 
column and 18 inches from chuck to 
table 

Another feature claimed by the 
maker is the drill head positioning at 


tachment This control unit give 
Jack Mohan, Sales Manager 


each drill head assembly four inches ; ’ 
of vertical adjustment at any one set Cort Rhodes, President 


[he positioning attachment can 
set at any point on the column 
After locking in place, it swivel ... at the Annual Triple Industrial Supply Convention. Plan 
around the column with the drill head to spend some time with us and learn about the profit-making 
ind moves the drill head up and down opportunities offered by ANGLgear—the mighty mite of 


the column by means of an enclosed : 
right angle drives. 


worm gcaring 
The work table is said to be accu ANGLgear, with the capacity of units many times its size, is 


or eee a bn a et really going places. Its market is as broad as industry, its 
yt applications unlimited. Sales are easy to make, profits are 


Large coolant grooves slope to the 
rear where a built-in chip trap pre good. Prospects are being presold by cofsistent business 


vents chips from clogging the coolant paper advertising and by sales promotion directed at large 
lrain. The work table measures from potential users. And ANGlLgear is sold exclusively through 


14 by 15 inches for the single spindl industrial distributors in fully protected territories. 
model up to 14 by 55 inches for the 
four spindle model. ‘The work tabl So why not join the many satisfied ANGLgear distributors. 


( oP set — a bench or mounted Stop in at Booth 206 and start things rolling—we still have 
7 ey Se oe a few choice territories open. 


South Bend Lathe Works, South ; 
Bend, Ind A (4 CE Rhekel 


PRESIDENT 


MORE ABOUT ANGLgear 


Two models, one rated \4 hp at 1800 rpm, the 
other 1 hp. Both have hardened gears and 
antifriction bearings, are lubricated for life. 


Both are supplied with 2 or 3-way extensions, 


ee 


Calipers Wat — 


10-in. to 96-in. 
ACCESSORIES CORPORATION 


Availability of vernier slide caliper 
from Schweitzer, the caliper maker in 1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 


(Continued on page 180 


ttt, 
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TO TURN 


Just where does Watson-Stillman fit into YOUR formula of 


PROSPECT+PRODUCT + SERVICE = SALE? 
PROSPECTS: Nationwide advertising—reaching over 4 million 


readers monthly—carries the W-S story of superior performance . .. does a 
missionary job of pre-selling the Double-Diamond—THROUGH DIS- 


TRIBUTORS! 


PRODUCT: Fact-filled bulletins, describing the various W-S Fittings 
lines and W-S hydraulic power tools, furnish wide-spread direct-mail cov- 
erage of your markets...act as permanent reminders of LOCAL DIS- 


TRIBUTION! 


SERVICE: Complete catalogs on all types, sizes, materials in the 
Double-Diamond brand... available to you and your customers; insert 
pages and cuts for your own catalog; miniature catalogs, promotion lit- 
erature for your direct mail use—all help YOU to turn PROSPECTS into 
CUSTOMERS for DISTRIBUTOR PRODUCTS. 

Wherever you sell or serve, W-S is there, lending a hand toward BIGGER 
PROFITS! 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
ROSELLE, NEW JERSEY 


: W-S Bulletins, Catalogs and Folder 


available to help you sell W-S product 

















LOOKING DOWN YOUR PIPE LINE 


WATSON. STHLRAN FITTINGS DIVISION 





Jur modern facilities 
produce better heliance 
Spring Lock Washers 








An outstanding example of profit-making teamwork / 


In order to serve you better, our manufacturing 
facilities, methods and processes never remain 
static. Instead, they are flexible to insure you 
and your customers the best in Spring Lock 
Washer quality. While in production on modern 
equipment, our physical and metallurgical labora- 
tory continually checks to make sure Reliance 


Spring Lock Washers meet all specifications 


The inherent characteristics of Reliance Spring 
Lock Washers are what count in keeping customers 
satisfied. Fabricated from cold drawn spring steel, 
the stored up spring power in Reliance lock 
washers compensates for looseness resulting from 
service wear utilizing reactive ranges and pressures 
to meet all service needs 

In a word, Reliance Spring Lock Washers are 
examples of experienced, controlled production 
that provides you with a product you can sell to 


your customers with utmost confidence 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
Charles Ave., Massillon, Ohie 


7s 


Cs 


JUST OFF THE PRESS! If you have not done 
so, write for our new 36 page catalog 
Reliance Spring lock Washers w.50 








ar, 
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the U. S. Zone of Germany, h 
mmnounced. Sizes range from 
to 96-in.; and the caliper 
to be made of hardened chrome ecl, 
with sharp, accurate machine-<livided 
graduation to provide precision read 
ings or settings in English measure to 
1/1000th inch. Jaws are said to be 
hardened, ground and lapped, and ver 
mier slid ie fitted tightly and 
smoothly. A wooden case is provided 

Also al ulabl ire imilar| made 
vernier height gauges im sizes from 
}2-in. to 45-in 

Glogau  Co., 


; 
Cl 


Portable Mounting 


For Strand Flexible 
Shaft Machines 


A new type portable mounting has 
been introduced by the maker for us« 
with their strand flexible shaft ma 
chines. 

The new truck mount consists of 
a hand truck with wheeled rear axle 
and front skids According to the 
manufacturer, this new mount secure 
maximum portability and climinate 
possible damage to the flexible shaft 
machine caused by operators’ habit 
of pulling the machine by the flexibl 
shaft from point to point 

I'he flexible shaft unit is mounted 
on the deck of the truck in such a posi 
tion that one operator can easily push 
the unit from place to place by press 
ing down on the handle to lift the 
front skids from the floor. The handk 
of the mount is equipped with a fixed 
clamp that holds the handpiece and 
tool of the flexible shaft unit. Thu: 
the manufacturer points out, the 
equipment can be used as a fixed 
bench tool or a portable tool. ‘The 
deck of the truck itself is fitted with 
a metal box for carrying a complete 
set of tools and attachments along 
with the machine 

The maker claims as additional fea 





} 


tur rear whee f the truck 
equipped with ball bearings and rub 

mooth rolling; power 
flexible shaft machine 
1 yoke, providing a turn 
ing radius of a full 360 degrees. 

Franklin) Balmar Corp. N. A 
Strand Div., Baltimore, Md 


ber tires to give 
unit for thi 


mounted in 


LEVOUIER MODEL 4200 LAMP ASSEMBLY 


Lamp Assembly 


Single Switch 
For Two Sockets 


\ new lamp assembly has been in 
troduced which 1 
streamlined 


vitch = for 


said to have a com 
with a 
both 


pact housing 


single 
sockets 
Sockets are said to be heavy-duty 
industrial quality, and can be swiveled 
360 


ontrolling 


nearly deg. to provide greater 
flexibility in lighting 

Ihe housing of the pew lamp 
signated as No. 4200, is 


of molded phenolic in 


issembly, de 
uid to be made 
brown or ivory 
to be simplified with the two posts 
being fully exposed when the cover is 


[he wiring is claimed 


removed. The cover may be removed 
by loosening three screws 


VicGill Mfg. Co., Inc., 


Indiana 


Valparaiso, 


Lubricator 


Automatic, For Use On 
Conveyor Trolley Wheels 


A new lubricator has been d« veloped 


to pro ick 


lubrication of 


which is said iutomatic, 
safe and certain 


1 } 
yiiecel 


con 
veyor trolley 

Ihe new lubricator is said to deliver 
1 pre-set, constant shot of cither oil or 
lubricant to each trolley wheel on each 
ide of the convevor system into which 


Continued on page 186) 


Your distribution 


Skills sell mo 
satistied cust 





ers 


Strange as it may seem, it is you, the Industrial 
Distributor who enables us to manufacture a prod- 
high quality of Reliance 


uct of the accepted 


Spring Lock Washers. It is because of your help 
we can devote time, money and man power to a 
continuing standard of excellence and a never 
ending search for better designs, materials and 


processes. 


For example, you enable us to concentrate our 
mass production facilities in one place without 
becoming inaccessible to distant customers. You 
eliminate our warchousing problems and maintain 
maximum good will by always being available for 
rush orders. You know the requirements of your 
customers and how Reliance products can best 


fill them. 


Your knowledge of our local markots is fjnely 
detailed and it is upon this knowledge that we 
depend for sales of Reliance Spring Lock Washers. 
We believe it is the industrial distributor who is 
the key to our highly integrated system of mass 
production and distribution. 


Now is the time for more and more buyers to 
become acquainted with the unparalleled services 


offered by you, the industrial distributors. 











Dependable Distributors 
stock Dependable 


RELIANCE 


Cal 
@- 





LOCK WASHERS 
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IDEAS like these 
to all that big 





a 


ever tintin 


— 





ac-426 
Rom 

Mounts 

in Arbor 


pie? THIS SHOP-BUILT PUNCH PRESS was made with inexpen 


Porto- sive, standard ‘“Porto-Power” hydraulic components to 
Power 


meet a special production problem. The 10-ton hollow 
Nydrautte push-pull ram, with its power-driven pump, pierces 12 
vn 
ae Hose Transmits holes per minute in Vy, in, angle iron, 
AC or DOC Oil under pressure 
Motor, 
Valves, Oil 


> Te Electrical 
Reservoir 


Ovtiet 
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are your key 
Blackhawk volume! 


Gouge . “es Ss Desired 
Tension 


A 

Measures ? F Aa a 
. is Pre-set & 

Ram Load , on Dial > <i 


a 
DEFLECTION TESTER for jct engine fo" Operator UNIFORM STUD TIGHTENING is 


frames uses 5O0-ton gauge equipped = ‘ ired with Tork-flash” tension 
i , 
jack t imulate 4? Floches wre No guesswork on this as 


Other hand tools in 


actu ik condition Many y ‘“ embly line! j 
P-85 Hand-Operated EET A eed “S Choice of sockets for broadened Blackhawk line offer 
Hydraulic Pump ~ — - : Big Ronge of Nuts 
hawk hydrauli M : ‘ similar gains in time, accuracy. 


Ideas like these win CASH AWARDS 


—and save time, money, materials 


Many industrial methods today are being revolutionized 
by ideas* which utilize Blackhawk equipment. To en- 
courage exchange of more such ideas for the good of 
industry, Blackhawk offers cash awards each quarter. 
Recognized are the best ideas on how to save time, save 
materials, prevent accidents or solve special problems with 
Blackhawk Hydraulic Tools or Blackhawk Hand Tools. 
Here are winners for the quarter ending Dec. 31, 1952: 














FIRST GRAND AWARD THIRD GRAND AWARD 
Wesley W. Gunkel, Ass't. Prof J. E.Williams 
New York State College Box 1001, Duncan, Okla. 
of Agriculture FIRST HONORARY AWARD 
Cornell University, Ithaca, N. Y. Gerald Leonardy 
SECOND GRAND AWARD 2283 LaSalle Gdns. $., Detroit 
Sim C. Schaefer SECOND HONORARY AWARD 
Automotive Sales and Service, Inc Robert Rhoads. Master Mechanic 
154 S. Main St., Fond du Lac, Wis Reading Bus Co., Reading, Pa 


HEADQUARTERS FOR 


THE WORLD'S MOST 
COMPLETE LINE OF 
HYDRAULIC TOOLS 


. plus INDUSTRIAL * Use the famous 60 pane Blac —— IDEA BOOK to tell your customers 


about Blackhawk equipment a yw othe ind you) can also win cash 
HAND TOOLS awards Blackhawk Mfg. GC: Dy pt M. ‘4, Milwaukee 1, Wisconsin 
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in WIRE ROPE, 


Everything looks upside down to the 
three-toed sloth. Unique among animals, 
he prefers to live his life dangling down- 
ward from the top branches of tall trees. 
Helping him to survive in his topsy- 
turvy world are highly specialized and 
powerfully developed rear and forelimb 
muscles. 

In wire rope, too, specialized jobs call 
for the right kind of muscle. Load strain! 
Bending fatigue! Shock stress! Abra- 
sion! Each calls for wire rope that best 


too, load strain 
calls for SPECIALIZED muscles 


combines the required resistance charac- 


teristics, 

Complete quality control from ore to 
finished rope; long experience and spe- 
cialized know-how—these are your assur- 
ance that in Wickwire Rope you always 
get the proper combination of physical 
properties for long-lasting, reliable serv- 
ice on your particular job. 

For full information see your Wick- 
wire Rope distributor or contact our 
nearest sales office. 


THE COLORADO FUEL AND IRON CORPORATION—Abilene (Tex.) * Denver * Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulsa 
THE CALIFORNIA WIRE CLOTH FORPORATION—Los Angeles * Oakland * Portland * San Francixco * Seattle * Spokane 
WICKWIRE SPENCER STEEL DIVISION—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emienton (Pa.) * Hew York * Philadelphia 


A YELLOW TRIANGLE 
ON THE REEL IDENTIFIES 
WICKWIRE ROPE 
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REAMER 
SELECTION 
EASY... 





AND BUILDS 
GOOD WILL FOR You! 


This sturdy pocket size Reamer 
Selector lists 143 hole sizes from 
0400 thru .5010 which can be LAVALLEE & ID 
reamed with STANDARD L&l CHICOpe, pre INC. 
Reamers. * Ss. 





Catalog numbers and equivalent 
size for easy ordering. 


. .- AND plenty of space for your IMPRINT HERE 


imprint on the front! 


See them at Booth 625, Miami. 


Have you got your copy 
of L&l’s down-to-earth 


Distributor sales policy? i - 
Write for if now! “lhe Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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AMAZING NEw 
WME SAVER 


for production service 
and maintenance work 


Millers Falls No. 555 
impact Tool 
Runs and Sets Nuts | 
in 1/10th the Time 


Sleek, powerful, compact — this new No. 555 is 
the most remarkable, most versatile electric tool 
ever developed. One demonstration is enough 
to convince even the most skeptical buyer that 
here is a tool with capabilities out of all pro- 
portion to its size, 


> 


J 


’ 


When torque resistance is low, it drives at a 
continuous 1900 r.p.m. When resistance riggs, 
it automatically shifts to impact ggction. 2000 
powerful blows per minute exert up’ to 100 ft. 
ample to handle threaded parts 
diameter under favorable con- 


Standard ‘2° 
square drive — 
wide variety of 
Ibs. torque A. attachments 
as large as >% 

ditions. 

Runs, sets, loosens 
and removes nuts 


and studs 


With its rugged, powerful motor, it weighs 
only 6+, Ibs., is easily controlled with one hand. 
Built throughout for long hard service, this ver- 
satile new tool has tremendous sales potential 
in factories, garages and service shops of all 
kinds. Send for full information. It’s one of the 
biggest profit builders we've ever offered — and 
another good reason for selling the entire line 
of Millers Falls high-performance electric tools. 


Taps and threads 


@ Extracts broken 
studs and bolts 


MILLers FALLS COMPANY, Greenfield, Mass. @ Drives screws 


MILLERS FALLS 
TOOLS 


SINCE 
1868 


€ She e Wark of Mi, CUlolp 
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SEND FOR 
BULLETIN 
A 564 
iM 
“ ACT 


with the tap chasers collapsed. Upon 
ompletion of this operation the tap 
is withdrawn from the work piece and 
the tap chasers are meseied The 
thread is then tapped on the surface 
A leadscrew feed is 
both the tapping 
and boring operations to assure long 
tool life and a quality finish. 

Ihe maker points out that certain 
limitations as to the diameter and de- 
sign of the hole to be bored, faced, 
and tapped are necessarily imposed. 
Consultation with the company’s en- 
ginecring department will determine 
if the workpiece is suitable for this 
special tooling application 

Landis Machine Co., Waynesboro, 
Pa 


previously bored 
recommended for 


Coolant Pump 


Portable, 
Self-contained 


\ new medium-duty portable cool 
ant pump has been announced. ‘The 
new unit, designated as Model 8-5, 
is said to be designed for machines 
without built-in coolant pumps and 
not requiring the extreme capacity of 
the maker’s heavy-duty Model 10-10. 

Model 8-5 is said to pump 12 gal- 
lons per minute against 4 ft. head and 
5 GPM against 8 ft. head. The self- 
contained model has a 1/15 HP 
motor; single bearing open type with 
splash shield; GE or equal. 

‘The pump is said to be of centri 
fugal design with full-floating balanced 
impeller. Other features claimed are: 
no bearings in pump; cast aluminum 
housing; liquid coolant is drawn into 
pump from top and bottom, neutraliz- 
ing all thrust; pump is self-relieving 
under excessive pressure, thus prevent- 
ing strain on hose when pet cock is 
shut off. 





EET MR.LYON,D.D.S. 


“Dealer of Diversified Services 


LYON’s national organization of steel equip- 
ment dealers serves virtually every segment of 
business and industry—with a diversified line of 
products totalling more than 1500 different stand- 
ard items. (A very few typical Lyon Products 
are shown below. 

Factories, shops, warehouses, offices, churches, 
clubs, hospitals, homes—Lyon dealers sell and 
serve them all. 

This and similar ads appear each month in 
Newsweek, Business Week and leading trade pub- 
lications. Many products, plus many markets, 
plus consistent advertising support, equal vol- 
ume steel equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL., AND YORK, PA 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 453 Monroe Avenue, Aurora, Illinois 





























sw 


for BUSINESS- INDUSTRY - INSTITUTIONS 
oe alates for THE HOME 


























A PARTIAL LIST OF LYON STANDARD PRODUCTS 


Economy Locker Racks ® Display Equipment @¢ Filing Cabinets © Service Carts 
New Freedom Kitchens ® Flat Drawer Files ® Folding Chairs © Sorting Files © Shop Boxes 
© Work Benches © Drawer Units Tool Trays 


Shelving Kitchen Cabinets ® Tool Toters °¢ ® Tool Stands 

Lockers Cabinet Benches © Bor Racks . 

Stools Storage Cabinets ¢ Tool Boxes. © Toolroom Equipment ® Revolving Bins 
. . 


Bin Units Drawing Tobles Parts Cases Wood Working Benches © Hanging Cabinets © Bench Drawers © Hopper Bins Shop Desks 
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it is installed wnpl by tl flick of a 
switch. When every wheel in the sy 
tem has been serviced, the svstem ma 

Now. e thn tir Dry be switched off and is in readiness to 
go into operation again at whatever 

BONDED-TO- METAL waricanr? lubric Re interval load and other 

conditions require 

Ihe unit is contained on a section 
of I-beam 37} or 40-n. in length 

‘ ne ; which is fitted into the conveyor track 

n i to iron, steel, f 4 4 y 
duis ai Lubri-Bond is Zoe a “sh Fy qs "le me _ nee Pirsig h 
not affected by water, oils, gasoline mg a rT cation 1 ithin reach 
and aromatic hydrocarbons ae, 

Type “S$” (Sprayable) $6 Qt. $14.50 Gal. . 60-cycle clectrical outlet. Tlead-room 

Type “8” (Brush On) $8 Qt. $19.50 Gol. of 22-in. over thi top of th [-beam is 

required 

Whicel spacing is said to be no prob 
lem—they can be yards apart, irregular 
in spacing Or as Close as 8-in. on 








of the house air lime and a 115\ 


Lubri-Bond operates ot temperatures centers, and it is claimed to be as 
from-70° to 300° F... 1 Gal. covers casily adaptable to wheels three inches 
from 300 to 800 sq. ft. Effective un- in diameter as four or six inches. 
der high loads... has low coefficient ' « 
: I'he new lubricator, solid as a “pack 
of friction. Aerosol container 12 av 
or. $3.25 ea. $18 per % doz age unit’’ complete with a section of 
track, also includes the lubricant reset 


DRIES SLICK ASA WHISTLE voir, right ind left hand lubricator 


Lubri-Bond “touch” dries in 4% hour... best assemblies with protective covers and 
results obtained after 12 hour Air Ory anchor plates. The maker states, that 
All prices F. O. 8. North Hollywood, Calif. is an accessory to the trollev wheel 
DISTRIBUTORS WANTED lubricator, Alemite’s oil mist system 
can be installed to automatically 
lubricate chain linkage and knucklk 
joints of load pendant hooks 
7116 Laurel Canyon Blvd, No Hollywood, Colif Alemite Di Stewart-Warner 
| Corp., Chicago, IIl 


| 


Tap Head 
ARBOR SPACER ASSORTMENT was tes Chee 


Our special assortment in- 

, . A special adaption has been engi- 

Packaged in moisture- n eng) 

a‘ S cludes 80 arbor spacers, 10 neered by the manufacturer which ts 

resistant envelopes for each of 8 different gauges. said to combine boring, counterbor- 

ease in stocking and use. Each gauge is ina separate ing, and fh ng blade with conven 
cl mou 7.j ' 

envelope. 7 different sizes win tap chase 1 a 7-in. ALT tap 

° ul 
are available, each with or According to the manufacturer this 


LAMINATED re) without keyway. design affords maximum production 
h reductions m handling cost and 
cae SEND FOR CATALOG SHEET ase 6 
LAA 








capital investments as the workpiece 
can be bored, counter-bored, faced, 
ee 4104 UNION STREET * GLENBROOK, CONN. and tapped with one chucking 

COMPANY, INC. Oo As described by the maker, the work 


piece is bored, counterbored and faced 
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For customers who want the best—the easiest to read 


Feature NOW the K&E Favorite WYTEFACE* Steel Tape. It’s 
easier to sell because it’s easier to read. Black on white, foot mark- 
ings in red. Men who want the best in steel tapes go for it. Favorite 


rugged, strong, rust-proof. It’s the first choice for sales! Trade Mark 


KEUFFEL & ESSER CO. 


EST 18667 


NEW YORK + HOBOKEN, N. J. 


CHICAGO e ST.LOUIS e« DETROIT «© SAN FRANCISCO ¢ LOS ANGELES MONTREAL 
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You'll Make Money omen — f 


mi 


LD) i 


"ai 
| 





SS 


® ) 


Made by The Oldest Manufacturers of 


Chains in America” - 


190 


¢ Proof and BBB 
Coil Chain 


Steel Loading Chain 


High-test Steel 
Chain 


e Sling Chains 


e Grab Hooks, 
Slip Hooks, 
ond Cold Shuts 


@ Boomer Chain 


for Every Yse: 


e Conveyor Chain 
e Liberty Coil Chain 
e Machine Chain 


e Weldless Coil 
Chain 


Behind Elephont Brand Welded and Weldless Chains are almost 100 years of 


reputation 
uniform 
Government and Railroad specifications 


for quality and dependability 
always pre-tested — always standard, 


These famous chains are always 


full size. And they meet oll 


White for Catalog and Prices 


NIXDORFF-KREIN MFG. CO., 916 Howard St., St. Louis 6,Mo. 


eST. 1854 
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The 
pa its 
screen and heavs 


stecl tank has a 5-gallon ca 
equipped with chip 
bail handle. A 6 ft. 
length of 2-in. Neoprene hose with 
18-in. flexible nozzle and shut-off 
cock may be removed so that multiple 
connections can be made 

Ihe unit is 21]-in. high and 11-in. 
in diameter, and comes complete with 
8 ft. of SJ cord and plug 
110 V AC single-phase circuit 
ping weight is 40 Ibs 


Shellback Nlfg. Co., 


and is 


for use on 
Ship 


Detroit, Mich 


Folding Chairs 
Light Weight, 


Aluminum Frame 


Aluminum folding chairs 
said to be designed to combine beauty, 
comfort strength with 
light weight, have been introduced 

The new aluminum frame 
fold flat for storage, and are 
in three with steel seat and 
back; with cane steel seat and back; 
with pressed wood seat over stecl, and 
steel back. 

Steel seats and backs are furnished 
in baked-on enamel—either walnut o1 
taupe. Aluminum frame is finished in 
baked-on clear varnish 

Lyon Metal Products, Inc., 
Ill 


fram 


and extreme 
chan 
wailabk 


models 


Aurora, 


Cellar Drainer 


Submersible, 
Weighs 44 Ibs. 
\ submersible cellar also 


recommended to drain boiler rooms, 
tunnels, and clevator pits, 
ulded to the maker's line of pumps 
According to the manufacturer, the 
entire unit can be fully submerged 
without damacing the motor which is 
caled completch bv a stainless steel 
Other features claimed 
idjust; motor starts 


drainer, 


has been 


motor Case 


no floats to when 





DISTRIBUTORS POTENTIAL SALES 
OF BEALL SPRING WASHERS 


RUN INTO THE 


illion 


EACH MONTH 


Nationally advertised 
AND NATIONALLY ACCEPTED 


BEALL nationally advertised, nationally accepted 
Spring Washers are used by the millions by industry 
and railroads. They keep bolted assemblies tight . . . 


permanently TIGHT. 





BEALL Spring Washers are precision-made to the 
exact dimensional standards of the American Stand- 
ards Association, the A.S.M.E. and the S.A.E. and 
are available in all sizes and metals packed in 


cartons, kegs and cases. 


BEALL TOOL DIVISION of HUBBARD & COMPANY 


East Alton, Illinois 


SPRING WASHER SPECIALISTS FOR 130 YEARS 
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CEVILNTAT soup sree. couars 


It’s easy and profitable to sell these precision 
machined collars. They’re available in 42 standard 
sizes for shafts from ‘’’ to 3” inclusive. They’re 
fitted with the famous Self-Locking UNBRAKO 
Socket Set Screw—the screw that won’t work 
loose. Write for literature. SPS, Jenkintown 13, Pa. 


Hitch Céae » ®SINAT FOR THE FUTURE 


HALLOWELL POWER TRANSMISSION DIVISION 


iC) 
HARGRAVE 


THE CINCINNATI 
TOOL COMPANY 


whe 


cs 


JENKINTOWN 


PENNSYLVANIA 





No. 44 FORGED STEEL 
SUPERCLAMPS 


Individually Power-Tested 
for Better Performance 


Strongest Forged 
Stee! Clamp for its 
weight and at the 
lowest price 


] 
MAR GRAVE 
SUPTR CLAMP No 44 


Frames are forged by our patented process from extremely stiff 
steel and are heat treated. The screws are hardened steel to 
prevent bending and battered threads and are of large diameter. 
Each Superclamp is tested on our Power Testing Machine before 
it goes into stock 

Write for Catalog: Showing Clamps for all purposes, also Chisels, 
Punches, Star Drills, Brace Wrenches, Washer Cutters, File Cleaners, 
etc 


THE CINCINNATI TOOL COMPANY 
4032 Montgomery Rd. Cincinnati 12, Ohio 


see //// 


There is an Industrial Distributor stock near you 
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water level raises the stainless steel 
motor case; switch is completely auto 
matic and sealed motor case; 
the centrifugal pump is bronze with a 
hard rubber semi-open impeller; the 
solid bronze bottom base is surrounded 
by a perforated brass strainer to pre 
vent refuse from interfering with the 
impeller. 

rhe rigid clamped connection be 
tween pump and motion is said to as 
sure perfect alignment. No set screws 
are used. 

The motor is 4 hp., 115 volt, 60 
evcle, 1,750 rpm., split phase. It has 
two grease-sealed, lifetime, lubricated 
bearings. Overload protection with 
automatic reset is said to protect the 
motor against improper voltage or over 
load 

Each unit is furnished with a spe 
cial, age-resistant and waterproof 11 
foot cord and plug. Pipe connections 
are 14-in. The unit is 16-in. in height 
and fits into an 11-in. diameter sump 

Identified as Fig. 4667, the unit is 
said to range in capacity from 1,200 
gallons per hour against a 22 ft. head 
to 3,000 gallons per hour against a 5 ft 
head. Shipping weight is 44 Ibs. 

The Deming Co., Salem, Ohio 


inside 


Exhaust Fans 


For Woodworking 
Plants, Saw Mills 


lhe addition of a complete line of 
exhaust fans has been announced by 
the maker. These extra-heavy duty 
fans are said to be designed specifically 
for use in woodworking plants and saw 
mills for the removal of sawdust, shav- 
ings, chips, dust, and wood scraps. 

Features claimed by the manufac 
turer include; construction of a high 
grade, heavy gauge steel; rigid and 
compact; housing carefully welded; 
side plates removable so that housing 
arrange 


mav be rotated to give any 


ment needed for discharge unit; inter 











° For use on Wells, Kalamazoo, 
Johnson, Famco and all other 
make Band Saw machines. 

e Try our Wavy Set for cutting 
angle iron, tubing and thin 

= 


materials 


SAFETY BOX -- 100 COIL STOCK 


© For.use on Do-All, Grob, Tannewitz and other B 
machines 

@ Stock ready to draw out. 

e Dangerous loose ends can be withdrawn into 


/ 


+ TAMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASS. 


HACK SAWS + BAND SAWS + GROUND FLAT STOCK + HOLE SAWS 
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greater versatility 


greater efficiency 


WELLS NO. 8 WITH 
WET CUTTING SYSTEM, 
NO. 5 IS SIMILAR 


TO IMPROVE cutting efficiency and production, three models 
of the Wells Metal Cutting Band Saw line are now available 
with expanded range of cutting speeds as standard equipment. 
The table below shows the new speed ranges for these out- 
standing machines . . . Wells Nos. 5, 8 and 12... first in 
the horizontal field. Higher speeds are available when required. 

The new cutting speeds coupled with such proved Wells 
advantages as sturdy construction, ease of operation, real 
dependability and low cost make these machines even more 
wrofitable for you to use. Ask your Wells Dealer for full 
information or write, requesting catalog G-52 giving specifi- 
cations and design details for all models. 





Capacity 
Model Rounds Rectangulor Selective Cutting Speeds 
No. 5 5” 0.D. 5" x 10” 50, 90, 160, 250 f.p.m. 
No. 8 8” O.D. 8 x 16” 50, 100, 175, 275 f.p.m. 
No. 12 12%" O0.D. 12” x 16” 60, 115, 200, 300 f.p.m. 























SEE US AT THE WESTERN METAL SHOW 


- The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORP@RATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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hanging of side plates allows rotation 
i fan to be changed. 

Ihe blast wheels for these fans are 
aid to be designed of open type con 
struction and the steel blades have 
extra heavy braces which are welded 
into a single unit. Each blade is 
welded into a precision machined steel 
hub. All wheels are statically and 
dyvnamucally balanced 

Other features claimed are: heavy 
duty, dust proof ball bearings; both 
bearings located on one side, allowing 
no grit or dust to reach them; steel 
shafts turned, ground, polished, and 
key-seated to accommodate the drive 
pulley 

These exhaust fans are made in 
standard, six blade models from 20-in. 
to 80-in. sizes. They are made in 
slow speed, twelve blade models from 
s0-in. to 50-1n. sizes 

Dependable Machine Co., Greens 
boro, N G 


V-belt 


Doubled-ribbed For 
Variable Speed Motors 


A new double ribbed V-belt said to 
reduce imternal friction and permit 
greater flexibility than in the past, has 
been introduced by the maker for use 
in their varidrive motors 

The manufacturer claims that by 





Ss 
ae _ _ r 
ST 


No. 1579 


HEAVY DUTY ‘ 
ELEC. DRILL } in. Nos, 1525—1480 % in. 


) HEAVY DUTY ELEC. DRILL 


ELECTRIC DRILLS 


BALANCED POWER 


STURDY CONSTRUCTION eo 
Nos. 1550-1560-1575 4 All Angle Elec. Drill % in. 
Yr in., Ye in., Y in. IGE 


HEAVY DUTY ELEC. DRILL 


Needle-roller-bearings. 
Permanently lubricated. 
Three-conductor cord, for ground. 
Cyclone fan, increased ventilation. 


Heat-treated gears to increase 
No. 1510 WY in. durability. No. 1485 


No. 1517 % in. , , ‘ Pistol Type 
No. 1519 %e in. Durable aluminum metallic finish. Elec. Drill % in. 


HEAVY DUTY Momentary safety switch. 
ELEC. DRILL Oil packed and sealed. 
Ball bearings. 


Sold only through Authorized SIOUX Distributors 


STANDARD Nos, 1548, i 1541,%i 
THE WORLD Os. 72 n— »¥%e in. 
OVER ELEC, DRILL 
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CPSol 


300 Le. 
UNIONS 








These 4 
Sales Features 


will help you with 
your customers. 


1) Made of Air Furnace, Malle- 
able Iron (55,000 p.s.i. tensile 
strength) 


2) Air tested Before Shipment 


3) Providing a Performance- 
Proved Ball Joint of Spherical 
Contour. 


4) Offering a Recessed Brass 
Seat of Exclusive Design and 
Construction 


All Jefferson “300 LB’ UNIONS are 
plainly so marked . . . “a cast-in-metal” 
hall mark of high quality for protection of 
your pipe union customers and for their 
assurance of long, dependable service— 
and a good will sales builder for you. 


When you sell “Jeffersons”, you give your cus 
tomers an opportunity to get the highest return 
from their pipe union dollars and you assure 
them of low cost per year of service 

Jefferson offers OWG 20002 to 2" and 10002 up 
to 4". The complete line includes AAR male and 
female unions, Enduro 3002, Excel 250% and 
Master 150% unions. All types are also avail 
able with all-iron seats. Underwriters approved 


Get all the facts concerning the 


Jetierson line. 





JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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ipplication of the double ribbed de- 
ign, greater speeds and smaller diam- 
cters can be combined 


| 


This in turn | 


is said to have permitted further de- | 


ign change 
power within a smaller space than be 
fore 

Varibelts are said to be constructed 
of a synthetic rubber compound, and 
built up in layers, then cured under 
pressure in precision molds. The use 
of synthetic fiber 
cords is claimed to add 25 percent 
trength and permit smaller cords 
to reduce heat. According to the 
maker, the Varibelt has high resistance 
to heat, oil and grease, and is pro 
tected from drippings by complete en 


TOTS 


closure 
U.S. Electrical Motors, Inc., 
Angeles, Calif 


Los 


| Torches 


Models 


I'wo new jet superheating torches 
have been announced by the maker, 
which are said to be designed for such 

| applications as weed burning, asphalt 
railroad right-of-way 
maintenance, tar melting, preheating, 
thawing, bending, and descaling 

The B-1 superheating torch is said 
to be a hghtweight model, 
3 Ibs., length, 404-in According to 
the manufacturer the torch operates 
from standard propane tank at 
tank pressure; fuel consumption, 15 
lbs. per hour, 391.995 
B. 'T. U. per hour. 

The B-2 superheating torch, a heavy 
model, weighs 54 Ibs., length, 
16-in. Features claimed by the maker: 
operates on liquid gas by inverting 
tank or using tank equipped with dip 
tube; consumes 23 Ibs. of propane 
or butane per hour; produces over 
600,000 B.T.U. per hour. 

Both models are fabricated 
seamless steel tubing. 


Weldit, Inc., Detroit, Mich. 


road repair, 


weighing 


hy 


produces 


duty 


of 
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s to develop greater horse- | 


instead of cotton | 


AHLBERG 


BALL BEARINGS + SPECIAL 
BEARINGS + PILLOW BLOCKS 
AND OTHER MOUNTED UNITS 


EC SERIES PILLOW BLOCK 


... for light-medium duty and normal 
speeds. Shoft sizes 

~ %" to 2%". 
Compact design— 
sturdy construction 
—economical. 
Equipped with 
fixed or 
expansion type 
bearing at no 
extra cost. 


ED SERIES PILLOW BLOCK 


..-@ low priced precision unit for light load 
F requirements. S‘aft 

mee, sizes 2" to 1% 6". 
Clean, trim 
oppearance— 
smooth, quiet 
performance — 
long, 

trouble-free 

life expectancy. 


FEC SERIES FLANGE UNIT 


. «+ for light-medium duty and 
normal speeds. Shaft sizes 
%," to 2%6". Equipped 
with precision, self- 
aligning extended inner 
ring bearing. Simple— 
sturdy —inexpensive. 


BALL BEARINGS 


. . « built to the 
highest standards 
of quality—in 
types and sizes 
for any 

purpose. 


Send for New Catalog Today! 


Contains complete information 
on the entire Ahiberg line. 


Ask about our sales and 
engineering assistance 


AHLBERG BEARING COMPANY 
3025 West 47th Street 
Chicago 32, Illinois 





DO YOU LIKE THIS KIND OF 


SURE, any 
distributor does 
... especially 
repeat orders! 


Sh 
y IK promotes repeat business 


. +. intensively promotes it in 6 impor- 
tant ways — because we all know that 
repeat orders mean more profit for you. 





Top Quality — products that you can recommend and 


sell — that re-sell themselves. 


Comprehensive Line — the most complete selection in 


the industrial leather products field. 


Simplified Bookkeeping — one source assures easy 


ordering, shipping, billing. 


Selling Help — eleven sales offices with local stocks and 


a force of sales engineers — to assist your sales force. 


2 
3 
4 
5 


Adequate Catalogs — at your customer's fingertips, 
the complete G&K line visually displayed and ex- 


plained. 


6) Planned Promotion — a selling and advertising pro- 


gram geared to help you sell. 


There they are! Six ways G&K is helping you to get repeat 
business and increased profits. Make Graton & Knight your 
headquarters for all industrial leather products. 


GRATON 


Gratons& Knight Company @ir 


® 
Worcester 4, Massachusetts Estab. 1851 


World's Largest Manufacturer of Industrial Leather Products 


BPT” 


FLAT LEATHER BELTING. Quolity controlled from green 
hide to finished product. All standard sizes ond weights 
in three famous center-stock brands 

Heart Oak, top quolity oak tanned leather belting 
Research®, premium quality, special tannage ond curry 
Spartan”, special combination tonnage resists mois 


ture and fumes 


Other brands for lighter service and special applications 


LACINGS. Groton and Knight manufactures three famous 
bronds of Lace Leather under three different processes 
Indian Tanned; Royal Worcester*(Rawhide); Black 
Chrome. Each provides the greatest strength and longest 
life under those operoting conditions for which it is 


recommended 


LEATHER V-BELTING. Adjustable link construction with 
Single or Double V for no stretch performance on straight 
or serpentine drives Also Solid V, Spertan® Block V and 
Laminated V, engineered for more production power 


- 
~-* 


PACKINGS. Leather and synthetic rubber cups, flanges, 
U's and V's also synthetic rubber O Rings with leather 
Back up Rings: precision manufactured to JIC standard 
sizes ond stock sizes not covered by JIC. Leather crimps, 


waterwell cups and valve leathers in all standard sizes 
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You can't 
handle a better 


line of bolts 


HERE’S WHY...1. Circle ® bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con- 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 
plus features, is no high- 

er than ordinary 

bolts alone 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 
Sales Offices in Princ ipal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS 
BOLTS « NUTS « RIVETS AND SPECIAL FASTENERS 


NUMBER $1 identifies the latest 
catalog available. If you don't 
have a copy, we'll gladly send you 
one upon request. 


INDUSTRIAL DISTRIBUTION 
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Attach And Detach 
“Vv” Link Belting 


\ new prong-type tool called the 
Brammertool” has been introduced 
by the maker to simplify the attaching 
ind detaching of their “V” link belt 
ing 

According to the manufacturer, a 
light pressure inserts the ends of th 
prongs into standard slots of the “\ 
links. Another twist opens up the 
lots so that rivet heads can be slipped 
in or out to make or break connec 
tions in the belting 

Ihe new tool is said to save man 
hours by making adjustments a matter 
ot seconds 


Brammer Corp., New York, N.Y 


Pump 


Close-Coupled, 
Centrifugal Type 


\ compact new close-coupled cen 
trifugal pump, designated as the Fig 
3642 pump, has been announced by 
the maker 

[he pump is said to have been de 
signed and developed with especial 
ittention to air conditioning require 
ments. It is claimed to deliver up to 
110 GPM. and operate at heads up 
to 110 feet Electric drive motors 
range from } to 2 horsepower. Dis 
charge outlets are tapped to accom 
modate |-in. or 14-in. pipe 

Other features claimed include: mo 
tor and pump form a single complete 
unit that is installed simply by bolting 
the unit down, and connecting the 
piping and power. ‘The impeller, of 
single suction type, is statically bal 











ATKINS SAW DIVISION 


ATKINS BORG-WARNER CORPORATION 
Saber Stee ( Successor t o E. C. Atkins and Company ) 


SAWS | INDIANAPOLIS 9, INDIANA 





MOTORIZED 
HEAD PULLEY 


@ THERE'S NOTHING LIKE IT ON THE MARKET 
It's completely different from conventional 
conveyor drives. It's simply a new applica- 
tion of the long-proven gear reduction 
drive. Everything electric motor, reduc- 
tion gears and all moving parts... is con- 
tained inside the pulley shell. The shell 
rotates about the motor which is held 
stationary by a torque arm attached to the 
conveyor frame. I'ts the newest thing in 
maintenance-free conveyor operation. It's 
a sure-fire seller! 
@ EVERY CONVEYOR CUSTOMER IS A 
PROSPECT 
The market is unlimited! Every belt con- 
veyor or belt-bucket elevator owner will 
want several, because Motorized Head 
Pulleys save 70% to 90% of conveyor trouble 
and pe ntime! With every part inside the 
ulley shell, there are no sprockets, chains, 
/-beles or jack-shafts to service and lubri- 
cate... no exposed motors to maintain, 
@ THERE iS NO END TO THE REPEAT SALE 
POTENTIAL 
When they add up the savings gained by 
Motorized Head Pulley installations, all 
maintenance-conscious owners will be 
repeat buyers. Think of your pulley re- 
placement sales in the mining, milling, 
crushing and heavy construction industries; 
in factories and foundries; in chemical, 
coal, food processing plants, etc. 
@ PROFITABLE SALES AREAS STILL OPEN 
A few choice territories are still open for 
live-wire distributors. Send the coupon 
today for complete details about this 
valuable franchise 


IOWA 


MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A. 


1OWA MANUFACTURING COMPANY 
Cedar Rapids, lowa, U.S.A 


Please send details obout your Motorized Head 
Pulley opportunity 


Name 
Title 
Firm 


Address 





anced for smooth operation It is 
threaded directly on the extended mo 
tor shaft, and is additionally secured 
by a stainless steel jam nut 

The casing of the Fig. 3642 pump 
! iid to be vertically split for casy 


| in pection and maintenance without 


disturbing piping connections The 
discharge nozzle can be turned to any 
one of eight positions. The pump has 
a mechanical seal which is protected 
from running dry once the pump is 
primed, and which prevents leakage 
It is said not to bind the shaft or re 
quire adjustment, and is easily re 
placeable 

Permanent alignment of the motor 
and pump are said to be assured by a 
machined end bracket on the motor 
which fits into a recessed lock on the 
idapter. Interchangeable parts make 
it possible to convert from one size 
to the other by changing only the im 
peller and casing 

Goulds Pumps, Inc., Seneca Falls, 
N. Y. 





Floor Truck 


Without Bolts 
Or Loose Joints 


\ new heavy duty floor truck is said 
to be made with two complete arc- 
welded stecl frames without any bolts 
or loose joints, and with rounded 

| edges for safety 

According to the manufacturer, the 
flush-mounted renewable deck is sand- 
wiched between the frames and pro 
tected by a minimum of six and as 
many as eight crossmembers per 
truck 

Another feature claimed is the 
rounded uni-weld stake pockets, of 
unbreakable mild steel integrally 
welded into the truck, to prevent in 
jury to personnel, cardboard boxes, 
clothes, paper bags, and anything sub 
ject to damage from  sharp-cornered 
trucks 

The complete line of Model CB 
trucks are said to be equipped with 
the maker's unbreakable fabricated 
casters and wheels. Standard sizes are 
24, 30, 36, 42, or 48-in. in width, and | 
48, 54, 60, 66, or 72 inches in length. | 

All Steel Welded Truck Co., Rock- 
ford, Ill 
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% Scientific tooth spacing provides 


section. 


finishes smooth and scratch-free. This 


action filing—cuts fast and deep, 
possibie a more durable, longer lasting file. 


same feature eliminates chattering and makes 
Order from your loca! distributor. 


double- 


Note special tooth arrangement 
in this greatly magnified 


here’s why 











Single-Pad... 
Straight-Line 
Action . . . Wet 
ot Dry Sander 
Added to 
National Sander 





Here is the latest addition to the extensive 
National Line of electric and air driven 
block sanders. The Model 600 is a fast, 
lightweight, powerful straight line 
action, single-pad air sander with water 
attachment. Its $/16” stroke assures 
rapid stock removal. It is the product of 
National's years of experience in sander 
engineering and development combined 
with careful field testing on manu 


facturers’ production lines 


NATIONAL 


NATIONAL AIR SANDER, INC. 





Machine-Side Stand 


Fabricated of '-in. Steel, 
Joints Electrically Welded 


\ new machine-side stand has been 
imnounced which is said to eliminate 
needless trips to and from machines to 
tool stands 

According to the manufacturer, all 
joints are electrically welded; standard 
green is the color; and the stand is 
equipped with one, two, or three trays 
ind moves on either feet or quick fac 
ing Casters 

I'rays and legs are said to be fabri 
cated of 4-in. steel, and entire units 
ire made in a variety of sizes, without 
drawers or with one, two or three 
drawers 18-in. by 16-in. by 5-in. Illus- 
trated is Model No. 990-M, shown 
with two trays on feet. Overall size is 
29-in. by 1Sin. by 27-in.; shipping 
weight is 60 Ibs 

Industrial Bench (& Equipment 
Mfg. Co., Inc., New Britain, Conn 


Solder 


Silver-bearing, 
Stainless Steel 


Development of a new high capil 
lary silver-bearing stainless steel solder, 
said to be applicable with a soldering 
iron or torch at 430 deg. F., has been 
innounced., 

The new product will be known as 
No. 430 silver-bearing stainless steel 
It is said to contain neither 
Character- 
solder are 


solder. 
lead, zinc, nor cadmium 
istics of the deposited 
claimed te include color that closely 
matches stainless steel and that re 
mains stable, 

According to the manufacturer, th¢ 
deposit is non-toxic and is not brit 
tle. Movement of the plastic joint 
is claimed not to effect solidus 
strength. Recommended applications 
ire broadly described as high-conduc 


2822 AUBURN STREET, ROCKFORD, ILLINOIS | tivity electrical connections, corrosion 


202 INDUSTRIAL DISTRIBUTION © APRIL, 1953 





One call proves it! Alemite Bucket Pump 
sales are easy to make. These pumps permit 
on-the-spot lubrication of any machine. High- 
pressure hose attaches directly onto grease 


fitting for positive lubrication. 


ALEMITE 
HI-PRESSURE 
PUMP 


Up to 7,000 Ib. pres- 
sure. Mechanical 
primer to handle 
heaviest bulk lubri- 
cants. Model 6712. 


ALEMITE’S OUTSTANDING SALES FEATURES — Alemite 
Bucket Pumps are easily portable, readily carried any 
where in the plant. One trip services hundreds of bearings 


without refilling, thus saves time, money and lubricant 


ALEMITE 
UTILITY 
PUMP 


Pump and cover fit 
directly on 25 lb. re- 
finery pail. Dynamic 
Primer 


Model 7151-A. 


Z ALEMITE QUALITY YOU CAN COUNT ON AND REC- 
OMMEND — Alemite design ; ! efficient de 
livery of lubricant lean and uncontaminated. And 
Alemite design means ei ru mol onvenience 


plus exclusive fei 


ALEMITE 
VOLUME 
PUMP 


“Tractor” bucket, 
favorite of the con- 
struction industry 
Capacity 35 Ibs 
Model 6521-8 


3 ALEMITE— BEST ADVERTISED NAME — Every two weeks 
more than 15,000.00 Post and Collier’s readers, plus a 
trade paper readers, see Alemite advertising. This consist- A 


ent, hard-hitting selling keeps you in the sales picture 


sales and profits for you! 
builds sales ind p oO ) # PRODUCT OF 
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Alemite Bucket Pumps 
offer all these features! 


EASY PORTABILITY — Balanced design for ease in carrying! 


POSITIVE PRIMING avoids air pockets — assures constant 
delivery! 


BIGGER CAPACITY—service more bearings on each refill! 
ALL PARTS PRECISION FIT — rugged —for longer life! 
FAST, EASY REFILLING—Every pump engineered to save 


refilling time! 


re -MEW BOOKLET! 


lemite ‘Sales Power’ shows where to lok for more 
jmite Sales . . . tells you Yow to move in and clinch 
them fost! Send for your copy now. Fill in and mail 


ALEMITE, DEPT. H-43 
1850 Diversey Parkway, Chicago 14, Hil. 
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MAKES THE FINEST 
COUPLING BOLTS «+ CAP SCREWS 
MILLED STUDS « SET SCREWS 


WH Ortauiller.co 


YORK, PENNA. 
Mill 


and describe: 


Write 


line 


Ottemiller products are sold through Supply House: 


illustrates the complete 


COMMANDER 


Profit-Building Tools 


Advertised to over 1,000,000 readers every 
to back your sales effort. 


which 


3 


4 \ month .. . 
: o 
\ ea ‘Commander TAPPER 


pam Sappee @ Wider Range | Tapper 


that thinks for a 
its operator” Hendies *#Oto %" Taps 


for tree tolder 


Adjustable full range torque 
miantiy stops any tap 
when is dull, looded 
s hard spot, or bottoms in 
blind hole topping. Assures 
moanimum production, cuts re 


control 


strikes 


@ Automatic Tap Protection 


@ Furnished to Fit Any Drill 
Press 


ects, even with meaperienced 


operators 


DRILLING COOLANT TABLE 


@ Complete Coolant System 
Contained in Precision 
Ground Drill Press Table 


c ng Coolant Table is com 
plete with pump, motor, reser 
provides 


f and norties 


@ 1 te 8 nozzles easily 


positioned 


plenty of « unt where and 


when you wont it. Leveling 


‘a device assures squareness with @ Table always squere with 


spindle Spindle 


@ Drill SHALLOW or DEEP 1% 
Holes up to 400% aster / } ws 
S @ Drill 10 diamuters or more 
in depth without clearing 
drill o4 
@ Better, Smoother, More pe %s 
Accurate Holes ba 


—— 
“ 
. CHIP BREAKER CHIPS 


MFG. CO. 


4217 W. KINZIE ST., CHICAGO 24, ILL. 
Products of GCommander...Builder of Production Tools 


Write for Catalog Ne. 85! 
which describes Commander 
Preduction Teols 
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cemblhe ricatio 
it temperatures too high 
Ider l laimed that 


stant a 
to operate 
for lead-tin 
the new sold 
t ibing ind 


ontact is ma 


>-poun.’ ingot 
All-State Welding Allo 
W hite Plains, N. Y 


Speed Nut 
Shields 
Screw Points 
A jp ldl | 
that shiclds the 
tect against 


tection against 
a from screw 


' nf 
OLIN 
I 

naggin 


injury 


g, and pl wides pro 


or pl xduct dam 
point cratches, ha 
Originally designed 


iutomobil 


ge 
been ck vel yped 
for the as 
this hooded speed nut i 
many potential applications 
crew points ire a possid 
damage. According 
Shakeproof speed nu 
I tandard “‘] 


cat 
iid to have 


wherever 


embly of 


‘ 


Ource 
injury o1 to the 
maker, the new 

i pecial iation of a 
peed nut with 


typ 


flap curving up 
point of thi 
through the nut 
Shakeproof D 
Works, Elgin, Ill 


Soldering Iron 


Speeds Replacement, 
Repairs of Elements 


said to 
oldering iron 


A new invention which is 
speed the replacing of 
elements has been developed 
According to the maker, the eas¢ 
with which the terminal block is re 
the determining factor in the 


of repla ing soldering 


moved l 


speed 








And Russell Bray has profit in mind too. 

He says, ‘In today’s V-Belt market, the most complete 
line offers the best profit opportunities and enables one 
to serve a more varied line of accounts. That's why we 
decided on the Dayton Line. The combination of the 
Dayton Thorobred, the Variable Speed, and the Cog-Belt 
lines gives us the best belt for every application. Then 
too, Dayton’s survey program means a lot to us, because 
it lets us serve our customers better. We also like the fine 
sales, engineering and promotional support Dayton can 
give us.” 

All that, in terms of more sales and bigger profits, is 
YOURS as a Dayton Distributor, A Dayton Representa- 
tive will gladly talk with you about facts, figures, fran- 

- chise. Or... 


jee ‘i ay to 


write, wire or phone us, 








DAYTON RUBBER COMPANY, 


RUSSELL BRAY, Manager of Mat- 
thews-Morse Sales Co., a leading 
North Carolina power transmission 
distributor. 


Sales Rooms and Offices of Matthews-Morse Sales Co., 
301 E. Seventh Street, Charlotte 1, North Carolina 


DAYTON ‘‘TWINS’’ 





Dayton Thorobred, with pat 
ented three prime section de 
sign, is the universal ‘belt for 
all normal applications. It has 
set completely new standards 
for long life and trouble-free 
service at minimum cost 
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CUT V-BELT COSTS! 





Dayton Cog-Belt*——for onusu- 
ally tough drive problems! De 
livers 40% more power, size 
for size, than any other belt. 
Operates over smaller pulleys, 
because it's scientifically de 
signed to bend as easily as 
your finger 

“TM 


m Rwiobex 


Since /9G5 
WORLD'S LARGEST MANUFACTURER OF V-BELTS 


DAYTON 1, OHIO 











GET READY/ 


rox tt PROFIT PARADE 








WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! @ Built to withstand con- 
tinuous heavy duty! ©® Heats 4 times faster than most other irons! 
® No radionic interference while in use! @© UL and Canadian Stand- 
ards approved! ® Successfully passed the 65° below zero test! 

@ Precision wound on pure mica sheet! ® Heat-Control 

means greater economy! ® Complete size range . .. 20 

to 1000 watt! © Operates on 110-120 volts, AC or DC! 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 


GROVE CITY © PENNSYLVANIA 
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d qui 
crmutting heating clements to | 
placed in a fraction of the time fo 
merly required. ‘The maker explains 
that by depressing the terminal guard 
it the finger slots the termina! come 
ut qui kly. [ti laimed that it 
no longer necessary to fish clement 
lead wires around the terminal. ‘he 
teel spring guard, it is said, also rein 

es the terminal, thus preventing 
NTCARALE 


\ new bra heath on the maker 


clement iid to help speed repan 


ind pre ent damage to istance wire 
ind mica when replacing clement 
Ihe brass sheath also adds to the 
heat reserve Ihe maker states that 
the slot in the clement shoulder in 
ures proper clement location and pre 
ents twisted lead wires 

Ihe new soldering iron element i 
i iilable ill ill regular 
hatchet trons, feather 

iper-powered Won 

Hlexacon Elect 
NV. ] 


Conveyors 


All Welded, 
Gravity Wheel 


A new line of all-welded, standard 
size gravity wheel conveve has been 
mnounced 

The ne line of convevors has been 
designed to handle flat bottom com 
modities such as sheet metal, pl wood, 
fibre board, cartons, boxes, cases and 
certain cylindrical object 

Straight line sections, 45 deg. and 
1) deg. curved sections, gated se 
tions and switches, adjustable stand 
for gravity pitch, and portable truck 
ire said to provide unlimited combina 
tions to meet practically any layout 

Features claimed by the maker in 





Other Quality Products 
by U.S.E. sold through 
recognized jobbers only 


~ 
\e 


Multi-Unit Korker”’ 
Machine Anchor Machine Screw Anchor 


ye. 
"5 





Lag Screw Multi. Diometer’’ 
Expansion Shield Wood Screw Anchor 


5p 
Y SZ 


Wire Rope ‘Forway” Machine 
Clip Bolt Expansion Shield 


»/ 


“LOK TITE” TOGGLE “Tumb-L-Tive” Toggle Bolts ‘Hexcast”’ Turnbuckle 
Bolt with Double 
Spring Action 


Holds a greater load and is not loosened by 
shock or vibration because of an exclusive U.S.E. 
feature—it actually locks itself by pressure of 
the wings against the screw. Available with Double” Machine Bolt Expansion Shield 
ROUND, FLAT or MUSHROOM screw heads. Chesed Gat" Mamtine Gon Sapennen See 


“Lediok”’ Anchor with Stud Bolt 
Masonry Anchoring, Fastening, » F REE 
Drilling, and allied products... we 
! selector 
U. S. EXPANSION chart 
* - _s oy acts What you and your 
BO LT co ge te tay 
. . . how many ... whot 


size .. . safe working 
YORK, PENNSYLVANIA 














load ... masonry classi- 


Send re oan fication 
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Dayton Safety Lad- 
ders, with exclusive 
“safety level” working platform, make 
all high jobs “ground safe a big sales 
point to your customers. Check the ‘big 
6° features that ‘sell’ Dayton for you 


+ Rail-guvarded ‘Safety Level’ platform. 





- Locks in place automatically, 
» Rubber safety shoes. 
- Light weight—great strength. 











+ Economically priced. ° 
* Dayton Safety Ladder Co., Dept.8 
2339 Gilbert Ave., Cincinnati, O. 


Gentlemen. Please send free literature, 
prices, on Mode! A Safety ladder 


1 
[ MAIL TODAY NAME. 


: COMPANY 
; ADDRESS 


salety ladder ce. * CITY STATE 


2339 Gilbert Ave., Cincinnati, Ohio 
In Canada—SAFETY SUPPLY CO., TORONTO 


+ Complete size range 3’ to 16’ in height 
(te platform). 

















clude: cadmium plated, long _ life 
grease packed wheels with seven 4-in. 


3 5te Ol eV el diameter hardened steel _ precision 


ground ball bearings that travel in 

Min Sir th case hardened raceways; heavy duty 
ng frame fabricated from steel channel, 

each 5 foot straight line section with 

SHA CKLES 3 crossmembers and the 10 foot sec- 


tions with 5 crossmembers for rigidity 


ind alignment. 
Ihe maker also claims that the }-in. 


G 
TRON 
EXTRA s RA TOUGH diameter cold rolled, high carbon axles 
EXTRA —————_ ire located on 3-in. centers along the 
FORGED OF channel frame, and are held in place 


HI-STREN GTH STEEL by special, spring steel, snap rings to 


provide quick, easy maintenance 
ANCHOR Ihe gravity wheel conveyors are 
available with 6 to 36 wheels per foot. 
Screw Sage Equipment Co., Buffalo, N. Y 
Pin 


Shackles 
AND Grinding Fixture 


CHAIN SCREW ?IN SHACKLES For Sharpening Teeth 


a gh In Milling Cutters 
Now Available in Sizes 9 
yy" to 1h” A new product recommended by the 


Self Colored or Galvanized maker for grinding and sharpening the 
teeth of shell mills, side teeth of side 


Write for Literature and Prices milling cutters, and inserted tooth 
milling cutters, has been introduced 

MIDLAND INDUSTRIES, lnc. Some of the features claimed by the 

CEDAR RAPIDS, IOWA « | maker include: converts surface grinder 
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into a cutter grinder—can also be used 
on cutter grinder; elimmates tearing 
down costly set-ups; simplicity of con 
struction climinates necd for skilled 
mechanic; constant duplication of all 
clearance angles; work lies in vertical 
position, allowing operator to see at all 
times what he is doing. 


Westcott Chuck Co., Oneida, N. Y. 


—— oy = 


Collet 
New Design, 


Self-cleaning 


A new self-cleaning collet, said to 
be designed for use on automatics, tur- 
ret lathes and other machines where 
the collet is used in a rotating spindle, 
has been developed 

The new self-cleaning feature con 
sists of an inclined plane on the fol 
lowing edge of each slot face. Ac 
cording to the maker, instead of an 
edge which collects foreign matter, the 
ingular surfaces act as fan blades 
which forcibly repel it 

Ihe maker states that production 
tests have been running for many 
months with no indication of fouling 
[his is said to eliminate the need to 
remove the collets for cleaning bi 
cause of functional difficulties caused 
by accumulation of sludge and grime 
in the spindles. 

Ihe self-cleaning feature is cur 
rently available on all the maker’s col 
lets if specified by the user 

Sheffer Collet Co., Traverse City, 
Nic h. 





ARMOR-TUF 


THE AMAZING NEW STEEL HARDENING COMPOUND 


“ARMOR-TUF hardens tools 
and steel parts as easily as baking 
pie, and much more quickly.” 


Now used by leading 
steel processors and 


other manufacturers 





everywhere ! 


You can use milder, cheaper steels for many applications and machine 
them before hardening. The saving is two-fold: less expensive steels and 
lower machining costs. ARMOR-TUF gives low carbon steels the cutting 
and wearing properties of tool steels. You can harden the softest steels 
to a degree ordinarily obtainable only in high priced steels. 


Service between sharpenings increased 10 times and more. Tools 
hardened with ARMOR-TUF hold their edges many times longer. The 
advantages: substantially reduces resharpening costs . . . saves on time 
lost changing dull tools . . . keeps tools in service . . . enables increased 
production as result of less frequent tool changing and sharpening. 


As compared with the usual heat treating processes, the saving in time 
is great. Instead of hours, only minutes are needed. The entire hardening 
process takes less than ten minutes 


No CYANIDE, Absolutely -ARMOR-TUF is safe to use, contains no 
cyanide of any kind —there are no toxic fumes 


ARMOR-TUF IS UNCONDITIONALLY GUARANTEED TO 

INCREASE THE LIFE OF TOOLS AT LEAST 300%, OR 

YOUR FULL PURCHASE PRICE WILL BE REFUNDED 
A sales opportunity for Distributors 


ARMOR-TUF SALES CORP 
299 Madison Ave New York 17, N. ¥ 
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HERE'S WHY THERE'S 


QUALIT E 


IN PEORIA CHAIN 


streneth, 
© maximum salet 


Metal entering and leaving plant receive mpact resist 


chemical analysis to insure quality 


@ In production line there’s no 
substitute for quality.” PEORIA 
CHAIN, a high quality malleable iron 
keeps 
production profitable and safe. Keep 
your customers and keep them 
happy with PEORIA CHAIN. You 
will be happy with Peoria Malleable’s 


sound factory poli ies which protect 


chain prevents breakdowns 


distributor’s profits, too! Order now 


Flaw detection by Magenagelo “black heht or write tor I RI bE catalog 


unit is routine operation 


Load-testing before shipment assures you 


strength - 


Even the molding sand 


i better finish for castings i chain of maximum 
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Roller Conveyors 


Capacity Up To 
600 Ibs. Per Roller 


Ihe addition of a line of 2}-in 
heavy duty roller conveyors, for use 
where capacity up to 600 Ibs. per rol 
ler is required, has been announced. 

Ihe new conveyors are available in 
tandardized widths from 6-in. to 36 
in. wide in 5 ft. and 10 ft. and 90 
degree curves. ‘The rollers are 24-in 
in diameter, *s-in. wall thickness, and 
may be equipped with the maker's 
heavy duty standard bearings, grease 
packed, or dust sealed bearings 

This new 24-in. roller conveyor is 
in addition to the maker's line of 14 
in. and 2-in. diameter standard duty 
line 


Sage Equipment Co., Buffalo, N. Y. 


Bed Turret 


Tilt-Head, 
Self-Indexing 


A self-indexing bed turret has been 
introduced which incorporates a new 
tilt-head design said to make it prac 
tical to swing tools as large as 6-in. in 
diameter over the ram and also give 
working travel of 7}-in. 

According to the manufacturer, a 
wider variety of tooling can be used 
with the Newton Tilt-Head because 
it features greater tool clearance for 
large tools, yet tools are always in pert 
fect alignment with the spindle on the 
working stroke. 





Use this 
New 


RUST-OLEUM 2 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head 
ache.” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time . . . barbed 
wire and all! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30% -40©7! It'll open new ac- 
counts, and it'll sell more Rust-Oleum 
to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


Close-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum's 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


On long distances of fencing, a 
greater savings 
scale, ete 
wire sections and barbed wire. The 
the fence with a “dry 
men work on opposite sides of the fence 


barbed wire arms 


' 

5 man production ' 
The first man wirebrushes the surface to remove dirt ‘ 
The second man applies Rust-Oleum liberally by roller ; 
third man follows on the opposite side of ' 

roller to catch and use the surplus. The i 
brushing the pipe framework and the 1 

' 

! 

' 

° 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
o Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” and 
quickly coat remaining 30% of wire sections 


A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool all combine to give you 
more coverage faster and easier in the new 
Rust-Oleum Roller-Coating System 


Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — not on the workers, not on the 
ground. 


RUST-OLEUM 


NIST-OLRUM 
RUST! 


US) poe vewtive 


ATTACH TO YOUR LETTERHEAD - MAIL TODAY! 


RUST-OLEUM CORPORATION 
2415 Oakton Street, Evanston, Illinois 


even 
rust 


team can achieve 
dust 
coating the 


fourth and fifth 


ship. 
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profitable 


Please send us complete details on a 


tust-Oleum = distributor- 





leatures claimed for the new turret 
+ he WELDED include heavy rolled tee! head; u ba 
5 T E EL ground bearing surfaces on the slide p oct ¢ 
ind bed plus selective fitting of key 
SUPPLY CANS parts; repeating accuracy as urred by h 
i new type tap red locating pin which ammor your 
: P works in a sleeve bearing and locates 
in a mating seat; all parts made of tool 
teel heat treated to tool bit hardness, | 
ground and honed for a superior fit. money can buy! 
Ihe maker also advises that through 
| a clutch arrangement indexing can be 
cither manual or automatic. Tor thos 
extra heavy cuts where extreme rigidity 
is desirable, the maker states the ram 
lock and head lock give the stability 
needed. The new Tilt-Head is said to 
be designed for most 10-in., 11]-in., 


ind 12-in. lathes 
A. K. Tool Co., Los Angeles, Calif 


For Oil, Gasoline 
and Other Liquids 


Made of welded heavy gouge steel 
Heavy steel bottom band. “Hex” screw 
filler cop. Straight, flexible or bent 
spout. Bive, red, grey enamel or alumi 
num-paint finish Variety of types and 
sizes for railroads, mines, mills, fac 
tories, ship yards, logging camps, 
farms, highway departments, etc will 
outlast ordinary cans may times. Order 
@ supply today for prompt delivery 


Air Operated, 


Diaphragm Type 
\ new air operated diaphragm RR 
chuck, which employs a compact 


booster mechanism within the self 
ontained air cylinder, has been in Tough, resilient water buffal 
| troduced faces deliver needed 
Said to provide wider adaptability, cushioned to protect fine 
i, the design of the chuck actuating and delicate parts 
- quickly and ea y 
mechanism is claimed to develop a Pitty ° 
pat \ ; Safety-Flare handle 
MY thrust greater than a conventional air fortable, non-sliy 


cylinder of equal size. you need a “soft” 


Finest Quality 
Since 1898 


BENCH OILERS According to the manufacturer, the make sure it's a C/R RAWHIDE 
Jaw-Head. 


stepped up power permits the use of 
1 stiffer, heavier diaphragm which not 
only assures a_ higher torque factor, FACES REPLACED 
but repeating to extreme accuracy + thee age pe en 
under production conditions Like 
FLEXIBLE SPOUT c, the heavier diaphragm makes 
PUMP OILERS ible smaller chuck diameter and 
overhang with greater compact 
ness and less weight. 
Another feature claimed is the pos Poe oe fede 
ce itive stops in the design. With multi- C/R Rawhide mallets ond 
Send for ™ a plied power, it is claimed that full seein 
Complete . . jaw Opening is assured on each cycle 
Catalog regardless of fluctuating line pressure, 
but overdistortion of the diaphragm ; 
GEM Sa ae ae to ; spoke wr by the stops built into cnicaco Sawhide MFG. CO. 
i mechanism 1301 Elston Ave., Chicage 272, Hil. 
1229 Goebel Street Shefler Collet Co.. Traverse Cit In Caneda: Super Oil Seal Mfg. Co., Ltd 
PITTSBURGH 33, PA. Mich Wemmen, Guterte 
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asNi 


001 Gale 


MVS 


“Pick your Teeth!” 


For the best saw-performance on any job... 
SIMONDS offers a choice of All 3 Types! 


INSERTED TOOTH: For heavy production cutting 
of all steel, brass, copper, and aluminum. Alternat- 
ing square and beveled teeth "tri-vide” chips for 
easy cutting and clearance. Teeth can be easily re- 
placed, singly or in complete sets, in your own 
plant by any average mechanic ° 

SOLID TOOTH: For general shop cut-off jobs 

for use on smaller aucomatic cut-off machines and 
for cutting jobs where narrow kerf is important. 
SEGMENTAL: For especially smooth cuts on pro- 


duction work. High Speed steel toothed segments 


are securely held in a tough alloy plate by a special 
tongue and groove design, have quick clearance 
for faster, freer cutting 


SIMONDS MAKES ALL THREE TYPES OF 
CIRCULAR METAL-CUTTING SAWS. So you 
can be sure that SIMONDS has the right saw foi 
any customer's need on any type of machine. 
See your Simonds Distributor today, or write the 


nearest Simonds Office. 


SIMONDS 


SAW AND STEEL CO. 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 





THERE ARE PORTER 

CUTTERS for all these 

items and literally hun- 

dreds of others. It pays to 

think of Porter Cutters first 

. $0 often the most eco- 

nomical, the most efficient and 

the best answer to many metal 

cutting problems. Tell your sup- 

plier these things! Item to be cut 

... kind of metal... hardness ... 

diameter and other details of your 

cutting problem. He can supply you 

with exactly the right Porter Cutter to 

meet your needs. 

Send for Porter Cutter Catalog 


now and ask your supplier for 
further information, prices, etc 


H. K. PORTER, INC., Somerville 43, Mass. 
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PLUS HUNDREDS 
OF OTHER ITEMS! 


Diamond Wheel 


All Types 
And Sizes 


A new line of “Star Dust’ diamond 
wheels and hones has been announced 

\ccording to the maker, their sp« 
ially developed bonding method gives 
the wheels maximum efficiency. ‘The 
bond is said to be hard cnough to hold 
the abrasive properly, vet dissipates at 
1 rate calculated to keep the abrasive 
urface always even 

The manufacturer states that the 
new Star Dust diamond wheels and 
hones have proved free cutting, ex- 
tremely durable, economical and have 
1 minimum of loading. The wheels 
ind hones are said to come in all type 
ind sizes 

Ace Abrasive Laboratories, New 
York, N. Y. 


Sprocket Bushing 
Eliminates Need To 
Rebore Stock Sprockets 


\ new interchangeable split tapered 
bushing, said to be designed princi 
pally for use with spro kets, has been 
introduced. 

Lhe new bushing is said to make it 
possible to use the same size Boston 
sprockets on shafts from 4-in. to 24-in., 
in diameter in steps of f an inch 
ind thus climinate the need to reborc 
stock sprockets to fit particular shafts 

According to the maker, the Shold 


\Grip bushing is drawn into the 








The right wire rope 


— 
= 


will do the trick 


What type of rope 
would you recommend? 




















































UPPOSE a customer has a wire rope 
S problem. Here are a few of the Tiger 
Brand Wire Ropes you can offer to meet 
special operating conditions. 


There is Tiger Brand 6x21 Filler Wire, 
a tough and highly abrasion resistant 
rope, for use where operating conditions 
are severe, applications such as drag 
lines, tuggers and slushers, and haulages. 


Where sheaves and drums are small 
and a very flexible rope is needed, there 
is Tiger Brand 6x43 Filler Wire. This 
rope is the most flexible and has the 
highest reserve strength of the standard 
six-strand ropes. It is used extensively 
on overhead traveling cranes. 


The most widely used of the Tiger 
Brand Hoisting Ropes is 6x25 Filler 
Wire. It has high strength, good resist- 
ance to wear and fatigue and should be 


used with sheaves and drums of -mod- 


erate size. 


Other Tiger Brand Hoisting Ropes 
are available for special jobs that re- 
quire greater strength, wear resistance, 
or flexibility than is normally needed. 
This versatility is typical of the entire 
line of American Wire Ropes—it enables 
you to supply just the right rope for 
every customer. And when you need ad- 
vice on the application or use of wire 

; me rope, you can get it from experienced 

; Li, ify : American Wire Rope Engineers. 
AML iL) For more information, write to Amer- 
4 H he y ican Steel & Wire, Rockefeller Building, 
Bd ! oY. Cleveland 13, Ohio. 


4 





AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANC (SCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S’S AMERICAN TIGER BRAND WIRE ROPE 
Licelliy Cheformed 


UNITED STATES STEEL 
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THE 


Rugged Te): 


are Koutine” 


FOR 


HAE 


BEARING 


iniaa 


When you put the Shafer line in 
the hands of your salesmen, you're 
arming them with one of the most 
widely preferred, most rugged and 
dependable heavy-duty bearing 
lines in existence. 

For Shafers offer everything your 
customers need in a roller bearing 
— the original ConCaVex design 
which provides integral self-align- 
ment within the bearing itself . . 
full radial-thrust capacity .. . ex- 
treme shock load capacity ... PLUS 
the exclusive Micro-lock 12-point 
adjustment and self-centering “Z" 
housing seal. 

The Shofer line is backed by ag- 
gressive advertising, close factory- 
distributor cooperation and a 
33-year reputation of quality and 
fair dealing. Write for full informa- 
tion on our distributor plan. 


SHAFER BEARING CORPORATION 
801 BURLINGTON AVENUE 
Downers Grove, lil. 


SELF ALIGNING 


ROLLER BEARINGS 


ee ee ee ee ee ee oe 
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tapered hole in the sprocket by tight- 
ening cap screws. As both the I. D. 
ind the O. D. of the bushing and the 
bore of the sprocket are ground, the 
bushing grips both the sprocket and 
the shaft with the equivalent of a press 
fit—even on shafts which are under 
ized as much as .005-in. 

Che mating Shold-A-Grip sprockets 
have a shoulder on the hub, allowing 
room between the teeth and the shoul- 
der for chain clearance. It is claimed 
that because the bushing is screwed to 
the shoulder, and because the diameter 
of the shoulder is not limited by chain 
clearance, the sprocket can be manu 
factured with a maximum size bore 
and minimum number of teeth. 

Shold-A-Grip sprockets are available 
in sizes from 4-in. pitch up to and in 
cluding 14-in. pitch. Both bushing and 
sprocket are of machine steel and can 
be case hardened. 

Boston Gear Works, Quincy, Mass 


Heating Panels 


Infra-Red, 
Radiant 


Infra-red radiant heating panels, 
said to heat by direct radiation elimi 
nating the use of reflectors, have been 
announced 

According to the maker, these infra 
red panels throw a flat, uniform radiat 
ing pattern that lowers production 
costs and time on most all baking, dry- 
ing and heating processes 

The panels are made up with from 
2 to 8 of the flat surface elements 
backed up by thermal backing insula 
tion, mounted to a steel box type frame 
equipped with mounting flanges. The 
maker points out that by means of the 
mounting flanges, the panels can be set 
up in various arrangements to form 
ovens, dryers, and heaters, for opera 
tion on any commercial AC or DC 
frequency 

Svntron Co., Homer City, Pa. 









WHEN THE 
GOING IS 
TOUGH... 





will give you +t ‘ 
more holes per grind... =< — 
re per gti é A 





THE See VELAND TWIST DRILL CO. 


IFWEI AA! 
Cor eS) 1242 East 49th _ eet i eland 14, Ohio 

DISTRIBUTORS EVERYWHERE Stockrooms: New York 7 + Detroit 2 + Chic re 2 + Son Froncisco S + Los Angeles 58 
ere ready te serve you! E. P. Barrus, Ltd., London W. 3, England 





This advertisement reaches your customers whe read the leading magazines in the metalworking field. 








A Very Important Page in Our Book! 








Catalog No. 47, completely new and revised, 
is a dependable guide to twist drills, reamers, 
end mills and other tools of the very highest 
quality. Up near the front is a special page that 
refers to six of the major services you perform 
This page supplements the theme which has 
been used every month for a dozen years in 
our advertising in the metalworking magazines 
“Telephone Your Industrial Supply Distributor.”’ 
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os THE CLEVELAND TWIST DRILL CO. 
P 1242 East 49th Street + Cleveland 14, Ohio 


Stockrooms.: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 
San Francisco 5 * Los Angeles 58+ £. P. Barrus, Ltd., London W. 3, England 
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SELL THE ADVANTAGES OF 





WAREHOUSES 
MEAN BETTER 
V-DRIVE 
SERVICE 


* 
CHICAGO 


KANSAS City @ @ ST. Lours 
@10S ANGELES 


ATLANTA 
e . 
MEMPHIS 
Fort worm W& Saunas 


The Fort Worth DublDuty “QD” Sheave has 
larger maximum bore than competitive makes. A 2” 
maximum bore is available in sizes where other stock 
sheaves will only accommodate 15%”. 

A complete V-Drive line is carried in stock. 
Whether for one “A” belt, or twenty “D” belts, 
the proper drive is available. 


OTHER / 


FORT Worl ° 


Le ee ee 


“QD” HUB ALSO FITS 
FORT WORTH “QD” 
Roller Chain Sprocket 


Your stock of QD hubs can 
serve a double purpose. The same 
hub fits in either the QD sprocket 
or the Fort 
Worth QD 
sheave. 


Investigate 
the advantages 
of stocking 
the Fort Worth “QD” line . . . 
both sheaves and sprockets. Large 
factory and warchouse stocks 
will make it especially attractive 
during present shortages. 


Write for descriptive catalogs on “QD” Sprockets and 


Sheaves. Address Dept. 14, and they will be sent to you 


ROLLER CHAIN 
SPROCKETS 
SCREW CONVEYORS 
and ACCESSORIES 
SCREW ELEVATORS 
INDUSTRIAL FANS 


immediately. 





FORT WORTH wacuneny co 


Dept. 14, 3600 McCart Street FORT WORTH, TEXAS 
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BOOST SALES 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produ c 
t Is reght on the job 
With a Geeencee 
ne man it 
w minutes 
mootn, accu- 
nds if pipe and 
ip to §” 
Compact, portable 
saves hours, 


saves materials. 


HAND SENDERS 

FOR TUBING, PIPE, 

Cconouit 

Quickly form small- 

radius bends without 

flattening or kinking 

Espx ially desig | to 

make neat bends tor 

sharp corners, nooks and other close 
ar 


quarters. Saves up to 75% in time 


and materials On many job 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, casy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi 
nets, panels Various sizes 
and models for making open 
ings for conduit sizes from 
1,” if to yi,” lo operate, 
simply turn with a wrench 


HYDRAULIC 

KNOCKOUT PUNCH 
Doriver 

Portable hydraulic unit 
for driving GReences 
Knockout Put nes. 
| t casily 


Speed Ss 
Y veloy s over 


io 
oy atc | I 
11 tons of pressure so that cor duit openings 


are cut in 10-gauge metal with case. 


CAGLE PULLER 
AND BORING 
Toois 
Specitically de- 
signed to save 
time, speed jobs 


; 


climinate tedious, heavy ¢ 


work. Companimwrt tools to “? 
many other Gaeenter timesavers for the 


electrician 


ST TT 


Write tor new Electrical Tool Folder, Greenlee 
fool Co., 1924 Herbert Avenuc, Rockford, Ill 


218 


| tal frame size 


Safety Goggles 
For Welding, 
Chipping, Grinding 
\ new line of 


goggles for welding, chipping and 
grinding operations has been intro- 


improved safety 


duced 

lkcach model is said to be designed 
to insure greater comfort and ventila 
tion and the reduction of lens fogging. 
Ihe maker states that Model 399-CH 
hipper goggles has the added feature 
ot transparent frames of clear material, 
penetration of light for 
includ 


illowing 
greater visibility. All models, 
ing the 500 series of welders goggles 
ind the 600. series 
ire said to be equipped with a molded 
rubber head band, claimed to be an 
improvement over the elastic band 
that curls and loses its elasticity. 

According to the manufacturer, the 
lenses are made to mect Federal speci- 
fications of hardness and clarity. 

Thi complete line of goggles are 
ilso available in spectacle frame style. 
These include wire mesh side shield 
tyles, clear or green acetate side shield 
incl 1 comple te line of clear and green 
lenses that are re placeable 

Lastern Safety Equipment Co., 
Long Island City, N. Y. 


ot COVCI goggle Se 


Varidrive 
30 HP, 


Horizontal 


Varidrive motors are now availabk 
in horizontal assembly up to 30 HP 
through the addition of a new horizon 
64 VI iccording to 
in announcement, from the manufa 
turer 


This development is said to make 
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more POWER 
per POUND 


in DAVID ROUND 
WINCHES 


Where space available is small and 
the load-handling job is heavy, 
good service can be had from 
installation of a compact, all-steel, 
spur-geared DR Winch. With 
Capacities up to 5 tons, these 
rugged hand powered or electric 
winches are adaptable to countless 
heavy-duty lifting and pulling 
operations. Sold through estab- 
lished distributors everywhere. For 
information write David Round & 
Son, Box 883, Cleveland 22, Ohio. 


No. 99 Capacity 5 tons 


No. 102, Motorized 
Capacity 5 tons 





To Help Yow Sell 
CENTURY Motors 


BUILDS 
BRAND ACCEPTANCE 
IN YOUR MARKETS 


About 14,000,000 Century motor sales messages 


tell your customers about the benefits of using Century motors. amie 
These messages go into many industries and sell directly to top A 
executives, production, engineering, purchasing, and maintenance | 


Officials. This makes your selling job easier | \ | ( RY 


Here is the current list of magazines — American Artisan 
American Machinist «+ Business Week « Chemical Engineering 
Commercial Refrigeration + Design News « Electrical Construction 
and Maintenance « Electricity on the Farm + Factory Management 
and Maintenance + Food Engineering + Food Processing 

Heating, Piping and Air Conditioning + Implement and Tractor 
Industrial Equipment News « Machine Design « Mill and Factory 
New Equipment Digest « Oil and Gas Journal + Product Engineering 
Purchasing « Steel *« Textile World 


Century’s more than 50 years of consistent advertising has Mo 
created a wide acceptance for Century motors. The push 
button age rapidly developing in industry is creating a 

tremendous volume of motor sales 


F tt ( MASALA 
=F OOD 
PROCESSING 
If you are not selling a motor 


line, or desire a more 


complete line, write us. 
7ORS 
val 


CENTURY ELECTRIC COMPANY « 1806 Pine Street, St. Louis 3, Missouri « Offices and Stock Points in Principal Cities 
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TAYLOR CHAIN’S NATIONAL ADVERTIS- 
ING BUILDS DISTRIBUTORS’ SALES! 


The S. G. Taylor Chain Company 


of Hammond, Indiana, maintains 


a consistent national advertising 
program that pays off in increased 
jobbers and 
erywhere. The Saturday 


Collier’s and a full 


sales and profits for 
dealers © 
Evening Post, 
list of leading 


trade magazines are 


used to broadcast the features of 


Made Chain. Colorful, 


well-planned catalogs, envelope 


‘J ay lor 


stuffer folders and newspaper 


mats are furnished free to enable 


Your customers know 
the advantages of 


CHAIN 


through these leading 
NATIONAL 
MAGAZINES 


Taytor Mave 


A GREAT NAME IN 


you to identify yourself as the 
source for these famous chains in 


your territory. 


‘Taylor Chain manufactures a 
complete line of welded and weld- 
less chain for industrial, commer- 
cial and agricultural needs as well 
as a full line of automotive tire 
chains for cars, trucks and buses. 


You 


this nationally advertised line by 


may obtain full details on 


writing S. G. Taylor Chain 


Company, Hammond, Indiana, 


, TSK 
Send Coupon Today 
for Full Details. a 


$. G. Teylor Chain Co. 
Dept. 6 Hammond, indiana 


Rush all facts on the complete line of TM Chain. 


eee a ee ee ee 
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possible a more compact motor in 
stallation in applications demanding 
horizontal assemblies. 

The 64 VE is said to possess all the 
features of the maker's upright 64 var 
drive including all-in-one construction 
(motor, variable speed transmission 
and gcearmg when necessary), micro 
speed control and indicator, splined 
Varidise sheaves, double cog Varibelts 
with Autotaut tension control for pet 
manent belt adjustment, dual belt 
construction, asbestos protec ted motor 
and normalized castings. ‘This Vari 
drive is also available in combination 
with the maker’s Syncrogear with 
either single or double reduction gear 
ing. 

Motor controls may be conveniently 
located above or at the side of the 
motor. Remote controls are available 
cither with mechanical extensions or 
clectric push button stations. 

U. S. Electrical Motors Inc., Los 
Angeles, Calif 


Air Sander 
Light Weight 
Single Pad 


\ new smaller, lighter, reciprocating 
air-powered Model J-R Easy finisher 
has been announced by the maker 

leatures of the Model J-R are said 
to be: light weight, 4 pounds; smaller 
palim-size gnp for maximum operator 
control; air switch type control; no 
surge automatic muist-type water spray 
for wet sanding; casy to use abrasive 
holder for attaching several shects of 
sand paper at one loading; fast cut- 
ting, 4500 strokes per minute opera 
tion on an of 50 to 60 
pounds, 

Another feature claimed by the 
maker is a unique slide action design 
for attaching the detachable sanding 
pads which allows for up to two-inch 
off-center adjustment of the pad. Off- 
center pad position is said to permit 
sancing in grooves (drip molding), up 
to protruding trim and other hard-to 
get-at areas; also provides for instant 
ittaching of the desired type of sand 
ing pad to ft the job 

Ihe new sander is powered with 
the proven vane type motor used on 
the maker's larger Model AF. 

Detroit Surfacing Machine Co., De 
troit, Mich 


pre ssure 
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On nearby shelves of industrial supply distributors. 
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Solder e = 
Rosin Core, Carry a Spare 
Non-corrosive GRAYMILLS 
\ new rosin core solder, said to be 
= ‘ non-corrosive, has been de Coolant System 
Ve Oper 
" cording to ev corey r, = oe IT’S INSURANCE AGAINST 
ind corrosion products on the parts tes - 
being at anal not slow | em PRODUCTION 'DOWN-TIME 
| operations, because this solder pierces 
THE Standard uch retarding agents. ‘The manufac 
° turer states that the flux in the new 
of Comparison | older, known as RTS 200, is as active 
ifter standing for long periods as 
when used immediate), 
BY WHICH OTHER Ihe chemicals used in the new 
PLIERS ARE JUDGED rosin core solder are said to be com 
“Since 1857" Klein monly used in imdustrv and are 
Pliers have been the claimed to have no toxicity whatso 
standard of quality with ) eves 
men who know good RTS 200 is available in a wide va 
tools. Today, Klein riety of wire sizes, compositions and 
offersthe mostcomplete quantities 
see ood or ctalians Federated Metals Div., American 
service. Keep a repre- Smelting @& Refining Co., New York, 
sentative stock on hand N.Y 


for your customers who 
want the best. 











TOO MUCH HORSEPOWER 


The race to make automobile en 
gines with higher and higher horse- 
power has all autodom worried, ac 
cording to American Machinist, Mc 
Graw-Hill publication. Manufacturers 
fear more accidents, critical editorials 
and possible Congressional rumblings, 
and probably will decide not to ad 


vertise horsepower ony more This portable, complete unit, 


Model H2-3308, can be in- 
stalled on almost any ma- 
chine tool in 5 -15 minutes. 











It's just as easy as it looks. 


To fill the need in emergen- 
cies or for special jobs, re- 
Write for your free copy quiring costont, Mis moped 
of the Klein Pocket Tool MILLS Model H2 3308 is the 
Guide today! : answer Portable . Ver- 
DISTRIBUTED / satile. Use on most any 
THROUGH / machine tool. Heavy duty 
JOBBERS 4 Dependable 
Foreign Distribution : Stock and sell the H2-3308 
International Stand- : f dead | 
ard Electric Corp., or standard applications 
New York > LL and sell ‘extra’ units as a 


spare 














Mabe wre you have our new green’ coteleg 
BIS2S0A Neon technica! fesy to read Seles 
men ceed cet be pump ¢aperts 


| p_ 4 
=== ~s \ x 
are pi] Sons & 2227 55%::- No 
. fc] F 04.1155 meee) ite) 7 Nile), | 


Come on in, Jones—I'd like to discuss 


oI” CMORT AVE.. CHI your loss of our biggest account.” 3715 N. Lincoln Ave., Chicago 13, Ill. 
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long lasting dependability 
of Thermoid Products saves important 
production and maintenance dollars. 
That’s why so many leading companies, 
in all industries, specify Thermoid Hose, 
Multi-V Belts, Conveyor Belts, and 
Transmission Belting. These ‘“‘built- 
for-the-job’”’ products can help you 
increase your sales to all industries. 


You can always rely on Thermoid ser- 
vice and the complete cooperation of 
experienced Thermoid Sales Engineers 
with their intimate knowledge of indus- 
trial rubber problems. 


transmission belts 


Thermoi 


Industral 
Rubber Products 


Conveyor & Elevator Belting » Transmission Belting 
FHP. & Multiple V-Belts.» Wrapped & Molded Hose 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 
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multi-v belts 











conveyor belts 


- 
ermol Rubber Sheet Packings * Molded Products 
Industrial Brake Linings and Friction Materials 






IMPERIAL 
DISTRIBUTORS 


are 45° FLARE 37° FLARE 


TUBING «¢ 
CONNECTION 
HEADQUARTERS 


' AP INVERTED 
td ana fee 
Heavy Duty 2 2 3 Piece Types FLARE 





. ‘ i 





—ae 








v “oe 
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TUBE FITTINGS 
TUBE WORKING 6, 
TOOLS 


for every need! 


Whether your customers’ needs call for connecting copper, aluminum 

or steel tubing .. . whether it’s low, medium or high pressure work 

... whether it involves cutting, flaring or bending tubing, you have the answer 

with IMPERIAL 
With IMPERIAL fittings you really have something to talk about. Fittings are 

FORGED for greater strength and toughness . . . have tubing size marked on nut* 

.. have long Dryseal pipe threads. And with IMPERIAL you have the most 

advanced tubing tools for every job. Ask for Catalog 

IMPERIAL’S Complete Line makes you tubing connection headquarters! 3590 today 


Com pression and Flare Types 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. 


in Canada: 334 Lauder Ave., Toronto, Ontario 


IMPERIAL Pioneers in Tube Fittings and Tubing Tools 








Aluminum 


edie 


a mne 


HI-DUTY ERMETO COMPRESSION THREADED FN FITTING BRASS 
Brass & Std. & Long Nut SLEEVE and HOSE PIPE 
Steel 
‘ ‘ ‘ i ‘ 
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ABLUE DEVIL 


OCKET SCREW PRODUCTS 





Cap Screw 
Whether your application is delicate 


precision apparatus or huge rugged 


machine tools, you'll find no finer 


socket screws on the market than Blue Devil! Jacob Dolson Cox 


Write today for the complete Triple-Ess ’ 
Jacob Dolson Cox, 
Catalog .. . or see your distributor. 


Stripper Bolt Cleveland Tw ist Drill 


Jacob Dolson Cox, 71, chairman of 
the board of the Cleveland ‘Twist Drill 
»., Cleveland, died February 16 in a 
Cleveland hospital. 
He served as president of the com 
pany his father founded in 1876 from 
1919 until last year, when he became 
board chairman. He first joined th 
firm in 1911] as assistant to the presi 
dent. 
Mr. Cox formulated a profit sharing 
plan for the company in 1915 and in 
Cy Cocxer Cone ib 1919 established an employee invest 
FETY w ment plan. In 1926 he published a 
6500 AVONDALE AVENUE « CHICAGO 31, ILLINOIS thesis, ““The Economic Basis of Fair 
Wages,” on the theory of increasing 
production and employee standard of 
eed A — living by the use of automatic tools 
Mr. Cox was past president of thi 
National Metal ‘Trades Association 
and past president of Associated In 
dustries He was a trustee of thx 
Cleveland ‘Trust Co 
Active in civic and philanthropic 
work, he served on the boards of a 
hospital, two educational institutions 
and the Y.M.C.A 


He is survived bv his wife and a 


Flat Heed 
Cap Screw 


SOLD THROUGH AUTHORIZED 
INDUSTRIAL DISTRIBUTORS 


ister 


Edwin P. Lundberg, 
Spartan Saw Works 

Mdwin P. Lundberg, 56, sales rep 
resentative for Spartan Saw Works, 


Actual cross-section photo shows Springhe ld, Nlass . dic d suddc nly I eb 
structural continuity of Blue Devil ruary 19 
cap screw from body to heed . 
He had travelled northern New 
York and western Pennsylvania for 


SOCKET SCREWS EXCLUSIVELY! the company for 26 vears 
Ile is survived by his wife and a 


son, Christopher Lundberg 
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JEFFREY Transmission Equipment 








Ulustrated is only part of the com- 
_ plete Jeffrey line of Transmission 
equipment and machinery which 
will maintain top efficiency and 
economy in production. See your 
authorized Jeffrey Distributor or 
write Jeffrey for complete informa- 


SPIRAL FLIGHTS AND BELT IDLERS 


Illustrated 
at right are Belt Idlers and 
Spiral Conveyors, part of the 
complete line of Jeffrey Con- 
veying Equipment engineered 
to meet your production prob- 
lem. 


IF IT’S MINED, PROCESSED OR MOVED 
. » ITS A JOB FOR JEFFREY! 


INDUSTRIAL DISTRIBUTION e 


ESTABLISHED 1877 


MANUFACTURING CO. 


Columbus 16, Ohio 


sales offices and distributors 
in principal cities 


PLANTS IN-CANADA, ENGLAND;-SOUTH AFRICA 
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el Rita, 
BETTER SEEING TOOLS FOR INDUSTRY 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


MODEL 3267-H-174 
Overall length 32%”. 
Three instantly adjust- 
able joints. Flat oblong 


Directs Light bs f h 
Sunctiy where teal ase for machine screw 
mounting. 


os Easily as Pointing 
Your Finger $6 12 EACH in pkg. of 6 
e Single Units $7.65 ea. 
Rugged Construction withstands vibration and rough 
handling 
Instantly Adjustable with flexible ball and socket joints 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 


THE FOSTORIA PRESSED 
om STEEL CORPORATION 
for Light ON the Job FOSTORIA, OHIO 


Localites are available through electrical 


foe U S Pot OF wholesalers everywhere 


MO 
ATLAS one poRs 





XY 





Operating Advantages Appeal to 
User and Distributor - - - 


Keeping freight cars in service is an all-the-time job. Your cus- 
tomers who have sidings need ATLAS Car Movers to keep freight 
cars on the move. ATLAS Car Movers have been doing a good 
job for industry for more than 50 years and our distributors have 
been going right along making good dividends 





ATLAS 
Model No. 8 


New 
Streamlining 
Model S-X 
ATLAS 
Model No 
vinl 

Regular 
Heavy Duty 
Model No. X 


ATLAS Perfect SPURS can be used 

on any moke of Car Mover They 

ore made to withstand the tremen @ The secret of 
the great speed 
nd 


dows strain placed on them and will 

give extra long service if turned ATLAS Car Movers 

regularly to moke use of all four compound leverage’ 

edges principle of a forward thrust 
instead of a tift 


* Because we sell exclusively thru responsible distributors who are 
fully protected, we urge wsers to buy thru their local distributor. 


APPLETON-ATLAS CAR MOVER CORPORATION 


a 1421-25 SO. 2ND STREET MILWAUKEE 4, WIS. J 
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Callender F. Hadden, 
Standard Supply & Hdwe. 


Callender F. Hadden, Sr., 67, presi 
deut of Standard Supply & Hardware 
Co., New Orleans, died February 

Born in ‘Texas, Mr. Hadden was a 
graduate of ‘Tulane University, class 
of 1905. 

Hic was one of the organizers of 
Standard Supply & Hardware and had 
been president for the past vear 

A veteran of World War I service 
as an army major, he had been active 
in civic affairs. He was a member of 
the American Society of Mechanical 
Engineers and several other profes 
sional organizations 


James Henry Barry, 
Banks-Miller Supply 

James Henry Barry, of Banks-Miller 
Supply Co., died February 14. 


He was president and general man 
ager of the Huntington, W. Va., firm. 





D-A-T-E-§ 
TO REMEMBER 


\pril 13-15—Triple Industrial Suppl; 
Convention, Miami, Fla. 

April 20-22—National Metal Powder 
Show, Hotel Cleveland, Cleveland. 

April 20-23—National Packaging Ex 
position, American Management 
Association, Navy Pier, Chicago 

May 1-2—Regional Conference, Na 
tional Association of Cost Account 
ants, Baltimore 

May 14-23—International Petroleum 
Exposition, Tulsa. 

May 18-22—National Materials Han 
dling Exposition, Convention Hall, 
Philadelphia. 

May 24-25—National Association of 
Purchasing Agents convention, Los 
Angeles 

May 25-29—National Office Manage- 
ment Show, Boston. 

June 15-19—Exposition of Basic Ma 
terials for Industry, Grand Central 
Palace, New York City. 

June 22-26—Annual meeting, Amer 
ican Society for Engineering Educa 
tion, University of Florida, Gaines 
ville. 

Sept. 29-Oct. 2—National Electrical 
Industries Show, 69th Reg. Armory, 
New York City. 

Oct. 11-14—National Hardware Con 
vention, Atlantic City 











The Johns-Manvi 
Packing of the Month 


.-. one of the lead . 
e . 
profitable naman a quality line that will help b 
in replacement you build a 
packings 


j-m NAVALON 
PACKING « 


STYLE nos. 190, 
175 AND 245 


Made of ramie, nature’s 
strongest fiber, for 
longer weer in cold 
liquid service 


Where to sell it: Wherever there’s 4 recip repacking tf a minimum. 

rocating lunger operating against a 

cold liquid suc? fresh of salt water, brine How It is furnished: Navalon is supplied in 
or oil—that's your market for Navalon, Style convenient coil form in diameters fr P 
No. 1990. (For marine service, Style No. 175 up- Sizes through hie” are furnished on spools; 
is specially designed for packing stern - sizes from i” up are furnished on reels OF 
and rudder post For high pressure boxed. See the J-M catalog fof detailed in- 


hydraulic service, use Sty"e 7 45. formation. 


What it nts are: Navalon is y 1 advertising: Navalon 
made from * , j selected rot-resistant 4 ap fast-se ; ,s-Manville Pack- 
ramie, ‘ >$ , natural fibers- An ex- i are % rtise , arly in publications 
clusive proc : packing unique read by P4 y major industry: 
jubricating properties: As a result, Navalon This advertising re i 

wears longet than other high quality packings local \-M Distributor § » place 

used in cold liquid service + °° reduces wear Your selling job is easier when you push 
on the rod of plunger --° cuts shutdowns for Johns- Manville Pac kings! 


Note to salesmanager® For copies of this advertisement for distribution to 
your sales organization, write Johns-Manville, Box 69, New York 16, N.Y. 
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Distributors 


every opportunity 
for profitable sales 


The great success of “Shaw-Box" Distributors in selling our products is the result 


of a firm sales policy based on mutual understanding and co-operation. 


For more than 66 years, our facilities and personnel have been devoted exclu- 
sively to better, more economical load handling for industry. Today, our ‘Load 
Lifter’ Hoists and Cranes, ‘Budgit' Hoists, ‘Budgit’ Chain Blocks, and other lifting 
specialties incorporate many advanced engineering and operational features that 
give ‘“Shaw-Box” Distributors unequalled sales advantages. Equally important are 
the standardization and mass-production methods that enable our Distributors to 


carry adequate stocks for prompt delivery to their customers. 


Thorough schooling in the qualities that make our hoisting equipment outstanding 


practical sales tools . . . effective promotional materials . . . co-operation 
in the field from our own sales staff .. . consistent advertising — all are provided 


to make selling easy and profitable for "Shaw-Box" Distributors. 


The ever-increasing use of our products is clear evidence of the many contribu- 
tions "“Shaw-Box"” Distributors are making to the efficiency of America's rapidly 
expanding industries. There is no substitute for distribution of such high calibre. 
Our Distributors can continue to look to “Shaw-Boxr" for new and improved 


products that can be sold easily and profitably. 

















“ 








i ‘Load Lifter’ Cran 
Mate { ‘Asher 
and Relief Valve 
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NEW LINES 
taken on by 
DISTRIBUTORS 





] 
MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 


Dodge-Newark Supply Co., Newark, 
N. J., has been appointed distribu 
tor for the following lines 
@ The Falk Corp. 

Milwaukee, Wis. 
(flexible couplings, speed reducers) 
@ Warner Electric Brake Mfg. Co. 
Beloit, Wis. 
clectric clutches and brakes) 
@ Airborne Accessories Corp 
Hillside, N. J 
(bevel gear units 

The Dayton Supply (* Tool Co., Day- 
ton, Ohio, has been appointed dis 
tributor for lines of the following 
manufacturers: 

@ Carboloy Dept. of General Elec 
tric Co. 
Detroit 
@ Scully-Jones & Co 
Chicago 
@ The Dumore Co 
Racine, Wis. 

I'he American SIP Corp., New York 
City, has appointed the following 
distributors: 

e Tidewater Supply Co. 
Norfolk, Va. 
(Virginia, North & South Caro- 
lina) 
@ Noland Co 
Atlanta, Ga., branch 
(Georgia, ‘Tennessee) 

Standard Products, Inc., Wichita, 
Kan., has been appointed exclusive 
distributor in Kansas, Oklahoma 
and Missouri for the aviation-indus- 
trial line of Fine Organics, Inc., 
New York City. 

Ihe Lang Co., Salt Lake City, has 
been named exclusive distributor in 
Utah and Idaho for Chiksan Co., 
Brea, Cal. 

Firth Sterling, Inc., Pittsburgh, has 
appointed the following distributors 
for certain of its lines 

@ Allen Supply Co 
Cedar Rapids, Iowa 

@ Lewis Industrial Supply Co 
I ouisvill ‘. Ky 

@ Northern Indiana Supply Co 
Kokomo, Ind 

@ Diamond Supply Co. 
Evansville, Ind. 

@ Mills Supplies, Inc 
New Britain, Conn 

@ Phinney Steel Corp 


Medina, N. Y. 











Sparks at a screw machine ignited cutting oil to start this fire that 
destroyed the Aluminum & Brass Co., Lockport, N. Y, Loss $312,000. 


BUFFALO 
etter-buil 


~ 
= 


EJ DRY CHEMICAL 
FIRE EXTINGUISHER 


Quick action with Buffalo Dry Chemical Extinguishers can stop disas- 
trous industrial fires like this when they start! And ‘‘quick action" is easy 
when Buffalo Dry Chemical Extinguishers are close by. They give instant 
protection against all flammable liquid and electrical fires by releasing 
a heat-resistant, flame-suffocating, chemical cloud-like stream, up to 20 
feet. The insulating effect of the chemical cloud allows the operator to 
get to the seat of the fire. Buffalo powder produces 1100 times its volume 
in nontoxic, flame-killing gas on contact with flames. 


You know you sell the finest fire protection possible when you handle 
Buffalo's compleie line. Find out now about Buffalo's exclusive distributor 
sales policy. Write today! 


BUFFALO FIRE APPLIANCE 


DA Y TON vt. @eaes 
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COMPLETE 


IS THE WORD FOR THE 


POWER TOOL LINE 
“ae 


a 
u 


a 


SELL 
the right 
tool for the 

; A ght job 


Many types and sizes of: 


Small Electric Drills 


@ Heavy Duty Electric 
Drills 


SELL lightweight @ Portable Electric Saws 


ease of handiing 
and precision 
workmanship 
found in all Mall 
pneumatic tools 


@ Gasoline Chain Saws 
@ Gench Grinders 
@ Electric Chain Saws 


@ Electric Polisher. 
Sanders 

@ Electric Screwdrivers 

@ Electric impact 


AELL the complete | Wrenches 


Mall portable ele ri 
tools size an @ Flexible Shaft 


‘ a 
capacity for ¢ 
requirement Machines 


@ Portable Pneumatic 
Saws 


@ Pneumatic Chain Saws 
@ Pneumatic Grinders 
@ Pneumatic Drills 
@ Pneumatic Polishers 
@ Pneumatic Sanders 
@ Pneumatic 

Screwdrivers 
@ Balance Reels 

MANY OTHERS 


SELL the versatil 
ower and conventene 
of Mall flexible sha 
machines 


rvice Warehouses, Coast to 
Dependable Service 


40 Factory-Owr 
Coast. To Gwe Y 


GET THE FACTS 
NOW! 


’rompt 





Send me complete details on how I can be- 


come an authorized Mall dealer 


——————E 
Company. 


Address 


MALL TOOL COMPANY 


7802 $. Chicege Ave re) |) ee 





The Buyer Looks 
at Business 


Composite opun0n of purchasing 


N.A.P.A 





comprise the 
Committee 


agents who 


Business Survey 
No Drastic Change Expected 


Midyear is still the period of deci- 
opinion of the majority 
of industrial purchasing executives. 
Sixty percent see industrial 
leveling off at the present high rate 
through June. Beyond that, 20 per 
cent are optimistic for the third quar 
ter, while 20 percent look for a con 
tinuing high rate of business for the 
with ups and 
expected 


ion in the 


business 


whole vear, normal 


downs—no drastic change 
cither way 

Orders continue to flow in, though 
at a somewhat slower rate. Production 
has come up to meet the new demand 
ind eat into previous backlogs. Much 
business is short orders for early 
Nobody wishes to hold un 
Industrial raw 
material in good balance 
ind turnover rate Buy 
ing policy is conservative in the mid 
range of hand-to-mouth to 90 davs 


k:mployment is high and labor rela 


new 
delivers 
inventorics 
ston ks are 


S gv 
are mcre ising. 


necessa4ry 


tions more tranquil 

I'he spate of price increases prophe 
ied to follow wage and 
controls has not occurred 
idvances been 
celed out by declines 

Ihe very cautious buying and in 
ventory policies in force are not a 
reflection of a pessimistic ittitude to 
ward business this year. They stem 
from the growing recognition that 
scarcities are fast becoming a fear of 
the past. Inflation is being stopped, 
ind business is entering a new cra of 
the give and take of free competion. 


price cle 
The few 


have more than can- 


Trend of Prices is Down 


Wage decontrol and release of many 
items from price curbs did not create 
in upward price movement in Feb 
There has been a flurry of small 
more than offset by lower 
quotations. Of particular interest to 
many buyers is the anticipated con 
ind its products 
reaction 


ruary 
advances, 


fusion im copper 
controls are off, the 
from an unrealistic domestic controlled 
price and an arbitrarily set foreign 
price. Fora time, there may be a mul 
tiple market before the metal 


settles on a world price basis In the 


when 


price 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales 


. Sander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C 
induction motor and 
cast aluminum body. 


$34.50 


No. 150-K SpeedSander Kit 
The Sander with Accesso- 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb’s wool bonnet, 

90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49.50 


No. 1000 Saw 
44 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 
Cuts all angles to 45°, an 
depth to 1%" $ "35 


SpeedDrills 


(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 
chucks. 

No. 200-J 4 * Speed Drill 


aiso other sizes, types. 


Drill Kits 
Several fast sellin 
kits. Painters an 
Householders Kit 
(illustrated) is —_. 
It has: \” ornet 
Drill, Abrasive Discs 

and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive displa 


carton... $19.9 
Write for catalog 


Way “anuracrunine co. 
1832 Se. S2nd Ave., Cicere 50, ill, 








g the Hole » 


Bette er, Foie ie 


With 


BESLY 


The World's Most Accurate 


TAPS 


UNSURPASSED ACCURACY 
AT ALL VITAL POINTS 


— Microcentric CHAMFER 


aaa Solid-Ground THREAD FORM 
get better threaded parts, longer tap life and lower 


tapping costs. And, Besly’s specialized help in Aensate SARS ASSES 
& y P 


selling and servicing the “big volume” users means g 
. . e ) Mirror-finish FLUTES 
better cutting tool profits for Distributors. ~ 


Ask how we might work together to get you more Ga) Tru-Square DRIVER 


of this worth-while “big volume’ 5usiness. 





Top 
dbook for 
The honey lief information oF 
hd 


ering aide ont je CoP 
ESLY-WELLES ering 
CORPORATION 


BESLY DRILLS 
Established as Charles H. Besly and Company in 1875 


, REAMERS 
114 DEARBORN AVE. 


AND END MILLS— 
High-Speed Cutting Tools in a com- 
plete range of types and sizes 


° BELOIT, WISCONSIN 
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meantime, buyers are not inclined to 
speculate and are holding purchases 
to near by requirements As to over 
all commodity price trends, purchas- 
ing agents believe supply, demand and 
competition will be the most import 


SALES i : = “ ant influences At this time, the 


indicators are more down than up 


BUILDER! 74 - Inventories Declining Slower 


Purchased material inventories are 

still on the decline, though at a slower 

» pace than has been reported in many 

BECKER CO POWERED : months. Seventy-five percent record 
2 a much improved turnover rate 

Others are striving to increase turn 

SPRAY GUN iin S 7 over and reduce inventory invest 
- ei ments, as this is made possible by in 

No Compressor, Hoses, Electric Cords : creasing availability of materials in 


Completely Portable practically all lines Many report 
stocks are in complete balance with 


Industrial plants, machine shops and others 
production needs. 


are adopting this new cost-cutting method 
of spray painting, rust-proofing, oiling, dis- 
infecting, fireproofing, etc. Ideal for thou- d ; Employment remained at the high 
sands of special and routine industrial i point of January. A few more re 
spraying operations. Powerful CO: car- ported a longer work week or addi 
tridge sprays up to one 21 oz. containerful. tional shifts where help was available. 
A rugged production «ol made of sturdy, Wage decontrol has not caused much 
machined brass and stainless inserts, heavy INDUSTRY APPROVED! real labor unrest to date. Manv labor 
gauge steel container, and cast aluminum | 1,,995 of routine and special purpose op management discussions are in process. 
head. CO» cartridges available 10 for $1, plications are discovered daily. Illustrated, So far. no big break is in evidence 
or in case lots. Write for further details, | obove, is o typical production shop use for Skilled help is generally in short 


rust proofing machined parts 
prices and discounts. supply. 


SULLIVAN-BECKER COMPANY © Dept. 523-0 © KENOSHA, WISCONSIN Buyers’ Market Pronounced 
In line with price weakness, inven- 
— yr ¥2 " tory reduction and supply balancing 
fiat Youn cusroneny ios me mp with demand, a buyers’ market was 
} more pronounced in February. This 
is substantiated by the short-range 
view reported on future coverage, 
predominately hand-to-mouth to 90 
days—two-thirds reporting a control 
policy under 90 days. ‘This does not 
denote a pessimistic view of indus 
trial business. It is caution, bred of 
the change from scarcities, artificial 
prices and unnecessary controls. Busi 
ness looks good to most purchasing 

agents through June 


Employment Remains High 














Copper Price Up 
Releasing price controls of many 
w Aaamys 3 apres s~ ten items has lifted the price on a few 
Pine, ai Made right, Priced materials, —_ very drastic except 
Moe 2 Sag % copper and brass scrap. 

age. eee Up were hese al benzene, cop 
tend t ond $ - le evelle per and brass scrap, motors, gasoline, 
shin oie | glycerin, pig iron, some grades of lum 
; ber, magnesite, crude oil, petroleum 

products, some plastics, silver 
Quoted down: Burlap, agricultural 
chemicals, chipboard, cotton, meat, 
many farm products, lead, pine lum 
: ber, mercury, fuel oil, linseed, paper 
MANUFACTURERS SINCE 1929 scrap, rosin, rubber, coarse textiles, 

zinc, zine oxide 

Very few items hard to get: Some 


SCREW PRODUCTS COMPANY, INC. aluminum, diamond tools, glycerin, 


nickel, stainless steel, polyethylene. 


“rene® 33 GREENE STREET NEW YORK 13, N. Y. Easier: Construction materials, con- 





WRITE FOR CATALOG H 
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WE INVITE YOU TO STOP AT 


CONFERENCE BOOTH No. 231 
Triple Industrial Supply Convention 


MIAMI 


APRIL 1953 — 








21650 Hoover Road, Detroit 13, Michigan olso 5210 San Fernando Rd, Glendale 3, Colifornia 


Only Strand . . . known for years as ‘‘the 
Single speed, Direct drive finest in the field”. . . gives you so many 
different types of flexible shaft machines 
to offer your customers. No matter 
what the need, there’s a Strand unit to 
fill the bill! 
You can offer a choice of 7 mountings 
when you recommend a Strand Flexibie 
Shaft Machine —vertical yoke hanging, 
tripod stand, bench stand, tripod yoke 
stand, castered steel cabinet, caster base 
or wheeled truck. 
Of course, a full line of tool attachments 
Three speed, is also available. 


Countershaft drive We're helping you sell the entire 
Strand line with a continuing adver- 


tising program in leading industrial 
publications ...if you're not already 
handling this famous line, get in touch 
with us now for information on open 
territories. Ask for Catalog 131A. 


‘ . and the STRANDFLEX 
4-Speed, Gear Drive Machine 


Two 4-speed ranges available; gear drive unit 
enclosed in housing for protection from dirt, grit, 
foreign matter. Specially lubricated for long service 


Remember, with Strand, the operator lifts only 
the tool. ..not the heavy motor! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 
Weodberry, Baltimore 11, Maryland, or 
5001 Nerth Wolcott Ave., Chicago 40, Illinois 
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tamers, copper, mill supplies, man 
steel items 


Canadian Production Gaining 


Canadian industry is sailing along 
on a fairly even keel. Production has 
gained more than in the States and 
order books are rising faster. Price 
trend is the same. Inventories are com 
ing down. Employment is rising 
Buying policy parallels the United 
States. Even more optimism for 
1953 is generally expressed as tax re 
duction becomes a fact (Washington 
please note). 





FROM THE 


oo FILES 


25 YEARS AGO 

The railroads announced special re 
duced fares for association members 
attending the Triple Convention in 
Nashville, ‘Tenn. 

Services Supply Corp., Philadelphia, 
and E.. S$. Stacv Supply Co., Spring 
field, Mass., joined the National 
Association 

“As a nation we have taken the mil 
lions saved in operating costs and 
squandered them in ruthless selling 
methods. ‘This has brought about 
a condition whereby the same brain 
power that has developed our man 
ufacturing resources will now have 
to concentrate on the selling side, 
in an endeavor to create a proper 
balance” Charles J. Graham, presi 
dent of the Bolt, Nut & Rivet 
Manufacturers’ Association. 

White Star Co., Wichita, Kan., in 
stalled phonographs in its office 

“Unless it is subjected to an early 
analysis, the capital gonsolidation 
movement will go on unchecked to 
a point where the small unit in 
many industries will have ceased to 
exist’’—J. Hl. Williams, president of 
J. H. Williams & Co., writing in 
the Atlantic Monthly titled “What 
of Small Units?” 

Consolidated Supply Co., Portland, 
Ore., wus organized after the met 
ger of four firms: Bowles Co., M. I 
Kline Co., The Peerless Pacific Co., 
and Walworth Oregon Co 

live distributors who were territorially 
non-compctitive combined forces in 
1 new advertising and _ service 
scheme: the publishing of up-to 
date shop reference cards carrying 
tap and drill standard specifications 








CUSHMAN 


PROUDLY ANNOUNCES AN IMPORTANT ADDITION 
TO AMERICA’S LARGEST PRECISION CHUCK 
MANUFACTURING FACILITY 











These “Vital Statistics” mean... increased 
production... better service for our customers 


. .. better preparedness to meet defense needs. 


Additional shop floor area increases the potential 


over-all output approximately 40%. 


THE CUSHMAN CHUCK COMPANY 
813 WINDSOR STREET 
HARTFORD 2, CONNECTICUT, U.S. A. 


Chucking Engineers Since 1862 


STANDARD FOR PRECISION 





Heres tee EW 


No. 420 


 PLIER 


THE PLIER DESIGN THAT 
OBSOLETES ALL OTHERS 


\ ae. a) 


,, ‘ Bi 
1, Interlocking principle prevents | 
slipping under any load. 2. New) 
type wide base lugs cannot shear. 
3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. 5. New 
interlocking design minimizes 
stress on joint bolt. 6. Precision 
machined interlocking surfaces re- | 
sult in perfect fit, distributing | 
| pressure evenly. 7. ‘Rite Angle’’ 
teeth guarantee maximum bite 
and minimum wear 


Here is a plier that will last for 
years! Channellock Pliers— made 
only by Champion DeArment Tool | 
Co., Meadville, Pa. 


Send for your Catalog today. | 


Channelliock pliers are listed in 
the Yellow Pages of most Tele 

j 
phone Directories under ''Tools 


be by "Mar ° ’ 
8s. eres ats ° Mte, 


CHAMPION DeARMENT maées 


[CHAN WE, LOCK | 


. MEADVILLE PA 





CHAMPION DeARMENT TOOL CO 


Chandler & Farquhar Co., Boston; 
Ludlow & Squier, Newark, N. J.; 
J. Russell & Co., Holvoke, Mass.: 
William K. Toole Co., Pawtucket, 
R. [.; and Samuel Harris & Co., 
Chicago distributed — the first 
edition 
Walworth Co. moved its general of 
fees to the new Statler Building 
in Boston 
Subjects of the 1928 annual cconomic 
essay contest sponsored by Simonds 
Saw & Stecl Co 
perity Dependent on Gold?”; “How 
Can the Costs of Distribution Be 
Reduced?”; “Is Advertising Costing 
loo Much?”; “The 
Economic Dependence of _ the 
United States”; “Did the United 
States Gain or Lose by the World 
War?” and “Can the Purchasing 
Power of the Dollar Be Stabilized?” 
C. Atkins & Co., moved its New 
York City offices to 51 Warren St 


were: “Is Pros 


the Consumer 


10 YEARS AGO 


Maddock & Co., Philadeiphia, had 
former employees in uniform, 
in the Army and one in the Navy. 
The Government announced _ that 
mileage rationing had reduced the 
national average of passengers auto 
5,400 miles annually 
without climinating essential trans 


mobiles to 


portation 
If every American could have the 
chance that I have had to spend six 
wecks in England—nght now—I’m 
ure we would see the more 
would concentrate more 
target that 
work harder, longer, grumble less” 
J. J. Welch, editor of Mill Sup 
plies, reporting on his tour of wat 
time distribution in Britain 
C. Richards, secretary of Hunt & 
Mottet ( 0., \W ash > be 
came gencral sales manager succeed 
ing the late Harry D. Cowles 
Inion Hardware & Metal Co 
Ki. HH. McLaughlin president 
Edward H. McGinnis 
dent and gencral manager 
Richard K. Lee, salesman for Barrett 
Christie Co 
ating 


ISSUC 
clearly, we 
counts, 


on the one 


l'acoma, 


clected 
ind 


Vice presi 


Chicago, was recupet 


from battle injuries some 
where in the Pacific. He had been 
assigned to the U.S.S. DeHaven 

Vhermoid Rubber Division appointed 
€. P. Williams district manager for 
the Houston territory 

Osborn Mfg. Co. presented an exhibit 
of 70 types of brushing whecls to 
the Smithsonian’ Institution in 
Washington. 

Officers of Tacoma Plumbing Supply 
Co., ‘Tacoma, Wash., said daily call 
reports had been largely abandoned 


because of the war, with territories 


| 
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MODEL ADDED 
TO POPULAR 


KELLER 
LINE 


New No. 5 has 9” x 
9” capacity. Has 
variable 0-200 Ib. 
power pressure reg- 
ulator for blade. Cuts 
thin wall tubing or 
solid bars fast. Also 
many other fea- 
tures you want 

in a saw. 


@ More Features 

@ Easy to Sell 

@ Rapid Turnover 

@ Satisfied 
Customers 


@ 10 Models to 
Choose From 


Sell the Keller 
Power Hack Saw 
line. Efficient—low 
cost—speedy. Each 
Keller Saw sale 
means genuine cus- 
tomer satisfaction 
plus good profits. 


CHOOSE FROM THE 


Complete 


LINE OF KELLER 
POWER HACK SAWS 


New catalog illus- 
trates and gives all 
specifications of 10 
models. Write for 
catalog today! 


POTS E:T FOELEES SnPE GIT SHAPERS  ERLE® POWED MACE taws 





2347 Unccernty Avenwe + St Paul W4, Manesete 














PARKER VISES .. 
First For 121 Years = 


13 
WSOC COOOOE waVaVAY EVRY EYAYA XO ae ~y 
OOO K KN VOD 














£4142.4.2.2. 








We do know that 121 years of QUALITY WORKMANSHIP 
and honest dealings have resulted in PARKER VISES being 


held in high esteem by both consumers and distributors 


‘Our mm JAWS Jaws GRIP 


. ry sTeEe “* 
(Our Hanoves LIKE AGRIZZLY J Save anne ei 
STAY PUT.7 


“ID STEEL | 

a) ENTIRE TOP OF | | BAK ov 08 
Too. sree. \ A THE VISE ari ARE STRENGTHENER 
PINNED ON- wef | | RENEWABLE } | SUPERIOR. ) 
THEY CAN . cenies 
Tw / 4 


{WE @OT EXTRA) 
’ , ’ eo | STRONG SCREW 
Whe Mant y » 
our Own \ 


AND NUT / 
CASTINGS of 
PARKO-METAL 


(ASwiver 

) iT THE 
| STRENGTH 
| OF ASsoOuD 


GET An\ ; (pace Jaw) 
SEE US IN » EEE. ' 
BOOTH 234 


AT MACHINISTS © TOP SWIVEL JAW @ DOUBLE SWIVEL © HEAVY DUTY 
MIAMI COMBINATION PIPE © HINGE PIPE © WOOD WORKERS e¢ UTILITY 


SHEETMETAL WORKERS @ FILERS @© SMALL ANVIL 


The Right VISE For Every Job 


“FIRSTS” by PARKER VISES 


| —FIRST Vise to be made in U.S. A. A distinct 


{ —FIRST to adopt Hex Wrench to tighten base, elimi- 
improvement over European design. nating cumbersome binder bolt. 


2 —FIRST to use renewable jaws adding years to 


; —FIRST with outside screw retainer (saddle) resulting 
the use of the vise. 


in quicker tightening action and increased strength in 


the slide. 
—FIRST with the “Above the Bench” 


swivel 
base with a positive locking device. 


6 —FIRST to adopt tension spring in handle and increasing 
speed in operation and preventing “Pinched Fingers.” 


M Vi 
The CHARLES PARKER Co. “‘icie:s. Meriden, Conn. 
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7 } 
ut and telephon calls replacing 


many personal visits. ‘They regarded 


the change as only temporary, li 


CVCr 

I'red W. Swanson, J: newly clected 
president of Globe Machinery & 
Supply Co., Des Moines, was com 
missioned licutenant ().g in the 
Naval Reserve and left for training 
at Cornell University. 

‘Industrial distributors, in normal 
times, missed a great many profit 
ible lines that could have fitted in 
well with their industrial trade” 

I. H. Bertke, of Paramount Supph 
Co.. l'acoma, Wash. 

Behr-Manning Corp. promoted Louis 
W. Kemp to division manager for 
central and northeastern New York 

Manning, Maxwell & Moore, In 
opened a new plant to manufactur 
oil relief valves in Houston 

W. S. Wilson Corp., New York 
ceived signed telegrams from Gen 
cral Douglas McArthur and General 
Grehen Somervell congratulating 
American enginecrs and workmen 
on equipment used at the warfront 

Ihe National Association of Manu 
facturers announced that the aver 

, —] ge factory worker had improved 

DOU LE su rt for his living standard 41.4 percent in 

Bee few ppo more than three vears of war despite 


the steady rise in living costs 


Bristol! distributors in 53! 
risto iSTFIDUTOrs In ° ELECTRONICS INDUSTRY 


BOOMS 
| New! Forceful Bristol ads will really attract Genciifs quaien chausin oe 
rs 





attention. Your customers will see them in duction con be gouged from the fect 
PRODUCT ENGINEERING, MACHINE DESIGN, ELEC- that U. S. imports of the industry's 
TRICAL MANUFACTURING, MILL & FACTORY, THE products promise to top $4.5 million 
this year, Electronics, McGraw-Hill 
publication, says. This is 20 times 
the 1948 figure. 


TOOL ENGINEER, PURCHASING, PRODUCT DESIGN & DE- 
VELOPMENT, INDUSTRIAL EQUIPMENT NEWS. They'll 
be impressed at how widely and effectively used are 
Bristol's Hex and Multiple-Spline Socket Screws on 
assembly lines in scores of industries. 











New! Dramatic direct mail for your customers, 
D with your imprint, features Bristol's business- 
| a® Wy, G8) building ads. You mail them, we'll print them 
nay and supply them at no cost to you 


~ & 


You're sure this big Bristol promotion will really work for you, because Bristol 
makes every effort to direct business through the distributor, protect his profits 
by restricting distribution in each territory, support him with factory-trained 
salesmen, etc. Bristol's distributor policy is in black and white for all to see. 
No wonder it pays to be a Bristol distributor! 

A.3.5 


p p C70 Is SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. Who's that—a relative? 
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DISSTON. metal-cutting tools 
Sewe tem 


ISSTON products can benefit every one 
D of your customers in the metal-work- 
ing field. Whether they use files, hack 
saw blades, band saws or circular saws, 
Disston—The Profit Line of Quality Tools 
—insures repeat orders. 


For as any Disston Distributor can testify, 
Disston metal-cutting tools are tops in 
sales, tops in performance every time. 
Their consistent excellence brings cus- 
tomers back year after year, and puts 
dollar after dollar into the distributor's 
pocket. Write today for full information. 





And these top-rated products are sold 
exclusively through Disston Distributors 


Disston Bite-Rite Files 
, — Exclusive pin-leck allows 
Disston Hack Saw Blades and Frames wp to 30% longer Bie 


Disston Metal-Cutting Band Saws 
Disston Diss-Croloy Circular Saws 
Disston Chromos* Segmental Circular Saws 











|e tng wt nr ee eon 
Pe sans gt $ Disston advertising 
— . sae ‘seliability, many economies 
HENRY DISSTON & SONS, INC. © "See your DISSTON DISTRIBUTOR 
123 Tacony, Philadelphia 35, Po., U.S.A ae cout ake 


Branches: Chicago, Seattle, Portiand (Ore ) Vancou 


Factories: Toronto, Ont., Canada: Sidney, NSW. Au 


For your woodworking customers, Disston makes a complete line of woodworking tools; cutter heads, machine 
knives, carbide tipped saws and knives, band saws for wood, and solid and inserted tooth circular saws. 
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LEVELLED 


< To protect 
= lives and loads... 
use 


ROSBY. 
CLIPS 


AMERICA’S LARGEST-SELLING 
DROP-FORGED WIRE ROPE FASTENERS 
MADE BY AMERICAN HOIST & DERRICK CO., ST. PAUL 1, MINN. 


tuthorized Distributors Everywhere 


Today, tomorrow and every day, many of your customers 
will be reminded that it’s time to re-order wire rope fas- 
teners. Right this minute, some of them are writing out 
requisitions. And this you can depend on... most of the 
orders for drop-forged fasteners will specify America’s 
largest-selling brand —cROsBY CLIPs. Isn’t it common sense, 
then, to make CROSBY CLIP ads your ads... and those ready- 
made orders your orders? Just ask for the business on every 
call, and you'll find your volume growing month by month. 
Use our free, powerful sales aids, tco... pocket memo 
books, blotters, envelope enclosures, safety wall posters . . . 
all imprinted with your company name without charge. 
Here’s easy business .. . steady business. . . profitable 
business. Just remember to say, on every call: “How are 
you fixed for CROSBY CLIPS?” 

Visit US AT BOOTH 711 = TRIPLE INDUSTRIAL 
SUPPLY CONVENTION - MIAMI, FLA., APRIL 13-14-15 
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(Starts on page 148) 


Robert V. Peterson 


Laurel Supply Co. 
Names Sales Manager 


Laurel Supply Co., Hartford, Conn., 
has appointed Robert V. Peterson 
vice president and sales manager. 

Mr. Peterson has been with the 
company for the past five years. He is 
a veteran of World War II service 
with the Marine Corps. 


Jacobs Mfg. Co. 
Elects Director 


The Jacobs Mfg. Co., West Hart 
ford, Conn., has elected Samuel D. 
Conant, sales manager, to the board 
of directors. 

Formerly with Greenfield ‘Tap & 
Die Corp. and Putnam ‘Tool Co., he 
joined Jacobs Mfg. as sales manager 
in 1947. While with Greenfield, he 
served as representative in Philadel 
phia, Birmingham, ‘Toledo, Cleve 
land and Detroit. rom 1943 to 1946 
he was Detroit district manager 

He also served for two vears in 
Washington during World War II 
with the Cutting ‘lool Section, ‘Tool 
Division, WPB 


Farquhar Salesman Returns 


Harold Van Gundy, who left Far 
quhar Machinery Co., Jacksonville, 
hla., a year and a half ago, has 
turned to the company and will cover 
the ‘Tallahassee territory. He has re 
cently been connected with a catth 
business in Missouri 








ARO 

TOOLS 
help RYAN Step up 
AIRCRAFT PRODUCTION ! 


ili 


SCREW-DRIVING ... Aro Air Screwdriver used to install 
sine ig screws in windshield frames of Ryan-built refueling 
pods for huge Boeing KC-97 aerial tankers. 


GRINDING ... Aro Grinder rapidly grinds Ryan Aeronautical Co. in San Diego, Calif. speed- 
smooth the weld seam metal on large Ryan- 

built stainless steel exhaust system for Boeing lines production of assemblies for jet engines, 
B-50 bomber. 


° bombers, aerial tankers and other aircraft—with 
WIRE BRUSHING ... Aro tool with wire brush 
removes excess flux and scale from Ryan-built the help of ARO Air Tools! 
inner exhaust cone for General Electric J-47 jet 
engine. Do you need more speed to cut costs in drilling, 
grinding, polishing, screw driving and other 
operations? Perhaps ARO can help you! 
An ARO Field Engineer will gladly assist in 
engineering your job or contact your ARO dis- 
tributor. 


The Aro Equipment Corp., Bryan, Ohio 


Aro Equipment of Canada, Ltd., Toronto, Ont. 


Aliso .. . LUBRICATING EQUIPMENT 
«+. HYDRAULIC EQUIPMENT .. . AIRCRAFT PRODUCTS... 
GREASE FITTINGS 
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Thomas E. Berry 


New York Manager 
Weldiess hex heads are drilled Named by DeWalt 
and tapped in perfect alignment Thomas E. Berry has joined De 


so that end fittings pull evenly. Walt, Inc., Lancaster, Pa., as district 
manager for the New York Territory 


l‘ormerly regional sales manager for 
a welding materials manufacturer, he 
has also been connected with the 


Reins are designed substantially Scovill Mtg. Co., Waterbury, Conn : 
and the National Broadcasting Co., 


wider than end fittings to pro- where he served as personal aide to 
tect threads. Lennox R. Lohr, NBC president. An 


army veteran, he commanded = an 
Armored Force Test Center group dur 
ing World War II. He attended Yale 


and Columbia universities 
End fittings are straightened be- 
fore threading for free turning Bonney Forge & Tool 
with close tolerances. Names Advertising Head 
Bonney Forge & ‘Tool Works, Allen 


town, Pa., has appointed ‘Thomas G 
Judd, former advertising manager of 
Drop-forged flattened steel hook Thermoid Co., Trenton, N. J., as direc 


has extra thickness at point of tor of advertising and merchandising 
An Air Force veteran and former 


greatest stress. weekly newspaper publisher in Utah 
Mr. Judd joined Thermoid in 1950 


@ Upson-Walton rope fittings are 
sold through selected distribu- 
everywhere to assure you: 
. quick delivery from stock. 
. an Opportunity to see Upson- 
Walton products before buying. 
. other valuable distributor services. 


Write for free catalog. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE + CLEVELAND II, OHIO 
New York . Chicago . Pittsburgh 





YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE — ESTABLISHED 1871 Thomas G. Judd 
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SHOVELS 





makes the shovel, and Ingersoll makes 
GUARANTEED split-proof, curl-proof 





WHENEVER you need yer 
SPECIAL STEELS . 


for special purposes 
check first with __ 






Telele) 2) 





® carbon electric steel for tank clutch discs® alloy 
steels © armor plate clutch plate steels® tillage 
steels @ soft center steel® shovel steels ® knife 
steels ® saw steels, including high speed hack saw 
blade steels ® Tem-Cross steel® heat-resisting steels 
® stainless steels © IngAclad stainless-clad steel 





ENGINEERING 


Ingersoll STEEL DIVISION 





foe! =Borg-Warner Corporation + new CASTLE, INDIANA 


INDUSTRIAL OVENS ~ 


‘Here's why you will profit by cataloging this line: 


© Successfully sold NOW through In © Wide application in all types of 
dustrial Supply Catalogs industry. 





a 


* No lower cost source of Oven co 
® Dealers not required to carry stock pacity. $79.50 and up. 


© Immediate shipments if desired, © All units are fully (money-back) 
we will drop-ship guaranteed. 


© Substantial discount * Eleven standard models fill require 
ments to 1000°F 

* Strong national advertising pro oN onties 
gram © measuring — no installation 
* Catalog material and literature 


* These are production units supplied free-of-charge 


Send us 








, 5 . your 
Write inquiries 


today GRIEVE-HENDRY CO., Inc. specie! 


ovens for 


fer 1813 W. LAKE STREET * CHICAGO 12, ILLINOIS prompt 


— | - anananas ORIGINAL SITE of Great Lakes Sup- 











ply Corp., Chicago, shown here as it 
appeared in 1593, is now location of the 
company’s branch house 





c 


Elects New Members 
Phe Hardware Square Club of New 
v York inducted ten new members re 
New 


Loothes cently at a dinner mecting in 


York. 
Members of the Oyster Bay Square 
Club lent facilities and assisted in 
planning the meeting. 
Leather New members are: Lawrence B 


Hardware Square Club 





Heller, of Heller Brothers File Co.; 
rank A. Zachary, The Ridge Tool 
Co.; Henry Helmus, P. & F. Corbin 
Co.; Gerald H. Karlen, manufacturers’ 
sales representatives; Herman M 
Greenman, Cavac Tool & Supply 
Co.; Sol Gene Frager, Circle Supply 
Co.; Jack Boretz, Anthracite Supply 
Co.; Morris Eisenstadt and Max 
lisenstadt, Kisenstadt Brothers; 
George Krauss, George Walter Davis 
Co. 

The Hardware Square Club's an 
nual Shore Dinner and entertainment 
program, originally scheduled for May 
7, has been advanced to May 6 be 
cause of a dinner to be held for 

EXCELSIOR LEATHER WASHER MFG. CO President Eisenhower at the same ho 


MOCKFORD TLLINOIS tcl Mav 7, club officers announced 
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S-A HAND and , 

S-A CAR PULLERS MOTORIZED WINCHES S-A 
“TELLEVEL" 


seve manpower. One men enable one man to lift—or 
regulates material level in bins, 


| can move and spot from one move—heavy leeds—ue te 
SACO SPEED REDUCERS (to twelve cars. Every firm 6,000 Pra Ask fer Ses. tanks and storage silos auto- 
adapt standard full speed mo- with @ switch track can use letin No. 340 matically. Prevents overflow 
tors to any speed required. Save | one. Bulletin No. 1339 Normal duty, explosion-proof 
time, floor space, installation | and heavy-duty models. Bul- 
costs and maintenance. Bulletin | letin 11-0 
No. 643. 


That’s why more and more distributors 


are turning this S-A Line into growing 


sales and profits—HOW ABOUT YOU? 


S-A BOX CAR LOADERS 


speed up loading and trimming 
of loose, small lump materials in- 
to box cars. One man, part time, 
can operate. Bulletin No. 948. 


The equipment units shown here mean manpower savings 





or other operating economies for practically every indus- 
trial plant you call upon. 

That is why—in case after case—one unit seen in service 
usually sells many new users in the same area. Every item 
in this group is of the highest quality—a fact known to 
owners of S-A equipment coast-to-coast. 

Find out now how easily you can turn this S-A line into a 
steady, growing business. Write for details, discounts, 
prices and delivery schedules. 

S-A "'SWIVELOADERS" 


fill and trim dry bulk materials 
—up to 2” size—into cars, bins 
and storage spaces of low cost. 
Bviletin No. 1046. Can also be 
fitted to conveyors to extend 
storage range. Request Bulletin 
650. 


STEPHEN DAMSON 


STANDARD PRODUCTS DIVISION 








> 
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Opportunity "or 


to cash in on the | 
growing welding market! 


60% expansion seen possible! 


Tie up with Pa HL —the franchise that Theis W. Francksen 
keeps you ahead in competitive selling! — S#!«> Promotion Head 


Named by Disston 


Theis W. Francksen is the new sales 


The Industry’s Most promotion manager of Henry Disston 
Complete Line! & Sons, Inc., Philadelphia. George | 


4 . Hopf, Jr., has been named advertising 
You have a chance to make a sale of P&H welding pt J 


equipment wherever fabricating is done — wherever 
there's a maintenance job. There’s a prospect in al- 
most every plant or shop. 


manage! 

Assistant sales promotion managet 

since last year, Mr. Francksen joined 

the company’s advertising department 

in 1947 

A Line with More Mr. Hopf joined the company in 

1938 and spent three and a half years 

to Talk About! on the soe selling hardware retailer 

Only P&H welders have Dial-lectric Instantaneous through wholesalers. After discharge 

Remote Control that lets operator adjust heat right fom Westd War Il army service, he 

at the work, as easily as tuning a radio. No hard- 

working cranks to turn, no moving parts to wear out 
and cause delays and maintenance expense. 


became assistant to the idvertising 


manager 


A Line That’s Pre-Sold! 


As many as a million sales messages a month in 17 
leading trade journals pre-sell your customers and 
prospects on P&H advantages — pave the way for 
your calls, 


Write for Details! 


If you can see the tremendous profit possibilities — 
and the prestige — in representing one of the world’s 
best-known brand names in welding equipment, 
write us for information regarding a franchise in 
your territory, 


HD weioine DIVISION 


HARNISCHFEGER 
CORPORATION 


46863 West National Ave., Milwavkee 46, Wis, George E. Hopf, Jr. 





AC Welder Engine-Driven DC 
Are Welder 


—_— To Handle Rivett Products 


, 

ZA Rivett Lathe & Grinder, Inc., Bos 
ZE ton, has appointed Genessce Machine 
| —" Builders, Inc., Rochester, N. Y., as 

representative on the Ro hester area 
= for the company’s line of air and hy 
OC Rectifier Welder draulic valves and evlinders and power 


2503 


/ } Electrodes 





Positioners 


units 
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Sales Helps From Manufacturers 





Carboloy Offers Direct Mail Advertising Service 


coset wet wv 
\ 





An cffective, 4-piece direct mail 
service designed specifically to help 
distributors sell their stocks of stand 
ard Carboloy tools, blanks and “Live 
Spiral” masonry drills has been r 
leased by Carboloy Dept. of General 
Electric Co., Detroit, Mich 

Ihis service 2 self mailers, 

envelope stuffers, plus a suggested 
mailing schedule. This direct mail 
service is offered complete—with each 
mailing piece imprinted in the quan 
tity required by the distributor 

Ihe entire service is set up 
tabbed folder for 
ready reference in a permanent fil 


includes 


im a 


CONnVCTICNHCE and 


Minnesota Mining 
Issues New Booklet 


most complete 
ind dispensers” for 
use with the than 200 “Scotch” 
brand pressure-sensitive tapes is shown 
in a new 8-page booklet released bi 
Minnesota Mining & Mfg. Co., St 
Paul, Minn 

The booklet, which pictures 49 di 
pensers and taping machines, describ 
hand dispensers; stationary dispensers; 
portable, heavy duty, and desk dis 
pensers; definite length dispensers 
apron tapers; standard job applicators; 
and custom built models 

The booklet tells which tapes can be 
accommodated; plus the logical uses 
for each machine. 


“America's line of 
taping machines 


more 





Bonney Features 
New Display Unit 


new 
unit 
Pool 
fic XI 


mitstanding feature of a 
»0-Round counter display 
For by Bonney Forge & 
W ork Allentown, Pa., 1s. its 
bility 

Because this display can be started 
with a basic 3-board unit and growing, 
is Sales increase, to a 6-board unit, it 
enables a new, smaller dealer to “grow 
into” the tool business. 


The Bonney Merry-Go-Round is 
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simpk . but perman nt in construction 
It has a revolving base which turns 
on a centered pivot with rollers spaced 
at all times 

a_ practical 
i1utomotive 


for accurate balance 

The display provides 
working stock for small 
parts dealers, hardware stores, farm 
dealers, marine supply 


refrigeration Of 


implement 


ind electrical 


stores 
supply houses 

\ unique feature of the 
board which is supplied with drop in 
locking pins. When these pins are re 
moved this board serves as a door thus 
providing storage within the unit 

The Merry-Go-Round is made up 
in two distinctive ines—Bonney DL 


or Bon-E-Con ZDI The latter is 


Bonney’s new economy line 


unit 1s a 


Myers Introduces 
Pump Parts Display 


\ new point of purchase display for 
pump parts has been introduced by 
he F. E. Myers & Bro. Co., Ashland, 
Ohio, manufacturers of water systems, 
pumps, sprayers and water condition 
ing equipment. 

Che top rack of the display, which 
holds many different variations of fast 
moving parts, enables the customer in 
many cases to point out a part he 
needs without leafing through pages 
of catalogues. A handy parts guide is 
ittached to the side of the display for 
the use of the customer if he can’t 
find what he wants on the rack. A 
deep bin, in front, keeps fast-moving 
parts within easy reach of the dealer 

The vellow and green display, con 
tructed of sturdy cardboard, is 
shipped ready for assembly. 


Soonuine tig hh LS FI 
mem Pump / 
mmg PAR 

ee) 


f= 


¥, 





WHEEL GRINDING-—Norton Co., 
Worcester, Mass. has issued a tech 
nical bulletin entitled Electroly 


Z | NC PV aRed 4 tically-Assisted Diamond Wheel 


Grinding of Cemented Carbide”. ‘The 


FAS | th bulletin, prepared by their res irch 
and development department, con 
tains photographs, charts, and tables 


to illustrate this study. In order to 
limit the scope, and because Govern 


ment records indicated that the sharp 
a ening of single-point carbide tools “is 
Va ’ ~~ the largest single consumer of dia 
mond bort the cexpcrim nt to date 
CRS WES NETS GRC CAP NUTS have been closely related 
Exclusive, finger-grip design; easy Die cast, not turned! Free of tool tie 
to assemble, disassemble; brightly marks and cut-off burrs; class 2 — 


finished, clean threads threads tapped-square with face of nut. etn . 
FORK ‘TRUCKS— Ile huts ram 


. : ; ind fork trucks, with capa t from 
*_. v ’ 12.000 to 60.000 Ib ire. th ubject 


— i > é of a new brochure re kk i cd bv the ] ] 
” Ss well-Parker Electric Ce Cleveland 
GRC SMALL TUBULAR RIVETS Ohio 
GRC WING SCREWS Die cast, not headed! Closer tolerances, Phe new literature contain photo 
A steel screw combined with GRC’s more uniform heads for greater riveting effi- graphs showing these handling trucks 
tt t ° j ”, “ _ 5 g 
attractive finger-grip wing-nut. ciency. Dia. up to 9/64”; lengths to 5/16”. in action transporting coils and sheet 
stecl. Various applications within the 
Gries die cast zinc alloy fastenings are durable, plant are included 


ah RUSTPROOF rustproof economical, too! All Gries fasten- , 


ings may be used without frites finishes C In addition, 11 models are de 
most applications urnished in ail commercia 

e DEPENDABLE finishes when desired. Prompt delivery on standard scribed; all are detailed iccording to 
sizes—specials to order load capacity, and overall dimensions 


a 
DURABLE WRITE TODAY FOR SAMPLES AND PRICES ——— One section is devoted to the trucks’ 


engineering features 
GRIES REPRODUCER CORP. | - 


110 Willow Ave., New York 54 © Phone MOtt Haven 5-7400 
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; tion,” is yours for the asking. It contains 
IKING important facts you should knov’ and con- Plomb Tool Offers 


AN HONORED NAME sider, when selecting the proper pump, and New Display Material 
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This 8-page booklet, “Studying the Installa- 


IN PUMPING when making an efficient, successful pump 
iia ' installation. I'wo new point-ot purchase items 
= an air action display and a fluorescent 


screw extractor card—have been prc 


J * 
Pump ComPANY pared for Proto tool sellers by the 
’ in Plomb ‘Tool Co., Los Angeles, Calif. 
'@-velela Zell ty lowa Designed to use the normally un- 


productive but visibl space above floor 
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You Can Always Supply the Right Jack 


vt SIMPLEX. 


ymplex 


Simplex LEVER Jacks 


Simplex Lever Jacks are available in a 
broad range of types and capacities, in 
cluding single or double acting models 
with malleable or aluminum housings. 
Ratchet Lowering types raise and lower 
the load notch-by-notch and cannot be 
tripped. Trip or track jacks drop the load 
upon release and are recommended for 
track work only for reason of safety. All 
include construction features, long life and 
dependability for which Simplex is noted. 


LEVER - SCREW . 


MYORAULIC 


‘ 


LEVER , 








" ce 
~.*> 
’ 


SCREW: 


For each job there is a jack that will work better, faster, more 
efficiently. The Simplex line is complete—each jack designed 
and engineered for definite purposes and applications. Be- 
cause of this, the Simplex Distributor can recommend, without 
prejudice, the Jack that best suits his customer's needs, whether 
a lever, screw, hydraulic or special jack is required. This un- 


biased service results in satisfied customers. . 


repeat sales. 


Simplex SCREW Jacks 


Reliable Simplex Screw Jacks feature dur- 
able construction, malleable bases and the 
single, iarge chrome-moly steel pivotal ball 
that reduces friction 88%. Built for heavy 
duty work and resistance to abuse, Sim- 
plex Screw Jacks are the safest, easiest- 
acting Screw Jacks to be had! 


. good will and 


Simplex HYDRAULIC Jacks 


Rugged, powerful Simplex Hydraulic Jacks 
are available in four types: the fast-acting, 
standard Hydraulic Jacks in single and 
double pump models, the famous Simplex 
Jenny Center-Hole Hydraulic Puller, the 
versatile Re-Mo-Trol remote controlled hy- 
draulic Jack and Puller with solid and 
Center-Hole rams, and the new Rol-Toe with 
equal toe lift and cap capacity. 


*....and Simplex makes the SPECIALS, too! 


Many jobs are done better with modi- 
Simplex 
hos developed a number of stock mod- 
els of special jacks such os Trench 
Braces, Mine Roof Jacks, Cable Ree! 


fications of the types above 


Jacks, Pole Pulling of Straightening 
Jocks, Planer Jocks, Pipe Pushing Jocks, 
Railroad Equipment, etc., thet perform 
with top efficiency ond economy in 
their particular job 








Jacks 


TEMPLETON, KENLY & COMPANY 


1036 South Central Avenue, Chicago 44, Illinois 





Simplex Jacks are sold through Industrial Distributors only 
—no direct-from-factory, automotive or mail order sales! 
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BUFFALO 


AJ 


BELTS 


YOU. % Over 200 Sizes % 35 Widths 
*% 7 Thicknesses — IN SOLID-WOVEN COTTON BELTS 


Some Distributors and their salesmen are passing up plenty of substantial 
conveyor belt sales because the line of belts they handle isn't extensive 
enough to furnish the right size, width, ply or surface TREATMENT to fill 


the customer s requirements 


his seldom happens to the Distributor that sells BUFFALO BELTS for 





6 SPECIALLY- 
TREATED BELTS 
PLASTEX COATED 
LATEX IMPREGNATED 
PARAFFIN COATED 
ASPHALTUM IMPREGNATED 
GLAZED BELTING 
RUBBER FILLED & COVERED 


AND 
WE ALSO OFFER A 
COMPLETE LINE OF 
STITCHED CANVAS 
CONVEYOR BELTS 





here is one of the most extensive lines of 
solid woven cotton conveyor belts im the 
world! There is a size, a width, a ply or a 
specially TREATED Buffalo Belt for 
practically any conveying job you can 
name 

Buffalo Belts have tremendous sales 
appeal! MADE TOUGHER from the 
sturdiest cotton yarn and WOVEN 
TIGHTER by our exclusive WOV-IN 
WEAR Process, they naturally LAST 
LONGER and build sure-fire REPEAT 


sales! 


Unite Joday/ 


on your letterhead for 
ovr catalog and price list 


ad ° 


BUFFALO WEAVING & BELTING COMPANY 


and window displays and over coun 
ters, the air action unit is held by a 
cord that can be attached to almost 
any overhead object. It consists of four 
brightly colored, modernistic card- 
board pieces, held together by strings 
in such a manner that the pieces bal 
ance properly. Natural air currents 
keep the four pieces in constant 
motion, thereby attracting the atten- 
tion of store traffic to the advertising 
Tre ssage. 

he large top card reads “Headquai 
ters for” and shows the Proto trade¢ 
mark. The other three cards read 
Proto means PROfessional TOols,” 
Buv Them Here” and “See Our Big 
Selection” 

(he display card on screw extrac 
tors fits over the rack for these tools 
that is used on Proto merchandisers. 
Its bright red fluorescent surface at- 
tracts customers. Copy on the wings 
ind front tells why the extractors ar 
superior to other types. 





Allen-Bradley Offers 
Wiring Diagram Book 


A 24-page wiring diagram bulletin, 
decribing the many ways that the mak- 
er’s 709 magnetic across-the-line starter 
can be applied, is now being offered 
by the Allen-Bradley Co., Milwaukee. 

Illustrated are both wiring diagram 
symbols and line diagram symbols, and 
wiring systems for various across-the 
line starter applications. 

rhe line diagram is a representation 
of the system, showing everything in 
the simplest way. All connections are 
made in such a manner that the func 
tioning of the various devices can be 
most readily followed visually. 

Wiring diagrams are shown for all 
sizes of starters; l-, 2-, and 3-phase 
systems; jogging; two-wire control; 
pump operation; thermostat control; 


BUFFALO 7, NEW TORK 


209 CHANDLER STREET 
CHICAGO Derroir 


sequence control; and many others. 
(Continued on page 256) 


NEW YORK PHILADELPHIA LOS ANGELES 
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YOU CAN OFFER... 


e a complete range of sizes 

e a complete variety of types 

e all from one source with 
uniform quality 








Every factory requires the use of Stops — Valves 
— Fittings for Water — Steam — Air — Gas Lines 
. . . Consider the number of shut-off stops used 
for coolant liquids in factory machining opera- 
tions that need replacement from time to time. 

Take time to study the HAYS Catalog. Familiar- 
ize yourself with the more than 3,500 products in 
the HAYS line. Show it to your customers. 

Over 80 years’ manufacturing experience has 
gained HAYS a reputation for quality and serv- 
ice. A consistent distributor policy is consistently 
maintained. ... 

HAYS supports you with literature for person- 
al distribution ... plus consistent advertising 


in the trade magazines. IT PAYS TO SELL HAYS. 











HAYS MANUFACTURING COMPANY 


General Offices, Machining, Fabricating and Assembly Plant 
823 West 12th Street, ERIE, PA. 


Foundries: Erie, Pa., and Albion, Pa. 
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THEY SAY THAT 
SOME SHEAVES CAN 
EASILY BE MOUNTED 
IN ONE PIECE AND 
GIVE THE SAME 
SHAFT GRIP AS THE 
TWO ~DPIECE DESIGN 


FIGURE 1—TO MOUNT THE QD IN TWO PIECES 


ou (1) slide the split hub on the shaft, (2) 
: 


position it with the locking clamp-screw in the 
flange, (3) draw down on the set-screw over 
the key (QD exclusive) to prevent it from 
drifting, (4) slide the QD rim with its large 
taper bore opening up on the taper of the 
hub, (5) draw up on three heavy hex-head 
pull-up bolts for a tighter grip than you get 
with any other sheave. 


FIGURE 2—-TO MOUNT THE QD AS A UNIT where 
a Woodruff key is used in a shouldered shaft, 
you (1) locate the loosely assembled hub and 
rim of the QD sheave against the shaft 
shoulder and (2) draw up on the three heavy 
hex-head pull-up bolts. That's all there is to 
it. And you haven't sacrificed any grip on the 
shaft. For removal, you simply use pull-up 
bolts as jack bolts in specially tappe d holes 


NO, CHARLIE... LISTEN- 
THE SHEAVE THAT GRIPS 


THE SHAFT TIGHTEST 


I$ THE ONE THATS 

DESIGNED TO bE 
MOUNTED IN 
Two pieces / 


Let’s settle this one 
RIGHT NOW! 


You can’t have your cake and eat it too. 


A one-piece sheave assembly may grip the shaft suffi- 
ciently tight for average use, but it won’t keep the shaft key 
from drifting. Your answer to this problem lies in an exclu- 
sive key set-screw in the hub of the two-piece Worthington 
QD* Sheave. The set-screw is tightened with the hub on the 
shaft before the rim is slipped on (figure 1). 


Of course, if you use a Woodruff key in a shaft with a 
shoulder, drifting of the key is no problem and you then 
can mount the Worthington QD assembled in one piece 
without any sacrifice of its famous friction-cone grip (figure 2). 


WORTHINGTON’S COMPLETE LINE OF MULTI-V-DRIVES 
includes QD sheaves in all sizes, QD Juniors and other 
fractional horsepower V-pulleys, as well as Worthington- 
Goodyear V-belts. Your distributor has complete stocks 
backed by the largest factory stocks you'll find anywhere. 
Write for Bulletin V-1400-B7F to Worthington Corpora- 
tion, Oil City, Pennsylvania. 


*Reg. U. S. Pat. Of 


| Ads Like This Build Preference For 


e 
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ATTRACTIVE APPEARANCE on the outside is one of the reasons users like 
Worthington compressors. But it’s the superior construction on the inside 
that spells “‘lowest-cost compressed air’’ (see cutaway below). 


“The insides of this unit show 
you why it gives compressed 
air at lowest cost”’ 


Of course you want outward “good looks’”’ in an air 
compressor. But if you’re from Missouri, you take a look 
inside before buying. 
All Worthington compressors, like this popular tank- 
mounted ‘“‘Balanced Angle’’, have both a clean, modern 
and functional appearance and the best inner working parts 
you'll find anywhere. 
You'll find too that your Worthington distributor has a s 
standard line of air compressors from !; to 100 hp. No- ee eS cia ae 


heat radiation results from V-cylinder arrangement, (2) 
Higher eficiency is possible with a radiator-ty pe intercooler, 
7 
} 


There are the Balanced Angles up to 15 hp. . . air-cooled Cooling is more effective with a high-capacity fan. (4) 
Sm ation and longer life can be expected with 


radials 25 to 100 hp. . . water-cooled horizontals up to 100 t 
Ee ? - the drop-fo crankshaft with integral counterweighta, (5) 

hp. Write for Bulletin H620-B30 to Worthington Corpora- Maximum durability is the advantage of the Timken main 
. > . ’ a . , °° ae roller bearings. And of course there's the lower power con- 
se | Pump " Compressor Merchandising Division, sumption that goss with the esclusice Werthington Feather® 
arrison, New Jersey. valre—lig! 


*Reg U.S. Pat. On 


Ads Like This Build Preference For 


where is there a more complete line. 


test, tightest, quietest valve made. 


PC.2.51 
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BENCrICRAFT 


PRE-PACKAGED WORK BENCH 


THE ONLY BENCHES 
THAT HAVE 
TRUSS TYPE LEGS 


The BENCHCRAFT “Truss 
Type” all welded, bench legs 
are formed of heavy gauge 
steel for maximum rigidity and 
strength. The “Truss Type’ de 
sign assures o sure, solid foot 
ing a natural for strength 
These 


are also ideal for m inery 


Truss Type bench legs 


mountings, storage racks ond 


platfor ms. 


The standard heavy duty, all-steel 
BENCHCRAFT with extra wide lower 


shell, drawer and back and end stops 


Model MS 4824-32 
48°224°32%" 
as illustrated with pressed wood top, drawer 


and shelf 


Assembled Size Complete 


An all-steel, unit packaged work 
bench that meets the needs for a 
popular size, low priced, all-pur- 
pose bench. 


Here is the latest in work benches for assembly, sorting, packaging 


and dozens of other uses and it is a ruggedly constructed, all-steel 
bench that is Benchcraft Engineered throughout to give users a full 
measure of design and honest construction. Since it is unit-packaged 
there are no loose ends in your stock room no lost parts and no 
bock orders. A completely modern bench produced in large quanti- 
ties to sell at one low price. It's the right bench to sell where flexibility 


is needed and where the work is not unusually heavy 


Rencheraft work benches, these u 


end-to-end to provid» 


4 n, or they can be crranged ba 


ck A it holes 


DISTRIBUTORS 
write for full information — 

The BENCHCRAFT LINE includes a complete range 
of stanJard and special work benches and other 
fast moving shop equipment. Write today for new 
catalogs and protected distribution plan. Some 
good territories are still available. Present 
BENCHCRAFT Distributors protected. 


BENCHCRAFT 


INCORPORATED 
3669 Olive St. St. Louis 8, Mo. 


we puncred and r 
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THREADING TOOL—Bulletin No. 
110D describing its threading tool has 
been published by Rivett Lathe & 


| Grinder, Inc., Boston, Mass. 


Fully illustrated, the new bulletin 

shows how this threading tool pro- 
duces a perfect thread independent of 
operator skill and the successive oper- 
ations of an indexing system which 
presents each of ten cutter teeth to 
the work to form the thread. 
PUMPS—A bulletin on a newly de 
signed 14-in. self-priming centrifugal 
pump has been issued by Carver 
Pump Co., Muscatine, lowa. It illus 
trates and describes this gasoline en 
gine driven pump which is portable, 
and will handle 6,000 G.P.H. at 17 ft 
suction lift (including friction) against 
17 ft. total head. Bulletin No. 151 
completely details the features of this 
pump which is the maker's latest ad 
dition to their line of self-priming 
centrifugal pumps. Space is provided 
for distributor imprint 


SCREW CONVEYORS 


FEEDERS 


REW 


Screw Conveyor Data 
In New Link-Belt Book 


information on 
screw conveyors and feeders 1 
provided in a new 92-page Book No. 
89 issued by Link Belt Co., Chi 
Cago, I] 

Ihe book gives detailed engineering 
formation, with selection tables and 
horsepower formulas, layouts and a1 


Comprehensive 


SCTCW 


> 


rangements, dimensional data and part 
numbers, to permit selection of screw 
conveyors and screw feeders for many 
tvpes of applications. Installation pho 
tographs show screw conveyors used 
for conveying, elevating, heating, cool- 
ing and mixing. ‘Typical applications 
of specialized convevor screws on farm 
and industrial equipment are also 
shown 

In addition to the helicoid flight and 
sectional flight conveyor screws used 













the needs of every industry using 
or pow 
Victor line. 


n, balata, 


You can meet 
conveying, elev ating, 
ymplete 


« with the 


tem 
a wide variety of solid wove 
stitched beltings in various widths and ply thick- 
lete customer satisfaction offer 
_ belting from 


le-free 






N BI LTING widely 


gle source ( 
sstruction 


IN sOLID woOv 
, conveying: 


this si” 
EN ¢ OTTO 

Innerbound cot and 
Ay ailable 
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ysed for ligh 
t weave 
hab 


ly separ | 
s and impregn4 
A single sanita 
equirem 
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prevents P 
le coating tions 
ry tex 


ents 


SUPRI NI 
tile belt that meets elevating am 
handling practically a 


a power transmission belt. 
For effict 


ry han 


ent and sanita 
{ most 


| | as 
(75 FOOD CONVEYOR 
| dling of food products. Resistant t the action © 
food and fruit acids due t© thorough Neoprene impregna 
= tion and cover Fasy © clean by steam OF hot water 
odorless and tasteless- 
LATA—“* be used for general power trans 
ideal for conveying and 


vicTOR BA 


ion service- Has also proven 


miss 

elevauing- 
4 MPERE } belunge 
for general 
Usually furnis 


able raw and wit 


An economica 
wert trans 
d, but avail 


missit mn 


R 
ON a on INFORMATION 
PRODUCT Ho BALATA 
eC E 
PLETE CATALOG FOR Cost 


CANVA 
elevating, conve) 
hed impregnated at 


h other treatments 
justrial 1 


These are only 4 


Viete B 
- 
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CONSISTENT 
THREAD 
ACCURACY 
pays off with 
your customers 


i 


Made to A.P.I. and AIS. Specifications 


These superior products are bored and 
threaded on special machines according 
to Harrisburg Steel's time-tested methods. 
Coupling threads are accurate in form, 
height, angle, and lead . . . Flange threads 
in height, angle, taper, and gauging. 
Write for literature and prices... today! 





HARRISBURG 
SEAMLESS STEEL COUPLINGS 


HARRISBURG 
DROP-FORGED STEEL FLANGES 


Manufactured to A.S.A. Standards 





atrisburg Steel 


com PORATION HARRISBURG 18 
PENNSYLVANIA 





SOURCE 
OF 
SUPPLY 
FOR ALL YOUR LIQUID AND 
STEAM CONTROL SPECIALTIES 


Pressure 
Regulators 


Temperature 
Regulators 


Float Valves 
Relief Valves 
Strainers 

Pop Safety Valves 
Level Controllers 
Motor Valves 
Float Boxes 
Diaphragm Valves 
Water Gauges 


Balanced Valves 


Here at Keckley you can get everything you need 
for controlling liquid and steam service—all from one 
source. It's the simple, easy way to handle your require 
ments—saves valuable time and trouble for you and 
assures your customers of the best regulating equip 
ment available. Here's a profit making line that makes 
for easier, simpler satisfying of your customer's needs 

Don't forget to send for your free copy of the Keck 
ley Catalog 54-C, featuring our complete line. Write 
oO. « Keckley Co., 400 


Madison St., Chicago 6, Iiinois 


cKLey_& 
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m the majority of installations, the 
book shows many other types such as 
the cut flight conveyor screw for myx 
ing light granular or flaky materials; 
ribbon flight for sticky, gummy or 
viscous substances; paddle conveyor 
screw for mixing, stirring or blending; 
ind screws with tapered flight, double 
flight, short pitch, long pitch, et« 
all designed for special conditions 
Engineering data and component 
specifications comprise 54 pages of 
Book 2289. Many practical sugges 
tions for correct selection and arrangé 
ment of component parts are included 


“QD” Sheave Guide 
Issued by Fort Worth 


Fort Worth Steel & Machinery Co., 
Fort Worth, ‘Texas has issued a “QD” 
sheave specification guide which gives 
dimensions and weights of OD V-Belt 
sheaves and hubs manufactured by the 
company 

Construction features in this Guid 
No. 83 are described by cut-away pho 
tographs; installation and removal in 
structions are illustrated by pictorial 
panels 

lables and line drawings give com 
plete hub and sheave dimensions in 
cluding face width, hub position, hub 
length, minimum and maximum bore 
is well as dimensions of standard kev 


Way 


SLING CHAIN CHART ~The Chain 
Div. of The McKay Co., Pittsburgh 
Pa., has completed a new chart de 
signed to make sling chain selection 
casicr, simpler and safer 

Phe chart identifies the variou 
tvpes of sling chains and the different 
ittachments which mav be used on 
single, double, triple and multipk 
slings for hfting any given load. It 
gives specifications, length and width 
of links, number of links per foot, 
proof-test and other pertinent data 





Industrial Distributors Sales 


4 





ER © = rt en mens 7 ow 


1952 1953 


1952 sales of SHELDON Lathes, 
Milling Machines and Shapers 
by Industrial Distributors broke all 
previous records. 


1953 sales stand to surpass even 
1952, because of increased produc- 
tion capacity at the SHELDON 
plant. 


From now on we hope not only to 
keep up with current orders, but 
to produce enough machine tools 
so that our Industrial Distributor 
can again keep some in stock—at 
least, a few for their display floor. 


SHE 


CHICAGO 


Wi \ 
wn 


SHELDON MACHINE CO., INC. 


4232 North Knox Ave., Chicago 41, Illinois 


\ 


\ 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 








Sell DAKE when your 
customers need presses 


DAKE is the most complete 
arbor press line 


ARBOR PRESSES 
1 to 25 tons 
Bench, Pedestal or 
Floor Models 


HYDRAULIC PRESSES 


25 to 300 tons 
Electric, Air, or 
Hand Operated 








SPECIAL PRESSES 


engineered to individual 
requirements 


WE HELP YOU GET THIS 
BUSINESS, TOO 


With the DAKE line 
you will obtain a larger share 
of the press business 





DYN .@am DAKE ENGINE CO. 
PRESSES 631 Monroe St. 


Grand Haven, Mich. 
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chain users and buyers require. The 
working load limits of single-branch, 
double, triple branch and multiple 
branch McK-Alloy slings, when used 
at 60, +5, 30 and 10 deg. angles are re- 
corded in pounds. 

The back of the chart contains tips 
on how to use and care for sling 
chains, as well as definitions, cautions 
and instructions on using and servic- 
ing chains. A ruled form provides space 
for keeping performance records of all 
slings used in a department or plant. 


Ettco Tool Issues 
New Mailing Pieces 


A new 2-color mailing piece and a 
2-color envelope stuffer describing 
their multiple drilling and tapping 
heads has been announced by Ettco 
Tool Co., Inc., Brooklyn, N. Y 

The literature describes in detail a 
multiple head system, the design of 
the work holders and also highlights 
a method of getting a quotation for a 
customer's part. The sales aids illus 
trated describe other methods and 
equipment available to make the prob 
lem of drilling and tapping easier to 
understand. 


DIESEL ENGINES—A unique and 
informative new booklet on diesel 
engines, written in simple, non 
technical language, has been published 
by the P&H Diesel Division, Harni 
schfeger Corp., Crystal Lake, III 
Entitled, “What You Should 
Know About Diesel Engines,”’ it calls 
upon the grade school “primer” tech 
nique for both telling and illustrating 
the diesel story. Its main objective is 
to show how simple the modern diesel 
engine is and how easy it is to under 
stand its operation. The booklet 
records the diesel engine’s invention 








A Complete Roller Chain 
Power Transmission Line 
To Fill Industry’s Needs 


Jao 


There's more to selling a roller chain line 

than an interchangeable bushing system. 

Your customer being aware of this, will 

want the full services of experienced 

personnel who know and understand power 
REASONS WHY YOU transmission and its problems. 

Cullman offers a complete power 

SHOULD SELL CULLMAN transmission line — engineering and field 
services — stock and special sprockets — in 
fact everything to fill industry's needs. . 
yl plus 60 years of experience. 
= When you sell The Cullman Power Trans- 
37 mission line you sell quality that is reflected 
tee 7p: in long life, better service and increased 
profits to you. 


ROLLER CONVEYOR STOCKS OF ALL “a@7CULLMAN 
CHAINS CHAINS PRODUCTS a 
Grip-Mlaster sPROCKETS 


(for Hub Type 
Sprockets) 











. wast 


FLEXIBLE STOCK & SPECIAL 
COUPLINGS SPROCKETS 











(for Plate Type 
Sprockets) 


JA 


< ‘4 @ “Off-the-shelf’ SERVICE 


‘eames. 
oe @ ALL STEEL CONSTRUCTION 
ENGINEERING FIELD @ MINIMUM SERVICE REQUIREMENTS 
SERVICE SERVICE © INTERCHANGEABILITY 


@ ALTERATIONS ELIMINATED 








SELL THE LINE THAT HAS THE SERVICE 


a CULLMAN power transmission 


ROLLER CHAINS and SPROCKETS 


CULLMAN WHEEL COMPANY ° 1347 M ALTGELD STREET ° CHICAGO 14, ILLINOIS 
REPRESENTATIVES AND ors tTrisuTtoRrRs iN Att PRINCIPAL ciTries 
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THERE HAS BEEN A 
STEADY INCREASE OF 


FOR SPRACG 
& biulHes 


IN YOUR CUSTOMERS’ 
MACHINERY 


aa 


FOR OVER-RUNNING « 
BACKSTOPPING « INDEXING 


. » » Formsprag clutches pro- 
vide greatest torquecapacity 
for size and weight. A full 
complement of sprags grip at 
an infinite number of posi- 
tions—no backlash. 


Formsprag distributors are 
now receiving assistance 
from district managers. Also, 
Formsprag distributors now 
have the backing of a com- 
prehensive advertising and 
sales promotion program. 


Several distributor terri- 
teries are available. Write 
Formsprag Co., 23599 
Hoover Road, Van Dyke, 
Michigan. 


FULL COMPLEMENT 


f. , 
FORMSPRAC 
Calne s. 


FORMSPRAG COMPANY 


and carly devclopment; compares it 
with the gasoline engine; tells about 
the 2<cycle and 4¢cvele types of 
diesel explain it operation im 
unple pictures and words; and reports 
latest 
cngme design 


| hie new 


por ket size 


advancements in modern diesel 


in hands 
of illustra 


2color booklet I 
ind ha doz 1} 


't y page 


Vah 


ned 


VALVES 

Palisade 
£+-pag 

then 


non-plugging 


| tl | rf xible 
Park, N has 1 
catalog (No. FL3S2 
complet line ot 
fl xibl 


( orp 

1 new 

ce ribing 

pul hi-tvp 
il 


Ihe new catalog includes illustra 
tion 


Tht mad characterist 


idvantages and 
of the valve 
tion 


mil ale cribs thr 
long with complete data on sele 


mounting imstallation ind min 


tonance 


Kneisley Elec. Empioys 
Plastic Containers 


Royal blue and yellow silk screened 
vinyl plastic contamers are employed 
bv The Kneisley Electric Co., ‘Toledo, 
Ohio to package their “K-Line” of 
high speed twist drills 

Four packages are available. ‘The 
KB-29 contains 29 drills from ‘s-in. 
to 4-in. in’ ey-in KB-15 con 
tains 15 drills from ve-in. to 4-in. in 

KB-13 contains *-in. to 

j-in. in ey-in, steps. KB-10 same as 
KB-13 but omits 11-13 and 4i-n 
er 


LOCKNUTS—Two new __ four-page 
bulletins, one on Flexloc self-locking 
nuts and the other on Hallowell steel 
shaft collars, have been prepared by 
Standard Pressed Steel Co., Jenkin 
town, Pa. Both information in 
text and illustrations on product prop 
erties and applications 

Ihe sizes and the metals 
in which locknuts (thin and regular 
ire available. Sizes of Flexloc external 
wrenching nuts and clinch nuts ar 


steps 


nm, steps 


give 


ire listed 


also included 


Ihe bulletin on Hallowell stcel col 
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GOOD TERRITORY 


STILL OPEN 


FOR DISTRIBUTION 
OF 
FAMOUS 


. yes, our popular ADAMANT 


Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 


BOTFIELD backs its Distributor’s 
sales efforts with consistent trade 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time. 


- ‘ ‘ 
FIRE BRICK CEMENT 
my a — 


Write for our Distributor Proposi- 
tion today . . . we believe it wil! 
prove attractive to you! 


REFRACTORIES CO. 
781 S. Swanson St. Philadelphia 47, Pa. 
in Canada, Canadian Botfield Refractor. 
jes Co., Ltd., 171 Eastern Avenue, Torente 





3 Punch . . . 2” hole thru 
iron — a well balanced teo 


¢ 6 Skylight, Ventilating, ry 
fank Fiange Punch... ie” hole 
thru 3/36” iron—es; ially adap- 
ted for Button Punching 


2 @-B Punch .. . Me" hole 
thru 4 iron — side gauge mark 
ed im fractional inches 


W. A. WHITNEY 
Hand Lever Punches 











The right tool for the job 
from this complete line 


Since we began to manufacture W. A. Whitney 
Hand Lever Punches in 1908 industry has shown 
a decided preference for them. Our Lever 
Punches are built for hardest service accord- 
ing to their rated capacities—finely balanced 
strong in construction. This is a good line for 
steady income. 

@ Send for our new catalog which shows the 
complete W. A. Whitney line. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 








BORING TOOLS CHISELS, WOOD 


No. 624 


TOOLS B) 


THAT WORK BETTER , oe 
SELL BETTER 


a 
No. 100 v4 
Auger Bit 


COLD CHISELS SOLDERING IRONS LEVELS 
& PUNCHES 


No. 60 





Camera r No. 233 — 24” 


No. 68 / No. 345 / 
Pin Punch J = Machinist's No. 34V 


Ti 
No. 74 if Armor Clad Tips 


No. 48 
Diamond Point 





MITRE BOXES PLANES 
No. 68 


Boxwood 





HAMMERS SQUARES 


"Yankee" 


No. 130A 


No. 312 
Ball Pein 


No. 2702 
Phillips Driver 
No. 122 


Combination 








ee eee ae oe Oo ee ee oe ee) 


Sold through industrial distributors. 
A N LEY Stanley Tools, New Britain, Conn. 
al HARDWARE + TOOLS - ELECTRIC TOOLS - STEEL STRAPPING 
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lars lists the 42 standard sizes for shafts 
from ‘s-in. to three inches in diameter. 
Also shown is the Hallowell collar in 
use on textile machinery, movie projec- 
tors, printing equipment, lift trucks 
and other industrial machinery. 


CANS AND PAILS 


Dig 


bom! 


There's no end to the uses of WITT 
CANS and PAILS. You'll find them filled with 
flour in a bakery ... ashes in a boiler room 
. paint in a manufacturing plant... 
plaster on a construction job. - . —z , ; 
Wherever a durable Can or Pail is f a 
required, there's likely to be a 


WITT. Known for their ruggedness... 3 , 
WITT CANS and PAILS are Swivelier Offers 


guaranteed to outlast 3 é 4 New Lighting Catalog 


to 5 of ordinary CANS. 


A new overall catalog, Bulletin 132, 
has been published by Swivelier Co., 
Inc., New York, on their line of 
universally adjustable lighting pro 
ducts. 

Ihe new catalog replaces all pre 
vious Swivelicr catalogs on their 
entire line which consists of over 300 
units. Featured in the bulletin are 
ten new items and 13 redesigned 
units. The 40-page catalog is litho- 
graphed in two colors with a five 
color center insert which describes 
WITT CAN AND PAIL FEATURES Swivelier “Vogue-Lites”, * modern 
lamps for modern interiors. 

Illustrated with both installation 
and line drawings, the catalog shows 
suggested applications of most 


with others on these points... 


STRAIGHT SIDES—ossure extra resistance to rough handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can adding 

further rigidity. pre ducts. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 

STRUCTURAL STEEL BANDS—protect top and bottom of Can and REGULATORS-—A new 8-page book- 

act a8 shock absorbers. let (Bulletin ST162), describing their 

HOT DIP GALVANIZING—a hand process after fabrication, new line of Series “V” temperature 

insuring heaviest possible rustproofing. regulators, has been released by 
PINCH PROOF HANDLES—for easy handling. Farris Stacon Corp., Palisades Park, 


STURDY LID—snug fitting yet easy to remove. N. J. 
Ihe new bulletin illustrates and 


details the operation and uses of these 
THE WITT CORNICE COMPANY self-operating temperature regulators 
2111 WINCHELL AVENUE for steam, liquids, and gases. Cutaway 
a oy Se drawings are employed to show con 
struction features. Specifications and 

selection charts are also included. 


TAP MANUAL—A new 56-page tap 
manual has been released by Thread- 
well Tap & Die Co., Greenfield, 
Mass. 

Provision for distributor imprint 
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PATENT PENDING 


TOOL een t 







3 Heavy Duty @ Wet or Dry 
for: 10” and 14” Wheels 


CARBIDE or HIGH SPEED STEEL TOOLS 


Standard’s Twin Wheel Tool Grinder features pre- 
cision, compactness, simplicity, ample working 





and maintenance comfort, rigid. tables and 14” TD 
5 suitable for 
diamond wheels 






minimum parts. Each wheel on the TD has its 





own spindle head with easily removable 
q Insert shows 10” Single Cup Wheel 












cover. Also, large removable cover with 
quick-acting latches at front of base. 






































} «errno. 
Send for bulletin TW. 
ONE STEP it 
< 0 
ea ee al 

ROUGH - OLD WAY NEW WAY 
| Easy to mount new — A... “y= rough One step from rough to fin- 
| wheel or make FINISH GRIND sented <n wines Guat ith grind. Conserve floor 










adjustments for wheel wear oway from wall, spoce—place against wall. 






Mounting 


new wheel in A PARTIAL LIST OF USERS 


less than 5 minutes 

















Alabama Pipe Co. Delco Products Div., GMC 
Allis Chalmers Corp. Ford Motor Co. 
Aluminum Co. of America Frigidaire Div., GMC 
Operoting view of American Bosch Corp. Hughes Aircraft Co. 
F Bethlehem Steel Co. International Harvester Co. 
10” grinder shows Fisher Body Div., GMC Puliman Standard Car Mfg. Co. 
ample room to serve Buick Motor Div., GMC Studebaker Corp. 
two operators Chrysler Corp. Timken Roller Bearing Co. 
Cincinnati Milling Machine Co. Westinghouse Air-Brake 


comfortably. Twin lights 
are optional. 








A DESIRED ACCESSORY! 


Universal Precision Protractor Tool Guide— 

with Dresser-Holder ¢ 

“A” knob for adjusting face of Protractor (in slide “C’’) 

¥," to 5” to or away from wheel. “B’ knob for 360° adjust 

ment. “L" is lens enclosed direct reading dial. Plain 
Protractor Tool Guide has only 360° adjustment. 





Standardize with 


te STANDARD ee 


StH ECCwaavs «, ° 


SEE US AT BOOTH 418 








TRIPLE INDUSTRIAL SUPPLY CONVENTION 


MIAMI, FLA. © APRIL 12 
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£2 Great Packaging Ideas 


LOCK WASHERS IN 


1 COIN PAK 
2 NEW ux CARTON 


COIN PAK — Easier to stock, easier 
to handle . . . in all 8 Popular Sizes... 
(ASA Med. Steel—3/16",1/4", 5/16", 
3/8",7/16",1/2",5/8",3/4") 

COIN PAK — Machine Packaged to 
safeguard quality . . . eliminates link- 
ers, mixed sizes, foreign matter. 


COIN PAK — Costs No More... 
these 2 new Packaging Ideas are yours 
at no extra cost. 

COIN PAK — Sold Only through. 
Recognized Distributors. 


THE AXI2VI G24 00. 


129 &. NASH STREET © MILWAUKEE 12, WISCONSIN 
ef @ Complete Line of Lock Washers in all Stenderd 


Manvtocturers 
pad 4b FR ng Fy by FA -s 
thone! Packages, Packages, Coin Pak and Keg Pok. 














Attention Jobbers.’ 


PRECISION counters 


OFFER MANY EXCLUSIVE ADVANTAGES 
Plus LOW COST! 


IDEAL FOR Punch Presses, Screw Machines, Printing 
Presses, Drill Presses, Die Casting Machines, Produc- 
tion Lathes, Pumps, Coil Winders, Conveyors, Etc. 





PRECISION COUNTERS ASSURE Accuracy « Durability 
e Visibility « Low Maintenance Costs 











Counters for Special Applications Designed and Manufactured 


WRITE NOW FOR DETAILED INFORMATION 


DITTMORE & FREIMUTH CO. 


2517 E. NORWICH AVE., CUDAHY, WISCONSIN 


| 
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has been made on the front cover, 
ind the page facing the index carries 
a story to the users on the benefits of 
purchasing through distributors. The 
company will furnish the imprint 
service and supply the manuals to 
distributors for distribution to their 
customers. 

The 56-page manual contains help- 
ful suggestions on common tapping 
problems, table of specifications and 
speeds, definitions of tap and thread 
terminology and formulae for various 
threads, making it invaluable to ma- 
chinists, purchasing agents, apprentices 
ind engineers alike. 


CHUCKS-—Sheffer Collet Co., Tra 
verse City, Mich., has issued a catalog 
on their new super-grip diaphragm 
chucks. Photographs and cutaway 
drawings illustrate the construction 
and operation of these chucks, and 
complete design features are described. 


Wilton Tool Issues 
New General Catalog 


Wilton Tool Mfg. Co., Chicago, 
Ill., manufacturers of vises, clamps, 
work positioners, and other hand tools, 
has announced the availability of their 
new general catalog. 

The new catalog, designated as No. 
109, is completely revised and several 
new products are listed. The catalog 
contains over 100 illustrations. Fed 
eral specifications and other technical 
data are included. 


LATHES—A new 12-page catalog No. 
5216 featuring the company’s Light 
len lathe has been issued by South 
Bend Lathe, South Bend, Indiana. 
Both bench and floor type lathes in 
the quick change gear and toolroom 
models are shown. Outstanding fea- 
tures are well illustrated. Complete 

















New “HYDRA-PRESS” and “PRESS-LOCK” Couplings 


For Coupling Hydraulic and Other Types of Hose* 


Here is the opportunity you have been waiting for— 
an efficient, inexpensive method of making hose assem- 
blies right in your own plant by attaching the super- 
strong “Press-Lock” Coupling not only to wire braid 
‘ 


and other types of hydraulic hose, but also to * air, 


steam, butane, propane and many other kinds. 


The new “Hydra-Press” is a plain, durable, self- 
contained unit that’s easy to operate. Occupies just a 
small corner of the bench. Equipment is complete with 
all necessary dies for attaching couplings to hose in 
sizes %&" to 2", inclusive. Illustration shows manually 
operated unit, which is standard; but the “Hydra- 


Press” is also available for power operation. 


The low initial cost of the “Hydra-Press’, and the 
competitive price of super-strong “Press-Lock” Coup- 
lings make this the ideal set-up for profitable hose 
assembly business. It will pay you to get all the facts, 
now, about this new, yet thoroughly proven, Hose 


Assembly System. 


"MULCONROY Sigrid... 


Write, today, for details of this new, 
low-cost Hose Assembly System. It's the 


profit angle you've been looking for! 


THE "PRESS-LOCK” COUPLING 


Entirely different in principle from any other pressed-on 
coupling. No preparation of the hose is required except 
cutting to desired length—no buffing or cutting away of 
the cover. A four-way gripping arrangement provides a 
super-strong attachment of coupling to hose. Because entire 
hose structure is employed, the hose back of coupling will 
withstand effects of shock loads and continuous flexing to 
an unequalled degree. 


a C= 


Ilustrations show, (left) Male Coupling and (right) Swivel 





Coupling with Female spud. Male spuds also available 


“Press-Lock"’ Couplings are made in two styles—solid male 
and ground joint swivel. Male and female spuds, with I. P., 
S. A. E. or J. |. C. thread, are furnished for the swivel. Thus, 
with just two styles of couplings, plus spuds, you can make 
any coupling arrangement your customers may require. 

Using the “Hydra-Press’, only a few minutes are required 
to attach a pair of “Press-Lock” Couplings to almost any 
kind of hose, providing an assembly that can't be equalled 
for coupling strength, durability and safety. 


WHERE OTHERS Sion/” 
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specifications are given for the various 
models covering capacity, feeds and 
speeds as well as dimensions and ship 
ping weights. 

A wide selection of attachment 
and accessories for the Light ‘Ten 
lathe are also pictured. 


BLOWERS-—Fclipse Fucl Engineer 
ing Co., Rockford, IL, has released 
a new catalog on their centrifugal 
pressure blowers 

Photographs are included showing 
various models and applications 

A graph with volume pressure 
curves, and dimension and specifica 
tion tables are also included in the 
new catalog. 


POWER TRANSMISSION ~— Brown 
ing Manufacturing Co., Maysville, 
Ky., has published a new 16-page cata 
log describing their complete line of 
power transmission equipment 

The new catalog, designated as GC 
101-A, features the company’s com 
plete line of fractional horsepower 
sheaves and V-belts, multiple sheave 
and V-belts, rigid and flexible cou 
plings, paper pulleys, and associated 
power transmission products, includ 
ing their new line of roller chain 
drives. 

The new catalog represents a con 
densed description and listing of thou 
sands of stock items carried by dis 
tributors. [lustrated with photographs 


SAFE FLOORS FOR YOUR CUSTOMERS scdbdes teoaiigaed tindaguge and 
YEAR ’ROUND PROFITS FOR YOU! cross-section illustrations 


4 f “Di I 


ABSORBENTS 


the modern, economical oil and grease 
absorbent that keeps floors dry, clean 
and safe, and reduces maintenance costs. 


CHECK THESE ADVANTAGES 


ee ae agp ne only Myers Develops New 
asy to sell—big profits . 
Nationally advertised in leading trade publications Point of Purchase Display 
Free attractive literature 
Field missionary men available to you at all times look 


Every call a potential customer 
GET THE FACTS, WRITE TODAY! 


Designed to make customers stop 
and read is the new three-color 
point of purchase display developed by 
The F. E. Myers & Bro. Co., Ashland, 
Ohio, for its new “Pestop” line of 


Oil-Dri Corporation of America i spac 


Sprayers can be picked up from the 
520 North Michigan Avenue Chicago 11, Iilinois display for customer examination. 
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CAPITOL 









CAPITOL 


CAPITOL 








Bi CAPTOL 


That meet API Specifications . . . Ready to ship from stock. 


We are pleased to announce the expansion of our Cartoning , “a Packaged at 
program to include Line Pipe Couplings in sizes up to and ¥' ’ No Extra 
including 2”. This program will complement the regular —— oe 
cartoning program for Standard Merchant Couplings ; 

which CAPITOL originated. 


As Coupling specialists Capitol can supply all 
types and sizes of Couplings for which you 
may have requirements. CAPITOL Cou- 
plings are made to meet the specifica- 
tions of the American Iron & Steel 
Institute (AISI), the Association 
of American Railroads (AAR), 
and the American Petro- 
leum Institute (API), 
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Se CAPITOL 


CAPITOL 








MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 


| CAPITOL CAPITOL T 
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“THERE IS NOTHING BETTER” 


ppi!GATo 


BRAND 


FiLES 
SWISS PATTERN 


For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alii- 
gator Brand Swiss Pattern 
Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


We make both American 
and Swiss patterns in all 
sizes, shapes and cuts and 
have proven their quality 
to industry. 


It is our policy to sell 
thru distributors and we 
can accept distributors in 
some sections. 


You 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSO 
NEWTO 
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Made of extra heavy cardboard, the 
permanent display can be converted 
to many uses. For example, the end 
pieces can be removed and used as 
side panels for a spring seed display 
Pocket at top of display is designed to 
hold consumer literature 


FANS—A new catalog illustrating and 
describing a new line of the company’s 
V-belt driven, packaged fan equip 
ment has been issued by the Clarage 
Fan Co., Kalamazoo, Mich 

Catalog No. 515 contains 25 pages, 
with complete capacities given on 
each size of unit. “Ready Unit’ fea 
tures are summarized on page 3; avail 
able in cither slow speed or medium 
high speed wheels 

This new line is recommended for 
ventilation in industrial plants, and 
commercial and public buildings 





SUPREM 
CHUCKS 


Chuck Catalog Offered 
By Supreme Prods., Inc. 


Supreme Products, Inc., Chicago, 
has issued a new complete catalog 
covering their line of Supreme brand 
chucks and arbors. 


FLOORING-~—A technical data bulle 
tin descriptive of Cryptolite, the new 
prismatic crystalline mineral recently 


added to Swift-Floor floor resurfacing | 


and repair material, has been an 
nounced by The Monroe Co., Inc., 
Cleveland. 

According to the bulletin, Crypto 
lite, with its irregularly shaped crystals 
are said to pack together in Swift 
Floor to form an unusually hard, re 
silient, non-skid floor surface. This is 
reputed to compress into an increas 
ingly harder, smoother surface under 
heavy loads and hard wear. 

The bulletin includes illustrations 
showing installations and application 


GRATING SELECTOR~— The A. O. 
Smith Corp., Safety Grating Div., 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 


F nnolatneentsccleis tse as tinhcint otal Mab 


Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lia 
uid and paste 
Customers like it» 
advantages, come 
beck for more. 
Rubyfuld will 
make friends end 
build business for 
you, too. 

For stainless 
steel, sell Ruby's 
Stainless Steel 
Flux — perfected 
for that metal. 


RUBY 


CHEMICAL CO. 
76 $. MeDowell St. 


STAINLESS STEEL 
FASTENINGS 
GO OF ALL TYPES 


= 
ie 


RIGHT OFF THE SHELF 


a re 


In-Stock-Service on small or 
large quantities * Cap Screws 
* Machine Screws * Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products 


WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 


New Catalog Now Avail- 
able—write today 


STAINLESS SCREW CO. 


So FX cam shame omme AR mory 4-1240 
4 230 Union Avenue, Paterson 2, NJ. 


Direct New York Telephone: 


Wisconsin 7-904! 








Folks look here for 
industrial product selection! 











Looking in the ‘yellow pages’ of the telephone directory just “comes 
naturally” to the men who buy industrial products. It’s a national 
habit that’s been building up for more than 60 years. 

That’s why it makes sound selling sense to advertise your industrial 
products in the ‘yellow pages’. They reach new prospects and old 
customers ... work for you 24 hours a day in every office and 
factory in town. 
The ‘yellow pages’ will prove a real business builder for you. Let the 
Directory representative show you how to use them effectively. Call 
him at your local telephone company. 


/ 
e* | 


— Telephone your local Telephone Business Office for further information @) 


rf fe) 


1: or look in Standard Rate and Data 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 271 

















SECTION xa 








Biggest Air Conditioning Season 
in History Expected this Year! 











Good Air Conditioner] Hay Fever Victims 


Fireplace, 
Offer Res 
With an 
modern air 


Increase your share of this 
souped-up market by stock- 
ing this cost-culling new pump 








Now you can sell air condition- 
ing contractors and distribu- 
tors exactly the pump they are 
looking for—already packaged 
and ready for piping and power 
connections 

It's the new Goulds Fig. 
1642 “close-cupld” centrifugal 
especially designed for air con- 
ditioning service. Llere are some 
of its sales-compelling features: 


e Space-saving design 


e Simple installation 


Mechanical 
Seal Assembly 


GOULDS FIG. 3642 air condition- 
ing pump. Copacities to 110 GPM 
Heads to 120 ft. Sizes 1” and 1'A". 
Motor sizes 4, Ys, a, %, 1, 1/2, 2 HP. 


EXPLODED VIEW SHOWS 
DESIGN SIMPLICITY 


Cay 


Impeller 
Casing 


e Minimum maintenance 
e Quiet operation 

e No stuffing box leakage 

e Long, trouble-free service 


Already these new pumps are 
going like hot cakes. And it’s 
the dealers who are stocking 
them for immediate deliveries 
who are making the sales. 


HW rite for Bulletin 624 A-3 which 
gives specifications, performance 
curves, dimensions and other 
details. 
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Milwaukee, has made available a safety 
grating selector which with a simple 
ctting enables the user to choose a 


grating for a specific load-span con 
dition 

The selector will also indicate the 
deflection of grating selected under a 
given load-span condition. In addition 
to this the selector shows a complete 
table of panel widths in stock sizes as 
well as a complete range of weights of 
ill the company’s 

This device, which operates like a 
slide rule, places at the user's finger 
tips the complete engineering data re 
quired for most installations of the 
safety grating 


safcty grating 


ompany’s 


Morse Publishes 
Two New Caialogs 


I'wo new catalogs have been pub 
lished by Morse ‘Twist Drill & Ma 
chine Co., New Bedford, Mass. Cata 
log No. 87, is in color, measures 64-in 
by S4-in., contains 303 pages, and is 
wire-bound 

Complete editorial revision has been 
made with the objective of simplifying 
the application and usage of cutting 
tools. Other features include: revision 
of technical and tabulated data; index 
ing both numerical and marginal; each 
tool presented on one page or two 
facing pages; complete new tap sec 
tion. 

Companion volume is Distributor’s 
Catalog No. 87-D, which contains all 
the information, revisions, and new 
features of Catalog No. 87, and has 
been compiled with the industrial dis 
tributor ig mind. This book is 84-in. 
by 1] l-in., black and white, and on each 
page it displays, in slight reduction, 
four pages from No. 87. Unusual fea 
ture of this book is the spacc allotted 
it the end of each tool section for the 
distributor's imprint or sticker 


SALES PRESENTATION-—New 
prese ntations morc 


effective 


wavs to make sales 


utcresting and more ire de 








scribed in “Your best sales storv ever 
time’, a new folder released by Rem 
ington Rand Inc., New York, N. ¥ 

Ihe suggestions included in Booklet 
LL-225 are based on a simple system 
for organizing the facts, charts, pic 
tures, prices and other data that make 
up a visual and oral “‘best sales story” 
Major advantages of this method arc 
flexibility for quick adaption of the 
presentation’s contents, including s« 
quence, for any particular territory or 
tvpe of customer, and split-second ref 
erence to information. ‘The sales story 
is presented completely and is under 
the salesmen’s control from beginning 
to end. 

Another folder issued by Remington 
Rand Inc. describes the methods anc 
equipment necessary to prepare and 
produce better offset reproduction 

Ihe foider, designated as X-1339A 
on “How to Achieve Flawless Offset 
Copy Preparation and Production” 
describes the use of the Electri-conomy 
carbon ribbon typewriter, Plastiplate 
and Plastiphoter in photo-offset work 


BAND SAWS-—A new 12 page catalog 
issued by the Wells Manufacturing 
Corp., Three Rivers, Mich., describes 
their complete line of horizontal metal 
cutting band saw machines, as well 
as special heavy-duty saws designed 
ind produced for unusual cut-off jobs 

Another feature of the catalog is a 
handy reference chart for proper selec 
tion of blade, feed, and speed for cut 
ting various types and sizes of material 


a J 
rORMSPRAC)_. 
kiZ0-hbd 











Formsprag Folders:  6—<Ee @ 1832-4 
Feature Clutches , a 


New folders are announced — bi 
Formsprag Co., Van Dyke, Mich., 1 
lustrating a line of over-running, m 
dexing, and backstopping clutch 
made with a full complement of 
“sprags- It is clanmed that thi typ 
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SELL the ZIP - LIFT 


In thousands of plants that employ “thru-the-air” handling, 
users know — and depend upon — Zip-Lift quality. They'll 
settle for nothing less. That’s what makes the Zip-Lift 
America’s largest selling wire rope electric hoist. 

That's exactly what makes P&H Hoists a big profit line 

for you. When you sell a Zip — you can depend upon it to 
deliver reliable service —- reduce service worries — and give you 
another happy customer. Once the Zip-Lift starts to save 

money for its owner, you can expect repeat business — re-orders! 
Compare the Zip-Lift with any other 1-ton hoist and you'll 
quickly see why. It’s loaded with quality features you'd expect 
to find only on larger, more expensive hoisting equipment. 


interested in ZIP - LIFT profits ? 


Aggressive dealers are adding thousands of dollars to their 
monthly sales volume with this popular line. Write us today. 
Ask us to send you complete details about the P&H Hoist 
Sales Plan. Your inquiry will be answered promptly. 


(DS Electric Hoist Division 


HARNISCHFEGER corporation 


MILWAUKEE 46, WISCONSIN 











greatest torque capacity 
size and weight 
Application and engineering data 


are included in the new folders. 


PUMPS—A_ new bulletin on smal! 
close-coupled motor-driven centrifugal 
pumps has been issued by Carver 
Pump Co., Muscatine, lowa 

Ihe new bulletin describes the 
maker’s Model B which incorporates 
mechanical shaft seals, stainless stcel 
shafts, enclosed bronze impellers and 
heavy duty ball bearings. Bulletin No 
211 features complete data on thes 
pumps for general service or as in 
tegral parts of air conditioning units, 
cooling towers, and hot water cu 
culators 


VALVE HANDWHEELS—An illus 
trated circular showing the design 
features and advantages of — th 
maker’s new “Non-Slip” valve hand 
wheel has been prepared by The 
Lunkenheimer Co., Cincinnati, Ohio 

Circular No. 501. illustrates and 
describes the advantages and opera 
tion of the new valve handwhceel 


Atlas Screw 
Features New Packaging 


Atlas Screw & Spr ialty Co., New 
York, has announced a new two-piec 
telescopic box designed to facilitate 
both stocking and handling of their 
products 

Easy vision labels that are colorful 
ind clear appear on every container 


FLOW METERS~—Minneapolis-Hon 
evwell Regulator Co., Brown Instru 
ments Div., Philadelphia, Pa. ha 
issued a set of 7 new specification 
sheets in consolidated style covering 
their flow meter line 

Specification Sheets 241 and 24: 
cover electric evenly graduated flow 
meter bod ind mechanical even] 
graduated flow meters re pe tively 
Specification Sheets 243 through 247 
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45 fiberglass threads to the inch... mean 
safe, sure wrapping of extremely heavy 
cartons with PERMACEL Fiberglas Rein 
forced Tape. No doubt there is an im 
portant use for PERMACEL on your jobs 
Our Tape Engineering Service can give 
you the answer . . . without obligation. 


PERMACEL 


PRESSURE SENSITIVE 


REINFORCED TAPES 


WOUSTRIAL TAPE CORPORATION, NEW BRUNSWICK WI 
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NUMBER 3 OF A SERIES 


Ad vantages 


of the Donnelley-built Catalog 


1 GOOD PRINTING 
2 GCooD 


3 Cross-indexing 


BINDING 


“You can always find things in this book.”” When a buyer says (or merely 
thinks) something like this, your catalog is in there pitching. A good index 
ts a lot more than a detail or an afterthought. You will find cross-index- 


ing in Donnelley-built catalogs carefully thought out and complete. 


COVER DESIGNS 

STEP CUTTING 

SECTIONAL INDEXING 
ILLUSTRATIVE END SHEETS 
GOOD COMPILING 


Cross-indexing is a Key to Better Service 

Phe efficient staff in our Catalog Compiling Department works with 
over 80,000 items from about 7,000 manufacturers at its fingertips. It 
checks constantly with manufacturers for the changes to make each 
book up-to-the-minute as it goes to press. New —and old—items can be 
carefully, thoroughly cross-indexed to make them easier for your cus- 
tomers to find and to order. As part of our UNDIVIDED RESPONSIBILITY, 
we are glad to take care of cross-indexing your catalog to make it a more 


powerful sales tool for you. 


. ta 
~~ 


Wl 
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The Lakeside Press ° 
R. R. Donnelley & Sons Company 


350 East Twenty-second Street 


Catalog Compiling Department 


Chicago 16, Hlinots 


PRINTERS +« BINDERS * ENGRAVERS + LITHOGRAPHERS 


cover square root flow meters and 
liquid level meters. 

Specification Sheet 244 also includes 
evenly graduated clectric flow meters 
inductance — bridge Con 
struction and engineering details ar 


included. 


receivers 


Delta Div., Rockwell 
Offers Drill Catalog 


“Air-Powered Hydraulic Drill Unit” 
is the title of a new catalog offered by 
Delta Power Tool Division, Rockwell 
Manufacturing Co., Pittsburgh, Pa 

Catalog AD 723 contains extensive 
engineering data which gives a com 
prehensive coverage of the operation, 
capacity, available drive arrangements 
and power regulation of all Delta hy 
draulic drill units 

Also included is a series of charts 
which permits the reader to make a 
quick analysis of the proper gear 
ratio, pulley drive, and motor needed 
for his particular operation 

A number of illustration 
how Delta drill units are used in spc 
cial-purpose machines to do a series of 
automatic operations. Beside th 
many photographs, line and schematic 


show 


drawings contained, the 20-page cata 
log includes a special section on engi 
necring accessories availabl 


Link-Belt Offers 
Gear Drive Book 


A new 36-page Book No 
herzingbone gear drives has been pub 
lished by Link Belt Co., Chicago, III 

Installation photographs in the book 
show typical examples of these drives 
in many types of heavy duty service 
Che horsepower rating tables contain 
many new ratios. Ratings for input 
speeds of 720 to 1750 r.p.m. are given 
Complete instru 


2519 on 


for all drive sizes 


tions for correct sclection ar provided 





herringbone 
gear drives 


including new overhung load tables 
and a table listing load classes for 170 
tvpes of machines. ‘The book lists 39 
sizes of drives in 534 standard ratios, 
from 2.84:1 to 326:1. Capacities rang: 
from 0.4 to 2450 horsepower, and out 
put shafts speeds range from 2.2 to 
623 r.p.m 

Standardized packaged drives, with 
motor, baseplate, geared coupling and 
single, double or triple herringbone 
gear drives, are listed with dimensions 


and NEWA motor frame numbers 


GEAR COUPLINGS~—A 16-page cat 
alog has been released by the Sier-Bath 
Gear & Pump Co., Inc., North Ber 
gen, N. J. 

Catalog C 4 illustrates and describes 
the company’s line of flexible gear 
couplings. Contents include advan 
tages, typical applications, standard 
types, special types, and engineering 
data Assembly photographs, cut 
wway drawings, and installation pi 
tures are included 





CYCLING ON AIR 


Latest Italian idea for an ultra 
light plane combines the features of 
glider, powered aircraft, hellicopter 
and bicycle, Aviation Week, McGraw 
Hill publication, reports. The plane, 
which its inventor says is about to be 
built on an experimental basis, takes 
off normally, using its engine. When 
the desired altitude is attained, th2 
engine is shut off and the pilot works 
bicycle pedals that are attached to 
the prop shaft. By pedaling vigorously, 
he halves the usual glide angle and is 
able to cover greater distances than 
under normal glide conditions. A 
rotor, like that on an autogyro, also 
aids in forward flight 











Here’s Big Relief 
For Congested Tool 
Maintenance Departments! 


MODEL CH-105A CARBIDE 
TOOL GRINDER—Use this 
space and time-saving carbide 
tool grinder nearer the pro 
duction line to expand your 
overcrowded tool crib facili 
ties. Complete machine, ready 
to plug-in and use 
Includes: 2 Diamond Wheels 
for offhand and chip breaker 
grinding; recirculating coolant 
system; ‘2 horsepower 3 
phase motor, wired for 
instant reversing; sealed ball 
bearing spindle runs in oil bath 





be rerercre am 


This is one of a series of ads being 
run in MACHINE TOOL BLUE BOOK, 
AMERICAN MACHINIST, MILL & FAC- 
TORY, STEEL, IRON AGE and other 
publications to support our distributors. 


“imerican made for American industry” 
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FOR YOUR EXISTING 
GRINDING EQUIPMENT... 
for highest quality, speedy de- 
livery and competitive prices 
use United States Diamond 
Wheel Company's complete 
line of resinoid and metal 
bonded wheels. Special pro- 
cess controlled for extra-long, 
high performance in rapid stock 
removal . . . perfect “spark- 
out’ on large diameter cutters 
. . « faster cutting action... 
maximum economy of carbide 
removed per dollar of wheel 
cost. HUGE COST SAVINGS 
—send for catalog to UNITED 
STATES DIAMOND WHEEL 
COMPANY. 


UNITED STATES 
SpPIAMOND WHEEL 
COMPANY 


aurora ” 


, 


Avrora, Wlinois 











FLECTRO news 
NYNAMIC 


ebendable motors 


A NEW PROFIT-SHARING PROGRAM 
FOR ALERT DISTRIBUTORS WHO 


SELL E_) In 53! 


GROWING MARKET... Precision- 
buile Electro Dynamic motors are 
rapidly winning new friends be- 
cause ED’s greater stamina, extra 
dependability and superior crafts- 


manship are provable facts. 


LARGE VOLUME ... Our wide range 
of popular sizes, ratings and types 
insures substantial volume. 


... Domi- 


nant color advertising running 


AGGRESSIVE PROMOTION 


month after month in 26 leading 
industrial publications plus local- 
ized direct mail campaigns and pro- 
motional aids are designed to give 
you hundreds of live leads for easy 
follow up. 


FULL COOPERATION ... A conven- 
ient warehouse and stock plan to 
assure quick deliveries. A staff of 
factory-trained technical experts to 


serve you. 


Write today for full particulars on the profit oppor- 
tunities offered to qualified industrial distributors by 


ELECTRO 


DYNAMIC 


From 1 to 250 Horsepower (W.E.M. A. STANDARDS) 


One-piece 
cast iron 


frames 


Permanently 
aligned cast 
iron brockets 


Extra large 
*“free-flo” oir 
chonnels. 


Liberal size 
grease lubri- 
cated bearings. 


Also a complete line of Direct Current motors and generotors 


ELECTRO @ DYNAMIC 


DIVISION OF GENERAL DYNAMICS CORPORATION 
BAYONNE, NEW JERSEY 
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D. M. Jones 
Dodge-Newark Supply Co. 
Appoints Sales Manager 


D. M. Jones, vice president of 
Dodge-Newark Supply Co., has been 
named sales manager of the Newark, 
N. J., power transmission house 

Richard A. Seggel has been ap 
pointed treasurer and office and store 
manager. The company has also 
added two members to its outside sales 
force, Dennis Kemp and Edward R 
Patton 

Mr. Jones, who joined the company 
in 1936, has been vice president and 
office manager for the past 14 years 
He started his career in 1916 as store 
clerk with the old firm, Ludlow & 
Squier, becoming successively ware- 
house manager and salesman. From 
1930 until 1936 he was a partner in 
Wilcox, Slidders and Jones 

He is a past president of the North 


. A. Seggel 














YOUR CONVENTION 
IN PRINT 


The Annual Triple Industrial Supply Conventions are traditional among 
distributors. At Convention time, every distributor’s attention focuses on 
the serious discussions of current business problems . .. and on the warm 
friendship prevalent among distributors and their supply manufacturers. 
This year’s Convention in Miami promises to be the biggest in the history 
of the industrial supply field. A peak attendance is expected by the three 
Associations: National Industrial Distributors Association, Southern Indus- 
trial Distributors Association, American Supply and Machinery Manufac- 


turers Association. 


For all distributors—those who attend—and those who do not—the 
May Convention Report Issue of INDUSTRIAL DISTRIBUTION wil! 


present your Convention in print. 


The May Convention Report Issue will permanently record the business 
sessions, official meetings and informal get-togethers—all punctuated with 
formal and candid photographs. It will help attending distributors relive 
the highlights of the Convention. And it will give an exact account of 


Convention activities to those unable to attend. 


Watch for the May Convention Report Issue of INDUSTRIAL DISTRI- 
BUTION. It will feature your Convention in print! 


Your magazine . 


nod trol [NGustrial 
_ Distribution 


ABP 


A 


A McGRAW-HILL PUBLICATION 330 WEST 42 STREET * NEW YORK 36, NEW YORK 
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Ask Your Distributor 


It's astonishing how much there is to 
selecting the right gaskets for even a 
modest range of services and service 
conditions. That doesn’t mean that to 
get maximum efficiency and economy 
from your various seals you have to 
become an expert yourself. Fortunate- 
ly for this time of accelerated activity 
and pressing responsibilities, you can 
solve this problem once and for all by 
making a simple telephone call to your 
BELMONT gasket distributor. He has 
the knowledge and the precise mate- 
rials to assure you of reduced mainte- 
nance and uninterrupted production 
wherever joint and surface sealing is 
critical. 

Ask a BELMONT distributor . . . he 


knows! 


Or, write on 
your company 
letterhead for 
catalog 


404 


ern New Jersey Chapter, Power Trans- 
mission Council 

Mr. Seggel, son of L. Lawrence 
Seggel, president of Dodge-Newark, 
joined the firm in 1942 but soon left 
for World War II service as an Army 
officer. Since 1947 he has handled 
sales engineering and various office 
duties, including the management of 
advertising and credits 

Mr. Kemp, new sales engineer, was 
formerly with Frank ‘Tracy, Inc., New 
York City. Before that he was con 
nected with a ‘Texas firm 

Mr. Patton joined the company in 
1937, taking over inside sales duties in 
1947. In 1951 he became chicf estima 
tor and sales correspondent 


New Manual Describes 
Hand Trucks, Skids 


Manual materials handling equip 
ment is described in a new, 48-page 
illustrated booklet published by the 
Caster & Floor Truck Manufacturers’ 
Association 

It covers industrial wheels, casters, 
two wheel hand trucks, industrial plat 
form trucks and trailers, and pallets 
and skids 

I'ypes, sizes, specifications, selection 
and operating conditions are described, 
with numerous drawings for cach sec 
tion 

The book was compiled by the as 
sociation’s Market & Product Re 
search Committee consisting of Ed 
ward L. Lee, of Saginaw Products 
Corp., James J. ‘Tyler, ‘Towsley ‘Trucks, 
Inc.; H. W. Overman, ‘The American 
Pulley Co., George R. Brockway, ‘The 
Rapids-Standard Co.; Kenneth  F. 
Heath, Nutting Truck & Caster Co.; 


and W.S. Daughterv, Firestone Indus 


trial Products Co 





"BELMONT 


PACKING and RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


WORKS MANAGER who recently 
took charge of operations in the Tren 
ton and Roebling plants of John A 
THERES A BELMONT PACKING FOR EVERY SERVICE Rocbling’s Sons is William C. Ridge 
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when af job takes guts 
here's # the gearmotor 
that has it .... 


Driving a pay-off reel at the new U. S. Steel 
Fairless mill. 

Rugged service and intermittent loading are 
characteristics of this job and the compact, 
low-cost, highly-efficient Foote Bros-Louis Allis 
Gearmotor was chosen because of its ability 
to render that service. 

These gearmotors incorporate Duti-Rated 
Gears, with file-hard tooth surfaces and ductile 
cores, assuring maximum strength with mini- 
mum size and weight. Available in single, 
double and triple reductions, to provide output 


speeds of 780 down to 7.5 r.p.m. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 South Western Boulevard * Chicago 9, Illinois 


Hygrade Line-O-Power Maxi-Power 
Drives Drives Drives 





Pay-off Reel 
manufactured by 

The Aetna-Standard 
Engineering Co 
installed in the 

Fairless Mill of the 

U. S. Steel Corporation 


FQDTEZBROS. 


Geller Hower Trasitmsston Through Teller Gean 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. 1D, 4545 S. Western Boulevard, Chicago 9, Hiinois 

Please send me Bulletin GMA containing full information 

on Foote Bros.-Louis Allis Gearmotors. 





Name.. 
Company 
Address 


Position 


Zone State 
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NEW CATALOG OF 


George R. Christie 


Starrett Representative 


DTR resinoid bonded diamond wheels are Retires After 33 Years 
making headlines for quality. delivery and 
price. Our completely new 32 page catalog George R. Christie, sales representa 
tells the whole story. Write for your copy today! e omens: a 7 Y o- — 
lath >> VCarTs Or ¢ STATIC 
Soeweree Gree Co., Athol, Mass., has retired 
Mr. Christie joined the company in 


DIAMOND TOOL October, 1919, after working for a 
RESEARCH ot ie Inc. period in builders’ hardware sales. 


z : ee Since then he has devoted his entire 
Sth Street « New York 17, N. ¥ career to the Starrett lines of precision 
A t , 1 A a 7 ¢ 
MUrray Hill 4 0466 o machinist tools, hacksaws and band 


>iWS 





Materials Handling Show 


Salrelyn Signs Up 284 Companies 
All displav space has been assigned 
BELT at the National Materials Handling 
Show, scheduled for May 18-22 in 
Philadelphia, the managers ha in 
HOOKS nounced, 
Some $10 million worth of equip 
<i ment from 284 companies will be on 


display. ‘The Material Handling In 


stitute, organization of handling equip 

Safest ment manufacturers, sponsors the 

exhibition The American Material 

because: Handling Society, composed of execu 
° 

tives of companies which use me 

, 


chanical handling equipment vill 
conduct a conference at the same tim 


Hooks are rigidly held in 
accurate alignment by pat 


Safety 
ented steel binder bars before 


Lacing can be 

’ th an : : 5 ' ° 
—_ = = during and after application, di Correction 
wencere Lecing tributing tension uniformly across 


chine In the March issue of INpustrtiat 


the belt, assuring maximum trac 
) { it \ rroneons] 
tion with minimum wear. Patented | aaa Ge MI re UU : 
tat that ITC ichinen Supply 
binder bars lap over belt and, pre a er 6 oo am 
ned. tadiaiie « f | belt Co., Baltimore, was merged in 1946 
e c izes for all belts , 
ying vith Rudel Machinery Co., New York. 
Cost no more than ordinary belt f 
ss Ihe Baltimore firm, which operates a 
Jrit ire . " . . 
hooks. Write for circular large industrial supply business in 
Maryland, Virginia and the District of 
Columbia, never had anv connection 


vith Rudel Machinery Andrew G 


SAFE BELT Cuarev, a former vice president of 
I y os e Machinery, at one time op 


5388 N. MENARD AVE. CHICAGO 30, U.S.A. New York firm, Rudel-Care: 
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BRING THIS BIG NEWS TO YOUR CUSTOMERS! 


NEW! erghtboy BL SERIES 
\ ABRASIVES 


M 


with that 


JUST-RIGHT SMOOTH BITE 


*~ 


A For Hard Metals... 


One-operation Burring, 


Finishing, Cleaning, Polishing 


Products of Weldon Roberts Rubber Co., pio- 
neer manufacturers of rubber-bonded abrasives, 
new performance- proved BRIGHTBOY BL 
ABRASIVES have a definite place in every stock- 
room! They fill the rapidly increasing demand for 
rubber cushioned abrasives particularly made for 
fast, smooth finishing of stainless steels and other 


hard metals. Reason: 


That Just-Right SMOOTH BITE 


—the time-saving, quality finishing combination 
of the working advantages of : 


emus stares anes SPECIAL-TEXTURE, CUSHIONING, SMOOTH- 
pen ge “ machine ING RUBBER, and 
and manual operations 

FORMULA-MATCHED ABRASIVE 


THREE TEXTURES Rubber cushioning renders the complete Brighthoy 
line extensive in its adaptability creates time-and- 
TYPE 54 BL For greater abra- work-saving applications hitherto beyond the limits 
sive action on hardest metals of conventional abrasive-finishing procedure. You 
need profitable Brightboy to complete your abrasives 
TYPE 7OBL Medium abrasive service. Your customers need it as an independent, 
action, higher polish versatile finishing material and also for use in con- 
junction with other abrasives and = cutting tools. 
TYPE 120 BL Widest finishing WRITE TODAY FOR FULL DETAILS, INVITING 

range. hard metals to alumi- DEALER PROPOSITION, 

num: very light burring of 


hard metals; highest polish 


-_ 
Gen 


In rubber texture and abrasive degree Be ROBERTS 


Brightboy BL Abrasives lie between 
Brighthboy Tuff-Tex and Standard grades. Br ent ( 0 ) 
AEG. U.S. PAT. OF 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO RUBBER CUSHIONED ABRASIVES 


6th Avenue & No. 13th St Newark 7, N. J 
imerica’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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iT 


Nn « 
for Open e., Mtete 


Sound Promotion Pushes Sales 


ADVERTISING . . . Full-page Keystone case his- 
tory ads appear in national magazines and 
describe specific advantages in using Keystone 
Lubricants. A// Keystone ads high-light the 
advantages of Distributor Service. 


DIRECT MAIL... Frequent mailings “pre-condi- 
tion” prospective customers and pull in live leads 
for Distributors 


FIELD ENGINEERS... Keystone Field Engineers 
make sales calls with Distributors and help them 


land new accounts. 


PLANT SURVEYS... Made by field engineers... 
point the way to increased lubrication efficiency 
and thus extend the use of Keystone products. 


Backed by a promotional campaign like this, 
Keystone Distributors — with their prompt service 
and personal contact—are continually bringing 
in new Keystone accounts—business that stays 


on the books—a steady flow of profits. 


But a high repeat value isn't the only advantage 


of the Keystone Franchise! 





BULLETIN BK-19... One of the most powerful 
sales tools used by Keystone Distributors is 
Bulletin BK-19. It fully describes the seven 
products which account for more than 50% of 


customers’ requirements. 


TRADE SHOWS... An electrically lighted display 
board, developed by Keystone for use at trade 
shows, tells visually the principal advantages of 


Keystone Lubricants. 


SALES MEETINGS ... Informal “Quickie Meet- 
ings” with Field Engineers keep distributors 


informed of products and how to sell them. 


You also get a clear-cut “partnership” distribution 
policy—one with a good margin of profit. You 
get a complete line of quality lubricants that is 
backed by a money-saving guarantee. Further- 
more, you get a line that is little affected by busi- 
ness or seasonal slumps...for as long as 
machines are running, every bearing surface 


requires regular lubrication. 


A L 
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$3, 












Keystone Product-Performance 


Builds Repeat Business 








+ 29 Cartridged Grease 
—for all open gears 
except worm. 





Condensed Oil + 50— 
for plain, ring oiling 
and oil lubricated anti- 
friction bearings; 
SPECIALIZED guides, slides, etc. 25° 
LUBRICANTS J to 225°F. 


SPECIALIZED 
LUBRICANTS 





Keystone Penetrating 
Oil + 1—used as a rust 
buster; # 2—used as a 
light machinery lubri- 
cant, cleaner, engine 
oil additive. 





#44 Grease—for ball 
and roller bearings, for 
speeds in some cases 
up to 20,000 rpm; tem- 
peratures O° to 225” F. 





These 7 Keystone products cover more than 50% of your 





customers’ lubrication needs. You should be thoroughly 
familiar with and concentrate on these leaders—/for profits 
lie in volume. Sell your prospects on a trial order—and any 
one of these Keystone leaders will open the door to sales of 
other Keystone products, as well as other mill supply items. 
KEYSTONE LUBRICATING COMPANY, 21st & Lippincott 
Sts., Phila. 432, Pa., Est. 1884. 


LuBRitic¢cAonN tT §& 
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the NEVSTONE 












Keystone Lubricant 
# 49—for air compres- 
sor lubrication—keeps 
valves and cylinders 
cleaner for longer oper- 
ating periods; affords 
maximum savings in 
maintenance costs. 


#122 Open Gear 
Grease—for all open 
gears except bevel; for 
normal operating con- 
ditions; brush, swab or 
pour application. Also 
#174 Solvent Type 
Grease for spray or 
brush application. 


S. R. Lubricant—for 
speed reducers and all 
enclosed gears except 
hypoid; most applica- 
tions take S. R. No. 
1 (SAE 60). 








more pieces ground . 


PER HOUR 


Grinding wheels dressed with the right 
dresser, type and size, enable you to speed 
up your grinding per hour—-save pro 


duction costs 


more pieces ground . 


BETWEEN DRESSINGS 


With the correctly de signed Desmond 
dresser for your application, you get more 
work out between dressings. And it takes 
only a moment to dress any wheel for 
proper pr rlormance 


more pieces ground . 


PER WHEEL LIFE 


You'll get maximum service from grind 
ing wheels that are dressed with the cor 
rect type and size of Desmond Dresser 
Ask your DESMOND DISTRIBUTOR 
for a copy of the Desmond Dresser 
Guide Chart and the tech 
nical information the Industrial Dis 
tributor furnishes you will improve the 


This guide 


ethciency of your 


THE DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


VISIT THE DESMOND CONFERENCE BOOTH 930 AT THE TRIPLE 
INDUSTRIAL SUPPLY CONVENTION, MIAMI, APRIL 13 TO 15 


grinding operation 


. omtcy 


DRESSERS & CUTTERS 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
catalogs 
mailings 
displays 


Plus! 

Desmond 

sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmond's 
complete line 
—meets every 
customer 
requirement 


atk} 
nationally 
known name 
—Stands for 
quality 

and service 


officers 








Bluefield Supply Meets 
On “Queen of Bermuda” 





BERMUDA-bound on sales-meeting 
ruise of Bluefield Supply Co., Blu 
field, W. Va., are Ralph Humphnes 
Bernard Webb, Fred Akers, Bill Dud 
levy, Bob Coleman and Clarence Harry 


Blucficld Supply Co., Bluefield, 
W. Va.. held its 1953 sales meeting at 
sca—on board the “Queen of Ber 
muda’ on a Company-sponsored seven 
day cruise to Bermuda and the Ba 
hamas 

Sailing from New York were 215 
executives and salesmen and_ thei: 
wives of the Bluefield Supply organiza 
tion, which also includes four com 
monly owned companies, Rish Equip 
ment Co., Dixie Appliance Co., 
Counts Automotive Supply Co., and 
Clark Stores 

Sales mectings were held the last 
two days on board, at which ce ompan) 
made awards for pas st sales per- 
formance and outlined plans for 1953 

The Bluefield Supph 


operate 22 outlets in 17 cities 


( Om pan 


OFFICIAL table on the cruise seated 
J. Taylor Frazier, general manager; Mrs 
Lon M. Rish; Wade W. Walker, di 
rector, and Mrs. Walker; Mr. Lish, 
president, and Mrs. Frazier 














\ 





C geeaemnperenemes ee co Hg 


IN LEATHER PROCESSING PLANTS 


'¥ 


Here’s how NEOPRENE’S performance 
can help increase your sales 














Stress products made with Du Pont neoprene how neoprene can decrease operating costs by 

when you call on leather tanneries. For neoprene providing longer service life in products like aprons, 

resists the heat, oils and chemicals present in many V-belts, gloves, boots, and hose. You'll find that 

phases of leather treatment . . . conditions that a neoprene customer is sure to be a satisfied cus- 

cause failure in ordinary resilient products. tomer...and a satisfied customer means increased 
Show plant managers and maintenance men sales for you. 


WORK APRONS of 
neoprene-coated 
fabric are light- 
weight and durable 

withstand the 
effects of fat-liquor, 
oils, chemicals, 
aging, and the 
wearer's perspira- 
tion. 





HOSE made with neoprene tube and cover, serving as 
feed lines for pickle and tan drums, resists strong acids, 
salts, degreasing fluids, and chrome tan liquors. Wash- 
out hose of neoprene withstands deterioration from 
heat, animal fats, and oil. 





FEED ROLLERS covered with neoprene on cutting and 
finishing machines give long service . . . resist cutting 
and chipping from continuous abrasion. Even strong 
alkaline solutions are no threat to neoprene’s durability. 


——___——@fy— 


Full-color 16-mm. sound film describes manu Better Things for Better Living 


facture of neoprene shows how it is used in through Chemistry 
many industrial applications. No rental charge 


If you wish, a representative will attend your 
meeting to answer questions. Just write us on 
company letterhead indicating preferred date Ne OP - ENE 
and alternate dates. E. I. du Pont de Nemours 
& Co. (Inc.), Rubber Chemicals Division C-4, 


Wilmington 98, Delaware The rubber made by Du Pont since 1932 
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GREATER PROFITS 
CLIPPER 


“Constant Consumer Demand 
No Factory Sales to Users 
Nationally Advertised 
Firm Resale Price Policy 
/ Highest Uniform Quality Cetin Tis Aupetene 


Assistant Sales Head 
of Miulwau 


Cl Belt Co k 
Sold ONLY Bese Gilbert J. Schuelke as assist 
Through Authorized Distributors { int sales manager of the Chain & 
Transmission Division 
Starting with the company in 1936 


_ 


Gilbert J. Schuelke 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A 


- —_ 


as an engineering apprentice, he ha 





served in various engineering and sal 
assignments at the Milwaukee Works 
and in district sales offices in Atlanta, 
Ga., and Milwaukee. He attended the 

| University of Wisconsin, Milwaukee 
State Teachers College and the Um 
versity of West Virginia 


Executives Named 


Chain Belt Co. has clected I’. Diet 
Tincknell treasurer, succeeding George 
M. Dyke, retired after 30 years’ service. 
eeianies Wither Other recent appointments are: Ed 
Superheater ward M. Rhodes, named assistant to 


Tubes : , ’ 

a the general manager of the Baldwin 
> oe Duckworth Division; Roland V. Pois 
Still Tubes son, assistant sales manager of Baidwin 


and be certain of complete — Duckworth; and William E. Kennedy, 


Gawel Tubes Jr., supervisor of Duckworth automo- 


customer satisfaction —_ van tive timing chain sales. 


FF" over 30 years Globe has eee Mr. ‘Tincknell, who joined the com 
4 ? : 

specialized in the production of Rollers for pany in 1943, was recently assistant 
high-quality alloy steel tubing. | treasurer. 


Specialized machinery . . . special- Mr. Rhodes started with the com 
ized methods assure uniformity of Producers of | | | 

pany as a sales trainee in 1941 and in 
concentricity, diameter, wall thick- 

) @ Globe seamless 
ness. Precision checks at every stainless steel 
stage of production guarantee tub- tubes 
Gloweld 
. - . . 
ing that meets the most exacting haa Sa 
specifications, stainless steel 
. tub 

Otter your customers maximum Alley 
strength and minimum weight. Guten 
Stock and sell dependable Globe Seamless steel 
Alloy Steel Tubes. tubes 
Globeiron 
(high purity 
ingot iron) 
seamiess tubes 
Globe welding 
fittings 


Applications 


Chicago * St. Lowis * Detroit © New York 
Philadelphia * Cleveland * Houston 
Denver * San Francisco * Glendale, Cal. 








GLOBE STEEL TUBES 


Milwaukee 46, Wisconsin 


F. Dier Tincknell 
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Outside, Round Chain,made by Keand Chain Companies, 
might Jook like other chain, but there the similarity 
ends. Inside, Kownd Chain is superior—superior because 
it is the result of generations of chainmaking experi- 
ence ... PLUS recent new developments by Aound 


metallurgists. 


This experience and these developments make possible 
chainmaking advantages like these: 


@ Choosing the kind of raw metal best suited for 
making each type of chain. 


@ Forming and welding techniques which assure 
maximum link strength. 


GET Kownd CHAIN 





@ Heat treating in special furnaces with automatic 


controls for maximum hardness and toughness. 
@ Producing at a rate consistent with quality control. 


@ Inspecting by microscope and spectroscope to check 


on physical composition and to detect flaws. 


Next time you need chain, remember it’s what is inside 
a piece of chain that determines the service and life 
you'll get from it. Today as always, the INside of Kownd 
Chain is the source of its superiority .. . is the factor 
that enables it to merit the term “BEST”. 


Next time, get the BEST. Get Aound Chain. 









Pertiend 10 


Se. San Francisco 





Les Angeles 54 


ROUND SEATTLE CHAIN CORP. 


Seattle 8 
_ SEATTLE CHAIN CORP. 


ROUND CALIFORNIA CHAIN CO. 


THE PLATING AND GALVANIZING CO. Cleveland 5 


Krouno LOS ANGELES CHAIN CORP. 


Commercial « Industrial « Automotive « Farms « 


Logging « Marine «+ Oil Field « Railroad 
Related Avwnd Products 


Chain Fittings and Accessories © Electric and Hand Hoists ¢ Turnbuckles 


INDUSTRIAL DISTRIBUTION © APRIL, 1953 















CHAIN & MFG. CO. 
Chicege 38 









THE CLEVELAND 
CHAIN & MFG. CO. 


OHIO HOIST & MFG. CO. 


ROUN 
CHAIN & MFG. CO. 


ROUND ALLOYS , 
MFG. CO. 


Trenton 7 

















Homes « Construction 







“ 





* 






Load Binders © Trolleys ¢ Cranes ¢ Blow Torches e 


> ORDER FROM YOUR WHOLESALER af 








WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G 


SHARPNESS 


G.W. GRIFFIN CO. 


Franklin. New Hampshire 


General Seles Agent 


JOHN H. GRAHAM & CO., inc. 105 Duane St., New York 8, N. Y. 
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Edward M. Rhodes 


Roland V. Poisson 


1945 became the sales manager of 
Baldwin-Duckworth Nii Poisson, 
with the 1944, has 
worked in various sales branches, most 
recently im timing chains. Mr. Ken 
nedy joined the company in 1945 and 
worked in the sales department until 
1949, when he became chief in pector 
of the Springfield plant 


COMpaly SUICC 


William E. Kennedy, Jr. 





Whether its the usual 
or the “impossible”. 


“HOME 
RUBBE 


Service that really counts — 


TO YOU DISTRIBUTORS 
and YOUR CUSTOMERS 











VISIT US AT 
BOOTH 710 


TRIPLE 
INDUSTRIAL SUPPLY 
CONVENTION 
APRIL 13-15 
MIAMI + FLORIDA 


SERVING 
DISTRIBUTORS 
SINCE 
RUTHERFORD B. HAYES 








BELTING 


Transmission Conveyor 
Elevator 


HOSE 


Steam — Acid — Mill 
Chemical — Creamery 
Suction — Water — Air 
Jetting — Sand Blast — 
Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


the original 
BLACK SHEET PACKING 


Home Rubber enters its 
seventy-third year at a 
time when SERVICE to 
distributors is measured 
by prompt, intelligent 
handling of ALL needs in 
mechanical rubber 
goods. By ALL needs we 
mean not just those aver- 
age, day-in-day-out re- 
quirements but also those 
that are different or spe- 
cial... ones that “try” the 
resources of almost any 


manufacturing organiza- 
tion. 

These needs may origi- 
nate anywhere... from 
customers hard to please 

..at any time for regular 
shipment or extra special 
“RUSH”. The kind of 
SERVICE offered by 
Home Rubber fills ALL 
needs... both the extra- 
ordinary and the ordinary 

. and is dependable 
“all-ways”. 


RUBBER 


COMPANY 














FACTORY: TRENTON, NEW JERSEY 
OFFICES: New York, 80-82 Reade Street 


Trenton, 31 Woolverton Avenue Trenton - 5-617] 
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PHONE: New York - WOrth 2-4460 
Chicago, 168 N. Clinton Street Chicago - CEntral 6-0601 








HOISTS 
& 
TROLLEYS 





Geared and Plain Trolleys 


A Complete Line types 
AND capacities 4 to 20 tons 


Every type 


spur gear 


of Philadelphia Ho 


differential, low headroom as 


sting kquipment 
well 
as weared trolleys 

distributors to offer 


otters superio 


values and definite savir 
sdvantages are assured at 
4 source of supply 
F ceeds but which car 
be depended on for prompt, intelligent handling 
ot d coeds 


epen 
miriburors ¢ 


MASCHER & 





L_— 


: 


Differen 
tial Hoist 




















Spur Gear 
Hoist 


Low Head Room 
Trolley Hoist 


Write for Catalog describing the com 


plete “Philadelphia” line in detail 


CHAIN BLOCK & MFG, CO. 


NORRIS STS., PHILADELPHIA 22, PA. 








'M FOREVER 
BLOWING TROUBLES! 


I'm a CLEMENTS CADILLAC 
blower - suction cleaner. | keep 
your machinery clean no 
troublesome Dirt, Dust, and 
Grime gremlins will slow down 

your smooth operation with 

me around. I'm a cleaning 

tool that reaches every 

nook in all types of 

equipment 


Eligible under 
C.M.P. regula- 
tions 





ESTOCK BINS 


ge in 
with oattac 

every cle 
PORTABLE € 
BLOWER-SUC 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL 


ADVERTISING 
LIKE THIS 


ae 
~2% 
— 
oe 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





/ 


IF YOU 
WANT A 


Profitable 
SELLER 
WRITE US 
FOR DETAILS 


5 models 
hments for 


aning job 
OMBINATION 
TION CLEANER 


ASH YOUR Mili SUPPLY DEALER OR WRITE US FoR Data 
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PACKING MA 
h 1) ( 


IERIAI 
J W. Ch rat le 





Westinghouse Plant 
Marks Millionth Motor 


The one-millionth motor since the 
opening of Westinghouse Electri 
Corp.'s Buffalo plant in 1946 came off 
the line recently in ceremonies mark 
ing this production milestone. 

Ihe motor, a 74-hp model typical 
of those used to drive machine tools, 
brought to 100,009,292 hp the ca 
pacity in electric motors produced so 
far by the plant 

‘Tom ‘Turner, vice president, said he 
expected a good year in 1953, and 
cited the company’s record 1952 vol 
ume. He stressed, however, that part 
of last vear’s orders resulted from lost 
time in 1951 and predicted that “com 
petition in 1953 will 
keencr than ever before.”’ 


generally be 





Park inG 
metee 
REFUNDS 


COUNTER SALES are racked up by 
Thomas McDermott, counter 
at R-] Bearings ¢ orp., St Lo 


manag 





(LLEN 


OTECTION 
not in INTERIOR FIRE PR 
oun in INDUSTRIAL HOSE FITTINGS 


QUALITY 


Money can't buy finer design, materials and 
workmanship 





ECONOMY 


Allenco products save you money in lower Original 
cost or longer use, in Performance that may save 
many times the Price of “just as good" €quipment. 


WIDE SELECTION 


It is doubtful whether any line is broader Every. 

thing in portable OF permanent standpipe-type fire 

Protection equipment, to meet any requirements. 

Plus hundreds of forms of brass 800ds for air, 
steam, water and other hose, 


EASY SELECTION 


, It can be difficult to Select 

° HOSE Precisely the right form for 
BRASS each of the many different 
units required. Not so with 

GOODS ALLENCO Our products 

| are so classified, Organ. 
ized, des ribed in file and 




















W. D. ALLEN Catalogs thar yOu Save 


MANUF ac TURING COMPANY . y 
concaao nest hours in Ordering . . per 
: ROT bel haps days in hnowing you 


Ret just whar you want. 








GET Yours TODAY 


Complete, concise, clear, current. . Hose Brass 
Goods catalog, including Fire Protection line. 
Write for your copy, now. 








Established 1887 


W. D. ALLEN Manufacturing Co. 


7 
CHICAGO 6 © NEW YORK 
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MILLING CUTTERS « SLITTING SAWS « REAMERS 
END MILLS « TOOL BITS + CUT-OFF BLADES 
WEAR-RESISTANT CENTERS + SPECIAL TOOLS 





HERE’S A FAST SELLING LINE... 


that you can put into every shop in your territory! 
In fact, you can sell three different Gorham tools to 
a shop with only one lathe . .. and all three are 
repeat sellers! They're basic needs for any shop... 
tool bits, wear-resistant centers, cut-off blades .. . 
and because they're basic, they're the best “door 
openers” you'll ever find for all your other lines! 


The tool bits are available in three distinctive mate- 
rials developed by Gorham to meet most metal 
working requirements. This gives you “tailor-made” 
tool bits for widely varied applications, yet they're 


standard, carried in stock. 


The centers are Gorham ““M-40-U”" Alloy; they resist 


ne ae 4 wear, heat and abrasion from 3 to 10 times longer 
j than high speed steel and other ferrous or non- 

ferrous alloy centers. Their exclusive feature . . . 

a deep, solid core of wear material . . . allows many 

more redressings than are possible with capped or 

i tipped centers. 
Gorham Cutoff Blades are exceptionally good repeat 
a 


items, too. Available in 17 stock sizes, made from 
high-speed steel with ground clearances and hold- 
ing faces. 

The tools on this page are just part of the vast Gorham 
line that includes “the right tool for every cutting 
job.” And selling these tools can be a mighty profit- 
able proposition for you! They're backed by more 
than thirty-five years devoted to research, develop 
ment and production of fine cutting tools ...Gorham’s 
reputation for high quality and fair dealing ... and an 
extensive advertising program that's consistently 


selling for you in major trade papers. 


The coupon below will bring you the whole story 
on this profit-producing line. Clip it and slip it in 
the mail today! 


TOOL COMPANY 
14406 Woodrow Wilson 
Detroit 3, Michigan 


WEST COAST WAREHOUSE: 
576 North Prairie Ave., Hawthorne, Calif. 


GORHAM TOOL COMPANY 
Please send me the following: 
120-page Cutting } Tool Bit and Details of 


Tool Catalog Alloy Center Gorham Dis- 
Literature tributor Plan 





NAME 
COMPANY 
STREET 


CITY ZONE STATE 








WAITING for the seminars to get RESTING after the formal meetings is THE PAUSE . . . yes, that is a Coke 
underway is W. L. Enright, Ellfeldt R. bk. Cribley, Grand Rapids Supply that I. H. Holder, Evansville Supply 
Machinery & Supply Co., Kansas City Co., Grand Rapids, Mich Co., Evansville, Ind., is enjoving. 


400 Attend Cleveland Regional Meeting 


Report Starts on Page 100 


Harry K. Webster (H. K. Porter Inc.) D. J. Seyler, H. P. J. D. Lockrem and John Brown (both of Scully-Jones & 
Weller Supply Co., Erie, Pa., and Red Bosworth (Porter) Co.) and Sam Clark, Jr., Samuel Harris & Co., Chicago. 


George Needham, Jr., and Claude W. Huth, both of Biggs Ed Alberter, Somers, Fitler & Todd Co., Pittsburgh, and 
Pump & Supply, Lafayette, Ind., and C. F. Price, The Fred Rau and Carl Hedner (both of Yale & Towne Mfg. 
Knapp Supply Co., Inc., Muncie, Ind Co.) 
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HY-PRO 
SPECIALIZES 
IN TAP 
ENGINEERING! 


...f0 give your customers better prices and service 


Tap production is specialized at Hy-Pro. Because taps make up the 
great portion of our output, it enables our engineers to constantly 











direct their technical know-how and creativeness toward the pet 
fection of this one important line. Such close attention to every 
phase of tap design and production has helped build Hy-Pro’s repu- 
tation as the “‘tap specialist.” 

These engineers are always ready to help your customers with any 
problem—from a special need to one in their regular operation. 


Be sure to remind them of this service. Hy-Pro’s full line of taps is 
backed by the proven reputation and experience of these engineer 


specialists. 





HY-PRO TOOL CO., NEW BEDFORD, MASS., U. 5S. ; 


Distributorships Available in Selected Markets 


ADDITIONAL WAREHOUSES: 6046 ¢ ege Ave 10428 W. McNichols Rd 6141 North Elston Ave 
OAKLAND 18, CALIF DETROIT 21, MICH CHICAGO, ILL 
Piedmont 433 University 4-1077 Newcastle 1-6486 
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10 


flexibl® ws 
MACHINES 


your BEST BUY 
because they 


‘ 


serve your customers 7 
BETTER! 


Ralph B. Talbott, Fairmont Supply Co., Washington, Pa.; Curran Cavanagh, Fair 
mont Supply Co., Fairmont, West Va.; Faie A. Hurd and Paul Wheeler (both of 


Link-Belt Co.). 


43-SPEED JIFFY 
$J-38 


These two STOW Voariable 
Speed Machines permit 
choice of operating speeds 

. are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available 


E. Ray Barkley (Beaver Pipe Tools, Inc.); Albert F. Piggott and David S. Piggott, 
both of J. T. Wing & Co., Detroit; and Al Thornton (Beaver Pipe Tools, Inc.). 


STOW FLEXIBLE SHAFTS 
are the result of specialized 
knowledge and 76 years of ex 
perience. Reliable, efficient - 
they're famous for long-wearing, 


trouble-free performance. 


Write for Free Copy! 


Don't delay——write ‘o- 
day tor your free copy 
of Cotalog 5! 


MANUFACTURING CO — 
TO ee ae ote. 4:9 D. W. Northup (The Henry G. Thompson & Sor Co.); Donald R. Whyte, Potter 
W. Shaw and George A. Hirth of The Mau-Sherwood Supply Co., Cleveland. 
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“WELL MAKE IT 
CAPITAL INDUSTRIAL BRUSHES 
AND BROOMS AGAIN eoeee2e?ee: 
THEY'RE A GOOD INVESTMENT™ 











THAT'S what the men who are responsible for efficiency in plant 
maintenance say. They know that the CAPITAL line gives them 
full value for money invested. This equipment meets the challenge 
for LONG WEAR, SERVICE, and PROFIT. 


© We urge users to buy thru their local distributor. 


The Line that Works MARKETS 
to Your Benefit 


* beef washing brooms * hide 
brooms * fibre brooms * whisk 
brooms * textile brooms * ware 
house brooms * coach brooms 
* janitor brooms * general in 
dustrial brooms * perior brooms 
* push brooms * street sweeping 
brooms * wire brushes * floor 
brushes * window and car washer 
brushes * counter brushes * scrub 
brushes * special brushes * stree 
rolls 





D CAP) : \ 
ie te iil 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
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Cleveland Regional Meeting (Cont'd) 


Hi. A. Mikesell (The ‘Toledo Pipe Threading Machine Co.) D. Handley Johnston and Harold A. Johnston, both o:/ 
md Al Thornton (Beaver Pipe Tools, Inc.) United Hardware & Supply Co., Titusville, Pa 


J. F. Bennett, Couch & Heyle, Peoria and W. C. Du Comb, FE. N. Turner (Chisholm-Moore Hoist Corp.) and J. C 
W.C. Du Comb Co., Inc., Detroit Mock, Colonial Supply Co., Pittsburgh. 


George McCreery, Strong, Carlisle & Hammond Co., Cleve Carl Adelman and L. W. Judy (both of Carborundum 
land; D. J. Sevier and Douglas Weller, H. P. Weller Sup Co.), and Leonard Dietz, Dietz Industrial Supply Co., 
ply Co., Eric Aurora. 
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ms Red Shield says: 


\{ STANDARD fot tough jots 
since 1881" 









fee 3 


i gi 


AL) 
"4 


STANDARD ser 


€ your customers’ individual tool problems anywhere in the U.S.A. 
At Kean Ad Your ahem A e 


The STANDARD Line is-complete, preferred and promoted 
UWS Standardize with STANDARD. It is a good line to represent 
o a / 
d f wy? 
W % 


vice engineering specialists are available for 


” 
, 


TANDARD JOOL ('0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





NEW YORK « DETROIT « CHICAGO + DALLAS + SAN FRANCISCO 











Aero-Seal vos canes | Cleveland Regional Meeting (Contd) 


Hold Tight 


Oliver J. R. Troup, Jr. (Atlas Chain & Mfg. Co.); Faie A. Hurd (Link-Belt Co.); 
Frank Ingham (Atlas Chain & Mfg. Co.) and Paul Wheeler (Link-Belt Co.). 


Until You Know When! 


Your mechanic fits an Aero-Seal 
Hose Clamp any place he can 
reach with a thumb and one fin- 
ger — it locks tight... seals tight 
—and will hold until “the big 
freeze.” Won't shake loose in a 
million miles of driving, and can 
never snap open accidentally, 


REPLACE AND RE-USE 
AGAIN AND AGAIN 


If the hose wears out, there's no 
waiting on the road for a spare 
hose clamp — no time-killing trip 
from the shop to the stockroom. A 
quick twist of the wrist and the 
band unlocks ready for use. 


One clamp may be used and re- George Staudt (Harnischfeger Corp.); George Woodland (Chain Belt Co.) and 


used — replaced im any position = 3 “1 . : nt Te 
year after year Sam Clark, Jr., Samuel Harris & Co., Chicago. 


< ) 
+ SEALS TIGHT — CAN'T 
CUT HOSE 


Acro-Seals are scientifically de- 
signed to apply pressure evenly all 
around the hose — won't leak. Vi- 
bration-proof. Curved saddle pre- 
vents cutting of hose. Stainless 
steel — won't rust; resists corrosion. 
Thumb-screw and screwdriver slot 
types 


ALL AERO-SEAL HOSE CLAMP 
BANDS ARE STAINLESS STEEL 


pero -Seal 
WORM DRIVE 


W772 
4 5 9 HOSE CLAMPS 


Another Ga) Product . 
a E. N. Wirthlin, Jr., The Wirthlin-Mann Co.; Harry R. Rinehart, The National 
BREEZE CORPORATIONS, INC. Industrial Distributors’ Association; and Kenneth R. Beardslee (Carboloy Dept., 
41 South Sixth St., Newark 7, N. J G. E. Coa.). . 
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MODERN DESIGN & MASS PRODUCTION 
MAKES POSSIBLE SAVINGS UP TO 40% 


Sturdi-Bilt has made the first great improvements 
in work benches in many years! Exclusive pat- 
ented “Tension Bolting” provides strength and 
rigidity without costly welding, permits substantial 
savings in steel and labor. 


New type Sturdi-Bilt tops are warp and splinter- 
proof, dent and abrasion resistant. Compact 
knock-down packaging makes possible drastic 
savings in shipping costs. Backed by substantial 
trade magazine advertising, Sturdi-Bilt benches 
have won approval of hundreds of America's 
leading industrial concerns—who are ordering 
and re-ordering in ever-increasing quantities. 


Protected Dealership Policy 


Sturdi-Bilt’s steadily growing sales are being chan- 
neled through selected, stocking dealers only. 
Write for full details, prices, specifications, ad- 
vertising program—and jearn how you can benefit 
with this attractive line! 


~ Sturdi-Bilt 


Steel Products, Inc., 624s. michican AVE., CHICAGO 5, ILL 








Minole 8 Wacom ony SALES REPRESENTATIVES Unvote New York, Fone Peon 


308 West Washington Street ea ~¢ _— Stotes & 
Chicago 6, Illinois Southern Stotes ashington, 





The Harry Hanser Organization 
BAL ik Nek n al W_N. Wilkerson 1841 Broad 
, Kansas, owa lohan t. Everan & Conneny ad way 
J. F. Tapp Company P O. Box 290 New York 23, New York 
1515 Grand Avenue Memphis |, Tennessee 
Kansas City 8, Missouri 
Metropolitan New York, New nie. ee ee 
Western States Jersey & Connecticut 9 - 
Lynn and Brooks Martin Miller, Ir HH GB. Mazerodt 
3055 Wilshire Bivd 401 Broadway é riswold Street 
Los Angeles 5, California New York 13, Ne b Detroit 26, Michigan 
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NEW MOBILE 


"SHOP TENDER” 


Nothing else like it! The fastest sell- 
ing shop item introduced in years! 
Available for as low as $12.15. Or- 
dered and re-ordered by leading 
industrial plants everywhere. 


303 








Cleveland Regional Meeting (Cont'd) 


Krank M. Crager, Indiana Manufacturers Supply Co., and George B. Considine, United Hardware & Supply Co., 
Dan C. Swander, Jr. (Columbian Vise & Mig. Co.) rie, Pa., and Fred C. Emerson (Spartan Saw Works, Inc.). 


P. ‘Tl. Racklifle (Standard Tool Co.) and J. S. Radcliffe W. E. Atchley (National Twist Drill & Tool Co.) and 
The EK. A. Kinsey Co., Cincinnati W. W. Lightbody, C. L. Gransden & Co., Detroit. 


Joseph P. VanBlooys and Robert R. Miller, both of A. I Dan C. Swander, Jr. (Columbian Vise & Mfg. Co.) and 
Holcomb Co., Grand Rapids 1. D. Vander Voort (Clemson Bros., Inc.) 
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YOU 


DISTRIBUTORS 


ON THE COVER 


YOur 
PERSONAL CARD 
FITS RiGur HERE 

‘NA SPECIAL 
EMBOSSED PANEL 


SEE IT AT BOOTH 926 
MIAMI 


.. AND WAIT TILL YOU SEE THESE FEATURES INSIDE: 


Horton, old in years and young in ideas, backs its Distributors with o 
catalog to be proud of . . . and one that will make the selection of 
Horton Chucks easy and wise. Get the Horton story now! 


COMPLETE descriptions, prices and dimensions of each 
type of chuck in separate sections. 


CLEAR Chucks and their mountings are illustrated on 
each page for quick identification, plus out- 
line drawings with each table of dimensions. 


CONCISE easy-to-read, with format designed to aid 
the chuck buyer. 


CONVENIENT Index combined with visual reference to 
each section for quick location of general and 
specific information. 


COMPACT No more thumbing back and forth for infor- 
mation. Full details, prices and illustrations of DIVISION OF 


jaws and parts included in the same section 
os the chucks they are used with. THE E. HORTON & SON CO. 
WINDSOR LOCKS, CONN. 
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Cleveland Regional Meeting (Cont'd) 





Paul E. Lees (The Standard Tool Co.); Walter Bennett, National Mill Supply, 
Inc., Fort Wayne; George Steinmetz (The Standard Tool Co.) and D. L. Schu 
macher, Flack Equipment Co., Dayton. 


the original 
Replaceable Face Hammer 


faces changed 
in seconds 


PROTECTS THE WORK! 


Interchange of faces permits use 
of best material for hitting work 
without damage. Faces available 
in Basa Molded Composition, : : 
Rawhide, Plastic, Copper and Walter L. Connell (American Pulley Co.); Leonard Dietz, Dietz Industrial Supply 
Babbitt. Can be switched in Co., Aurora; Paul D. Rickman, and Paul B. Hayes, both of Bard Steel & Mill 
seconds! Supply Co., Kalamazoo. 


PROTECTS THE WORKER! 


Handle shaped to fit the hand. 
Hammer head firmly anchored 
by wooden wedge and steel 
pin. Freer play between retain- 
ing head jaws assures secure 
take up, fist-tight grip on every 
face—regardiess of circumfer- 
ence variation. 


We Now Have 
Pawhide Faces 
in all sizes — 

Available 
From Stock! 
Get Bulletin BE-20 








Fred C. Albrecht; William J. Gutnecht, Jr.; and Don F. Malone, all of Stam 
GREENE, TWEED & CO. baugh-Thompson Co., Youngstown; and Harry Rinehart, National Industrial Dis 


NORTH WALES, PENNSYLVANIA tributors’ Association 
( ; 
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Edward VY. Sullivan 


Lau Blower Division 
Names Sales Manager 


‘The Lau Blower Co., Dayton, Ohio, 
has promoted Edward V. Sullivan, for 
mer advertising and sales promotion 
manager, to sales manager of the Fan 
Division 

Thomas II. Martin succeeds him as 
idvertising and promotion head 

With the company four years, Mr 
Sullivan was previously account execu 
tive with Hutzler Advertising Agency, 
Dayton. He has also been connected 
with Shefheld Corp. 

Mr. Martin was formerly supervisor 
of graphic services for Monsanto 
Chemical Co.’s Miamisburg, Ohio 
Laboratory 


Thomas H. Martin 


SCENTED GOWNS 


They're adding scent to yard goods 
now, reports Chemical Week, McGraw 
Hill publication. Chemists have found 
a way to add perfume to plastic fabrics 
for flower-scented window and shower 
curtains and the method promises 
sweet-smelling yard goods as well. 







CAPEWELL MAKES EVERY TOOTH COUNT 


IT’S THE TEETH 


THAT COUNT! 


HACKSAW 


BLADES 























THE CAPEWELL MANUFACTURING COMPANY 


62 GOVERNOR ST 
2CASIR 


HARTFORD 2, CONN. 


| 
| 


] 
| 


| 





... see how you 
can benefit 


from... 


that screws, nuts and bolts in pack- 
ages should be sold primarily through Distributors. 


that screw manufacturers should not 
compete with Distributors in selling fasteners for main- 
tenance and supplies direct to consumers. Therefore: 


iat immediately refer both inquiries 
and orders tor packaged fasteners to qualified Pheoll 


Distributors. 


a Tay 


. " . . . . 
s all-out distributor policy on threaded fasteners... the first 
Dttered by a full-line screw manufacturer...is the talk of the in- 


dustry in 1953! 


If you haven't already received the full story, you'll want to hear 
it first-hand when you're at the industry convention in Miami. Be 
sure to visit the Pheoll exhibit (BOOTH 304)! Learn how you can 
increase your sales and profits on threaded fasteners. Ask to see 
actual evidence of the results being achieved by others... get brass- 
tack details of what you can expect from this profit-building line. 


Can't get to the meeting? Then write at once to learn how the 
Pheoll sales policy is backed by a complete line, huge stocks and 


the best service anywhere ! 


PH EOL wan" sorews 


BOLTS 


MANUFACTURZERS OF 
@ SCREWS—Machine, wood, drive, cap, socket, etc. 
@ BOLTS—Stove, machine, carriage, lag, etc. 
@ Sems and Phillips recessed head fasteners. 
@ Thread-cutting and tapping screws. 
@ Nuts, washers, threaded rods, special fasteners, etc. 


\) % 


, 
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7 Me eS 
SALES-SERVICE 


An effective distributor service designed for practical use, as 
ore all Bay State abrasive products. These services constantly 
promote a leading product through outstanding distributors. 


A QUALITY PRODUCT 


























“First with the most” describes Bay State’s achievements in the 
abrasive products field. In over 30 years of experience, Bay State's 
advanced engineering has set the pace for modern grinding practice 
by developing the exact abrasive products your customers need. 


» CONSTANT RESEARCH 


No ivory-tower type of theory here! Bay State research deals with 
the facts of grinding wheel life, on the practical level of actual 
production grinding. It constantly asks (and answers) the question, 
“Now that we've made it good, how can we make it better?” 


ON-THE-JOB ENGINEERING 


Again the design is for practical use. Do your customers have a 

difficult grinding problem? Bay State sends capable abrasive specialists 
to the plant with the problem. There they analyze the situation, and 
make practical, direct recommendations for its solution. 


Cleveland 
WESTBORO 


i 
Pittsburgh 


FAST DELIVERY 


Direct from factory or warehouse stocks, Bay State distributors give 
rapid delivery service on all standard wheels. Long experience has given 
Bay State the means of knowing when-and-where to stock how-many of 
each type of wheel for the most efficient supplying of customer demand. 


NATIONAL ADVERTISING BACK-UP 


Bay State believes in its distributors and its advertising program. 
Each punchline of this nation-wide, constant campaign in leading 
metalworking publications is factual, forceful buy-appeal to the 


men who can buy .. . FROM BAY STATE DISTRIBUTORS. 


VALUABLE KNOW-HOW BOOKS 


Practical, useful information is packed into Bay State literature. 
Available to Bay State distributors, such examples as the 

“Westboro Standard Stock List’ and specific 4-page folders for 

special phases of grinding constantly help both customer ard distributor. 












jay 
Chicogo™ T 


Detroit 







Write for details on handling Bay State's 
complete abrasive line. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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Cleveland Regional Meeting (Cont'd) 


Bill Worthington (Armour & Co.) and R. J. McGovern, C. Fred Watkins (Heller Brothers Co.) and Fred O. Good 
Standard-Machinists Supply Co., Pittsburgh night, The Hardware & Supply Co., Akron 


John F. Corkery (Independent Pneumatic Tool Co.) and Walter Bennett and C. F. McLeish, both of National 
Paul M. Birsen, Mill & Factory Supply Co., ‘Toledo. Mill Supply, Inc., Fort Wayne. 


Jack J. Rowe (De Walt, Inc.) and R. L. Anderson, Indus- H. D. Austin (Armstrong Bros. Tool Co.) and J. F. Ben- 
trial Supplies Co., Steubenville, Ohio nett, Couch & Heyle, Peoria. 


Continued on page 314 
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SUPREME srw CHUCKS 


HAVE ALL THE ELEMENTS THAT MAKE 


GOOD DISTRIBUTOR BUSINESS 





















| 
! 
| 





SUPREME BRAND CHUCKS hove the quality and 

precision construction that workmen appreciate and want jn good tools. 

SUPREME Quality results in satisfied customers .. . it creates repeat business . . . it helps 
to continue a Distributor as a dependable source of supply. It has proved the 


kind of product that users can depend upon. For Distributors 
| 


handling the SUPREME Line . . . it has meant GOOD BUSINESS. 

Distributors are Supreme’s main sales force. Consider adding Visit Our 
Supreme Brand Chucks to your line . . . it will pay you Booth No. 608 
to be first to inquire about open territories. At Triple Mill 


BRAND Supply Convention 
(\ SUPREME CHUCKS 


Supreme Products, Inc., 2222 South Calumet Avenue, Chicago, Illinois 


THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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Cleveland Regional Meeting (Cont'd) 


Frank Badalli and EF. P. Stark, both of Standard Equipment W. R. Kerr, Somers, Fitland & Todd Co., Pittsburgh; 
& Supply Co., Hammond; and Earl Venstrom (Twin Disc Donald L. Cooper and Francis A. Rank (both of R. R. 
Clutch Co.) Donnelley & Sons Co.). 


R. C. ‘Taylor, Jr. (Pheoll Manufacturing Co.); W. S. Baker R. J. Lackey, J. V. Barkume and FE. D. Stern, all of The 
md I. J. Staroba (both of Carboloy Dept., G. FE. Co.) Rav! Co., Detroit. 


Kk. N. Wirthlin, Jr., The Wirthlin-Mann Co., Cincinnati C. E. Shelley, Gransden-Hall & Co, Flint; William Atchley 
B. F. Oswald (Alexander Bros. Belting Co.) and W. D and Duke Grossman (both of National Twist Drill & Tool 
Dineen (AllisChalmers Manufacturing Co.) Co.) 
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... With TOP QUALITY 


DROP FORGED STEEL 


VALVES, FITTINGS 
and FLANGES | 


Air View of 
Henry Vogt Machine Co. 


, 
Phis 24 acre Vogt plant supplies the 
most comprehensive line of top quality 
drop forged steel piping materials 
anywhere available to industry. That’s 
why they’re the choice of leading 
refineries, power plants, chemical 


plants, ete., the world around! 


OUR COMPLETE LINE INCLUDES 


Flanged, Screwed and Socket Weld End 
Globe, Gate and Check Valves ¢ Ells, Tees 
and Crosses ® Couplings © Bushings © 


Plugs © Unions @ Flanges and Flange 
Unions © Welding Heads 


HENRY VOGT MACHINE CO. LOUISVILLE 10, KY. 


Branch Offices: New York, Philadelphia, Chicago, Cleveland, 
St. Louis, Dallas, Charleston, W. Va. 
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"Imitation is the sincerest 


form of flattery” 


RECOMMEND 
GENUINE 


"PRODUCTS Soa J Go 


Fibre screw anchor Chicago Nipple Mfg. Co. 


for use with wood or : ’ . 
en enthen” Gat for 100% customer Names Sales Executive 
—_ David J. Gent ha nay 


woe es vines satisfaction gcncral manage f sal 
= “> 8 Nippk Mfg. Co., Chica 
Recently assistant ma 


WL ANCHORS for tubular product 


é Laughlin Steel Co., he | 
Heav uty masonr 

qnanie of “confined nected with the 
lead type” for hold more than 20 vear 
ing bolts. Made in ' ~ 

one piece double 
ended cannot be 


wee tase ve" to e Yes —in the past few years Honeyman Mfg. Co. 
RAWLDRILIC you have undoubtedly been ap- Names Sales Manager 

proached with something that — Honeyman Mfg. Co. Portland, 
Three point easy to 


. Ore., has ointed Manford Pate as 
sharpen masonry resembles Raw] Products and is r las appo i } 


drills for hand and national sales manager for its line of 


wtany ation — use represented as “just as good”. hand trucks 


Raw! Carbide tipped He was previously sales manager of 


comer However, in use among your Air-Mac Oregon, materials handling 

f . firm, and was also connected with 
Res customers, such products de- fiyster Co. as sales manager of th 
The improved ma velop faults that mean real in- ‘ tor equipment division 


chine screw anchor Honeyman is planning an expanded 
The taper permits use 


tn unber-ceed poles stallation headaches. That's § distribution campaign. company of 


resulting in saving of ficers said 


, 7. ae mighty expensive for your cus- 
arta tomers—and not so good for you. 


pani2enveG 
Only expansion bolt Your customers, we know, will 
and bolt ta one piece appreciate—and will order and 
impie to use easy 


| to install. Drives like reorder —the time-tested and 


nail into drilled hole 


t 





Tremendous holding 


power : service-proven genuine Rawl 


Sizes 1/18" te 


RAWL HAMMER. SETC products. 


Newest type of 
heavy duty machine 
bolt anchor. Hammer 
is only tool needed 


See ””°RAWLPLUG CO. Inc. 


ad a a 271 CHURCH STREET, : | 
For simplicity of in NEW YORK 13, N. » BRUSHING UP on machin 


stallation and secur in 
ity of anchoring any . tions are Wallace Forrester and I 

fixture or utility in . 
hollow walls or ceil . < ray outside alesmen for Boyk 


ings. or nh ol & § pply Co Atlanta. Ga 
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AMERICA’S 
FINEST 





SPECIFIED BY 


AMERICA’S GREATEST - — 7 


es 


AUTOMOTIVE tz 


AND 7 4 ‘ . Ov, 
AIRCRAFT : .“ yi 
INDUSTRIES | <= -— 














PROVEN BEST GIVE YOU MORE PROFIT 


than any other top grade vise on the market! . . And don't 
forget, Wilton Vises mean flexible inventories at all times be- 


For ruggedness cause only Wilton Vises are interchangeable from stationary 


d t th to swivel styles! Streamlined functional design is another Wilton 
an $s reng extra feature. There's no other vise like it! That's why Wilton is 


A IN America's Best Seller. Write now for the Wilton sales plan . . it 

iH fit f . 

AMERICA’S ae hemnatien ie tne 0h. 00 <i 
=- OIL FIELDS gation to you. 











WILTON'S “C” CLAMPS ARE PERFECTLY 
only BALANCED AND REINFORCED FOR 


EXTRA STRENGTH! 
Write now for more information 
about these two Wilton Top Quality 
Products! Ask for our new 28 page 
catalog — it's free! 


HAS THE 


Pearlitic” C-Clamp 


ete te te te ee ee ee 


Peete ceceoroerres 


Precision built for any indus- , a, 

= tml typo nape gggaes QD a © WILTON TOOL MFG. COMPANY 

Clamps are packaged! Easier A Am \ i 925 Wrightwood Ave. 

2 =—=E=— Chicago 14, Illinois 

to buy — Easier to stock —-Bettertouse. ~ > , 
The sow mivacie “Toughoning prec- . Gentlemen: Please send me your new free cata 

ess" that makes Wilton's “C" Clamps leg at no obligation to me 

last longer — do a better job — and cost less! 


NAME 


WILTON TOOL MFG. CO.: “” 


925 WRIGHTWOOD AVE. CHICAGO 14, ILLINOIS ' ZONE. STATE 
' 
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FOR YOUR 


WRENCH NEEDS 


P Manufacturers of a full and 
} outstanding line of alloy and 
4 carbon wrenches for 35 years. 
You will like Fairmount ser- 
vice. It is geared to your in- 

dividual needs. 


Herbert P. Dales 


Carborumdum Appoints 
Division Executives 


Ihe Carborundum Co., Niagara 
halls, has named Herbert P. Dales 
iles manager of the Coated Product 
Division and Carl L. Adelman assist 
ant sales manager 

Vheir headquarters will be at the 
Coated Products Division offices in 
Wheatheld, N. Y. 

Mr. Dales was recently assistant 
manager of the Chicago sales district, 
ind before that sales engineer and 
salesman. Hle has been with the com 
pany hive ycal 

Mr. Adelman started with the com 
pany as a junior salesman in the New 
York sales district in 1930. He later 
transferred to the Buffalo district a 
industrial salesman and for the past 
three vears has sold only coated 


ibrasive product 


Announce Office Changes 


Phe Carborundum Co.’s Industrial 
Abrasive Sales Division has made sev 
ral changes in district office staff 

Russell P. Colosi, former office man 
wer at Cleveland, has been named 


A profitable line fo sell 


Write for catalog and full 


distributive information 


FAIRMOUNT 


jgele)s FORGING. INC. 
10611 ee Ave., Cleveland 6, Ohio 


Carl L. Adelman 
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85/0 MAGNESIA 


Earns A-Grades for 





Keeping School’s 
Steam HOT! 


Central School, Philmont, N.Y., protects its pupils with a 
modern heating svstem insulated with lifetinn beatherweieht” 
85 Vaynesia 


HIS attractive school at Philmont, N.Y., essing plants, oil refineries and chemical 
carries enlightened planning right down installations 
to its basement. To assure maximum efhi- - - 
Because “Featherweight” is inorganic in 
ciency of its modern heating plant, the : : ils 
nature, it won't burn. Itsinsulating properties 
planners insulated the boiler and flue with are not affected by the expansion and con 
“Featherweight” 85 Magnesia Blocks traction of steam system start-ups and 
smoothly coated with K & M_= Asbestos shut-downs, or by alternate wetting and 
Cement. The piping ts insulated with drying. It is economical to buy, economical 
“Featherweight” 85° Magnesia Sections. to apply. In combination with K & M 
“Featherweight” 85% Magnesia gets high Hy-Temp Insulation it will insulate equip- 
grades for insulating any job with ment with temperatures up to 1900° | 
temperatures up to 600° F. It has been a You can depend upon steady profits and 
distinguished success for more than 60 years satisfied customers when you sell 
providing economical, lifetime insulation “Featherweight” 8&5‘ Magnesia and the 
on thousands of applications, including ships complete line of K & M Insulations. Write 


and power stations, hospitals and food proc for full details 


Noture made Asbestos 
Keasbey & Mattison has made it r 


serve mankind since 1873 


KEASBEY & MATTISON 
COMPANY +AMBLER + PENNSYLVANIA 


Architect: Hampson and Fisher, Pittsfield, Moss. General Contractor: Ernest J. Cramer, Pittsfield, Mass. Plumbing & Heating Contractor: Berkshire Plumbing 


ond Heating Company, Pittsfield, Mass. Insulation Contractor: Armstrong Cork Company, Hartford, Conn 
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for your customers...and for YOU! 


k GOOD DEAL 


AYIA TA LI 
OO PLTTS. 


& E-Z ROLL 
WHEELS 


DARNELL CORP, Lr, 


DOWNEY, (Los Angeles County) CALIF. 
v 

lem 1) 4 a iis) ee hae le SE, ee 

36 North Clinton, Chicago 6, Illinois 
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issistant to the Cleveland sales man- 
ager 

Charles J. Walter, 
Angeles office manager, succeeds MIr. 
Colosi as Cleveland office manager 

Wilfred Robson, assistant office 
manager at Chicago, has been ap- 
pointed office manager at Los Angeles 

Joseph A. Marrone, ¢ hief stock clerk 
it Chicago since 1949, is now assistant 
office manager 


formerly Los 


Fairbanks, Morse 
Names Detroit Manager 


William B. Morse has been named 
manager of the Detroit sales and 
service branch of Fairbanks, Morse & 
Co., Chicago, succeeding the late E. J 
Hay 

formerly assistant to the Detroit 
Morse has been 
1946, starting in 


manager, Nir with 
the company since 
the Beloit Works. From 1945 to 1951 
ilesman for the San Fran 
to Detroit in 
grand 


he was a 
o branch, and came 
th fall of 195] Hk l i gor it 
m of the founder of the 
nd son of Robert H. Morse 
if 
Other recent changes in the la 
banks, Morse organization are: B. R 
beng, named a istant comptroller J. 1 
\icQuilkin, now assistant to the pr 
dent of ‘The Canadian Fairbank 
Nlorse Co.. Krank M. Mason, J 
coordinator of U. S. Gover 
nent business: |. F. Weiffenbach, now 
hict produ t engineer of the Manu 
Division W ] Watson 
manager, Canadian Locomot 
R. Walsh, named manager of 
Kansa 
Anall 


oOmpans 


ji , pr l 


Thadnne d 


facturing 
work 
Co.; J 
the company’ new plant m 
Citv, Kan md = W rPoM 
nanager of the Stuttgart Work 





VALVES come in large sizes at Dixie 
Mill Supply Co., New Orleans. Walter 
Phillpott and Henry Kerth, office man- 


iger are checking the inventor 





ANOTHER MOD ERN CATALO G 


Compiled by 


for another Leading Industrial Supply Distributor 


= 
Exclusive Features 


in Every Catalog 


HIGH SPEED PRICES are printed in 
RED 


CARBIDE PRICES are printed i 
GREEN 


TRADE -MARKS reproduced i 
headings of well-known brands 
tie-in the catalog with manufac 
turers’ national advertising 


4 DIVIDING RULES between 
page columns provide ease of 
reading 


All setups in each catalog are 
submitted to manufacturers 
and brought up-to-date just 
prior to press time 


Many of the nation’s 
leading Industrial Sup 
ply Distributors are turn 
ing to us for their cata 
log service there is 
a good reason 


* The Catalog Displayed in this ad has been 
selected from a part of our current production 


600 W. JACKSON BLVD. 
CHICAGO 6G, ILLINOIS 
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Your customers Wise 


APCO MOSSBERG 


TORQUE TOOLS 


Whether 

tiny electri 

craft engines 

for Ar » Mossberg 

HERE'S WHY... 

Torque Tools, kn 

for their precision constru n, ac- 
curately measure tet n in tight 
ening nuts, bolts and screws. Meas 
ured tension prevents loss of time and 


materials caused by shearing, and is 


essential in thousands of assemblies 
where fastenings must be exactly 
right, precision tight 

Moreover, Apco Mossberg Torque 
Tools are job-designed. They give 
readings 


quick-as-a-glance tension 


and feature narrow heads for hard- 
to at jobs. They are stronger, 
AND — 
they have no springs! Apco Tools 


lighter, easier to handle 
stay accurate and they stay sold. 
You enjoy extra profits . . . be- 
cause only Apco Mossberg can sup- 
ply you with a complete line of 
Torque Tools 


wrenches in a full range of sizes from 


screw drivers and 


inch gram models right up to a 


30,000 inch pound heavy duty 
wrench for maximum torque meas- 
urements 

Write direct for complete informa- 
tion on these and other Apco Moss- 


berg Tools for Industry today... 


HPGO MOSSBERG CO. 


ATTLEBORO, MASS. 
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E. W. Ristau 


Rockwell Names Ristau 
Vice President of Sales 


Kk. W. Ristau has been appon 
vice president in charge of iles of th 
Power ‘Tool Division of Rockwell Mfg 
Co., Pittsburgh 

The division includ the Delta 
Power Tool line, Deluxe Saw & I 
Co., and Rockwell Tools, In 

\ former vice president of Skil 
Inc., Mr. Ristau joined Rockwell 
1951 as general manager of Rockwel 
Pool He became director of sal 
ind advertising of the Delta Pow 
Pool Division in September, 1952 

His permanent headquarters 
be at the Rockwell home off 
Pittsburgh 


+ +) 


To Direct Tool Operation 

Power tool operations of Rockwell 
Mfg. Co., have 
L. A. Dixon, executive vice pr 
since June of last year 

He will be directly 
the Delta Power lool Division, 
Rockwell Tools, In ind the De 
luxe Saw & Tool Co 

\ longtime associate of Colonel 


W. KF. Rockwell, chairman of the 


been placed under 
| 


icle nt, 


« spon ible for 








i 


It's not new 







Selling Through and Buying From 
— Your Industrial Distributors... 















Hack Saws 


Recently a lot has been said about Distributor 
Co-operation, urging the “Buy From Your Dis- 
tributor” idea etc. We are all for it. We buy 
from our local Distributors every day. we always 
have! We also sell thru Distributors Exclusively. 


READ THE SPARTAN POLICY 


1 Sold only through Distributors 


2 Full protection to Stocking Distributors 





Hack Saw 


3 Full co-operation from the Spartan Sales Force Frame 
Tool Bits who are working with and for Distributors at 


all times. 


4 Catalogues and Sales Literature bearing Dis- 
tributor’s name if desired 
5 Planned Advertising constantly reaching your 
customers and prospects 
6 A plant fully equipped with modern machin- 
ery producing by SPARTANIZE methods 
blades second to none 
7 Backed by acceptance from Coast to Coast 


These lines have Built Repeat Sales formany Distributors. You need not stock 
all five to have Stocking Discount. This will apply toany of our Line You Do Stock. 








What more do you need for Profitable business. 


It might pay you to write us 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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board, Mr. Dixon devoted many years 
to field work in the utility, petroleum 
ind municipal markets. He began his 
career as assistant to the president of 
the Pittsburgh Equitable Meter Co., 
now a Rockwell division. 

Later he was president of the Pitts- 
burgh DuBois Co., manufacturers of 
gas meters. Shortly after Rockwell ac 
quired that company, he became vice 
president of the Meier & Valve Divi 
sion 

His new responsibilities cover 19 
plants. Delta makes wood and metal 
working power tools for both industry 
and home, while Rockwell Tools pro- 
duces hand saws and saw blades, in- 
cluding carbide-tipped. Deluxe Saw & 
lool manufactures a line of carbide 
tipped saw blades 





The Madesco line of tackle blocks 

pays off in easier sales and re- 

peat business. Customers know be 

they can depend on Madesco for Re C. ©. Brayten, Je. 

top materials and workmanship. % 

They also know they can depend Arro Expansion Bolt 

on Madesco Tackle Blocks for = ; 
Names Representatives 


long, efficient service. 


Put Madesco products and Charles OQ. Drayton, Jr., owner of 
Dravton Associates, West Warwick, 


reputation to work for you. Stock : 
Madesco Tackle Blocks — and fea- 5 R. 1. has been named to represent 
ture them prominently! : \rro Expansion Bolt Co., Manon, 
Olio, in the New England states. 
Our catalog willmakeiteasyto % With Carl J. Adams and Robert P 


order. Send for your copy today. : Rose, salsmen, he will contact indus 
trial distributors, wholesale hardware 


houses and automotive suppliers in the 


areca 

Dravton Associates’ facilities include 
1 warchouse and teletype service. The 
hrm was founded in 1946 

lor the Boston trade area, Arro Ex 
pansion Bolt has appointed Bullard & 


I weedy, of Brookline. Mass.. as manu 
facturers’ representatives 


TACKLE BLOCK COMPANY To Handle Warren Product 
The Warren Refining & Chemical 
EASTON, Co., Cleveland, has appointed C. C 
PENNSYLVANIA Wakefield & Co., Ltd.. of Toronto, to 
handle the distribution of the Plasti 


lube line in Canada 
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ARROW TOOL & REAMER CO., Established 1916 


THESE ADVERTISEMENTS 
TELL THE ARROW STORY 
TO YOUR CUSTOMERS... 


Iiteblished 


Y ‘ /’ SPECIAL ‘ 
| END MILLS CUTTING TooLs 
| 


FOR 
‘ 
a comecere tin 36 Yiars 











Arrow's engin 
| @nd production experience 
gained during 36 yeor* o 
ao major supplier of prec’ 








A PULL LUNE 
OF QUALITY 


END MILLS 
INCLUDING 

THE POPULAR 

3 FLUTE SERIES 


Arrow speciolizes in “Specials” end ale 
produces @ stenderd line of quality Reemers 


mer COC 
Tool & REA . 
pagans ave + oereons * 


Li felt to 
ARROW TOOL & REAMER CO 0.429 time | MEAMER CO 
410.472 UVERNOIS AVE + OF ’ cw mS AVE © geron 


IN THE PAGES OF THESE 
LEADING METAL WORKING 
MAGAZINES... 























yy 


D) 
Wy ) 


Why 





Dpp,,, 


> 


W) 


», 
— _ 
<> 





My) 


— 
—— 
—— 


YARROW TOOL & REAMER CO. 


418-422 LIVERNOIS AVE. 


DETROIT 9, MICHIGAN 
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Introducing NEW 


ar W-Bl0 


SOFT-FACE 
HAMMERS 


Gruenewald 


Albert J. 


Lincoln Engineering 


Names Sales Manager 


Albert J. Gruenewald the new 
manager of the Industrial Divi 
on of Lincoln Engineering Co., St 
Louis, succeeding ‘T. \ 
ently named production m 
both the company plant 


REPLACEABLE TIPS a Gru 


of Super-Durable Plastic Ip P 


} 


Tie vald Va 


ICTAUN W 


SH srodes of | 
1\ vocal 4 fore 
Hardness for 2 m executive 


All Types of Work 


Outwears Other Types 
of Soft-Face Hammers 


AN 
y 
oy 
. 
‘ 
| 2 


* 

7 
have to do is put a Cush’N-Blo 
in your customer's hands. He'll 
see for himself how it enables 
maximum impact with less effort 
because there is no rebound or 


Volume Buildow 
uh 0 BIG i 


Replacomerit 


Every one of your customers 
needs these efficiency tools. Not 
just one or two—most will want 
a whole assortment as they find 
out how IDEAL Cush'N-Blo 
Hammers outwear and outper- 
form every other type of soft- 
face hammers. 


SELL THEMSELVES. All you 


sting. Cush’N-Blo Hammers are 
SAFETY approved. Spark-proof 
and chip- proof, they will not 
mushroom under the heaviest 
blows, can be used on finely fin- 
ished surfaces, electrical equip- 
ment, precision machines. Tips 
can be used in any combination, 
can be replaced or changed in a 
jiffy—which means profitable re- 
placement business for you. 


CASH IN ON THE HOTTEST LINE IN HAMMERS—ORDER TODAY 


A HAMMER a 
FOR EVERY JOB 


5 Diameters 
14 Weights 
Regular or 


Neme 


IDEAL INDUSTRIES, Inc TDEAL 
1000 Park Avenue, Sycamore, Iilinois 
Send 
Cush'N.Blo Hammers 


-_—- 


me complete data and prices on IDEAL 


Company 


. Pieraux 





ROADS CAUSE ACCIDENTS? 


Italy has the highest proportion of 
automobile accidents for the number 
of motor vehicles in use of any coun 
try in Europe. As a result a 12-year, 
$1.4 billion 
considered 
the high accident rate on a road sys 
that is “50 years behind the 
according to Engineering 
McGrow-Hill 


road program is being 


Italian engineers blame 
tem 
times,” 


News-Record, publica- 


Address tion 


Shot Loaded 
Cc Zone State 


Lew emewe ea eee ew @ wow J 
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don’t sell lamps short! 


When you stop to think of it, few items in 
your line can equal Incandescent and Fluo- 
rescent Lamps when it comes to steady 
volume, constant profit, sure repeat busi- 
ness. Get the lamp business and you're 


really in! 


CHAMPION Lamps belong in your line 
whatever other lamps you may have carried. 
CHAMPION Lamps never sell you or your 
customers short. They have the perform- 
ance that gets and holds the business. 
They'll open up new accounts for you and 


keep you in there. 


CHAMPION Lamps are sold on the same 


simple, straight-forward basis as other top 
quality supply items. You can forget the red 
tape and extra paper work. They're easy to 


handle and sell, and the profit is there. 


Go along on lamp volume and profit. Line 
up with CHAMPION. Let us tell you the 


whole story. 


YOUR CUSTOMERS APPRECIATE THIS 
CHAMPION ENGINEERED MAINTENANCE FILE 


Thousands of these Files are in 


active use in industry today. It is 


4 


rated the best single source of _Cnpimcered wy. 
es Sal emaime 
snenllttsintmnenensnne, 


information on lamp maintenance 
in existence. It helps you to sell 


more Champion Lamps. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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BECAUSE NEW 
BEDFORD HELPS YOU 


Stock New Bedford and you've got more than top- 
quality rope. Sure—New Bedford is pre-measured Arthur E. Jamieson 
and marked in red at the factory in accurate ten-foot 
lengths. Sure, it’s available at no extra cost in compact Sales Head Named 
self-dispensing display cartons in full and half-coil ; ‘ 
sizes —red for manila, green for sisal By S. W. Card 

But that's not all. New Bedford gives you a fist-full New anager of 
of potent sales tools. Check them over— see why New Nitg. ( division of | 
Bedford sales are better because New Bedford helps Drill Co., Mansfield, Ma 


you sell! Jamieson, formerly im 
A hard-hitting consumer advertising campaign mipan Ohio-Penn 
will broadcast 3,990,000 messages to Le woe J "B ( 
actively interested prospects — pre-sell : a ' He rs ‘e 
them on New Bedford quality, econ- } veteran 
Russell | 
pointed factory representati 
(hio-Pennsvlvania territor 
over fast starts prospects head- quarters in Cleveland 
ing for your store \ s! iduate of the Um 
\ Complete collection of . Nebraska, Mr. Dickson s a 
catalog sheets. Invaluable as \rmy during World War I 
sales aids when you use them 
in your counterbooks. They get 


omy and durability. 
A series of direct mail folders 
that get the New Bedford story 


vital information over fast 

insure the selection of the right 

rope for the job. 

Electros and mats for 

your own promotions and news- 

paper advertising. 
All New Bedford Pro 
motion Materia! is FREE 
Use fears! you ve 
elelel tems Mlalslacin dela dlale| 
hard-selling salesman 
at no extra »st. Send 
for sales helps today 
Start New Bedford 
working for you—work 
ing to make this the 
best year in rope sales 


Russell L. Dickson 


you ve ever hod 





Named by Hewitt-Robins 


Herman \. Schaefer ha been 
elected ecretary of lHlewitt-Robins, 
Inc., succeeding George I’. Goodyear 
who retired last vear when the com 
pany's offices were consolidated at its 
Stamford, Conn., headquarters 
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BROWNING DESIGN FEATURES -- 


== BETTER 
= BUSINESS S| a, 


to see us 





* BROWNING Roller Chain Sprockets 
used in BROWNING Roller Chain 
Drives are equipped with “unbreakable” 
Malleable Split Taper Compression 
Bushings. 


No Welding... No Reboring 


Chain and Sprockets both available in 
PACKAGE STOCK, to eliminate the 
disadvantage of greasy parts on stock 
shelves. BROWNING Sprockets are 
coated with baked-on enamel. 


The BROWNING Simplified Bushing System 
is used for the entire line of Single and 
Multiple Groove Sheaves— Rigid and 
Flexible Couplings — Paper Pulleys and 
the Roller Chain Sprockets. 


This bushing performs so that your customers experience 
no scored shafts, no sloppy or wallowed-out bores. 
It stays put and is easily removed. 


MANUFACTURING COMPANY 
BROWNING MAYSVILLE, KENTUCKY, U.S.A. 
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( "We'll cut costs here with \ Type A 


@ Ack your Customers Plein sprocket 
“Why have “prot kets tooled —no hubs 

to order when you can get SEWALL 

quick service on standard 

pitch, roller chain seprock- 

ets right out of the Sewall STOCK 
catalog / Then diagrams 

will help them decide if 

Sewall can he Ip to cut their 9 Hub projection 
woot" Ss SPROCKETS” | “= 
carry the Sewall Catalog? 
Service offices in Chicago 
and st. Paul 


By the makers of Sewall Custom-Built Gears 





Type B 














Type C 


Hub projections 
—both sides 


Warren R. Spofford 





Sales Territories 
Assigned by Norton 
Norton Co W orce fcr, Nia ha 


mnounced several appointments and 
reassignments in its sales force 

In the northeastern district, War 
ren R. Spofford, abrasive engineer 
will take over a new metropolitan Bos 
ton territory which developed after the 
resignation of Raymond J. Forkey 
ibrasive engincer in eastern Massachu 
719 RAYMOND AVE. © ST. PAUL 4, MINN. setts. Mr. Spofford formerly handled 
Worcester County. 

Sidney B. Wetherhead, abrasive en 
gineer who assisted Mr. Forkey, will 


k | - hi ge oO he CT! 
For Volume Sales N + ethan se fae ta = ber the Bo : 
ton area. 


Mr. Forkev has joined the Worce 
ter office of Corpus Engineering Corp 


is a Sales engineer 
Replacing Mr. Spofford in Worce 


CONCO SPUR GEAR HOIST ie ter will be Gordon T. Rideout, newls 


In capacities ranging from '/s-ton through 25- ; ippointed abrasive engines who wa 
ton. All modern features. Request bulletin 1540. 15 may = _. ‘aa — 
For army type and low-headroom type trolley BH Evan C. Luce, formerly grinding 


hoists request bulletin 1550. . 7% engineer in the sales engineering de 








re 
CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '/2-ton 
and |-ton. Request bulletin 1520. 





CONCO |-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division Street, Mendota, Illinois 


Rideout 
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Wirn increased production and higher 
capacities becoming the watchword, horse- 
power requirements are constantly increasing, 
too. And where high horsepower ratings and 
dependable service are musts—you can count 
on Louis Allis, The Louis Allis motor line is 
also unusually complete in large motor sizes, 


250 to 1000 horsepower. 


There’s no compromise with Louis Allis 


quality in these giants of the motor field. All 


of them include such important features as 


efficient ventilation, carefully controlled in- 
sulation for windings and dependable sleeve 
or ball bearings. They're built to stand the 
rigorous demands of high horsepower service 


—year-in, year-out. 


Louis Allis large motors are available in a 
variety of sizes, types, and enclosures. If 
you have applications where rugged service 
requirements must be met, your Louis 
Allis Sales Engineer will give you complete 


information. 


THE LOUIS ALLIS CO. 
MILWAUKEE 7, WISCONSIN 


700 H.P. Type OGX 
3550 R.P.M. 4160 Volt 
Open Drip-Proof Motor 
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wide selection of 
all types and sizes mean 


Ay MORE SALES FOR YOU 





pulleys 


STOCK: “SURE-GRIP” 
Cast iron with straight or crown face. 
One piece flanged and split tapered 
hub permits easy installation and re- 
moval. 4 hubs take care of bore range 
from 1/4" to 414". Available for imme- 
diate delivery in 21/2" to 12” face width 
in 4” to 36"0.D. No long delay while 
somebody else sells your customer. 


accurately bored and carefully bal- 
anced. Diameters 2” to 120°— face 
width from 2” to 60". 


SPECIAL: 
Flexible pattern set-up and modern 


foundry facilities permit us to supply 
made-to-order pulleys without bid 
(so important to your customer). 
V-BELT SHEAVES 

We carry a complete line of V-Belt 
sheaves and V-Belfs for all require- 
ments. 

Write today for our interesting Dealer 
Proposition. Some good territory 


still open. 


am) STANDARD: 
Solid or split through rim and hub, 
with straight or standard crown face, 


Ya 


MANUFACTURERS OF MECHANICAL POWER TRANSMISSION EQUIPMENT SINCE 1857 


WOOD'S PRODUCTS: 


SHEAVES * V-BELTS * ANTI-FRICTION BEARINGS * STOCK FLAT 
BELT PULLEYS * HANGERS + PILLOW BLOCKS * COUPLINGS ° 
COLLARS * MADE-TO-ORDER SHEAVES AND PULLEYS * “SURE- 
GRIP” STANDARD, SUPER & STEEL CABLE V-BELTS » COMPLETE 
DRIVES 


CHAMBERSBURG, PA. 


BRANCHES: CAMBRIDGE, MASS. + NEWARK, N.J. + DALLAS, TEXAS + CLEVELAND, OHIO 
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David H. Paul 


partment, will take over Mr. Rid 
out’s former duties. 

David Hl. Paul, recently returned 
from a 14-months tour with the Navy, 
has been named field engineer in Phil 
idelphia Ile is a former abrasive 
engineer in Arkansas, western ‘Ten 
nessee, Mississippi and Louisiana. 

William C. Davidson, instructor of 
human relations in the sales training 
department, has been appointed abra 
ive engineer for the West Virginia 
territory 

Mr. Rideout joined the company 10 
vears ago and became a grinding en 
gincer in 1944. In 1946 he was ap 
pointed sales engineer in charge of 
the semi-precision grinding section and 
in 195] took over the application of 
the grinding wheel section. Born in 
South Africa, he has civil engineering 
ind architectural degrees from North 
castern University and Harvard Uni 
versity 

Mr. Luce, who joined Norton in 
1935, is a graduate of Worcester Poly 
technic Institute. He became a grind 
ing engineer in 194] 

Mr. Paul, a graduate of the United 
States Naval Academy, served in thi 


William C. Davidson 





ubmarine fleet from 1944 to 1947 
He became a Norton abrasive engi 
necr in 1950, after completing the 
company’s sales training course 
With the company since 1945, Mr STE b L ME N 
Davidson has been a grinding eng) 
neer in the precision grinding section 
is well as sales training instructor. He 
was at one time connected with Gen N EVE ea TAK a 
cral Motors Corp. <A registered pro 
fessional engineer, he attended Ohio 


State University and Georgia Tech ‘ 

Returns from Active Duty C ras) Al N 
Roger N. Perry, Jr., recently r 

turned to Norton Co.'s public rela 


tions department after two year's a / 
tive duty with the Navy. He will take 
charge of the department's techni il 


ervice section 





ST 


« 


... and neither should your customers in any industry. 
On thousands of jobs of hauling, holding and hoist- 


Harry E. Beane 
ing, there's no substitute for reliable chain. 


Sales Vice-President CAMPBELL makes safe, dependable chain to meet 
Named by Bristol Co. every requirement ... to any desired specification. 


Harry E. Beane, general sales man Every length is inspected link-by-link to guarantee 
ier of The Bristol Co., Waterbury, 
Conn., has been app unted vice presi 
dent of sales Practically every business uses chain, whether for 

He joined the Bristol sales organiza 
tion in 1920. In 1925 he became di 
trict manager at Birmingham, Ala., and equipment. Increase your profit-per-call by selling 
in 1930 district manager at Pittsburgh ' 

~ s h ! 

He was made sales manager of the Campbell Chain 
Instrument Division in 1943, and be A new catalog containing complete data on oll types 
came general sales manager in 194 ee : i 

He will continue to make his head of Campbell Chain is yours for the asking. Write for 
quarters in Waterbury your copy today. 


long lasting service. 


maintenance, on the production line, or as original 





TITLES LURE HELP 


With help so hard to find, many Chain for every need INDUSTRIAL 
companies are giving dignitied names FARM MARINE AUTOMOTIVE 
to jobs hitherto considered prosaic, 
according to American Machinist, Mc ‘ 
Graw-Hill publication. An example of 
the titles being handed out is that of oF -¥ | P 34 LL CHAI N Company 
YORK, PA 


“payroll analyst.” He used to be a MAIN OFFICE 


Factorne ee id Oe ee i ee 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 


timekeeper. 
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Another Important 
Improvement § Sa! 


ce lopment at Boston Woven HH 


( lam N \lason 





Torell, Treslar Address 
Management Conference 


Manufacturers should turn over 
more and more of their small orders 
MODEL M11-24 to distributors, where “the lo an 
Contractors Barrow ; be minimized or at least reduced,” 
Harold EF. ‘Vorell, president of the Na 
tional Association, told an American 
Management Association group 

cently in New York. 
SELF- LUBRICATING Mr. Torell, who is also vice presi 
dent of Syracuse Supply Co., Syra 


cuse, N. Y., addressed the A.M.A.’s 


annual marketing conference along 
with leaders in other industries 
Glen H. ‘Treslar, vice president in 


charge of sales, he Black & Decker 
Mfg. Co., addressed another section 
of the conference on human rela 
tions between executives 
Mr. ‘Vorell said he didn’t mean that 
distributors should solicit small orders 
is such Perish the thought But 
It’s new . . revolutionary! Now you can buy your the distributor geared to handle 
favorite Jackson Contractors Wheelbarrows with lifetime small orders at lower cost than any 
self-lubricating wheel bearings! Yes, you can count on of his manufacturing sources because 


"ae if for no other reason, a buyer can 
Jackson to bring you the latest, most outstanding improve- pocence 


Z combine two or more items from as 
ments. This highly porous wheel bearing—a product of many sources in a single transaction 
powder metal processing—is impregnated with lubricant The quick answer to handling the 
so that you have a long-term reservoir of oil. Heat expands small order profitably, he conceded, is 
Just don’t take it But, he said, 


the oil and brings it to the bearing surface, as needed. : 
distributors, working with their as 


Chis unique Jackson feature gives you the advantages of ociations, have come up with better 


lower price, longer wear, better performance and, of course, uggestions 
eliminates lubricating. For your next job, specify Among them ar 
Jackson barrows with self-lubricating bearings! Model 1. Eliminate direct sales and ad 


M11-—24B (Roller Bearing) still available. vertising costs (no sales analysis on 
units valued at less than $10: no sales 


compensation on these units 
2. Eliminate stores and inventory 
9OSOOSSSSOSOSSE detail accounting, from card postings, 
from inventory, or by basketing in 
MANUFACTURING COMPANY e@ HARRISBURG, PENNA, spualing Pe Biescners 
3. Use simple, hand-written order. 


Oldest and largest wheelbarrow maker in America hipping and billing forms. — 


+. Kliminate detailed checking of 
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CLAUSS ELECTRONICS 
SNIPS SPRING TO 
THE JOB! 


Developed in close 











cooperation with 
electronics work- 
ers . Sharp 
points tor ac- 
curate, minute 
work. Closed 
handles far 
enough apart 
to prevent 
fingernails 
from digging 

into palm 
close enough 
together to 
produce max 
imum lever- 

age easily 






PERFECT 
PERFORMANGE- 
LASTER! 




























FINE CUTLERY SINCE 1877 


HOT HAMMER-FORGED 


ELECTRONICS 
pe. tah and = 






CLAUSS ELECTRONICS 
SCISSORS CUT FILA- 
MENT QUICKLY, WITH 
WATCHMAKER PRE- 
CISION 


Feather-light — scis- 
sors for snipping 
fine filament. Cut 
perfectly even at 
very tips. Available 
with blades plain 

or with one blade 
finely saw-toothed to 
prevent slippage 





















e 

There are Clauss Shears, Scissors and Snips for every 
e industrial cutting need . .. Durable Scissors that cut per- 
e fectly to the very tips without “spreading” at the points... 

Tough cutlery steel Shears that last longer and hold their 
a adjustment, without becoming loose and unmanageable . . 
« 
e 
e 




















Tools designed properly for each job, with correct balance, 
and comfort in the hand. 






Jbuit oe lira for igfprmation Mie - NEW YORK OFFICE 


-r--1107 BROADWAY 
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ATHOLL 
VISES 


STRONG WHERE STRENGTH IS NEEDED 


{ Messave to DISTRIBUTORS and their MEN 


ATHOL VISES are made of semi-steel castings. Strong 


where strength is needed and designed for service. 


Our own foundry and machine shop give us full supervision 
of all operations from the raw material to the finished vises 
(not an assembly job). 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 
stone Frames. 


Each Vise packed in an individual carton 
OLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SEE US AT MIAMI BOOTH 724 


Pf HOME OF ATHOLL VISES 


THE FOUNDRY AND FACTORY WHERE THE ENTIRE VISE HAS BEEN MADE SINCE 1868 


Athol Machine & Foundry Co. Athol, Massachusetts 
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extensions and total in small-unit 
transaction between departments 

5. Encourage the  cash-and-carry 
idea with customers when feasiblk 

Mr. ‘Torell explained that the dol 
lar definition of “‘small order” agreed 
on by the associations is $2.82, the 
average” cost of handling a single 
item through all phases of sales, ware 
housing, accounting and billing 


Net Pricing Endorsed 


Ile said that long-range proposals 
endorsed by the associations includ 
net pricing methods (as against high 
list-chain discount practices), decimal 
packaging to eliminate such confusing 
units as quires, reams and dozens, and 
mother unit packaging. 

Mr. Torell cited as the most diff 
cult problem in reducing small order 
losses “the Devisor of Systems—th« 
inventor of accounting and paper 
work procedures.” He said any ex 
isting accounting system that does not 
provide for simple direct action in 
buying, receiving, disbursing and pay 
ing for small units should be looked 
into by management. 

“We train our salesmen to encour 
age customers in basketing of several 
small units into one sizeable purchase 
unit—and put teeth into it by with 
holding any sales credit on small 
units. We offer the privilege of one 
invoice to cover 15 days’ accumulated 
purchases against a single blanket pur 
chase order.” 

He said his company also ques 
tioned orders for small units or specials, 
requiring special manufacture, where 
a standard item would reasonably be 
substituted; encouraged customers who 
buy on small-unit hand-to-mouth basis 
to pay cash, and refrained from placing 
small unit orders with suppliers on any 
established product line. 


How to Sell Other Executives 


Ihe good sales executive is a man 
who can sell his colleagues on the 
idea of working together, Mr. Treslar 
told the conference during the pancl 
on requirements of the chief sales 
executive’s job. 

It's not enough to sell products, h« 
said. “The sales executive, because 
he is a salesman, should be the per 
son who does the selling job in keep 
ing cach executive on an even keel so 
that each man personally will con 
tribute his greatest effort to the good 
of the corporation as a whole.” 

He said production, financial and 
sales personnel, by the very nature of 
their jobs, think differently, and “‘like 
badly made gears, sometimes do not 
mesh.” 

Ile suggested frequent executive 





ings as helpful Black & Decker . 
1 weekly Management Advisory celebrating our 


Committee meeting, attended by the 
president, vice presidents, controller th 
ind treasurer. It acts in a consulting ca 


,icity to the president on major pol ANNIVERSARY 


] 
y questions, and serves as a Clearing 








for discussion and agreement, 
ling later friction, said Mr. ‘Tres 


Ihe company also holds periodic 
nectings of management with the 
trict sales managers. That way, he 
iid, production and financial execu 
tives keep in touch with what is 
How to keep voing on in the sales division, “thus 
himinating criticism based on lack 

f mfor 10 
informed on pit Known world-wide for highest 
quality ... cost no more than 

the 


ordinary clamps. 








ht 


part of style 70 “Jorgensen” “I” 


your business 


AT YOUR FINGER TIPS, issue after is- 
sue, is one of your richest veins of 
job information—advertising. You 
might call it the “with what” type P 
—which dovetails the “how” of the WELDER'S CLAMPS 
editorial pages. Easy to read, talk- Spatier-proof ... Steel 
j : shield over screw 
ing your language, geared speci- 

fically to the betterment of your 
business, this is the kind of prac- 
tical data which may well help 
you do a job quicker, better—save 
your company money. 


_~ 


Paul E. Kelly 

Each advertiser is obviously do- ia . 

ing his level best to give you Superior Tube Co. 

helpful information. By showing, on 

through the advertising pages, Names Officers 

how his product or service can Paul EF. Kelly, secretary of Superior 
benefit you and your company, he lube Co.. Norristown, Pa 
is taking his most efficient way sts j 
toward a sale. 


, has been 
named vice president of the firm. 
Charles E. Pugh has been appointed fit work. 

Add up all the advertisers and secretary in addition to his duties as Nord Mere 
you've got a gold mine of current, assistant treasurer and comptroller and etm 
on-the-job information. Yours for James C. Turner has been named as 
the reading are a wealth of data istant secretary and assistant treasurer 
and facts on the very latest in , ; 

:; Mr. Kelly joined the company in 
products, services, tools . . . prod- . 1943 
uct developments, materials, proc- 1936, became treasurer im 3 an style 50 “PONY” clamp fixture 
esses, methods. retary in 194 for use on %” pipe. 


You, too, have a big stake in the 
advertising pages. Read them reg- 
ularly, carefully to keep job-in- URANIUM FIND GROWS 
formed on the “with what” part 
of your business. Geologists hope they have uncov- 
eved the world’s richest and biggest ’ 
uranium deposit, Engineering and MACHINIST \ plus o wide 
Mining Journal, McGraw-Hill publica and variety of BAR 


McGRAW-HILL tion, reports. They are amazed and yoy and “C’ CLAMPS 


PUBLICATIONS jubilant at the number (said to be beow the Gof Gas 


more than 50) of separate uranium 
finds indicated in the 200-mile belt SEND FOR NEW CATALOG 


between Darwin and Katherine, Aus ADJUSTABLE CLA MP €0. 
tralia | 


“The Clamp Felks” 
413 Ne, Ashiond Avenve, Chicago 22, Winels 
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Whatever the security job there's a Master 
Padlock to fit providing maximum pro 
tection at the lowest possible price! 


COMBINATION PADLOCKS Strong, double 
wall construction 3 number dialing; self 
locking tumblers; virtually unlimited combina 
tions. Also available with key-control 
one company-owned key opens all locks 


LAMINATED PADLOCKS Stronger thon a 
solid steel block; hardened steel shackles; pin- 
mechanism cadmium = rust-proofed 
strongest padiock construction 


tumbler 
throughout 
known 


Special service on master-keyed 
and keyed-alike sets. 


Soles Tip — Check the number of yeors 
your customers’ padlocks have been in 
wee. Old instolletions ore dangerous 
and should be replaced NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit access by unouvthorized persons. 


FREE! 


Catalog of 
complete Master 
line. Write 
for itt 


Master lock Company, Milwaukee 45, Wis 
World s Leading Padlock Waunfacturers 
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John P. Sweeney 


Firth Sterling Names 
Detroit Sales Heads 


John P. Sweency has been appointed 
district manager of the Detroit branch 
of Firth Sterling, Inc 
Gunther A. Jacobs, vice president, r 
lieved of the manager's post at his 
own request after 48 years’ service 

Mr. Jacobs will 
president of the company and will 
handle certain accounts in the Detroit 


succeeding 


continuc as vice 


area 

Munro J. Mann 
issistant manager at Detroit 

Mr. Sweeney has been a 
in the Detroit district since he joined 
the company in 1950. During World 
War IT he served as a commander in 
the navy, connected with the torpedo 
manufacturing program of Naval Ord 


has been named 


salesman 


nance 
ident of 
ind later was a 


Kor ten years he was pre 
J. & ‘T. Hurley, Ine 
manufacturers’ representative handling 
industrial equipment 

He attended Georgetown Universits 
ind graduated from the University of 
Detroit 


Mr. Mann has been a Detroit di 


Jt 


Munro J. Mann 
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Industry has used 7 
HARRIS 


FLOATS 








for more than 67 years 


X w, 


TANKS . coILs 
ALSO EXPANSION JOINTS 
EVAPORATORS « HEATERS « 
CHEMICAL APPARATUS 
® This record is your guarantee that all 
HARRIS Products are ordered and used con 
stantly by industry. Top quality is always in 
demand and distributors have found that 
the high quality of HARRIS Products makes 
steady income for them. Our engineers are 
at your service for consultation. 


ARTHUR HARRIS & COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 








ORANGEVILLE... 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service, 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 




















CVIOUSI 


trict salesman since 1947. Pi 
he was with the Chrysler Corp, High 
land Park Plant, for 23 vear where 
he rose through various posts in tool 
enginecring to become chief tool super 


VISOT 


4 veteran of World War If, lh 
erved in the Rov il Nu bor ( 1! it 
tended the Detroit School of ‘Tech 


1 ilo ry 


THE FACTS 
ABOUT 


Walter R. Buerckel 


Assigned to Bay Area 
By Nicholson File 

Walter R. Buerckel, formerly on th in the wide wide world 
sales administration staff of Nicholson _ 


hile Co.’s Providence, R. 1... head write 
quarters, is now sales representative for MR. TILDEN! 


the company im San lrancisco and the 


surrounding area 
He will work with distributors and 
hardware wholesalers, and will be ay 


ible to industrial customers for help 
in selection and use of fil 
With the company since 1940, Mir ° 
I >. 
Mr. Tilden: Send me the facts about Rotary 


Buerckel has been sales representative 
) Konkrete Kore Drills up to 642 inch diameters... why 

in Ohio and Philadelphia and technical 
a " | the P X\ they are standard with progressive contractors, industrials 
CCTUTCE WOTRKRINE TrOTM TIM FOVIACTICS and utilities why they are adopted by the U. S. Navy 
office Hle ha Ippeare d before for and Air Force Command why they cut reenforcing 
hoo bars why they work quieter, faster and last longer 
ind groups of trainees and experienced than any other drill... used in ordinary electric drills... 
ie tn eee om S00 waded cuts up to 6 inches per minute. saves time and money 

( : or Wid Thal 

, on every masonry drilling job 

plant 

bor the past two vear he ha i NAME_ 
issisting | \. Neal, domest COMPANY 
manager ADDRESS 


CITY 


men’s associations, vocational 





URANIUM FROM SOUTH 
AFRICA 


Six plants for the extraction of ur 
anium oxide are under construction in 
different localities in the Transvaal, 
South Africa, Nucleonics, McGraw 
Hill publication, says. One is scheduled 
for completion this month. During the 


209 LOS MOLINOS 7111 GLENWOOD AVE. 


SAN CLEMENTE ¢, CHICAGO 26 
first six months of this year, $19.6 CALIFORNIA & 7 MLINOIS 


million was invested in the country’s 


uranium mines “THE DRILL WITH THE EXCLUSIVE PATENTED CORE EXHAUST SLOT” 
aan BG HO mrTANG Mapes maven sum clei) 
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THE 


Te Vulco Rope Drives, manufactured by The Gates Rubber Company, 
are well—and favorably—known throughtout industry. And that makes 
the selling job for Gates distributors just that much easier. But the 
big boost for distributors comes from the fact that Gates backs up its 
distributors with hard-hitting advertising geared to plant problems. 


2. Here's a typical Gates advertisement. Note how it's keyed to the 
common plant problem of costs. And there's case history proof of a job 
well done . . . with an on-the-spot photo of a Gates belt in operation, 
and plenty of facts describing what the Gates belt installation did. 


FACTORY 


MANAGEMENT AND MAINTENANCE 














Be This Gates advertisement shows plant men why Gates belts wear longer 
Picture and caption describe a typical Gates installation that proves the 
point. And every Gates advertisement directs the reader to local jobbers. 











ir 






4 
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4, Another advertisement in the Gates series — one that quickly shows 
operating men the advantages of Gates construction. Then plant 







4 VULCO 
| ‘SO 
“E Gates "Users Pe 


OM Pany 


operating men can see how those advantages pay off —in actual use. 





5. “industrial distributors are im- 
portant to this company,"’ says Frank 
1. Allebaugh, Manager of Gates 
Industrial Advertising. ‘They pro- 
vide the on-the-spot service and 
product availability that keep indus- 
trial plants operating, and we are 
anxious to do everything possible 
to make their selling job easier." 














6. To insure that distributors receive 
maximum help from Gates advertis- 
ing, Gates insures that advertising ap- 
pears in magazines that are really 
read by the men who buy. ‘‘One way 
we accomplish this is by carrying in 
the pages of FACTORY the story of 
Gates Vulco Ropes."’ 














You deserve that kind of sales help 
on every product line you handle. 









QA McGRAW-HILL PUBLICATION ®) 
330 West 42nd Street, New York 36, New York 





Carleton P. Adams 


Yale & Towne Names 
Sales Promotion Heads 


The Yale Materials Handling Divi 
sion of the Yale & ‘Towne Mfg. Co., 
Philadelphia, has appointed Carleton 
P. Adams advertising manager and 
Newcombe C. Baker, Jr., as manager 
of special sales promotion 

Mr. Adams is former director of ad 
vertising ind sales promotion — of 
Quaker Rubber Corp 

Mr. Baker is formerly of Ruthrauff 
& Ryan, Inc. He will supervise the 
division’s new sales project, the 25,000 


T H [ Y $ {| IMP TOOL mile tour of a travelling materials 
0 é p ou e handling show. ‘The show went on 


the road in Miami, Fla., in February 


Ingersoll-Rand is helping you sell Impactools with another 
aggressive advertising and sales promotion program. 
Every month through the year, millions of your customers 
and prospects will be reading about Ingersoll-Rand 
Impactools in the magazines read by mechanically-minded 
tool users. Every one of these advertisements urges the 
readers to call at your place of business to see and try 
the amazing I-R Impactool. Be sure you're set up to cash 
in on this business—with an I-R Impactool franchise, 
Impactools in stock and for demonstration. If you want 
full particulars, see us at the Triple Industrial Supply 
Convention in Miami—Booth No. 107 


Newcombe C. Baker, Jr. 





. . . 
Lewis Sales Co. 
Adds Representative 
ORIGINATORS OF IMPACTOOLS — AIR AND ELECTRIC Walt 
altel 


ee8-18 


Prieser, formerly a buyer 
with the Aluminum Company of 
America, has joined the sales force of 
the W. Lewis sales Co., Cleveland 


~ Fe a He will cover the Cleveland district 
Ingersoll anTi west of 65th St. and North Central 
ll Broadway, New York 4, N. Y. Ohio 
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Standard Pressed Steel 
Pushes Building Program 


Standard Pr ed Steel Co., Jenkin 
wn, Pa. is nearing completion of 
ts SIO milhon machinery and new 
plant expansion program, s heduled to 
x ready m mid-1953 

The company is building what 


mounts to a new plant in ind around 


its existing structures, which will have 
650,000 ft. of floor space under on 
oof when completed Half of it wil 
represent new plant addition 
Ihe company began the project in 
1950, razing some of its older build 
ngs, removing the walls of other 
ind adding new construction 
President H Phoma Hallowell 
termed th project a ten-vear expan 
ion program tel oped into thre 
vears. He said it was the result of 
ompany policy of plowing back § 
recent of carnings into the busine 
Besides new construction, cquip 
ment and facilities will be modernized 
new employee facilities will 
vided and a mine-acre tract 
developed for employee and 


munity parking ind recreation 


Bay State Abrasive 
Names Detroit Manager 


Bav State Abrasive Products Co 
Westboro, Mass., has named S. Gor 
don Saunders district manager of thi 
company’s Detroit office and war 
house Ihe ul ceeds | Iden I Auker 
recently appointed general sales man 
gel 

Mr. Saunders was recently general 
manager of the Cvcleweld Division of 
Chrysler Corp., on the staff of K. ‘I 
Keller pre ident. Krom 1922 
graduated from the University of 
Kansas, until 1928, he was Detroit 
ofhce manager for the Cook Paint & 


Varnish Co 


when he 


S. Gordon Saunders 


“RiGeaID" 
means more 
service for 
your money 


Ritaib> 

Cutters 

6 sizes — 

Ya" to 6” pipe— 
cutters 


Thousands of Wholesalers agree— 
faster turnover when you sell 


Ritzaib 
Heavy-Duty Cutters 


There's a big difference in pipe cutters—and your customer is sure 
of it the first time he slaps a R(IfQID on a pipe (any kind) and sees 
how easily cleanly it rolls through the metal. Beautifully balanced 
for easy action. Factory tested for perfect tracking —and guaranteed 
warp-proof housings of special malleable hold it. High alloy thin 
blade or heavy-duty cutter wheels that leave practically no burr. For 
easy fast-turnover and profits, push RIG@OID’s. Write for the facts 


Work-Saver Pipe Te ols 
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jpeliable/ 


LOWELL 
SOCKET WRENCH 


SERIES 50 
Dependable, safe, easy to use. This is the 
wrench you've known for years as the Red 
Socket or Steel Socket Bridge Wrench. 
Prompt delivery on all sizes. 








€) Snap Ring 
holds socket more securely. Roughly tested in pipe 
line work for over a year. Removed easily with 
narrow screw driver or any pointed object, 
All Steel Cap 
instead of cast collar, press fitted and swaged to form 
one-piece integral unit with larger all steel bearing for 
much longer wear. Cap locked into head by internal 
projection and screw. Even with screw lost and cap 
swung 90° parts cannot fall out. 


© High Tensile Alloy Handle 
© Tough Synthetic Finish 
© Enlarged Hole for Lanyard 


These features are on all wrenches Nos. 50 to 55 and 
stocked. Larger wrenches have heavy duty collars with 
set screws as always, 


Send for the Lowell Catalog No 
60A. Completely redesigned to 
present the information you want 
clearly and quickly. AND 

the schedule of list prices and dis 
counts makes this a very attractive 
proposition. Write today 





| 


well WRENCH COMPANY 
WORCESTER, MASS 
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WRENCHES 


MAIL is answered when opened by 
John C. Florie, vice president of Rich 
mond Supply Co., Augusta, Ga., with 
he Ip of Dorothy Johnson, secretary 





Sales Promotion Manager 
Appointed by Raytheon 


Donald W. ‘Taite has been named 
sales promotion manager, Equipment 
Sales Division, of Raytheon Mfg. Co., 
Waltham, Mass. 

Formerly advertising manager for 
Perlite Division of Great Lakes Car 
bon Corp., he was also connected with 
Chase Brass & Copper Co, A Yak 
University graduate, he is a veteran of 


World War II air service 


Snap-Tite, Inc., Elects 
New Vice President 


Snap-Tite, Inc., Union City, Pa., 
has elected Armand P. Probeck as 
vice president. 

Long active in the metals industry, 
Mr. Probeck recently maintained his 
own offices as A. A. Probeck & Co. 
in New York City, Boston and Phila 
delphia 


CONGRATULATING Armand A 
Probeck, new vice president of Snap 
lite, Inc., Union City, Pa. is Malcolm 
S. Clark, president 















Bethlehem Supply Creates 

Gulf Coast Division 
Bethlehem 

Okla., ha t up a new 

Divisi 

Houston and the coastal area 
J. V. Spalding, division 


of machinery sak 


Supply Co lu 
Coulf Cooust 
m to service the oil industry nea 


manage 


manager Tor 


been appointed sales 
territory. Tl 
citv sales in Houston and all store sal 


from Me Allen Lexa , 


will be responsible f V | K E S 


ind activities 


Laurel, Miss., including three dist 
'¢ cleven store ind three sales ofhe 
Assisting im Houston will be R. | 


Brady, resident sales manager, who ha 
been transferred from Corpus Christi 
I. C. Graham will succeed Mr. Brady 
is district manager, Southwest Texa 


Guy Brown, Jr., has been named 
machinery iles representative if 
Houston 

Mr. Spalding, who has been with 
the company 13 vea irted in the 


lulsa office as sales engineer and sin 
then has had mou issigninen 


Ilinois, Houston and Tulsa 


il SAWRAAAAAAR ARAB A? 


Marshall Supply Names 
Industrial Engineer 


Marshall Supply & Equipment Co 
lulsa, has appointed Russell FE. Po 
ter as industrial engineer and abrasive 
specialist on its sales staff 

\ former industrial consultant, Mr 
Poster has specialized in product. r 
search, production, methods and sak 


engineering in a number of indu 
tries. He has also been an abrasive 
enginecr for a manufacturer of abra 


sive products 

A graduate engineer, he attended 
Pennsylvania Miulitary College and 
New York University. During World 
War IT he 1 captain in in 
fantry and militar 


CcTvV¢ d is 


intelligence 
1. Adjustable front end bearing insures 





accurate alignment and eliminates lost mo 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per 
fect, permanent union. 


3. Heat-treated carbon steel screw 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 


stiffness and easy operation. 





ROUND-TABLE group at Silliter 
Holden, Inc., Hartford, Conn., inchuide 
Fk. R. McClure, secretary; A. G. Me 

enger ident and general man 


Hayden, treasurer 


ice pr 


ind W. I 


ager 
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‘uern ~ MACHINISTS’ 





Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 
conditions. Check these features with your favorite jobber: 


Remember, In a vise or pipe tool, if it's a REED... 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA ¢ 































4. Alloy steel vise nut is milled to limit 






gauge and fits into an accurately machined 





V-slot in body... to insure perfect align 





ment, less stress and longer wear. 






5. Corrugated clamp bolt fits into cor 






rugations in base plate to permit easy, 





solid clamping. 






6. Quick, positive provision for taking 






up longitudinal play in the main vise nut. 






it's RIGHTS 














U.S.A, 











Your BIG Profit-Opportunity 


SAWZALL 


Not an attachment... but the NEW single unit, heavy-duty 
PORTABLE ELECTRIC HACKSAW 


As its name implies, Milwaukee SAWZALL 
cuts any material with amazing new speed and 
efficiency . . . serves hundreds of new uses in 
the shop, factory, and on the job. . . saves up 
to 75% of previous sawing costs... pays for 


itself quickly, 


Powered for Tough Jobs 
2250 strokes per minute 
(%" stroke) . . . equipped 
with the Milwaukee-Built 
Motor, famous for more 
“motor guts” . . . lifetime 
lubricated ball and roller 
bearings . . . weighs only 
6% Ibs... . and fully guar- 
anteed, 

One-hand Control 
No chucking problems 
or coupling difficulties 

Cooler operation 


$8 450 





Complete with Steel 
Carrying Case and Blades 


for cutting all materials 


Whe 


Speediest and safest method 
of opening crates. Breezes 
through nails and metal 
bands. Leaves crates in per- 
fect condition for re-use 


Also ideal for accurate cutting 
of sheet metal, including cor 
rugated aluminum 
maintenance, Milwaukee 
SAWZALL saves up to 78% 
of labor cost 


In plant 


Write or wire today for — information on this 


sure-fire sales opportunity, Today's demand for the Mil- 
waukee SAWZALL is sensational. Ask for Folder SW-5. 


MILWAUKEE ELECTRIC TOOL CORPORATION 


Portable Electric Drills, Saws, Screwdrivers, Hammers, 
Aerial and Bench Grinders, Sanders and Polishers 


5340 WEST STATE STREET * MILWAUKEE 8, WISCONSIN 
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SOMETHING NEW, a comparator 
is inspected by three Oliver Hl. Van 
Ilorm & Co. men in Fort Worth 
Henry Phillipson, John Wood, manager 
of machine tool sale und John Ma 
Laren, general manager 





Truman E. Longley 
Forms Pump Division 


fruman kK. Longley Co., Cleveland 
has formed a new Pump & Filter Di 
vision under Denny White as man 
vc! 

Beside 
department wall include clectrical con 
trols, water 
equipment 
cty tools and a fabrication section for 
tainless steel and alloy tank 

Mr. White was formerly field en 
gineer for the Shell Oil Co. and di 
vision engineer for the Amco Corp 
Ile has specialized in all types of 
pumping systems 

Assisting him will be Gene Bnill, 
graduate enginecr with the United 
States Gypsum Co. for the past six 
vears 

Iruman | company pres 
ident, announced that the new di 
vision will be kept separate from othet 


pumping equipment, the 
' ] ] r 
cparators On madustry 


gauges, COMPpressors, sat 


Longley 


operations and tool ind supplies 


will be handled as before by the reg 


ular staff of sales engineers 





NEAT STOCKROOM at H. J. Behn 
& Ce lairheld, Conn. 1 pride of 
Damel O'Neil ssistant varchouse 


upermtendent 
I 















f, were | 
makes ae of distributor 
sa 


esentatives- 


ore available on 


Machines. 
Walker-Turner 
WALKER-TURNER 


means 
FASTER TURNOVER 


Here's the big plus that keeps Walker-Turner ma- 






































AT 
p ExHis rly chines moving, keeps profits rolling in—a complete, 
SHOW AM pibits regulon -t-packed sale l ATTRACTIVE ELECTRIC 
\ker-Turne sang show power-packed sales promotion program that provides ’ DISPLAY st 
We st five notte ds” 10 identifies . GN 
in ot _s s oll “leo everything needed to sell most effectively. an aaeriond Walker-Turner 
of, at . : , ributo 
is distributor Behind this promotion program are Walker-Turner “9 of a glance. 
Light-Heavyweights— machines designed especially 
for light industry your major market. And behind 
these popular machines is a selective franchise policy 
that assures maximum protection to Walker-Turner 
distributors 
See for yourself just why Walker-Turner promo- 
Ag WE Thoms | J 
ag j "7? tion means faster turnover, bigger profits. Write for 
FOES. [4s a free copy of the new | 2-page booklet describing the 
" Smell Walker-Turner selling aids. Walker-Turner - 
Cee Division, Kearney & 1 rec ker Corporation, ff mane pisTRIBUTOR 
8 Dept. ID, Plainfield, N. J. Lo CATALOGS 
i OOK MATCHES . d in special partitioned 
Mprinted with distributor's ¥ i are wopte ‘or sesomblly occord- 
name se ah F, .s tons for : 
Fve Os constant , oo ing to requirements. 





reminders. 





< 


CATALOG cuts 
of all machines ore available 
to distributors. 








ENVELOPE $7 
SELF-MAILERS 





UFFERS, 






doa thoroy 
Gh selling j 
Available imprinted 









SOLD ONLY WALKERsTURNER As. 


THROUGH 





TRAINED en ee ~~ ogee 





r 









INDUSTRIAL 





DRILL PRESSES * RADIAL DRILLS * TILTING ARBOR 

DISTRIBTUORS SAWS * BELT AND DISC SURFACERS * METAL-CUTTING 
BAND SAWS * LATHES * SPINDLE SHAPERS 

© JOINTERS 










PRICED TO SELL FAST 
| a 


HYDRAULIC | 


OPEN THROAT PORTABLE 


PEDESTAL PRESS 
omy * 199= 


EVERY SHOP CAN USE ONE... 
BIG PLANTS CAN USE SEVERAL 


Every buyer is a salesman... just get 
a couple units in use and see how fast 
the news spreads. The price for this 
amazingly efficient Portable Pedestal Press 
with its 17! Ton Power-Twin Hy- 
draulic Ram is unbelievably low. It’s no 
job to demonstrate how it pays for itself 
quickly in time, tools and money saved. 


You don’t have to sell many units 

to build up a big sales volume 

Each sale means a sizeable commission. 

It’s another member of the big 
profit OTC line. 


























PRACTICAL 


will find these units invaluable for hundreds of 


every repair and maintenance shop 


tough jobs for pressing bearings, bushings, 
collars, pins, shafts, for bending, straightening, 
compressing, spreading, etc 


PORTABLE 


or located near permanent equipment 


can be easily moved from job to job 

weighs 
less than 200 pounds 

STRONG will handle 95% 

installing jobs 

COMPACT . Base is only 20° x 21 34'4 
from top or press plate to floor. Press plate 

deep, 6 wide, 10'2 

from Ram to press plate 


of all pulling or 








throat is 7'/2 clearance 
between uprights, 11 
with almost unlimited vertical adjustment 
VERSATILE . POWER-TWIN Hydraulic Unit 
may easily and quickly be detached for field 

service or other pulling jobs 
INEXPENSIVE 
ton for ton 
rugged and efficient Hydraulic 

Press on the market 


dollar for dollar 
the lowest priced, most 


TAKE ADVANTAGE OF THE WONDERFUL 
SALES OPPORTUNITY IN THE OTC 

172 TON HYDRAULIC OPEN THROAT 
PORTABLE PEDESTAL PRESS 


OWATONNA TOOL COMPANY | 


373 CEDAR STREET OWATONNA, MINNESOTA 
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Price Davis 


Horton Chuck Names 
Wisconsin Representative 


Horton Chuck Division of The kb. 
Horton & Son Co.. Windsor Locks, 
has appomted Price Davis as 


the 


Conn., 
manufacturers 
division in Wisconsin 

Mr. Davis has been ass 
the machine tool industry since 1936 
He operates his own busine in Mil 
vaukce 


repr cntative for 


ciated with 


Former Teacher Joins 
White Tool & Supply 
John Richards, tormet 


teacher, has jomed th 
White Tool & Supply Ci 

Mr. Richards taught f 
ut West Technical High 
Cleveland 

He is a broth if Arth 
who has had charge ot | 
ympany To 
Richard rorm 


vho is now 





COUNTER experience for Marvin 
Hall, Allen & Webb, Charleston, S. ¢ 
is new but he hopes it a stepping 


a salesmanship career 
































it will pay you 
to introduce 


Silly Willy 


to your CUSTOMERS | 























Most & Distributors have met Silly Willy —the char- 
acter in ’s new sound slide film who does everything 
wrong. (If you haven't, now’s the time to ask your 
District Office for a showing.) 

Willy’s been a big help in showing Distributors the Do's 
and Don'ts about CARING FOR BEARINGS. Most 
of the twenty-minute film, of course, shows you the right 
ways to CARE FOR BEARINGS, all the way from shelf 
to installation. 

BUT —SOME DISTRIBUTORS HAVE GONE 
A STEP FURTHER. They've introduced Silly Willy 
to their customers — and it’s paid off 

By using this new Film, you can prove to mainte 
nance men in your territory that you're worth more tothem 
by knowing more about anti-friction bearings. And you'll 
be doing them a favor by helping them help themselves 
avoid bearing failures. 

Your District Office will lend you a print and record 
without charge. 

Get a Group of your customers together. Boost your bear 
ing sales by introducing them to Silly Willy 

All you have to do is return the attached coupon. We'll 
do everything possible —subject to prior schedules —to 
meet your preferred date. SKF INDUSTRIES, INC., SAG 'S COMPLETE LINE OF ANTI-FRICTION BEARINGS, 
PHILADELPHIA 32, PA.—manufacturers of S®&PF and HESS PLUS SBF ENGINEERING CO-OPERATION, HELPS YOU 
BRIGHT bearings. : PUT THE RIGHT BEARING IN THE RIGHT PLACE 

















p----- A H-K-H-H-HH- 


SMF industries, inc., Philadelphia 32, Pa Department 616 
Yes, we'd like to show your new sound slide film, CARING 
FOR BEARINGS, to a group of our custome: 


Our First Choice Date Is 
Our Next Choice Is 


Film and Record Should Be Sent To 


BALL AND ROLLER BEARINGS 


Signed 
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No. 120 Hi-Speed Steel 
Heat Treating Furnace 


No. 118 Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


MODERN EQUIPMENT speeds the 
vork of Marjorie Carlson, office man 


GIVE YOUR SALES A BOOST ager at Carlson Industrial Supply Co 


headquarter Minneapol 


eM eM LA iacominem Supp 


Makes Promotions 





Mid-Continent Supply ¢ 
Worth, ha promoted three 


, . t 0 executis ( I 
It’s good business to sell Johnson Gas 7 + 7 utive and sa 


fone has been made chief 


Burning Equipment to industrial , engineer and manager of the engineer 
ing department. With Mid-Continent 
mers profit. The Johnson Line of No. 101 Bench Furnace non : actesure Ny hn ; * ie 
Quick Acting heat treating furnaces facturing compani 

W. D. Poteet is now assistant chief 
cnginect lormerly connected with 


use! You profit and your custo- 


deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are utility and manufacturing compan 
at | rt W orth. hie has 
n Nlid-Continent 
heat treating tools, dies, and small Domestemond 
| i 4 


famous for efficiency and economy in 


metal parts. They are speeding pro- J. M. Harris, design engineer for th 
No. 1202 Blower past four vears, has been named pe 


duction and cutting costs in hun- . . , 
cialt vALC CHnyeimice in thre nachinery 


dreds of plants. National trade paper department He will hand lutch 


advertising helps you sell. Consult ne 





your complete Johnson Catalog for 


additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, lowa 


OUR SOTH ANNIVERSARY 


2 


et 


No. 60 ABC 
Concentric Ring Burner 


No. 706 
Annealing Furnace 


j 0 MODERNIZATION of the offices of 
aa WS. Nott Co.. Minn polis, is pro 


INDUSTRIAL GAS EQUIPMENT ding rapidly under the direction of 


R. W. Morg 
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Attention 
Distributors: 


* This ad in the leading 
trade papers creates 
business for you—if 
you stock CARMET 
Stocks at 15 ware 
houses from coast to 
coast, plus stocks at 
Detroit plant, back 
you up. What you 
don't have in stock, we rush to you. 


WRITE FOR CATALOG C-2 
list... great helps when you need tools fast 


also for price 


ADDRESS DEPT. iD-40 








CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles 
and carbide grades desired... get prompt shipment from a 
big stock near you. 

Our line of carbide “standards” is complete. It covers 90% 
of all single-point operations. CARMET standard tools 
come ready to use... easy to modify for special purposes, 
by grinding. Style C, illustrated, is designed particularly for 
conversion into various shapes for numerous applications. 

Other standard CARMET styles also are immediately 
available from local stocks. 

Order CARMET tools and blanks for better, faster, cheaper 
cutting. There is a grade to take care of every need. 

® Allegheny Ludlum Steel Corporation, Carmet Division, 


Wanda and Jarvis Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, call 


Allegheny Ludlum 





FINE roo. sTeeY 
Since 1854 
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THE NOL AN une 


makes you money / 


Thousands of companies, truckers, rail- 
roads, mines, ond other prospects in your 
territory are actively in the market for 
these safety and utility items. Reasonably 
priced with attractive discounts. Sell them 
for those many extra dollars of profit! 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at least 
one Saves time and money 
One man con open or close 
the most stubborn freight 
car door quickly 
safely with a Nolan Car 
Door Opener. Thousands , , 
wed with success ot x ives and district sales and branch managers of Towson, Md., compan 
freight loading and un 
loading spots. Good re 
peat Nom les and merchandising plans for consumer markets re 
clectnic tool products were drawn up J. lk. Spaulding, general sales man 
Used in industriaa recently by The Black & Decker Mfg wer, presided. Also participating were 


NOLAN PULLER \ a eaten aan | Cl lowson, Md., at a meeting of | Robert D. Black, vice president; Glen 


i felds f 
— Me, ontners | iles and branch managers at Hi. ‘Treslar, vice president in charge 


moving machinery aiustrict 
JACK AND and other heavy Point Clear, Ala ot iles and Alonzo G. Decker. Ji 


articles. Two types 


LOAD BINDER Load Cham Program for th iftomotive ind vice president for manufacturing 


TAR. CHAIN 


1 Point Clear, Ala., recently to nap out lhing progral 





Eastern Sales Engineer 
Named by Tuthill Pump 


Puthill Pump Co., Chicago, has ap 
pomted Charles L. White eastern sak 
I headquarters in Elmont 


NOLAN GEAR PULLER 


. a 


~ 
Pulls gears, wheels and many othe vl +} t ' t of 
articles. Universal application elimi ' . % , 
nates four to ten types or sizes of othe rai’ ' ( York and Harn 
devices - , alae 





Nolan Rerailers 
Highly efficient tor get 
ing cars and locome 
tives back on the track 
Railroads and industries 
ore big users 


NOLAN PORTABLE 
DERAIL 


Safety device that should be 
used wherever cars are switched 
and moved 


Nolan Portable Fy B R AZ I N G 
Car Block 
Preveuts uncontrolled cor . - W i L D | WW G 


movement and prevents 
damage to life and prop 


erty Call Your Distributor or Write to 


All Nolan products are carefully made of 
the highest groade materials. vders are L » ALL N N 
handied promptly and efficiently with your - L - 
sh ng and billing instructions carefully 


followed. Write for tree catalogs and price 6731 BRYN MAWR AVE. 
— CHICAGO 31 ILLINOIS 


THE NOLAN COMPANY © Ss Sm Sani 


118-G Pennsylvania St. Bower ton, Ohio Charles L. White 
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Moves Faster... 


.»-improves your 
“sales picture’ 





Everyone knows the quality of Brown & 
Sharpe Tools . . . that’s why they sell 
faster. In addition, this famous line is so 
diversified, so large, that it offers bigger 
sales on every call. You can supply your 
customers with screw machine tools, per 
manent magnet chucks, Johansson gage 
blocks, electronic measuring equipment, 
and a wide range of pumps... as well asa 
complete line of machinists’ tools, cutters 


and other vital shop equipment. 


Moreover, Brown & Sharpe gives you 
sales support that pays off. Continuous 
advertising in 35 leading business and 
industrial publications alerts your cus- 
tomers to the advantages of Brown & 
Sharpe products, and “sells” you as the 
source of supply. Take advantage of this 
support... handle and push the complete 
Brown & Sharpe Line. Brown & Sharpe 
Mfg. Co., Providence 1, R.1., U.S.A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sh 
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Ingersoll-Rand 
COMPRESSORS 


TWO-STAGE MOTOR DRIVEN SINGLE-STAGE MOTOR 
DRIVEN 


Capacity 5.3 to 81.8 Capacity 2.7 to 7.5 
cu. ft. per min cu. ft. per min. 


Fred L. Pritchard 


Brown & Sharpe 
Shifts Representative 
Fred L. Pritchard, of the Det 


SINGLE & TWO-STAGE TWO- & THREE-STAGE HIGH office of Brown & Sharpe Mfg. Co. 


I 


ENGINE DRIVEN PRESSURE Providence, R. 1., has been tr instferre 


to Cincinnati to assume full responsi 


bili ) ( ] T¢ 
Capacity 4.5 to 14.9) Capacity 7.4 to bility for the ‘ ffi © thie 
cu. ft, per min 49.4cu. ft. Howard K. Jackson, who ha 
per min. on special assignment in Cinci 


will retire April 1, aft 34 vea 
ice with the compan 


VERTICAL SINGLE & 
TWO-STAGE <y 


Capacity 2.7 to 20.0 
cu. ft. per min 


Capacity 13.2 to 
37.5cu. ft. 
per min. 


1. A type for every requirement. 
Sizes 42 to 15 h.p. Pressures 5 to 3500 p.s.i. Rone @. teteon 





2. 
3. Designed for all-round utility. 
4, 


Mountings: complete receiver, base plate, bare compres- 
sor, high-speed trailer, caster mounted, steel Wessendorff-Nelms 


wheel mounted, vertical mounted. Names Purchasing Agent 


5. Available with automatic start and stop control and Ceuta ties & Co. tom 
constant speed control for electric units, and automatic ton, hay appointed L. M. I aiale pur- 
stop control for engine drive. chasing agent, succeeding Harold J. 

Write for Bulletin 1502-D Newton, who has transferred to the 
sales department. 

With the company for seven years, 

Mr. Ladish has been warehouse su 


perintendent for the past five Pre 
i | 1 ersoll -Rand viously he had been in sales 
Mr. Newton has been purchasing 
11 BROADWAY, NEW YORK 4, N. Y. agent for the past three years 


joined the company 11 years ago 
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Jones & Laughlin Supply 
Becomes a Division 


Jones & Laughlin Supply Co., ‘Tul 
Okla., a wholly owned subsidiary 
Jones & Laughlin Steel Corp., ha 
become a division of the parent firm 

The new division will be headed 
by Rainey Elhot, who has been vice 
president and a director of the suppl 
company. John L. Shakely, president 
of the supply company, is retiring 
from active service after 39 years with 


ot 


the company and its _ predece 
Frick-Reid Suppl Corp He will 
main in a consulting capacity 

Mr. Shakely was recently elected 
president of the Tulsa Chamber of 
Commerce. 

Other changes are: George L. Sut 
ter, director of sales for the suppl 
company, now assistant general man 
ager of the division; Robert J. Wood 
assistant director of sales of the 
pany, now director of sales for the 
division; Paul R. Warner, trea 
and credit manager, appointed 
sistant treasurer and credit mana 
of Jones & Loughlin for the Supp! 
Division; and Harold H. Wilson, a 
vice president of the former 
pany, new director, Gulf Coast oj 
ations of the new division, with offi 
in Houston 

H. Lee Wilkins, manager of Ca- 
nadian operations of the supply com 
pany, is now manager, Jon & 
Laughlin Steel Sales Co., Ltd., Supp! 
Division, with offices in Calgary 

rhe Supply Division will continu 
to operate under the general super 
vision of A. J. Hazlett, Jones & Laugh 
lin executive vice president, distribu 
tion 

The division, which serves the oi 
country in the West. Southwest and 
Canada, has 88 stores, including two 
in Canada 


1 





THE EASY WAY to move stock 
around in the warehouse of Chase Stee] 
& Supply Co., Los Angeles demon 
trated by Chester Betz and Roy Bean 


bate ersoll-Rand 


complete line offers the right pump 
for every industrial and 


domestic need 


MOTOR PUMP 


For All Industry Requirements 
ADVANTAGES: 


1. Size for size, Motorpumps usually 
have greater pumping capacity 
than regular pumps of equal horse- 
power. 2. Operates equally well in 
any position. No foundation required; 
may be bolted to floor, wall, tank, 
column, ceiling or equipment. 3. 
Wide acceptance in such industries 
as petroleum, chemical, building, 
mining, paper, food, beverage, 
manufacturing industries, air condi 
tioning, etc. 4. Capacities from 5 gpm a 
to 1800 gpm; heads to 650 it. 5. 
Prompt shipment from factory stocks 
Write for Catalog 7093-D 


SUPIRJET 


For Shallow and Deep Well Service 
ADVANTAGES: 


1. Covers entire range of deep and 
shallow well applications with only 
3 models. 2. Self-contained units 
pump water up to 120 ft. 3. Capac- 
ities up to 1200 gph. 4. Once 
primed, operation is automatic. 5. 
Prompt shipment from factory stocks 
Write for Catalog 7155-A 


bate ersoll-Rand 


11 BROADWAY, NEW YORK 4, N.Y 
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FASTER DELIVERIES are expected 
to result from this new warehouse of 
Standard Pressed Steel Co. near 
\ngek it Fl Segund 


Standard Pressed Steel 
Opens Coast Warehouse 


l’o service its Pacific Coast territor 
Standard Pressed Steel Co., Jenkin 
town, Pa., has opened a new war 
house in Ek] Segundo, Calif., near Los 
Ange le 

The branch is expected to pro 
vide faster deliveries, officers stated, 
in British Columbia and 11 states 
California, New Mexico, Arizona, 
Colorado, Idaho, Montana, Wyoming 
Nevada, Utah, Washington and Orc 
gon 

Containing some 3500 sq. ft. of 
floor space, the building has office and 
display as well as storage sections. It 
has been stocked with the compan 
ocket screw products locknuts and 
haft collar lines 

On the staff are Harriet FE. John 
ton, secretary, and Arthur R. Hansen 
varchouseman. ‘Three West Coast 
ilesmen, John G. Mahon, Jr., Jam 
C. Humphries and David J. Hurford 
vill vork out of the new fice 

\ fourth salesman, George W. Mal- 

J ; Stationed at San Francisco 


ANCHORING and FASTENING DEVICES 


ST SSecHe 


APROTIVTE CARBIDE MASONRY DRILL 


Ones, 


EXPANSION SHIELD TWO WING 


SPRING. TYPE 
TOGGLE BOLT 


A-C.E EXPANSION SHIELD 
“a SPRING HEAD 


Ghat) Pant orion 


f IBLE EXPANSION SHIELD 


mee a RIVETED na 
TOGGLE BOLT 


Sata eae Oea<) 


LITTLE MAJOR TURNBUCKLE 


FOUR-POINT HAND STAR DRILL 





REW ANCHOR 


a , ——— —> 


THREE-POINT DRILL POINT 


= FOUR POINT DRILL POINT 


a) 


SCREW ANCHOR TWIST DRILL POINT 


on 7 
RUBBERGRIP 
DRILL POINT HOLDER 


Al LEAD BOLT ANCHOR 





See your industrial, hardware or electrical supplier 
NEW MANAGER of the Peoria, IIL, 


ARRO EXPANSION BOLT COMPANY Division of Hyster Co., Portland, Ore 


1230 Boone Ave., Marion, Ohio is William M. Campbell 
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hate dha ahaat 
ON amy A Na 


ah Meant & 
Aft gg 


WILLSON Covers The Country with Safety Equipment 
Sold Through Distributors 


More than seventy Willson distributors with over 400 salesmen are doing a 
yutstanding job of making safety equipment available to industries 


most 
Their knowledge of eye and respiratory hazards, coupled with 


everywhere 
Willson’ s 


readily available help and products 
ooperation between distributors and Willson is the 


It is the kind of cooperation that 
it pays the distributors 


ymplete line of protective equipment, provides safety men with 


This wholehearted « 
years of working together 
it pays the user of the equipment 


tt M incorporated 
| PAUL. MINN Farwell mun. Kirk & f 
ALT LAKE CITY TAH 
Industrial Supply ¢ ime 
AN FRANCIS( Allf t D Bullard ( 
ANTAFE N MEX Hendrie & Bolthoft ( 
AVANNAH GA Cameron & Barkley ( 
RANTON PA L B Potter & Co 
EATTLE. WASH 1 t Haseltine & ( 
POKANE WASH J E Haseltine & ( 
PRINGFIELD. MASS — Charles C Lewis ( 
YRACUSE NOY pyracuse Supply ( 
TACOMA WASH J) £ Haseltine & 
upply TAMPA FLA Cameron & Barkley Co 
& Barkley Safety First Supply Ce 
Industrial Product The Troy Belting & Supply Co 
afety First Supply ¢ t Krisman Industrial Supply ( 
} tt Haseltine & ( 
»alety Supply Company 
th Courtney Co Montreal, Ottawa, Edmontor 
Halifax, Trail, Winnipeg 


ames & Tier 


READING, PENNSYLVANIA 


355 


WILLSON PRODUCTS, INC., 240 Washington Street, 
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WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for Centerless Grinders 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices E. F. Mitchell 
on special blades quoted on 
receipt of prints. Worn 
blades salvaged — retipped 
and reground. 


Simonds Abrasive Names 
New Detroit Manager 

Simonds Abrasive Co., Philadelphia, 
WRITE FOR CATALOG has appointed kK. Fk. Mitchell as De 


SPECIAL TOOLS troit district manager. 

For the past 16 year iles repre 
Send prints for prompt quotes on special tools. entative in the Michigan territory, he 
has been with the company since 1937 


WILLEY’S CARBIDE TOOL Co. Marlow Pumps Opens 
sSeshage Factory in Arkansas 
Marlow Pumps, Ridgewood, 


has opened a new branch factor 


1342 W. Vernor wey Detroit 1, Michigan 








manuts turing and assembling 
ugal pumps at De Queen, Ark.. 
north of ‘Texarkana 
The buildings cover 16,000 sq. ft. 
American Steel & Wire Division, Th plant will carry a < omplete in 
United States Steel Corp., Cleveland, ventory of pumps as well as replace 
has appointed Harry L. Jenter as di ment parts, and will serve as a re 
manager of operations, for the gional headquarters for enlarged sales 
‘land district, succeeding Albert ind engineering staffs, company ofh- 
Hoyt, who has retired cers stated 





Names Operations Manager 


SELL 


Arbor Spacers and Shims 


For milling, slitting and 
saw setups AT TAAlAL ale 
elaleMeltelsiils| Ml tela 

eters “a to 4 

fehiote| thicknesses 

specials over Fr 

with keyways, shims 

pe loliielalslinamelehatailt-ts miami ael 


papers 

lime out for a picture interrupts action at a product session conducted by J. M 
Hughe sales development manager, Republi Rubs r Division (fifth from left) 
Others at main table are E. J. Pflanz ad laud Ne n, of Bnggs-Weaver Machinery 
Co., Dallas; W. 'T. Willey and Jeff Cravens Republic R bber; and ‘Tom Evans, T. J 
Reed and Jack Helm, Briggs-W eaver 


STAG “DETROIT STAMPING COMPANY 
332 Midland Ave. « Detroit 3, Mich. 
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The product that’s known best is the one that 
sells best. Every month in the year, hard-hit- 
ting advertising in top industrial magazines 
hammers home the story of CINCINNATI su- 
periority. Cash in on this ready-made market 
for electrical tools backed by a 50-year record 


of outstanding service to industry. Send today 
for Catalog 53-FE of THE CINCINNATI line 


SIDE HANDLE 
TYPE DRILLS 


Dependable, heavy-duty operation in 
, bas large or small shops. Heat-treated alloy 
END HANDLE TYPE DRILLS steel gears, running in grease-tight 
compartment. Ball bearing armature 


Heavy duty, rugged for trouble-free service 
shaft; ball thrust bearings on drill spin- 


Ball bearing armature shoft; ball thrust bear- 

ings on drill spindle. Heat-treated alloy steel die. Two-pole self-releasing trigger. 
gears, running in grease-tight compartment Universal motor for AC or DC, 25 to 60 
Copacities: 44”, 5/16” or 38”. Universal mo- f cycles. Capacities: 38”, 42”, 8”, 4”, 
tor for AC or DC, 25 to 60 cycles %”, 1", and 142”. 


6°” PORTABLE GRINDER 


Designed for grinding rough cast- 
ings, welded metal, all buffing and 
polishing. Ball bearings mounted 
in dust-proof housings. Patented 
overrunning clutch eliminates vi- 
BENCH AND bration and chatter. Universal 


PEDESTAL BALL BEARING motor for AC or DC, 25 to 60 cycles. 

Sturdily built and well engineered; designed to boost GRINDER _ Efficient grinding on lathe centers, cutters, 

production in shops of every type. Fully enclosed reamers, rolls and dies. Mounts on compound rest 

motor and ball bearings in dust-proof housings. Fur of any lathe with 9” swing, or larger; and grinds 

nished in 6”, 7”, 8", 10”, 12”, 14” and 18” sizes within 242” of maximum swing. Grinder can be 

Snagging grinders up to 24” size "A swiveled around clamping bolt; spindle height 
easily changed. Adjustable motor mount to main- 
tain belt tension. 


AIR MASTER BUFFING AND 
DUST COLLECTOR POLISHING LATHES 


Perfect protection against dust Engineered for continuous heavy 
and abrasive grit for men and duty service. High-grade steel mo- 
machines. Trapped as they tor shaft, accurately ground to 
leave the wheel, flying particles size; locking device for changing 
are filtered out by fabric and wheels. Four deep-groove ball 
steel wool bags. The AIR MAS- bearings, in dust-proof housings, 
TER is a self-contained unit— locked to shaft to provide end 
rugged and dependable in every thrust and eliminate wear. Fur- 
detail. Sizes to fit any grinder or nished in all sizes from 42 H. P. 
to 15 H. P. 





‘ 
Wi 
SOCAnnive may 


2686 MADISON ROAD CINCINNATI 8, OHIO ~~ 
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THE CINCINNATI ELECTRICAL TOOL CO. \(G 


Division of RK. LeBlond Machine Tool Co 








PROCUNIER 
Tapping Equipmen 


nm goes up—spor goes dowr is a 


phrase most trequently used in connection with 
Procumer Tapping Equipment Production mer 
md top management officials in America’s leading 
industrial plants all agree that when m comes to 
tapping machines, productivity, accuracy and de 
pendabiliy speak louder than all the salesman 
ship and advertising in the world Feature for WwW. T. Willey 
feature, Procunier tappers incorporate more value, 
more user efficiency, greater reliability and ver 
satility than any other on the market today. For R bli R bl F 
the mmdustrial distributor who wants his cus epu phic ubber orms 
tomers to get the maximum value on every pur ' . . . 
chase of tapping machines, he Il recommend and New Southwest District 
sell PROCUNIER ‘The finest in tapping equip 

Division, Lee ‘Tir 


ment Repu hh Ru ICT 
Backed by extensive advertising & Rubber Corp., Youngstown, 


organize 1 new Southwest 

Ihe many Procunier advantages are being dramatized to has ganized 

your customers and prospects through the most extensive trict under \\ | \W ilk Is anage 
trace paper advertising oe m Procunier history } } ‘ | | 

Month after month, hundreds of thousands of tapping with Tie wiqua rs in u 
equipment users read exactly why Procunier design means ( thre r membe of th ; iff j R J 


better value. Alert distributors can tie in with a line that 
is going places. For full details I n vith hh idquarte n Datla 


write to 1) ( iW hy ng Hlou ton ind Ik | 
\IcOu ton, Nlidland, Texa 
Mr. Willev was formerl 


OG c U4 ield rep 
PROCUNIER ( % i COMPANY cnt cs in Ho _ — " 
tea (, smith epubli ubbel 


' 12-16 SOUTH CLINTON STREET, CHICAGO 6, ILL. 1 cs manager, said the increa 


trial and peti ileum act 


Ohi 


, - t necessita 
Brunner Mfg. Co. ee tes Be 4 sales direct 


Stainless Steel Names Executives 
1) LTS Brunner Mfg. Co., Uti - To Handle Linear Lines 


nted A. D. Sulli 


SCREWS ' | 1947 Linear, In Philadelphia manufa 


f engin ng turer of mechanical packing 


N UTS 4 e on h S| lie tan | np pomted Leander Sak ( vay 


tant purchasing agen i \lontreal presentati f 


ie ae esr hog os mpany’s lines in Canada 


A Complete Line a 


Available trom Stock American Chain & Cable Opens New Warehouse 


STAINLESS STEEL 


BOLTS SCREWS NUTS =x ’ 
Machine Machine Hexagon ew ie nS Ps 


Carnage Cap Square 
Lag Weod Wing 


WASHERS | 
All Types RIVETS 


All Types FITTINGS 


All Types 


Available also in Monel, Alumi re} 
hum, Everdur, Naval Bronze and = 
Alloy Steels 

We are prepared to _ {ill 
needs for Specials 
prints of specications 


Staisless 


SCREW & BOLT CORP. Metropolitan New York and nearby states will be served from this modern ware 


135 Church S$? — York 7, N.Y house recently completed at 42-16 11th St., Long Island Citv, by Amencan Chain 
CO 70675 & Cable Co Bridgeport Conn. It contains latest handling e« ipment 
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A MODERN GAGE ROOM-— CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


Lay it out as your customer wants it—set it up with stand- 
ard HALLOWELL Shop Equipment from your stock. It’s as 
simple as that to ‘custom build a modern gage room, labo- 
ratory, toolroom or assembly line to fit your customer’s 
requirements... when you sell HALLOWELL steel shop 


equipment. SPS, Jenkintown 13, Pa. 


( fu Y ll Vi . A TART FOR THE | TURE 


CEYTGICTATS SHOP EQUIPMENT DIVISION $ 


JENKINTOWN PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION 


Wall Cabinets 
Cabinet Benches 


Portable Tool Cabinet 


APRIL, 1953 


4 


f 


f 


Cabinet Benches 
Multiple Unit Benches 


Stools and Chairs 





These features ot PET lille 


Reserve Power—for the extra 


tough job 

2" gre features 

Veliola Gea TTL La ed A eo 

factory. Dynamic / 


ally Balanced Arn 
- Six Heavy-Duty Ball and 








atures—for freedor 


from vibration 


Needle Bearings 


Here’s a drill line 

that’s built to sell... 

a line that has everything! 

When you sell PET Super- 

duty Drills, you can do a com- 
petitive selling job. Model by 
model, feature by feature, you can 
prove that PET Drills live up to 


Compact Design ; ee 
their trademark Plus power per 





















makes hard-to 
reach drilling jobs pound. 


easier and faster And if all the features shown above 
. imply high price, it’s time you found out 
about a drill line that’s priced to sell, too. 
weight, easy han — We say without equivocation: PET offers 
dling you the best deal in the industry. If you 
want to carry a line that sells—that will 
Forced Ventilation— help build up your profit volume—write 
em us today! We have a proposition that’s 
bound to interest you. 


Aluminum-Allfoy Die 
Castings—for light 


da tate Heat 


Treated Gears—for 


aan, lel ee The complete PET Drill line helps close sales easier and faster 


flow 
PET offers a really complete choice... you meet every sales 
drill line 54 distinct mod opportunity. And, the PET 


els in 3 capacities: '«",*4" and Superduty line includes drills 


's" with pistol or saw-type meeting U.S. Government 


grip. Your prospects get a wide and military specifications. 


MAIL COUPON FOR 
FULL INFORMAT ON 


PORTABLE ELECTRIC TOOLS, INC. 1D-43 


Plus Power 


per Pound 320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: We want a free copy of your 
PET catalog and information on your dis 
tributor proposition 


PORTABLE ELECTRIC TOOLS, INC. |“. ” 


320 West 83rd Street, Chicago 20, Illinois Address 


in Canada: Portable Electric Tools, Ltd., City 
452 Birchmount Road, Toronto 13, Ontario, Canada 












® FAMILY team at Stauss & Haas, In 
New Orleans, consists of KE. J. Haa 
secretary-treasurer, and Malcolm Haa 








who joined company in 1939 











Continental Supply Co. 





Reorganizes Territories 






Continental Supply Co Dalla 
l'exas, has reorganized its sales terri 
torv, turning four arcas that have been 





operated in the past as districts mto 
divisions and creating several new sub 





divisions 






The four new divisions are ‘Tulsa 
Fort Worth, Shreveport and Houston 
each of which will now be supervises 
by a district manager instead of a 
ant district manager. R. A. Brewer 
will be in charge at ‘Tulsa, R. L.. Collie 
at Fort Worth, E. N. Wood at Shrev 
port and Raleigh Hortenstine, Jr., at 
Houston 

B. L. Hindman has been appointes 
assistant division manager of th 
Arkansas - Mississippi - Louisiana - East 
Pexas Division, with L. C. Judy and 
J. R. Chapman as district manage: 

A new subdivision, the southern 
half of western Oklahoma, will be 
supervised by Van C. Moore as dis 
manager. H. J. McMann is distr 
manager in Oklahoma City and R. O 
Hambric in Wichita 

District manager for the Permian 
= Basin sector of West Texas is W. 1 

Havs, with Glen R. Pike directing a 
new subdivision composed of New 
Mexico and a portion of West ‘Texa 
I. H. Fraser will manage the North 
‘Texas district 
Other assignments ar W i 
Sharp, district manager 
ana Gulf Coast region, and R. | 
Gregg, a new subdivision of South 
Central ‘Texas 
EK. FE. Tvler will continue to main 
tain his contacts in the Houston office 
but will take over additional duti 
Gulf Coast 








} 



























is manager of tubular sale 






division 
Noble D. Lane is district manags f 


















* 


CAR MOWERS 





i 





DEPENDABLE ... 
on the job and for building Sales 


Your customers can select the right Car 
Mover to get the utmost in efficiency for 
their needs from the complete BADGER 
Line. These Car Movers are built to keep 
freight cars in service and they do the job 
with speed, with safety, and with ease. 
Have a good stock of this important equip- 
ment on hand—it gives you sound, continu- 
ous income 


POWER KING 


Our Heavy Duty Car Mover—triple 
compound leverage, alloy steel 
roller type—fast action—ease of 
operation—no lost motion. Saddle, 
toggle, and connection so ar 
ranged that both nose, shoe, and 
toggle operate as a single unit . 

a world of power—will move a 
locomotive 

















neers 


track 





(NEW SAFETY HANDGUARD 


This guard was developed at the request of safety engi 
allowed the Car Mover. Handle to drop suddenly to the 


and other serious injuries resulting from such accidents 
Easily attached and inexpensive, the Safety Handguard 
should be a standard port of every manual Car Mover 

fits all makes. The trade is being circularized—get your 


Formerly slippage caused by icy tracks or dull spurs 


The Safety Handguard eliminates smashed fingers 


Renan now 











SLIPPROOF NO. 5 
Light, well balanced, easy to handle and transport. Com 
pound leverage provides a powerful thrust forward that 
will move any car—quick-acting toggle action makes it 
possible to move and follow up empty cars 


SLIPPROOF SAFETY SPURS 


The vital part of a Car Mover is the SPUR. Many Car 
Movers now in use need SPUR replacements. BADGER 
Spurs fit any known moke of Cor Mover. This is a 
good distributor item Specify the size and make 
when ordering 



















We suggest to 
users that they 
buy thru their 
local distributor 








<i 
| 
i 


XY 


ADVANCE CAR MOVER CO. 


APPLETON @ WISCONSIN 
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| the Southeast Texas area, succeeding 
W. E. Young, who has been trans 
ferred to San Antomo as manager of 
that office 
Krank J. Brinegar, executive vice 
president at Dallas, will continue to 


supervise the entire operation 
Names Store Managers 


Continental Supply Co. re ently 
named five new store managers 

Howard D. McK addin, former field 
salesman at Hadacol Corners, ‘Texas, 
is now store manager at ‘Tatum, New 
Mexico. Robert D. Hoover, former 
field auditor for the North and West 
l'exas and New Mexico Division, will 
manage the Hobbs, New Mexico, 
store 

Both stores are in the district headed 
by G. R. Pike, of Hobbs 

In Louisiana, R. A. Broussard has 
been transferred from Houma to man 
we the store at Harvey. John C. But 
ler, former bookkeeper at Lake Charle 
is now manager at Eunice and Edward 
C. Dawson will take over the Houma 
tore, where he formerly served as field 
ilesman 


W.G Sharp, of New Orleans, su 


ond you’re sure pervises the Louisiana stores 


Holds Award Dinner 


to sell again GREATS 


of the Continental Supply Co.’s Kan 


The Vincent line of dressers and cutters is designed and built to give i-Oklahoma Division was held tr 


satisfaction on every dressing application. The proof of that statement is in the cently in Tulsa 


ledgers of our distributors who have found that for over forty years Vincent Floyd Lawson, of the Tulsa office 


sales ar 
s are sure for repeats. sales department, received a 35-year 
ae 
vice pin. A 25-year pin was awarded 


First of all, Vincent has product advantages. The exclusive design of their Cry 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser H. EF. Schultz, field auditor, Oklahoma 


life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- City 
Attending were F. I. Brinegar, ex 


ters are made of alloy steel and hardened by a special 
ecutive vice president; R. R. Brewer, 


process that makes them just the right degree of hardness FOR CORRECT 


for best performance DRESSER USE 
THIS CHART— Moore, HI. J. McMann and R. O 


But just as important, Vincent Dressers and Cutters 


lulsa Division manager; and Van C. 


© Use #0 Dressers on Hambric, district managers 


ore made in a variety of sizes and styles. There is no Wheels upto! 4 "face. 
danger of a good dresser or cutter making a poor show- LOAN, DN Pn n ¢ mplovees received five 
correct Vincent dresser an ; : wubou ton 
built better. Vincent ciak, Mena aie, Seeven Wheels of 
extra wide face. 


2424 Bellevue Avenue, Detroit 7, Michigan. 


FCO?) 


Ces 
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ing due to mis-application. For every job, there is a 


BEHIND THE COUNTER at Ideal 
Machinery & Supply Co., Plainville, 
Conn., are Cadwell Hoerle, treasurer, 
and his stockman and inside man 





Dan Stearns 


Clark Reorganizes 
Sales Divisions 


Clark Equipment Co., Battle Creek 
Mich., 


ervice regions into six, rather than 


has regrouped its sales and 
the former seven territories 

Phe North Central and West Cen 
tral Regions have been eliminated and 
i new Midwestern Region established 

Dan Stearns, former North Central 
manager, will be in charge of the new 
territory, assisted by Glen R Johnson 
former national account representativ¢ 
\ king out of Battle Creck 

Al <S. Morrison, formerly manager 
of the West Central Region, has becn 


taking on the terri 


named 1 ce iler, 


tory which roughly — the 
western half of Michigan. ‘The new 
dealership will be known as Morrison 
Industrial Equipment Co., with head 


quarters in Grand Rapids 


( OMIPTIse S 


Goodrich Representative 
Gets Washington Post 


Harold R. Williams, former special 
representative for the industrial and 
general products sales department of 
‘The B. FF. Goodrich Co., Akron, Ohio, 
has become district manager at Wash 
ington, D. C., for the company’s auto 
motive, aviation and government divi 
sion. 

He joined the industrial product 
division in 1943 and from 1946 until 
1951 was sales representative for ‘Thi 
B. I. Goodrich Chemical Co. In 
1951 he became the industrial and 
general products division’s Washing 
ton representative 


Elected a Director 


I’. Brittain Kennedy, Boston 
ment broker, has been elected to th 
board of directors of Boston Woven 
Hose & Rubber Co 


n t 


Universally accepted—50,000 now in use! 


Benchmaster’s high productive capacity, low initial cost 
and reliable year-in, year-out dependability have made 
them the world’s most accepted small punch presses 
The 50,000 now in use prove that your customers know 
them and want them! 


Big market for Benchmasters! 


In every industry where parts are stamped, formed, 
pierced, staked, riveted, sheared, embossed, blanked 
or marked—you'll find a prospect for one or more 
Benchmasters.... Many of these among your present 
customers! 


Benchmasters are widely advertised! 


Benchmasters are consistently promoted in leading 

metal working and industrial magazines. Hard-selling, 

reason-why advertising has helped make them the fast- 

\ est and easiest selling small punch presses available! 
} 


Benchmasters sell right from the floor! 


Benchmaster’s universal acceptance and low price mean 
quick sales, big profits for Benchmaster dealers. Low 
price eliminates need for red tape decisions . . . users 
buy ‘em right off the floor! 


Why don't you cash in on 
nchmaster's sales possibilities 
in your territory 7 


A few select territories still open. 
Get complete 
. Pealer information today! 


"ar 


3 \s guort f 
f Belt ae ve giction 


~- Avromotle Floot 
Rol! Fee . odded 


m ' 
“ Leg* fit dollars 
Pp 


por 
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MAKE 
INDUSTRIAL 
HOSE 

LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog 


ommeatly 


AIR NOZZLES 


Several popular styles in solid brass. But 
ton or lever operated valves, straight and 
angle patterns 


BARREL FAUCETS 


Available in ground key and self-closing 
lever types. Precision made to high stand 
ards. Solid brass handles 


j 


GOLD LABEL 
NOZZLES 


Finest nozzle made 
Heavy bronze construc 
tion plus patented “non 
rising” sleeve adds extra 
yeors of service. Finger 
tip adjustment from mist 
spray to positive, leak 
proof shut-off 


INDUSTRIAL BRASS FITTINGS 


364 


DESIGN and research at Vilier Engi 
neering, In Los Angeles, will be 
headed by Paul D. Cornelius, formerly 
of J. O. Mig. Co. and Bethlehem Steel 





Woodworking Machines 
Described in New Book 


History of woodworking machinery 
over the past century is traced by 
Judson Mansfield, chief engineer of 
Greenlee Bros. & Co., Rocktord. II., 
in a new book “One Hundred Years 
f engineering Progress with Wood,” 
recently published by ‘Timber Engi 
neering Co 

Mr. Mansficld’s article is illustrated 
with woodcuts and photos of the 
mcaent and modern im tenoners 
planers, lathes, surfacers and saws. 

Another feature is “The Develop 
ment of Materials for Woodworking 
Tools,” by E. K. Spring, chief metal 
lurgist of Hlenry Disston & Sons, Inc., 
Philadelphia, in which both steel and 
carbide tipped tools are described and 
industry trends are evaluated 

The book is a compilation — of 
papers pre ented at the 
posium held during the Centenmal 
of Engineering Convocation in Chi 
cago last Fall. Sponsors of the event 
were the Amerncan Railway Engi 
neermg Association, American Society 
for ‘Testing Materials, Structural Di 
vision for American Society for Civil 
engineers and the Wood Industries 
Division of American Society of Me 
chanical Engineers 

Factors effecting progress in all 
fields of wood utilization were dis 


wood syvin 


cussed by 26 engineers and wood 
technologists 

Copies of the proceedings are avail 
ible without charge to executives and 
engineers from ‘Timber Engineering 
Co., 1319 18th St... Washington, 


D.C 
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...are you 


MOVING 
soon? 


IF SO... kindly try to tell 
us early about your change 
of address—at least three 
weeks in advance. 


EARLY notification guards 
against your missing any 
of the valuable monthly 
issues of INDUSTRIAL 
DISTRIBUTION. 


Many thanks 
for your cooperation. 


@ USE THIS HANDY FORM 


Director of Circulation 
Industrial Distribution 
330 West 42nd Street 
New York 36, N. Y. 


OLD ADDRESS 
NEW COMPANY CONNECTION 


NEW POSITION OR TITLE 


Don't forget to notify 
postoffice too. 














Packaging Show 
Starts April 20 
Phe National 


ponsored by the 
ment Association, 1S 
April 20-23 in Chicago 

xhibits from 350 compan 
be housed in Navy Pier. ‘The Packag 
ing Conference will be run concur 
rently, April 20-22 

his vear, the exposition tim 


Packaging 
American Manage 
s heduled for 


1] 
\ 


ule will be extended an add:tio 
hours to enable visitors to 
show more extensively, th 
ment has announced 


Among 


ranizing packaging activity, 


conference subjects are 
consume! 
t w label tae oe 
icceptance Of mm labels, printing pro 
duction, packaging of fragile product 
packaging of odd-shaped part redu 
tion of 


material handling truck performan 


shi ppg damage mcasunring 


ind new horizons for packaging 

Ihe conference is open to both 
members and non-members of A.M.A 
lickets may be obtained by 
exhibitors or the American Manag 
ment Association x0 WW +2 St 
New York Cit 


writing 


New York Manager 
Named by U. 


United States Gauge Divisi 
Amencan Machine & Metal 
Sell ile, Pa., has named Duanne R 
Lamiunan district sal 
New York office 

Nir. Lamiman 


tative in the division 


S. Gauge 


1 mor ] 
manager of th 


ind northern 





OFFICE FORCE. at F. Hallock Ce 
Derby, Conn f ( thr wncraman 
break. Th ie kvelyn Kocaba, H 
Burkhart Hartnett, Ang N 
ct ind Bar 


Show, 


THE ASSURED sate WAY 


TO HANDLE FLAMMABLE LIQUIDS 


EAGLE 


SAFETY CANS 


LISTED AND LABELED BY 
UNDERWRITERS’ LABORATORIES, INC. 


\\\\\I 


PROTECT 
a 
AND 
PERSONNEL 


MINIMIZE 
FIRE 
LV 4.V 10) 


Eagle Safety Cans are specially designed and built under 
rigid specifications to meet all safety regulations for handling, 
transporting and storing flammable liquids in every industry. 

They include many exclusive Eagle features such as pro- 
tecting Guard Cap that seals tighter if can is upset; Com- 
bination Free-Swing Carry and Operating Handle; Cam- 
Acting Connecting Arm for easy pouring and_ seal-tight 
assurance; guaranteed-against-leakage construction one 
piece, no seam bodies; and, body and breast electrically 
welded together under electronic control . . . features which 
provide extra convenience, safety, efficiency, economy and 
long service. 


Be safety wise! Order today from your nearest Eagle distributor. 
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Whether it's shells or beads —or 
good old American dollars, for that 
matter — you just can’t operate 
successfully without showing a profit. 
That's why so many progressive 
companies depend on Kester quality 
and performance to insure maximum 
results in production at the lowest 
possible cost. And we'll bet 

Kester Solder can mean more 


“wampum” in your “wigwam,” too! 


RN 


Remember Kester for that exact job-engineered 
Solder you need; 8 major Fluxes in Core 
Solder, all available in 5 core openings. And 
don't forget Kester Solid Wire and Bar Solder 
and Kester Fluxes 


Kester ‘Solderforms 


ESTER 


SOLDER COMPANY 


4214 WRIGHTWOOD AVENUE 
NEWARK 5, NEW JERSEY 


CHICAGO 39 


BRANTFORD, CANADA 


HLLINOIS 


ULL LLL ddd ddddd ddd 
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POWER TOOL sales technique is im 
portant to Joe Natal and John Stephen 


at Dixie Mall S ipply Co., New Orlean 





W. Bingham Co. 
Names President 


Cram has been elected presi 


lhe W. Bingham Co., Cleve 


S. 1] 
dent of 
land 


Formerly president 


executive vice 
l‘orest Needles 


board 
Cram 


he succeeds who is 
lormet 


retired 


now chairman of the 
board chairman IH]. D 
recently. 

New executive vice president 
R. B. Murray Hf. L. Kipling ha 
been elected to the board of directors 


A. C. Garberson 


succeeding the late 
Retires after 53 Years 

Marshall Daniel Wellman 
tired after 53 with 
Bingham Co 

Starting as an boy in 
1899, he first 
pricing orders in the office and went 
on the road in 1904 selling industrial 
supplies He has traveled in Ohio 
Pennsylvania, West Virginia” and 
New York for the compam 


h iS I¢ 


The W 


yeal 


August 


five veal 


ordet 


spent his 











FACTORY was 1 
kman \ifge. Ce 


NEW 
ted by W 


Detr 


I 





Manufacturer, in Booklet, 
Says “We Love Salesmen” 

l'o make salesmen from its own 
ply sources welcome, Standard Pr 


I 

Stecl Co., Jenkintown, Pa., manuta¢ 
turer, has brought out a colorful bi 
chure entitled “We Love Salesmen 


t is given to all caller 


Ihe booklet t 


the company's pul lasing department 


Ihe mat for vou,” it add 


Step right in. You wi | find here th 
little convenience 1 restful waitin 
room (though we hope you dont ha 
to wait), a pla e to hang 


vashroom and telephone s 
Vest-po ket size, the br 

lustrated with humorou 

+] 


ontain yong other thing 


showing location of the isitor 
ing lot and pu ha ing departmen . 
irea map showing how to reacl 
plant, and list of pur hasing 
tives and thei 

I'he booklet reads: “We love 
men here at SPS. Thev maintain 
ital upply lines, exert themsel 
meet our specifi needs, hel 
us posted on new materia 


ucts And Ve 10 

: : 
well, mavbe we flatte1 
like to think we’ 


SO that ile ’ 


| 
OUSI inappropr 


\ 


vaste time waiting 
, 
generally what the 


its line Ita 


produce if I il nN . 
: ed per hop THERE'S A CATAWISSA PERFECT SEAL 


materials requir to 
ind offices UNION FOR EVERY USE... ALL 
sential } aha er 
— parag pe weet | TEMPERATURES, ALL PRESSURES! 
1 good natured dcehnition of 
a | 1 rk with | } 
= a man 7 ks with his J » full dependability of HOT FORGED STEEL is 
al ’ ; h " , he’ ae Pa : srs in @ Catawissa Union (hot forged from solid 
ands and his head h 1 iffsman 
f 1, viet th h wer , 1 ' tee ars) with several extra value features that 
] ( WOTR \ Adil 1 nC. 
ind his heart, he’ in artist bit f wee sive here at the UNION SPECIALISTS! 
he works WwW ith hi h ind h I All Catawissa Unions are designed to give a 


heart and his feet, that man’ AFETY FACTO 7 . 


3-fo-] 


’ ' 
man 9 OO-Ibs 6,000-Ib service nions 


18,000-Ibs., etc 
: wi Pr. a : *¢ - 
Engineering Educators isola Oaiiiineaiaaidiainii alias 


lo Meet in Florida FECT SEAL even when the pipe is not in alignment! 


Engineers from both industn Machining operations assure a UNIFORMITY AND 
colleges will meet at the Universit 


s 


hlorida, Gainesville June 2 ( Or tings and, with rigid inspection both during and 


ACCURACY heretofore found only in special fit 


thie innual se ion of the (American afte machining guarantees LEAKPROOF 


Society for Engineering Education CONSTRUCTION! 

Evaluation of the job that engineer 
vill he thi 
theme Subj cts covered will include whether it be general low pressure service or ex 


ing college ire. doing Satisfaction is guaranteed in any application 
c A £ I iTV 
itomic energy, deve lopm nts im tremely high pressures and temperatures (for air 
puters, manpowe! probl m ind the il, gas, chemicals, hot oils, gases or steam) 
problem of encouraging fundamental 
research 


WRITE FOR CATALOG 
Representatives from 
wer 


aa ny have ge n im : AVAILABLE FROM LEADING INDUSTRIAL SUPPLY FIRMS 
- gee bnaiolly he capes CATAWISSA VALVE & FITTINGS COMPANY 


° 1 
tric Co. will sponsor jointh 


school at Schenectads he co 300 MILL ST. %& CATAWISSA, PENNA. 


ference 


] 
il] 
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NUTS 
BOLTS 
SCREWS 
WASHERS 


yROSS 
ROUND HEAD STEEL 


MACHINE SCREWS 











FREE! 


Wonderful, time saving 
Decimal Calculator 
Send your request to 

Dept. F 











easy 


on the 
eye... 


ATLAS’ new two 
piece telescopic 


box is designed 
with you in mind. 


Easy vision labels that are 
colorful and clear appear 

on every container. This 
attractive package facilitates 
both stocking and handling. 
This is just one of the many 
“something extra” services 


that ATLAS offers you. 


ATLAS: SCREW & SPECIALTY CO. 


450 BROOME STREET 


NEW YORK j N 


Utica Drop Forge Names 
Mid-South Representative 


Utica Drop Forge & Tool Co., 
Utica, N. Y., has appointed a special 
mid-South representative for the com 
plete line of Utica tools in Virginia, 
North Carolina, South Carolina and 
Tenn ssc 

Paul L 
tor and hardware 
will fill the new post, contacting indus 
trial users and hardware retailers in his 
territory, either alone or with distribu 


Thornburg, former distribu 
sales representative, 


tor salesmen 

Mr. Thornburg has been a manufac 
turers’ representative since 1948, work 
ing as sales manager for Brown, Roger, 
Dixson, of Winston-Salem, N. C., and 
is general manager of the Southern 
Jobbers, of Raleigh. Before that he was 
connected with the Foster-Vhornburg 
Hardware Co., Huntington, W. Va., 
and Belknap Hardware & Mfg. Co., 
Louisville, Ky 

T. R, Hughes, vice president and di 
rector of sales for Utica Drop Forge & 
lool, said the company had found this 
tvpe of selling successful in other parts 
of the country, and expected it to pro 
mote closer cooperation with distribu 
tors 
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this NEW 16-page CATALOG 


gives all the facts on the 


REVOLUTIONARY 


Sier-Bath 


Flexible 


GEAR COUPLINGS 


_—— Find out about this fast-moving line: — 
Bradford Machine Tool send for ‘NEW CATALOG” and DISTRIBUTOR POLICY” 


Names Sales Manager 
H“: a big-volume line that's also a real ‘‘door-opener’’. Used in 
Ihe Bradford Machine ‘Tool C every industry . offers big cost-cutting advantages to both 
Cincinnati. has appointed rank W O.E.M. and User. Standard types (below) sizes ‘4 to 6, HP 4 to 600 per 
Jones as gencral sales manager 100 RPM. Special types, sizes to order. Write to: Sales Manager, 
ih oe —_—o Coupling Division, Sier-Bath Gear & Pump Co., Inc., 9243 
Mr. Jones for many vears had been Hudson Blvd., North Bergen, N. J. 


connected with the Cincinnati Bick Genii whee Menno: Koh 


ford ‘Tool Co. in sales and service. Th 
attended the University of Cincinnati 
and Purdue, training as a design engi 
necr. Ile will have charge of sales of 


both the machine tool and clectri Standard Mill Motor Vertical Shaft Spacer :- 


Frank W. Jones 


tool divisions Also manufacturers of Precision Gears Screw, ""Gearex" and "Hydrex" Rotary Pumps 








When you talk, your customer listens 


Your customer values beyond price your unbiased technical counsel on abrasives. And 


because your advice 1s based on abrasive products by CARBORUNDUM, It $ truly impartial 
for CARBORUNDUM produces the only complete, branded line of grinding wheels and 
abrasive belts and polishing grains thus | rovides the one-source control of abrasive quality 


that assures identical, predic table performance on every Operation your Customer has 


MAR K 


... the ONLY source for EVERY abrasive product your customers need 
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EXTRA FEATURES 
that 


“BEST SELLER!” 
The SPEED VISE ex- 
clusive, quick-acting 
clamping mechanism 
accommodates a wide 
variety of parts. DRILL 
JIGS are simpler, 
smaller, cheaper when 
used in a SPEED VISE. 
Saves time—one hand oper- 
ation Lift, Slide, Lock!" 
Every plant a prospect! 


DISTRIB 
UTORS 
Send for 
details on 
the profit 
making, 
nationally 
advertised 
Speed -Vise 





CARDINAL MACHINE COMPANY 
GLENDALE, CALIFORNIA 


Hardware Manufacturers 
Make Convention Plans 


Phe 1953 National Hardware Con 
ention will be held in Atlantic City 
ctober 11-14 

Officers of the American Hardware 
Manufacturers Association have urged 
those planning to attend to make 
reservations immediately, as the con 
vention opens during the Columbus 
Day weekend. Headquarters will be 
in the Marlborough-Blenhein Hotel, 
with six other hotels cooperating 
will in 
Sunday 


issociation secretary has 


A new convention schedul 


clude important events on 
evening, the 
announced, ‘Those attending are urged 
to arrive before 3. ‘The adjournment 
day will be Wednesday instead of 


Thursday as in the past 


Eagle Mfg. Co. Names 
Advertising Assistant 


Millard S. Stotler has joined Kagl 
Mfg. Co., Canton, Ohio, to assist with 
advertising and merchandising — the 
company's line of oilers and gasoling 
Cails 

Ile was 
Canton engraving firm, handling ac 
counts for manufacturers 


formerly connected with a 








WANTED 


By Mechanics Everywhere 








—and you can supply it! 


9 detachable nut drivers, 3/16” thru ',”, a reversible 
regular screwdriver, a reversible Phillips, all fitting 
a big XCELITE handie—complete with durable plas- 
tic bag—i4 quality lightning—change tools for just 
$10.95 Do mechanics want them? rder a few sets 
and see—you won't have them tong! 


XCELITE, INCORPORATED 
Formerly Park Metalware 


¢ nc.) 
Dept. F, Orchard Park, 
New York 
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COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & 8. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


Standard tools for all drilling, reaming, and 
tapping needs and special tools to order 
immediate attention to regular or special 
requirements 


THE COLLIS COMPANY 


CLINTON, IOWA 








Thor Power Tool 
Starts Mexican Company 


A new sales and service office has 
been opened in Mexico City by a sub 
sidiary of Thor Power ‘Tool Co., 
Aurora, Ill., Herramientas Thor d¢ 
Nlexico (Thor Tools of Mexico) 

C. L. Rowlett, Thor representative 
in Mexico, will direct the operation 

Ihe new company is the fourth 
Vhor international firm in world trad 
ing areas. Others are ‘Thor ‘lool 
Hemisphere, Sao Paulo, Brazil; ‘Thor 
lool Continental, Antwerp, Belgium, 
ind Independent Pneumatic ‘Tool Co., 
Ltd., in England 


Revere Copper & Brass 
Names District Manager 


Revere Copper & Brass, Inc., New 
York City, has appointed Oscar | 
Peterson as district manager of the 
Ind inapolis sales office, Dallas Divi 
sion 

With the company since 1931, Mr 
Peterson was recently in the divi 
sion’s Chicago office. He has been a 
sales representative for Chicago and 
northern Ilinois for several years. He 
uceeeds P. H. Anderson, who has r 


wi d 





! 


MACHINE 
TOOL 
ACCESSORIES 


A profitable 
line because 
universally 
accepted 


— Universal acceptance 
“a assures a profitable line 


TM 


imc 


iii 


i 


Year after year distributors have relied on the 
ZIP tine of T-bolts and accessories to serve the 
needs of their customers. By taking advantage of 
the universal acceptance among users of these 
items, you too will find the ZIP line a profitable 
one to handle. It will oay vou te make "SELTZER" 
your source of supply for Zip Machine Tool 
Accessories 





GEO. H. SELTZER & CO. 


DREXEL HILL, PA 


customer is best for YOU 





Your information from CARBORUNDUM never ceases 


A year-round output of technical engineering bulletins—new application information 


intensive sales training courses, by mail and at the factory 


all give the CARBORUNDUM 
& 


distributor's salesman a big competitive edge. CARBORUNDUM produces the only complete, 


branded line of grinding wheels avd abrasive belts and polishing grains 
; i | g | 


thus lets the 


customer's need dictate the specific abrasive best suited to every operation 





MAR K 
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Goulds Pumps Holds Eastern Sales Conference 


I'woday meeting at the Seneca Falls 


of branch sale 


Seneca Fall 
of regional engi 
ntly for 


Pum ) fin 


it ld i cri 


mecting rece 


Could 
N. ¥ 
necnnyg ile 
branch office salesmen and distributor 
representative 

Iwo of the 
i ingle stage 
fugal model for hi juid handling and a 


EDP ATDY ncw ptlttip 


double-suction centn 


N.Y 


men and distributor re presentative 


company’s plant acquainted this group 
with new prod ts 


close-coupled unit designed for ait 
were fceatured 

The sessions were held in the Sen 
ceca Falls plant and offices in Chicago, 
Lulsa, Houston and Atlanta 

Carl Forshe« 
tnanager, and Phillip Olmstead, as 
sistant chief engineer, pre sided. Work 


conditioning service, 


engineering line sales 


ing models were used for demonstra 
tion. 

Others of Gould’s staff attending 
were: E. E. Backlund, Seneca Falls; 
Ff. J. Breman, Philadelphia; G 
Maeske, New York City; S. Gould 
Philadelphia, and R. Brower, Pitts 
burgh 

Distributor and 
tives at the Eastern conference in Sen 
ceca Falls Milby and (¢ 
Brownley, of Wim. A. Milby, Inc 
Baltimore; J. Van Arsdale and D 
Miller, C. R. Rumrill & Co., Roch 
ester; E. Kolb and C. Tracy, Buffalo 
Mills Supply Co., Buffalo; J. Ream 
and R. Meleny, Meleny Engincering 
Co., Washington, D. C.; A. Shuster, 
A.W. Shuster Co., Rochester, N. Y.; 
A. S. Johnson and R. Ryan, Ryan 
Equipment Co.; J. Slusser, Eastern 
Pennsylvania Supply Co., Wilkes 
Barre, Pa. | Heller, Cureva Co 
York, Pa.; E. Ray, A-C Supply Co 
Philadelphia; and R. Roth, Frick & 
Lindsay Co., Pittsburgh 


dealer 1 pre enta 


were: W 


Plans Research Center 

United States Rubber Co. has signed 
) purchase contract for an SO acre site 
in Emerson, N. J., for a new research 
center 





Only YOU can offer so wide 








a 


_ 
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B. H. Smith Elected 
Smith-Courtney Head 
Benjamin HH. Smith, former vic 
president was clected as pr sident of 
the Smith-Courtnes Company, Rich FOR EVERY SHOP 
0 | \ ( ‘ S 
mond, 1., industrial upply firm, at MODERN DESIGN 


# recent meeting of the board of div YNCONDITIONALLY GUARANTEED 


rectors ® Above (right) the new “YOST” Contes 
\ r ‘ . Vise, modern design, long pipe jaws, HEAVY 
Ir. Smith succeeds his brother, — 2ORRyGaTeo Solid ‘STEEL WELDED JAW 
Alvin M Smith, who died recently FACINGS will not ~— ~ in most — —_. 
Never need replacin xtra size geared swive 
Alvin Smith was long active in the bese oe 
Southern Industrial Distributors A Right, the New “YOST” Shop Kraft Vise. The 
go <« only three Purpose Utility Vise. Holds perfectly, 
ociation, having served as secretary oo A gee Age ye me 
for a long pe nod Lower, (right) “YOST” Drill Press Vise 


Benjamin HH. Smith served the com Lower, (left) “YOST” Stationary Base Machin- 
ists Vise with four hole mounting 

” 0 “YOST” Vises will neet any shop's re 
partinent for a considerable pe nod quirements. The only Vise Line with 
an UNCONDITIONAL GUARANTEE 


pany as head of the machine tool dc 


SOLD ONLY THROUGH 
DISTRIBUTORS 


Strong, Carlisle & Hammond 
Forms New Marine Division 


Strong, Carlisle & Hammond Co., 
Cleveland, has formed a new marine 
division as part of its industrial supph 
department 
Phe division will provide both war 
house facilities and technical service | 
for installation and maintenance of 
marine equipment. Karl kf. Ware will YOs MANUFACTURING COMPANY 
MEADVILLE Est. 1907 PA. 


be manager 











a choice of abrasive tools 





We tell your prospects where to find you 


Millions of times this year, as every year, we tell your prospects to look you up in the 
yellow pages We tell him in a wide range of business publications that you know abra- 
sives as no one else can, and that your stocks are the most comprehensive in your area 

for CARBORUNDUM produces the only complete, branded line of grinding wheels and 
abrasive belts and polishing grains—and this fact makes the CARBORUNDUM distributor 


the impartial abrasive authority whom every user ought to do business with. 


...the ONLY source for EVERY abrasive product your customers need 
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Bethlehem Branch te) tcl 14.) 
Opened by Crowder f| ee 
ex-fip | 


Il. N. Crowder, Jr., Co., Allentown 
Pa., has opened a new distributing and blow guns 
ervice plant in Bethlehem 

Ihe branch is a modern, singl 4’ & 1 
tory structure located at 1107 Eaton 
Ave. Besides warchouse stocks of in 1.P.T. 
dustrial and electrical supplies and 
pumps and compressors, it contains a 


cparate pump and air compressor d¢ 
partment, an clectrical motor repai twice life of ordinary gun 
hop and a construction department 
for wiring jobs 

[he opening was announced in 


three-quarter page ads in local new 
papers and a brochure mailing piece 


Crowder also has a plant in Easton 
besides its Allentown headquarter A PUFF OR BLAST 


Special valve seot forms perfect seol 


No handles, springs, levers, triggers, 
push-buttons or packing to wear out 


thus, long, trouble-free life 


TELL YOUR CUSTOMERS about this ideal filing . ° ° 
system for their drills! No more rumaging Atlas Chain Appoints ne cir leeks. Flexing controls air from o 


around in dark drawers and boxes. Indexes ° puff to a blast 
are made in 17 sizes to hold one-of-a-size of Boston Representative *Reg. U.S. Pat. Off 
fractional, number, letter, metric, stub or 

taper shank drills Atlas Chain & Mfg. Co., Philadel WRITE FOR COMPLETE DATA 


(D t 
a hee phia, has named Warren M. Pike As 


lin enameled. The con miak Inc., as re presentative in thy 

venience and attractive "Ty tropolit in Boston area 

prices make them sell on 

sight. Remember Ihe firm will serve as a “master dis Wt 
a uot rhymes with tributor,” Atlas officers said, servicing ~ A. co. 


‘o-it 
White ter eaten gan distributors and customers and offering 3430 So. Elati $t., Englewood 
techmical advice In Colorful Colorado 


HUOT MF 531 Ne. Wheeler 5 PP on ne 
. oe HM. Paul W4, Minn lubricators * Hose Assemblies 








If HE's got it to grind... 








€ARBO 


eae a BS 
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THE MOST COMPLETE SOURCE 


>. THREADED & 
# PRODUCTS 


STAINLESS STEEL ‘an! 
Nee 4 Gee -1.4@). 4 ee 20 a a ee 1 2 
ALUMINUM - MONEL - EVERDUR 

NICKEL ALLOY STEEL 
MMEDIATE DEL!¥ 
CATALOG ON REC 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N. Y, 7, N. Y. 
WOrth 4-4600 


Honeywell Appoints 
Regional Managers 


Minneapolis - Honeywell 
Co., Philadelphia 
regional sales managers for its Indus 
trial Division 

They arc 


Regulator 


has named thirec 


Devon W. Fryback, East 
erm region; ©. B. Pyle, Jr., Mid-Atlan 
tic; and Edward J. Klem, manager of 
the Philadelphia branch office 

Mr. Frvback joined Honeywell in 
1927 and worked in the company 
Chicago, New York and Connecticut 
ternitones. He was industrial manager 
in Hartford branch manager im 
Albany 

Mr. Pyle, who has been with the 
24 Vcar&rs, ill in the Philadel 
has recently been industrial 


ind 


COMMPpaln 
phia ofhce 
manager of that branch 


New Bedford Companies 
Move Detroit Offices 


Ihe ¢ 
Bedford 
othce to 
Road 

Lh 
ford 
thy 


ontinental Screw Co., New 
Nlass., has moved its Detroit 
10428 West MeNichols 


Ily-Pro ‘Tool Co., New Bed 
will also have its he idquarter it 


ini iddre ’ 





—{NCREDIBLE—— 
POWER! 


To Paul Bunyan was attributed 
Incredible Power when he moved 
sufficient land from one side of 

a city to create a bay for com 
mercial ships. He piled it in 
a heap on the other side of 
the city, and in the story it 
became Mount Baker 


Our story is that the 





—MORE POWER PULLER 


too, has Incredible Power although we do 
not claim it will move mountains, at least 
not in one piece. In a laboratory test a 
Model 2-20 More Power Puller raised a 
load of 14,100 pounds. That, we believe, is 
Incredible Power for its size, its weight and 
its cost 

Here's a puller that can help your cus 
tomers solve a multitude of power puller 
problems such as moving or loading heavy 
machinery and be used for general mainte 
nance work around a plant. No electrical 
or fuel connections needed—always ready 
for immediate use—one man operated. 
List Price $27.75 te 
$33.80 F.0.B. Factory 


it comes equipped with 
20, 30 or 40 feet of cable 


Distributor and Dealer openings 


THE WYETH-SCOTT CO. 


NEWARK, OHIO 





YOU've got it to grind with! 





Only YOU can offer such unselfish advice 


No matter how your customer wants to grind it, you, like every other CARBORUNDUM 


distributor's salesman, are in the unique position of being able to advise impartially 


for CARBORUNDUM produces the only complete, branded line of grinding wheels and 


abrasive belts and polishing grains And thus it follows that what's best for your custo 


mer is best for you. 





¢ 
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Lonergan 
DISTRIBUTOR 
POLICY 
is based upon 


MUTUAL 
UNDERSTANDING 





DOUBLE CHECKING items at coun 
ter, John Cunningham and M. ‘I 
Mitchell work as a team at Moore 
Handley Hardware Co., Birmingham 





MUTUAL PROFITS 


The Lonergan Selective Distribution 
Policy provides an extremely equitable 
working arrangement between our 
company and the many Lonergan Dis 
tributors handling Lonergan Safety 
Relief Valves and Pressure Gauges. A 
number of our distributors have been 
selling Lonergan products for several 
generations a clear indication of 
satisfaction 


A few highlights of the 
Lonergan Franchise are 


tw Afford full distributor 


profits on non-stock 
items. 


*% Provide factory-trained 
sales engineers for direct 
sales help. 


*% Maintain clearly defined 
discount schedules strict- 
ly adhered to. 


There are still some areas where Lon 
ergan Selective Distributors are need 
ed. Let us tell you our proposition 


— For 80 Years — 
SAFETY-RELIEF 
VALVES 
and 


PRESSURE GAUGES 


Lonergan Products are steady- 
sales items because of high quali 
and proven dependability 


). £. LONERGAN co. 


SINCE. 1872 





Conference In June 
To Probe Materials 


Ihe vast range of basic materials 
available to manufacturers will be the 
subject of a three-day conference to be 
held in New York June 16-18, con 
currently with the Exposition of Basi 
Materials for Industry which opens 
June 15 in Grand Central Palace 
Heads of 20 companies comprise 
the board of sponsors, under Don G 
Mitchell, president of Sylvania Elec 
, as chairman 
a clearing 
Ameri 


tric Products, Inc 
Purpose is to provide 
house of information so that 
can companies now faced with som 
25,000 different materials will have 
some basis of choice in designing new 
products. Subjects to be covered in 
clude: economic factors or new mate 
rials and those in the research stage; 
product design from the standpoint of 
efficiency, sales appeal and cost; de 
velopment of materials standards; 
standards of sizes and types; and or 
ganization of engineering departments 
Admission is restricted to executives 
in engineering, production and sales 





ART A LA CARTE 


Companies in Norway are making 
their employees art minded, accord 
ing to Factory Management and 
Maintenance, McGraw-Hill publica- 
tion. Forty large manufacturers are 
sponsoring “Art in the Factory,” oa 
traveling series of 60 exhibition units 
that usually are set up in plant cafe- 
terias. After two months, the exhibit 
is exchanged for a new one 
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A Million Salesmen 


to Help You Push 
the MARSH Line 


When you go out to sell the Marsh line 
there are plenty of salesmen working 
with you. Every month over a million 
Marsh advertisements are going into 
every branch of industry where pres- 
sure gauges, dial thermometers, heat. 
ing specialties and refrigeration con- 
trols are used, telling the story of 
Marsh leadership. 

And remember that these advertis- 
ing “salesmen” simply confirm the still 
more forceful sales message of Marsh 
performance — performance that has 
won recognition for Marsh products 
as the instruments and specialties that 
offer the most in accuracy, in stamina, 
in downright quality and value. 

Yes, it will pay you to know and 
push the highly acceptable Marsh line 
of pressure gauges, dial thermometers, 
steam traps, vents, packless valves and 
other specialties ... now broadened by 
the acquisition of the highly respected 
“Electrimatic” line of refrigeration 
controls and solenoid valves, Ask for 
latest catalog and price data. 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P., MARSH CORPORATION 


Dept. C., Skokie, Hl. 


' the = 
with the 
wpe CALIBRATOR’ 


- ickest and 
“Recalibrator - ay — 

oe =o ood gouge, "ihe finishing 
+ of adjust 

yA py superlative govge- 


GAUGES © VALVES © FRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 












The ALEXANDER Franchise 
Includes a REAL Distributor Policy, 


ee 
























The ALEXANDER Franchise in- 


cludes complete cooperation with the famous ALEXANDER Belt Lube 


our distributorstohelp them sell and _. in both spray and liquid. Consistent 


service the ALEXANDER line. This cooperation forms 


national advertising creates a ready 
the basis for a real distributor policy. It embraces acceptance and all inquiries are forwarded to the dis- 


complete protection for every distributor. The letter tributor in the territory. 


reproduced above is a good example of the fact that our Available to distributors are the free services of com 


franchise really means what it says in this respect. petent sales engineers...and regular management- 


The ALEXANDER Line is the most complete line directed sales meetings. Our pricing policy provides a 


of high quality leather beltings, packings, textile and liberal margin of profit and permits our distributors 


industrial leathers on the market today. It embraces to meet all direct competition in every price range. 





several patented products, includ- 
ing MONOBELT, CONEMASTER 
and DUPLEX Belts. It also includes We'll be looking for you. 


Be sure to see us at Booth 404 at the Convention. 





ALEXANDER BROTHERS Belting Company *oni.'™s3 Stee 
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ORDERS are writte: 
O'Rourke at Gener 
Supply Co., San Fras 





Electrical Wholesalers 
Plan New York Show 
THIS FELLOW IS TRAINED IN YOUR BUSINESS. His I 1 Nat Klect 
° ° 1 SCCOTIC wind i 
main duty is to travel the country — and world “ny “—y" 
, : dustries Show will be held in 
— penetrating the plants, laboratories and man- 69th Regiment Armory in New }¥ 
agement councils... reporting back to you every City September 29-October 2 
significant innovation in technology, selling tac- Sponsored by the Fast 
tics, management strategy. He functions as your pr me rs Association 
Vl Kl 
_ £ eo > oO M = 4 } = | i 
all-se¢ ing, all-hearing, all-reporting business com mecred lighting. M 
munications system. clectrical fittings, lam 


tubing, wire and cabl nd imdustria 
THE MAN WE MEAN IS A COMPOSITE of the editorial ind commercial fixt vill exhibit 
staff of this magazine. For, obviously, no one The program w trad 
movies, demonstration 


+ 


feature new p 


muracturel 
) naiuit ind 
I 


individual could ever accomplish such a vast 
cial events scheduk 
certam groups. On 


business news job. It’s the result of many quali- 
fied men of diversified and specialized talents. eatin’ tm. eurbibest 
trical engineers an 
AND, THERE'S ANOTHER SIDE TO THIS “COMPOSITE tractor 
MAN,” another complete news service which com- 
plements the editorial section of this magazine 
the advertising pages. It’s been said that in a 
business publication the editorial pages tell “how 
they do it” — “they” being all the industry's front 





line of innovators and improvers — and the ad- 
vertising pages tell “with what.” Each issue un- 
folds an industrial exposition before you — giving 
a ready panorama of up-to-date tools, materials, 


equipment. 


SUCH A “MAN” IS ON YOUR PAYROLL. Be sure to 
“listen” regularly and carefully to the practical 
business information he gathers. 


snr 


A HELPING HAND in king an 
item in the Well Machu & Supply 


MCGRAW-HILL PUBLICATIONS Syesise 28% 
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LEDALOYL Self-Lubricating 


GENERAL PURPOSE 


Y. 
“> 
“> 


2 
on 


IRTUALLY every sleeve bear 

ing application can be met by Johnson 

Bearings . . . the most complete line of 

standard size, stock bearings on the 

market. There are more than 900 sizes 

of Johnson GP (General Purpose) Cast 

Bronze Bearings . . . over 200 sizes of Graphited 
Bearings. . . 340 different Johnson Electric Motor 
Bearings . . . a large selection of plain, flanged 
and self-aligning Powdered Metal Bearings. In 


addition, Johnson Universal Bronze Bars, solid, 
400 





cored and hexagon, are available in over 
sizes; also Babbitt Metal. It is no wonder that 
Johnson Distributors are getting the lion's share 
of the bearing business. Write for details concern 
ing the Johnson franchise for your territory 


JOHNSON BRONZE COMPANY 
535 South Mill St., New Castle, Pa 


BABBITT ° BEARINGS 


METAL 2 
2 ~ An Jype 


SLEEVE BEARING 
HEADQUARTERS 
SINCE 1901 


OW 
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UNIVERSAL BRONZE BARS 





TODAY'S 
BEST 
BUY 


Model J pictured, 10" «x 18” Capac 
ity, available as a wet or dry cut 
ting machine. Also Junior Model B 
(With or without casters) 5” x 10 
capacity, shown below 


Are You, Too, Handling 
This Maximum-Profit Line of 


JOHNSON <*> BAND SAW 


You'll do better when you sell 

Johnson Band Saws. Their 

many advantages afford them 

a great and growing demand 

Advertisements in industrial 

magazines constantly tell their 

story to users everywhere. Ex- 

tra capacity, speed, accuracy 

and versatility are factors that 

have put Johnson Saws out in 

front and kept them there. So 

start now to step up your 

volume, your profits with this 

outstanding line. Write today SELECTED DEALERS 
and get the details. SELL JOHNSONS 


JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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R. H. Winkler 


Remington Rand Names 
Sales Promotion Head 


R. H. Winkler has been appointed 
issistant manager of the sales promo 
tion department for Systems-Photo 
Records products by Remington Rand. 
Inc., New York. 

With the company since 1946, he 1 
1 former writer for the iran hea 
magazine and an advertising cop\ 
vriter. He has been in the sale 
motion department since 1950 


Computer Division Set Up 


Remington Rand has « 
l-nginecring Research Ass¢ 
P ul, Minn., which wa 

ir as a subsidiary, a 
* the compam 

Vhe division makes cle 
uiter equipment. A special sal 
partment for the division yroduct 
has been set up under John FE. Parke: 

mer pr ident of Engineering Re 

irch Associates, and now a ice 
president of Remington Rand 

\. R. Rumbles, executive vice pres 
lent of the company, said the for 
mation of the new department indi- 
ites “the expanding development of 
ectronic computers as a basic tool 
ot business.” 

Luther A. Haar, of the Eckert 
Mauchley Division of Remington 
Rand, and James G. Miles, of Engi 
neering Research Associates. are as 
istant sales managers of the cl 
tronics department 





NO MORE SQUEEZING 


Only 16 per cent of U. S. families 
used frozen orange juice concentrate 
in 1949. By April, 1952, the figure 
had jumped to 63 per cent, according 
to Food Engineering, McGraw-Hill 
publication 














Colorado Fuel & Iron 
Went East to Expand 


After the purchase of John A. Roc 
bling’s Sons Corp., The Colorado 
Fuel & Iron Corp. now has almost 
half its manufacturing operations east 
of the Mississippi, A. I’. Franz, presi 
dent, pointed out in a statement 
porting on Company progress 

Some $46,638,000 was spent by 
the company and its subsidiaries on 
improvements and additions between 
July 1, 1947 and June 30, 1952, he 
said 

More recently, the Roebling a 
quisition added new products to the 
company’s line, including cold rolled 
steel specialties, electrical wire and 
cable, bridge construction products 
ind services, wire rope, strand, cord 
ind assembhe 

Ihe company now has a rated in 
got capacity of 2,425,000 net tons per 
year, an increase of 117 percent in the 
last 11 years, Mr. Franz said 

Compamies acquired in recent vears 
include: The Wickwire Spencer Steel 
Co., merged in 1945; Worth Steel 
Co., Claymont, Del., 1951; and E. & 
G. Brooke Iron Co., Birdsboro, P 
1952 


Republic Mfg. Names 
Coast Representative 


Republic Mfg. Co., Cleveland, has 
appointed Carl H. Drenske as West 
Coast representative covering Califor- 
nia, Washington and Oregon 

For the past 15 years, he has been 
connected with the Parker Appliance 
Co., Cleveland, and Parker Aircraft 
Co i I Os Ange les 

Mr. Drenske’s headquarter 
in Van Nuvs, Calif 





FOUR-WAY CONFERENCE at F. 
Hallock Co., Derby, Conn., involves 
Alex Bon ‘Tempo, manager; Doug John 
son; Loretta Beer issistant treasurer, 
and Carl Wiberg (seated 


...the Union that gives 
a Drop-Tight Closure! 


This True Ball Joint Makes the Difference 


DART UNIONS don't get tight, stay tight be- 
cause of an ordinary “jammed” joint. Their 
tightness comes from a precision-ground, bronze-to-bronze ball joint 
that comes apart readily and remakes repeatedly — as tight as when 
new. 
Both seats are non-corrosive bronze for top protection against pitting 
and corrosion. Nuts and both ends are high test, air refined malleable 


iron — practically indestructible in use or abuse. 


Remember, the extra work life of a Dart is money in your pocket! 


Sell Darts. Their extra work life means ay} 


extra money in your pocket — satisfied, ( 
mad 


A 
repeat customers build business. (/ 


y Uf) ; 
DART UNION COMPANY 
Providence 5, Rhode Island 
The Fairbanks Co. — Distributors 
Boston New York Pittsburgh 


; 


UNIONS 
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F.E. Myers Reorganizes Sales Department 


iles for the 
Brubaker, W. B 


& Bro. Co., Ash 
ganized its il 
ng the cle 
resident im « 


tion ot 


harge 


Te | 


ident 


tip I 


pr 
vill 


tion 


hill 


on fun 





The Packaged 


MUSIC WIRE 
Viat...$ells! 


Precision 
Brand 


MUSIC WIRE 


a 


@ The only 


in the market 








tangle free” package 
Wie is simply drawn 
from center of patented carton as 
Easy to stock and use 

with the 


Packages 


required 
saves time. A fast seller 
quality that builds sales 
marked with size, weight, and gauge. 
The wire is highly polished and ex 
tremely tough. Used for springs for 
tool and die mokers, factory and 
machine shop, and scores of other 
applications. Cellophane wrapped 


Wore Sales Action 


@ Shim Stock 
for over-the-counter soles 
steel and stoinless 


@ Feeler Stock — another packaged item cello 
phane wrapped for moisture protection 


PRICES AND DISCOUNTS ON REQUEST 


PRiECISION 
STEEL WAREHOUSE, inc 


Manufacturing Div 
4401 W. Kintie’ $t . Chicago 24, Ill 


- packaged in dispenser cartons 
Available in brass, 


sion 


Ashland 


Ohio, company pose for their picture 
Kellogg, C. D. Leiter, E. Mi. Myers 
Sattler 


and 


Other new ippointments are WB 


Kellogg, vice pre sident and ¢ xport scale 
manager; I. M. Myers, sal 
manager; J. Fk. Simmons, 
ind 1) | 
merchandising manager 

Re ippointed were EF. HL. Reaser, ad 
ertising and sales promotion manager 
ind ¢ B. Sattler, sales 
rector 

Nii 


1905, 


» Operation 


iles manager Brubaker 


trang di 
Leiter joined the 
md ha 
iles department since 
vear. Te 
ident m 195 
Kellogg, until 
forcign sale 
Niver 
director im 
1952 
both the 
export sales force 

Mr. Myers, who joined the compan 
in 1946, ha administrative 

istant i 


exception of one became 
( pr 
Nii 
dent 


pcecn 


TOW Vice pr | 
ind 
with 
clected a 


pr ident i 


ManAaALvCT 
1919. Tle wa 


1937 


1c ¢ 


and vice 


office 


I] HIpCrvis 


cerved as 


istant export sales man 


rer, and assistant to the president. As 


will co 
» of the operating do 


iles Operations manager, he 
activitic 
department with export 


ordinate 
mest il 

Nir 
department since 

issistant 
As domestic sales head, he 
for all 


including 


Simmons has been in the 
1926 and since 
erved a domestu 
manage 


vill 


iles functions 


domestic 
the 


ay rr pon ible 
COTT¢ 
spondence 
district managers ana salesmen 

Assistant domestic manager 
1948, Mr. Brubaker has 
\ivers since 1934 


manager, he will supervise all merchan 


STTICC 
he en 


dising and market research activities in 
domestic sales and will assist the export 


department with similar problems 
Nir 
1939, and has been advertising man 


wer since 1950 
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domest 


company m 
been connected with the 
1907 with the 


had 


In his new post, he 


ind hic Id 


sales 
1946 


sales 


ind order department and 


with 
As merchandising 


Reaser joined the company in 


In 1952, he assumed 


additional duties as sales 
head 

Mr. Sattler with 
since 1904, and has been sale 


director 1945 


promoti TT 


Niver 


training 


has been 


yITICE 


Holds Distributor Class 
| E.. Mvers & Bro. held the final 


ession of its two-weeks’ distributor 
ales training series recently. It is 
conducting five four-day factory train 
ing sessions through April and May 
The first of the 
in January, exclusively for distributor 
representatives, enrolled 41 trainees 
The guests attended daily instruction 
periods, led by Myers representative 
in different fields. Products covered 
included water systems, pumps, 
and spraver 
ditioning equipment 


now 


two-weeks course 


h ind 


powcr ind water mn 


John B. Moore Corp. 
Names Representatives 


John B Moor 
N. J., has assigned 


tories 


Nutl 


tery 


( orp 
two sal 
agencies and announ 
two changes in its sales staff 

Ihe eastern New York, New Yor! 
City and Long Island region has been 
The Caldwell Chemical 
York City Jam 3 
will handle sales for th 
ind western M 


to new 


issigned to 
Co., New 
Schooler Co 
Kansas, Oklahoma 
our territory 

I. O. Sarlin, of the 
has been transferred 
York City territory to the 
is staff cnginecr 

Sheldon Be igel ha joined thy 
West Coast sal staff at I 


Nloore staff 
from the Ne 
home ofh 


pany ‘ 


Ange le , 


Syracuse Supply Co. 
Buys Nearby Property 


Svracus¢ Supply Co 
purchased part of the site of 
New York Central p 
vhich adjoins the company 

The addition comprises th 
the northwest corner of Franklin ; 
lavette Sts 

Frederick B. Scott, company pl 
dent, said the 
parking for the time being 


Svracus¢ 

the 
SCTIZCT 

5 pl ype;rty 
land at 


r 


area will be used for 


Joins Chas. Rivitz & Co. 


David E. Neustadt, formerly Cali 
fornia representative for the Ameri 
can Wheelabrator & Equipment Ci 
has joined Chas. Rivitz & Co., Cle 
land, as vice president and general 
manager. 











Dial Thermometer, mercury - 
actuated, with stainless ca- 
pillary and bulb. 





industrial Thermom- 
eter, mercury filled, 
straight form. 





WILL THEY STAY HONEST WHEN THE HEAT’S ON? 





Rigid quality control and thorough testing of every 
USG Thermometer under actual operating condi- 
tions say they will! 

So does the fact that USG sells no makeshifts. 
Regardless of your process or application, there’s 
a USG Thermometer that suits it precisely. You 
may choose Industrial Types in all sizes, and 
mounting forms with standard or protected stems 

or Dial Types in a variety of sizes, case styles, 
{ll USG 


gas, mercury, or vapor-actuated— 


mountings, ranges and connections. 
Thermometers 
are built to the same high quality standards as 
USG Pressure Gauges! 

If you're interested in typical applications of 


Navy di- 


mensional information and the use of bushings, 


commercial and «approved Standards, 


flanges, sockets and special tubing, send for Cat- 
alogs 100 and 200. 








Special thermometers for dough testing, milk 
testing, fuel gas, candy, solder baths, varnish, 
canning, vulcanizing and other unusual processes. 








-——-—- - - - - - - - - 5 
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Dial Thermom- industrial Ther- 


eter with bot- mometer of the 45° 
tom-connected Recline Form. There 
rigid stem, one are many other 
of many USG 


types available. 


standard 


forms. 


UNITED STATES GAUGE 


United States Gauge 

Division of American Machins and Metals, Inc. 
Sellersville, Po. 

Gentlemen: We are interested in USG [] Industrial 
Thermometers; [_] Dial Thermometers. [_]Please send us 
your catalog. (] Have your man call. No obligation, 
of course. 


Nome 








a 





Address 





City 
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Parker Appliance Staff Inspects New Plant 





MEANS MONEY! 


Square Point 
Open Back Shovel... 


SHOPPERS 


ok 3 ) , 
Lo 4 ¢ Off on a flight from Cleveland to the new Berea, Ky., plant of the company’s rub 
FOR fe - ber divi ion this group of industrial sales engineers and executives interrupted a 
* ' al ix-day sale onference to inspect synthetic rubber production Don Cameron, 

7. i a industrial sales manager, is standing on lower step of ladder 


Boston Woven Hose Builds Reclaiming Plant 


YOU'LL 


MAKE Same 
Money ava i 
ON 4@& F 


rhis new $1,000,000 facility of Boston Woven Hose & Rubber Co. will have an out 
put of 7,200 tons annually for mechanical rubber goods. It's largely antomati 


Continue Open House at Besly-Welles Plant 


Available in three well-known Magor 
brands, Arrow —Bull's Eye—Gold 
Target. Each with a reputation that 
builds up terrific sales potential! 
Priced right —builtc right. Every 
Magor sale assures you a satisfied 
customer — guarantees repeats. And 
there's no inventory confusion when 
you stock Magor's simplified line 
Write today for illustrated price list. 





MAGOR 

CAR CORPORATION 
SHOVEL DIVISION 

50 CHURCH ST, NEW YORK 7, W.Y. 


New Beloit, Wis., plant will continue open house for distributors who missed the 


official opening during the next six months. Visitors may bring salesmen and cus 
tomers. Planned materials flow is a feature of the single story operation 
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Nobody ever argues about 
the supremacy of the eagle. 
Nor is there any question 


about the supremacy 
of Jacobs Chucks. 


;4 a ae 














«+ - ALWAYS SETS YOUR SALES PACE! 
iF IT’S A 


Want an item you can be sure will lead the way to a lot 
of related selling? Pick the outstanding product in any field. J A C 0 8 S 
In chucks, that’s Jacobs out in front for almost fifty 
years, because they've never been equalled for gripping IT HOLDS... Business for You 


power, accuracy and durability. The Jacobs Manufacturing 
Company, West Hartford 10, Conn. 
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4 Your Customer’s Best Buy © 


# 





f for DEPENDABLE SERVICE 


e4 


; 


1536-A Series— 
Double Ball Race Swiv 
el Caster equipped 
with Roller Bearing 
Vulcanized-on Soft 


Rubber Tread Wheels. 


Bond 1-A Series— 


Stationary 


Truck 


Casters give depend 
able service as com- 


panion casters to the 
Bond 34-A Series 


Casters. 


Industrial distributors know... 


Bond 
requirements. 


36-A Series Casters fit most 


universally 


that 
service These 
used, completely dependable casters incor- 
porate a fork, base and king bolt construc- 
tion that distributes the load evenly. Two 
ball races of almost equal diameter, set one 
below the other, permit easy swiveling. All 
moving parts in the ball race are pres- 
sure lubricated 

Remember, your customer's best buy is 
Bond—and he'll be glad to have you help 
him select the right Bond Casters for his 
jobs. Write today for your copy of the fact- 


full Bond Catalog K-38. 


BOND FOUNDRY & MACHINE COMPANY 
Manheim, Pennsylvania 
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FORK LIFI 
h.quipment Co Nob 
ed by G. E. Ker 
truch 


' 


Smith driving 





Working Capital in 1952: 
Tight but Adequate” 
Your 


Cll irc VOUT vital ) 
Hlere’s the gist of a 
img ¢ ipital during 195 


custome! ) rT 


tional Industria 
which conducted a 
ufacturing Compan 

1 A “tight but a 
of working capital wa 
year, despite postwa 
ind market 

2. But many compan 
ort to equity financing 


borrowing to keep pa 


growth 


requirements 
Kvidence of the tightne 
ing capital, the survey poimts out 
revealed by the coll ituation 
Nlost companies reported no lag in the 
| | 
past vear. However, one out of three 


tion 


experienced delay 
ments due, generall 
half of the vear 
Vhrec 
panics experienced 4 
make-up of king 
While more than half th 


held im cash, m 


quarter 

hang n tl 
gTOSS capital 
increased the shar 
of them 


PTOSS working capital t fup momen 


reduced the proportion 


tories 
No Excess of Working Capital 
Nine out 


irveved indicated an 

# working capital, but im n 
did they report any “fat 
Phe analysis cites repre 


sons given by coope! ito 


of ten of the 


idequat upplh 


MN pPATiie 


instan 


more working capital 
l Additional — fund muld 
wailable for plant expansion, esp 
defense 
extensive capital expenditus 
i 


where contracts mean mort 


would give 


MN pan CS 


t 
f 





future if a depression follows tapering 
Mf of government expenditures 
Only one in ten companies report 
ing regarded its working capital as in 
adequate at year end. One in six 
thought it would be “‘hard pressed” in 


19 > ie | 
Outlook Poorest in Metals 


Among cooperating metal-working 
Ompanies, th« working capital outlook 

poorest in the special industrial 
machinery industry While seven 
ut of the eight cooperating compani 
n that industry had adequate working 
ipital at the end of 1952, half the 
reporting Companies think such fund 
vill be inadequate in 1953 I'wo out 
f five reporting foundries and two 
ut of cight hardware compan like 


Vise expect i squeez 


Nonmetals Expect Shortage 


In the nonmetals group, one out of 
ven firms expects a shortage of work 
ng capital in the year ahead, al 

though only a tenth reported a short 
ige during the past vear. ‘The darkest 
utlook is among paper companic 
vhere four of eleven compani Ul 
d foresaw a hortage ill the VCal 


ihe id 
Collections Lag “Not Serious” 


l'wo out of threc cooperating com 
anes report no lag in collections dur 
ng the past year. The lags in the r 
maining Companies were usually “not 
crious 

Less than one quarter of the cooper 
iting metal-working companies report 
that they have experienced a lag in col 
lections during the past vear. By con 
tract, the analysis notes, “nearly half 
if the nonmetal companics report a 
, 
lag 

\lmost a third of cooperating metal 
companies foresee a lag in 1953. By 
contrast, the Board points out, com 
panies in the nonmetals field are b 
oming more hopeful, and less than a 
quarter of them expect a collection 
delav in the coming veat 


Proportions Changing 
While three out of five coopcrator 


expressing an opinion see no signifi 
int change next year in the makeup 
f gross working capital, three out 
f four report differences in the pro 
portions tied up in cash, receivables 
ind inventories at year end compared 
to a year ago 

In terms of percentages of gt 
working capital, the Board found 
forty metal companies increased cash 
forty reduced it, and twenty report 
cash to be about the same proportion 
f gross working capital as a year ago 
The picture is similar for receivable 
and inventories 


INSTALLATION TIP TO HELP 
BOOST YOUR SALES 


KENNEDY Fig. 863, 
lron-Body Globe Valve. 250 
pounds of steam at 500°F. 


Here’s how to set up 
pressure-reducing lines 
for easier maintenance 


You naturally don’t want to shut down a vital part of your opera- 
tion when you repair a single valve. 

You can avoid doing so by installing a by-pass around your pres- 
sure-reducing valve and installing a globe valve in the by-pass line. 
With this set-up you can use the globe valve for hand throttling 
when the reducing valve is removed from the line for repairs. 


KENNEDY IRON-BODY GLOBE VALVES 


are designed and constructed for high pressures and severe service 
on steam or water lines and for heavy-duty service with oil, gas and 
other fluids that do not corrode bronze or iron. 


Individual valves in the KENNEDY JOB-FITTED line are specially 
designed with the proper disc and seat trim to match the service for 
which they are recommended. Valves with either renewable com- 
position or bronze faced discs are available, depending on the pres- 
sure in the line. 

REPACK UNDER PRESSURE—You can repack ALL KENNEDY iron- 
body globe valves under full line pressure when wide open. 

THE COMPLETE LINE of KENNEDY JOB-FITTED valves and INSPECTED 
fittings is sold through local distributors who are in a position to 
give you fast and convenient service. 


m KENNEDY 


Ni VALVE MFG. CO. + ELMIRA, N.Y. 
VALVES +» PIPE FITTINGS + FIRE HYDRANTS 
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FLEXCO 
STENERS 


with ASSEMBLED 
BOTTOM PLATES 


For the large quantity 
user 








_— 


ASSEMBLED BOTTOM PILATE 


NUTS 


TOP PLATES 


You can now save your cus- 
tomers assembling time at no 
increase in price. 


Sell them the new FLEXCO 
“C” cartons. 


They are easier to handle and 
a time saver for your customers. 


FLEXCO Belt Fasteners — the 


demanded quality fastener — 
one of the ALLIGATOR and 
FLEXCO prestige products. 


Bulletin F-106 Gives Complete Details 


5 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 


Chicago 44, Illinois 








Among nonmetals cooperators more 
companies increased cash as a_ per 
cent of gross working capital than re 
duced it Many companies experi- 
enced no change In contrast, more 

reduced the inventory share 
working capital than experi 
Again, many com- 
panies reported no change 

Nearly half of the shifts reported 
in the composition of gross working 
capital among cooperating companies 
vere substantial, the report indicated. 


COMIPAliit 
of 


enced 


PTOS 
RIO ; 


mcreases 


More Cash in Treasury Bills 


More than two out of three cooper- 
iting Companics reported investment 
of extra cash in United States Govern 
almost entirely in 
hort-term governments. Reports rarely 
breakdown of short-term 
tment but most 
mentioned were Treasury 
certihcates 


ment ecurifies, 
howed i 
ecurity inve those 
frequently 
bill lreasury ind 
of indebtedness. A large proportion 
of the Treasury bills and Treasury 
notes the “special tax anticipation 
issues’ which corporations purchasé 
to offset their federal income tax lia 
bility 

It was noted that holdings other 
than United States Government secur 
ities were reported by less than one 
of ten companies (a handful reported 
carrying commercial paper). One out 
of five surveyed cither had 
no surplus funds or said it had no pol 
icy m this regard. 


note 


are 


compan 5 


Chase Brass & Copper 
Makes Staff Changes 


Chase Brass & Copper Co., Water 
bury, Conn., has named Ralph H 
Stroth as Indianapolis district manager 

With the company 1926, he 
has been assistant district manager in 
Cincinnati 1944 

In his new post, he will direct sales 
in the territory comprising most of 
Indiana and will supervise Chase’s 
Indianapolis warchous« 

Vincent Meyer, former Indian 
ipolis district manager, has been ap 
pointed to the Chicago sales office 
Ile has headed the Indianapolis dis 
trict 1945 


since 


sITICC 


1TICE 





MORE AND MORE HOUSES 


The postwar housing boom in Phoe 
Ariz., is surpassing all expecta- 
tions, Engineering News-Record, Mc- 
Graw-Hill publication, reports. More 
than 2,500 individual residences have 
been built in the metropolitan oreo 
since Jan. 1 at an investment of more 
than $22 million, plus the cost of the 
land 


nix, 
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OPEN THE MIND 
AND 


CLOSE THE SALE 
Just Published! 


The Key to Success in Selling. 
Meet today’s challenges with 
these creative selling techniques 
John M. Wilson, Vice President, 
Sales, The National Cash Regis- 
ter Company, shows how to pian 
every sale with the creative, or 

ganized approach that wins 
business for you. Tells how to be 
your own manager in a way that 
sparks your best efforts, leads to better self-training, 
and makes your sales time more productive. 256 pp., 


$3.75 











MERCHANDISING PRIMER 


Just Published! 


reading 
true 


An up-to-the- minute book. using fast lear 
yictorial primer atment o ve you the 
yutline and scope of merchandl ing ar 1 its effe 

tive methods Provides checklists every factor 

that influences sales, showing how tf DI lan merchan 

dising to suit your product regard f the size 

or type of your business. ‘ money 
and time-saving facts on 
phase packaging, 
purchas ‘Be in- 
Bud 
win- 
216 op.. 


ont ains 





wicing 

resident, 
ing Sales Corp 
iitus., $3.95 








PRACTICAL 
SALES 
PSYCHOLOGY 


Just Published! 


Now the Lairds bring to the ald of the salesman 
their practical way of training applied psychology 
Here are techniques of 4 

sales results—everything from ho 

onstration methods and customer service 
techniques but all based on scientifically 

facts of what makes people buy Readably tol 
with many apt illustrations from real life. By Don- 
ald A. Laird and Eleanor C. Laird, 288 pp., iilus., 
$1.60 











CeCe eeeeeteeeseseaeen, 


INDUSTRIAL ADVERTISING 
HANDBOOK 


Just Published! 


Here is the practical approach to industrial adver- 
tising, with accent on advertising’s relation to sales 
14 experts in all phases of mass-selling to industry 
have contributed the separate chapters of this book 
It examines magazines, direct mail, sales promo 
tion material, catalogs, and industrial shows and 
exhibits. You get detailed information on market 
measurements, copy testing, copy techniques, bud 
geting, and case histories. Edited by Julian Boone, 
Sales Promotion wr POWER, 350 pp., Illus., 





= 
= 





SEE THESE BOOKS 
10 DAYS FREE 


gaan 


McGraw-Hill /? oe" ne. 
330 W. 42nd St., N c. 36 


Send me book(s) checked below for 10 days’ ex 
aminatioy on approval. In 10 days I will remit for 
book(s) i keep, plus few ceuts for delivery, and 
return unwanted book(s) postpaid. (We pay for 
delivery if you remit with this coupon—same return 
privilege, ) 
) Wilson OPEN THE MI 
J Wilesn MERCHANDIS!I 
C) Laird & Laird—PRA a 
Boone INDUSTRIA 
(Print) 
Name 


ND—$3.75 

NG PRIMER 

SALES PSYCH f 
ADV. HNDBK-—$6.50 


Address 
City 
Companys 
Position MS-4 
This offer applies to U. S. only 
SSSSSSSSSSSESSSCHSSESSESeeeeeeeeeeeeee 


le ad 





\ 
‘ e BOILER TRIMMINGS —-. variety of types b NY, 


\ wide range of sizes. SS > 


\ 


© PLUMBING LINE — adequote in range of size and VW, 
V 


style to meet almost any use. 


e GROUND KEY COCKS -— types for the con- 


trolled passage of air, gas, steam, water, or vacuum. 


e TUBE FITTINGS — complete range of sizes and 


types for use wherever tubular connections are required. 


e LUBRICATORS — stondord equipment on industrial 


and agricultural machines and in the machine tool industry. 





THE STARTING POINT 
ror continuinc Sales 
Here is your starting point with a line that makes it possible for 


you to reach far and wide into industry. It’s a line that means 
sale after sale—there’s no stopping by users once they know 








the quality. 

All Consolidated items are made of brass. Each is designed and 
manufactured according to standards that have been 
developed over a period of more than fifty years. Each 

shows the excellence that only progressive manufac- 

turing can produce. 


When you put Consolidated products to work you will 
get prompt sales action and you are sure of repeat 
sales. Your good business move now is . 
to get all of the facts regarding this 
exceptional line of brass products. Send 
for the catalog and see for yourself 
how this line can help you make money. 


’ BRASS COMPANY. /t=>’. 
DETROIT 9, MICHIGAN ° 4: 
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New Thor School Graduates Its First Class 


pe 


d students | 
it Thor 


industrial tool d 
nanagec! vil the hool facultv wa 
pleased with re ult He said curncu 

wma 1}] | vould be hanged vhen nec ir\ 
ind cight ) ep abrea t of produ t d vclop 
ynpleted 
of tool technolos \ COV vil dinner included W 
] 


7 anet an _ 
dation, instailation I port cS manage 


mn pan line rgren, leveland manager; 





Bolts ... Nuts... 

Rivets .. . Screws-have 
provided their users with 
almost 100 years of the 
same dependable uniformity 
of quality and accuracy of finish 
that has made CLARK Products 
famous for their greater security 
and ease of application. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


CLARK 


MILLDALE, CONN. 


Export Dept.: Swite 513 
25 Beaver St. N Y 4,N.Y 
WHitehall 4.4392 


BOLTS + NUTS + RIVETS > SCREWS 
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R. J. Horrocks, Salt Lake City man 
ger; W. J. Laughlin, Los Angele 
manager; FE. C. O'Connell, San Fran- 
cisco manager; E. L. Swart, Seattle 
manager; and A. C. Cheswick, H. I 
Artinger, G. D. Florsheim, R. ]. Grace, 
P. J. Kennedy; B. P. McDonnell, Otto 
Shellenberger and J. B. Weber 
engineers. 

Others present were N. C. Hurle' 
Jr., president; W. A. Nugent, executive 
vice president; J. A. McGuire, s¢ 
tarv; J. A. Hill, B. H. Johns, mining 
ind contracting tool division managc 
G. H. DuSell, director of sales engi 
neering; G. A. Thoma, sales promotion 
manager; W. G. Mitchell, director of 
engineering and research; J. A. Per 
ham, chief engineer, F. A. Kaman 
N. B. Schmidt, P. G. Rebechini, P. I 
Vega, William VonHoff and B. P 
Kartheiser 


Corning Glass Names 
Division Executive 


Coming Glass Works, Corning 
N. Y., has appointed Campbell Rut 
ledge, Jr., former industrial sales rep 
resentative, as assistant general man 
ier of the Electrical Products Divi 
ion 

Mr. Rutledge joined the company 
in 1938 and worked in industrial sales 
until 1944. He has since been as 
sistant manager of laboratory and 
pharmaceutical sales, and sales man 
ager of the standard products section 
of ‘Technical Products. Last vear he 
became assistant general manager of 
the ‘Technical Products Division 


Industrial Tape Opens 
Warehouse in Dallas 


Industrial ‘Tape Corp., New Brun 
vick, N. J., has opened new warchouse 
tucilitices in Dallas for ‘Texas and the 
urroundimg area 

William Cooker will supervise the 
operation, which will handle distribu 
tion of the company’s Permacel and 
excel tapes 

Lhe company now has eight v 
houses throughout the country 





HOUSE THAT GROWS 


A Texas builder claims to have 
built a house tlexible enough to meet 
a family’s needs from newlywed days 
to old age, Engineering News-Record, 
McGraw-Hill publication, says. Its 
only permanent walls are the exteriors 
and those around the kitchen and 
two bathrooms. Other walls and par 
titions can be shifted to make from 
one to four bedrooms or convert the 
house into a two-family unit. 














seLL BUDA sacks.... 


_ EZ 
) Profitable you average 35% on the com 


plete line 


Re LILVAL Prompt shipment no long 


more than 80 models; 9 types 
a Buda Jack for every need 


BALL BEARING JOURNAL JACKS 


7 Models—Cap. to 50 Tons 


“Hi-Speed” HYDRAULIC JACKS 


4 Models—Cap. to 12 Tons 








Ss 2 


SCREW JACKS 


23 Models—Cap. to 24 Tons 


“Two-Speed” HYDRAULIC JACKS 


High and Low Types 
6 Models—Cap. to 50 Tons 


Buda Jacks are profitable and easy to sell. 
Their solid reputation, created by years of 
satisfactory service, safe operation and low 
maintenance gives them instant acceptance 
in every industry. 

Backed by more than 40 years of jack-build- 
ing experience ... a competent sales and 


~ — 


RATCHET LOWERING JACKS 


6 Models—Cap to 15 Tons 


service organization and a varied line of 
Distributor Sales Helps . . . the Buda Jack 
Line can be one of your most profitable items. 


Write for General Catalog No. 1515 and in- 
formation on handling Buda Jacks in your ter- 


ritory. The Buda Company, Harvey, Illinois. 


BUILDING A DEPENDABLE 
PROFITABLE JACK LINE 
SINCE 1908 





Bj.14 


Manufacturers of Material Handling Equipment, Lifting Jacks, Maintenance of Way Products, Earth Drills and Diesel and Gasoline Engines 
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NONE BETTER...America’s First and Safest 
Show Your Customers 


/a = | Proper Grinding Methods 
Most salesmen consider grinding 
wheel knowledge a must. Here are 
some useful tips on maintenance and 


operation from “Technical Aids for 

SLING CHAING Small Business No. 19,” Small De- 
| fense Plants Administration 

Undue stresses on wheels will 


if shorten their life 
i Selection of incorrect work speed, 
j 





STRENGTH — Size for size, no other sling chain 
offers a greater tensile strength. HERC-ALLOY 
will not crystallize—never requires annealing. 

wrong surface speed of the wheel and 


SAFETY—HERC-ALLOY Sling Chains are made too much infeed or too fast traverse 

to your specifications. Every new sling carries | \\ @ Serial number per- motion are causes of undue stress 

a written guarantee, is registered and tested — — These factors can only be brought into 

before shipping. This registration serial number r identification . proper balance if the recommendations 

is carried on the top link. . of manufacturers are carefully followed 
and the wheel selected has the proper 
grain, grade, structure and bonding ma 
terial for the job. 

Grain is the cutting element of the 
wheel. It is either some natural 
abrasive like sandstone, emery, quartz 
or diamonds, or a manufactured ma 
terial such as fused aluminum oxide, 
corundum, or silicon carbide 

Grain sizes are in coarse, medium or 
fine ranges, meeting certain established 
standards set by the manufacturers 
The selection of the proper abrasive 
grain depends on the amount of ma- 
terial to be removed, the finish desired 
ind physical properties of the ma 
terial to be ground. The softer and 
more ductile the material, the coarser 
the grain size should be. The coarser 
grain should be selected also when it is 
desired to remove more metal or to re 
move it more rapidly. 

Grade of the wheel indicates the 
strength with which the abrasive par- 


v t ticles in the wheel are held together 

Ah EFFICIENCY—Lighter, aronger with the bonding material. It also in- 

CQ yyy HERC-ALLOY Sling Chains feature V dicates the measure of resistance of- 
the exclusive short, narrow link de- fered by the grain particles to the 

sign which holds firmer, less tend- , grinding stresses, which tend to tear 

“f ency to kink, less gouging. Work- the grain particles out of the wheel 


1 degrees tee yotaner pa men handle HERC-ALLOY with less . face and wear away the wheel. The 

weld with the extra swell | » effort. bonding materials may be vitrified or 

of metal on the inside of | / silicate products, or the wheels may 

the link PREFERENCE— Men who buy and resinoid, rubber bonded or shellac 
use sling chains are influenced only bonded. 

by facts learned through experi- There are many grade variations, 

ence. HERC-ALLOY Sling Chain ranging from very hard to very soft. 

preference has been built up over Unless the proper grade is selected, 

the years, not just by what we say, excessive use will result. In general, 

but by how HERC-ALLOY performs a hard grade is recommended for soft 

on the job. materials and a soft grade for hard ma 

terials. Also, the smaller the area of 

contact, the harder the grade should 

be. 

Structure indicates the relationship 

COLUMBUS McKINNON CHAIN CORPORATION of the abrasive grains to the bonding 

Affiliated with Chisholm-Moere Holst Corp.) material and the relationship of these 

two elements to the spaces or voids 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. which sapentte thant 
District Offices: New York ¢ Chicago ¢ Cleveland Unless this is properly understood, 

Other Factories at Angola, N. Y., Dixon, Ill., St. Catharines, Ont., and Johannesburg, South Africa. the wheel selected might be too densc 
See us at Booth No. 316 Triple Industrial Supply Convention, Miami, Florida or too open. As a result, the « hips 


WwW: ‘0, , for Data Book No. 3 which contains much useful manufactur- 
ing and application information on HERC-ALLOY Sling Chains. 
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ground off the surface of the work- 
piece might not be eliminated prop 
erly and the grinding would be waste 
ful. 

For soft, ductile materials, open 
structure wheels are recommended, 
since this structure permits the widely 
spaced grains to penetrate deeper. For 
hard materials, have as many abrasive 
grains cutting as possible, so better rr 
sults and conservation are effected 
with a wheel of relatively dense 
structure. 


Maintain Proper Speed 


For every grinding job there is one 
combination of speed and feed at 
which each grinding wheel will per- 
form most efficiently. Such a com 
bination is easy to determine when 
grinding tools. But the slightest va 
riations in the material of the work 
piece or in operating conditions make 
great differences in the finished sur- 
face, even though the speed and feed 
relationships were selected according 
to standard tables. Wheels should 
not be operated above their recom 
mended speed limits, and sufficient 
supervision should be given to ma- 
chines and wheels to see that safe op- 
erating speeds are not exceeded. Check 
the spindle to make sure it does not 
exceed the maximum operating speed 
shown on the wheel. 

As a straight wheel wears down and 
its surface speed decreases, its produc- 
tion capacity also decreases and wheel 
wear is increased. When the wheel 
wears down to approximately 75 per 
cent of its original diameter, it should 
be put on another, faster spindle in 
order to bring the peripheral speed 
up to normal. The surface speed, or 
Surface Feed Per Minute, may be ob- 
tained from Revolutions Per Minute 
by the following formulac 


SFPM = .26 X dia. in inches X RPM 
3.8 X SFPM (approx 


dia. in inches 


or RPM 


It is a mistake to believe that in- 
creasing the wheel speed will, of it- 
self, increase production if work speed, 
traverse, and feed remain unchanged 
The grain and bond will be subjected 
to smaller stresses. The grain will 
therefore not fracture so soon, but it 
will be held in the bond longer, be 
come duller before it is torn ovt, and 
the wheel will act harder than its 
rated grade. That is, it will cut more 
slowly and production will decreas 
just as though the wheel were original 
ly too hard for the job 


Check ASA Safety Code 


The speeds listed in the ASA Safety 
Code or shown on the tags or blotters 
supplied by the wheel makers are the 


G00D Business 
STEADY Buster 
pROFITABLE 


Business 


OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS « TROLLEYS 
TRAVELING CRANES 


Loum duty wire rope electric hoist 


Cif COMET 


Ye to 2 ton capacities. Portable, 
compact and rugged electric chain 
hoist. Available in push button 
and pendant rope control models. 
Plug in on 110, 220 of 440 volt 


power lines 


GOOD...because you can recommend 
— without reservation—the CM Electric or 
Hand Hoist exactly right for your cus- 
tomers needs...and every industry is a 
customer. 


STEADY... because hoists are in year 
round demand. Convincing ads in lead 
ing industrial publications maintain con- 
tacts... hold established CM preference... 
direct new customers your way. 


PROFITABLE... becouse Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 yeors of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


4 to 5 ton capacities. Fast, low headroom heavy 
Single and two 


speed models. Many exclusive features 


CH CYCLONE 


% to 10 ton capacities. 
Lightest weight and most 
efficient chain hoist. Rug 
ged aluminum alloy con 
struction for heavy duty 


ee 


ond long life 


Cf PULLER 


%, 1%, 3 and 6 ton capac 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low 
cost. Safe and easy to 





operate 


Cif TROLLEYS 


Tandem, Matchless 
Plain, geared or 


Low headroom 
and Moore styles 
motor driven 


For Bigger Hoist Volume... Faster Sales... Sell CM! 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
See us at Booth No. 317 Triple industrial Supply Convention, Miami, Florida 
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COIVMBIAN VISES | 
SLEDGE {f 


TESTED 


Columbian's malleable iron castings are guaranteed unbreakable 
._not only by The Columbian Vise & Mfg. Co., but also by your 
Columbian distributor. 


This double warranty assures you of receiving the world’s finest 


vises, plus “on-the-job” application counsel and prompt, friendly 


service ‘ 


CLEVELAND 4, OW 
SLEDGE-TESTED 
Sold only through industrial distributors! 
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maximum speeds that should not be 
exceeded, but they are not the recom 
mended speeds for all jobs or under 
all conditions here is no intention 
on the part of the manufacturer to 
imply that these speeds are the most 
ceficient operating ones since the speed 
of a grinding wheel has a direct beat 
ing on its grinding action 

By changing the speed of a wheel 
the grinding action is changed and 
with it also the durability and wheel 
life, rate of stock removal, quality of 
finish, amount of heat generated, a 
vell as the hap of the wheel 

This is because the bonding mat 
il (vitrified silicate, shella rubber 
resinoid or magnesium oxvychlorid 
which holds the grain particles to 
ecther in the wheel offers a definite r 
istance against the shearing and com 
pression forces constantly removing 
grains from the wheel. By varying 
the speed of the wheel it is possibl 
to change these stresses and thereby 
cause the wheel to give cither a harder 
or softer grinding action, thus greatly 
influencing the useful life of the wheel 

Increasing the wheel speed usualh 
tends to produce the grinding action 
of a “harder” wheel. In cases wher 
increasing the speed is not possible or 
desirable, a softer wheel will serve 
Since softer wheels are weaker, the 
factor of safctv will be lowered ver 
materially 

Before making any increase in speed 
the user should ascertain, from the 
latest specification tables, whether the 
higher speed will provide an adeauat 
factor of safety One of the basi 
speed rules in the ASA Safety Code i 
Ihe peripheral speed ipproved by 
the wheel manufacturer shall not be 
exceeded even though it be lows 
than the standard speed in the tabk 


Maintain Wheel Balance 


Nc W wheels iT I isonabh mice 
tric with the arbor hole, but tab 
lished procedure should be followed in 
checking wheels for balan ind om 
righting them. Good economy with 
im unbalanced wheel is impossible. A 
wheel out of balance hammers th 
work, leaving long, equally spaced chat 
ter marks in a checkerboard pattern 
While, of course there a oth 
causes for chatter marks, this pattern 
ilway omes from a wheel out 
Hee 

Balance the wheel befor 
traing. Balancing before truins 
inates pounding or hammering against 
the truing tool and prevents uneven 
wheel fac« The more a wheel 1 ut 
of balance, the bigger the 
grinding wheel material 
truing can only be done when 
wheel is in balance 


When using large wheel 




















W CUNEO HEADQUARTERS FOR 


INDUSTRIAL DISTRIBUTOR CATALOGS 
PLANNING- COMPILING AND PRINTING 
TO MEET YOUR SPECIFIC CATALOG REQUIREMENTS 





























Each Cuneo-Built 

CATALOG 

You Send Out is 
a Sign of 


Write % Your catalog is an important part of your sales program 
Wire or Phone Therefore, like a good salesman, it must have “ability” to 
Our Catalog sell. Such ability comes because of the character, quality, 


Department and individuality that Cuneo builds into it. Your Cuneo-pre 


DAly 8-5340 


pared catalog is equipped to do a better sales job because 
of better planning, better compiling, better printing, and 
better binding Have your dollars buy this “ability’’—buy 
Cuneo and get the best 


j SSS Ll. 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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depends 
on so little)” 


WHEN YOU USE CHICAGO "SAFETY Don’t settle for less than 


PLUS” HEAT TREATED CAP SCREWS 


THIS 1S WHAT YOU GET: Chicago " Safely p Lee” 
Extra Hardness here keeps High Carbon Heat Treated 


corners sharp prevents 
wrench slipping on head Cap Screws 


Extra Hardness here gives ®@ For complete hardness from the 
bedy wearing curfase on center all the way out — no soft 

skin to cause wear or breakage 
Extra Hardness here re due to fatigue. 


¢{ duces nicks, gives tighter 

fit, less nad Ano @ For freedom from scale — cleaner 
to handle — give a tighter thread 

fit — have smoother bodies. 


@ For extra safety — better appear- 
ance — ALL at no increase in cost 
to you. 


HERE’S WHAT CHICAGO'S NEW High Carbon Heat Treated “Chicago” 
PROCESS OF CARBON CONTROL Cap Screws are not superficially cy- 
MEANS TO VOU anided. Heads, bodies, threads and 
points all are of the same, true hard- 
ness. It is no longer necessary to cut 
threads to remove decarburized sur- 
faces. Chicago's improved heat treat- 
ing im carbon’ recovery atmosphere 
gives a smoother, more accurate, 
stronger product at no increase in 
Unretouched microphotograph of cost, making Chicago “Safety Plus” 


commen Reet estes coun Greed Heat Treated Cap Screws even safer 
showing soft outer skin which causes 


excessive wear and breakage than before 

Continuing our long established 
policy, ¢ hicago “Safety Plus” Screw 
Products, in bulk or in packages for 
original equipment or replacement, 
are sold through Service-Conscious 
Industrial Supply Distributors. If you 
do not now stock Chicago “Safety 
Seme View of a Chicago “Sofety Plus” Heat Treated Cap Scvews, write 
Plus” High Carbon Heat Treated us for full details and samples. 

screw thread, showing uniform hard 

ness through the entire thread struc 

ture. This insures complete freedom 

from scale, more accurate fit to per 


mit tighter wrenching Aye ScREW COMPANY 


2503 W WASHINGTON BIVD - BELLWOOD, IL 





Hexagon Head (ap Screws, Stee! ond Bross » Square Head and Headless (up Point Set Screws  Semi-Finished Hexegon Nuts, Steel end 
Grass o Nexegon (astellated Nuts » fillister ond Flat Heed Cop Screws « Toper Pins » Milled Studs » Socket Heed Cop Screws o Socket 
Set Screws » Socket Pipe Plugs » Stripper Bolts or Shoulder Screws » Squere Head Dog Point Set Screws » Keys, Assortments and Kits 


3% INDUSTRIAL DISTRIBUTION © APRIL, 1953 


visable to rebalance them at regular 
intervals. Grinding wheels, as manu- 
factured today, are very uniform in 
density, a fact which insures, among 
other things, a good balance. How- 
ever, a large wheel has an inherent 
tendency to become slightly out of bal- 
ance in proportion as wear diminishes 
its diameter. 

Never leave a wheel standing pat 
tially immersed in water or coolant, 
since the wheel will absorb such a 
liquid and become unbalanced. 

With some of the older types of 
wet grinders this factor should be care- 
fully considered 


Dress and True Properly 


Sharpen the faces of the grinding 
wheels only with the proper dressing 
and truing tools, at speeds not higher 
than operating speeds. Wheels may be 
dressed cither wet or dry, according 
to whether the grinding is done wet 
or dry. Select the type of dressing 
tool recommended by the grinding 
wheel manufacturers in order to help 
the grinder avoid excessive heating of 
the wheel during dressing and to con- 
serve wheel material 

If a grinding wheel does not requir 
dressing, it usually is too soft to hold 
its shape or to produce good finishes 
On the other hand, wheels which 1 
quire continuous dressing are u ually 
too hard and require too many dressing 
operations, a truly wasteful operation 
In either case, wheel life is shortened 
and conservation of emery whicels i 
seriously impaired. 

Selection of the ideal whecl, that is, 
a self-sharpening one, is possible if it 
is picked for a particular production 
grinding job. However, in a job shop 
where a wheel can seldom be used on 
any one job very long, a compromis¢ 
selection is usually necessary And 
no matter how skillful the operator 
may be in manipulating that wheel 
between a heavy-cut job and a mirror 
finish one, the wheel face will have to 
be dressed. This work should be done 
only with the type of dressing tool 
recommended by the grinding wheel 
manufacturer. 


Chip Disposal Is Important 


To avoid any excessive amount of 
metal particles sticking to the faces of 
the emery wheel, and hold the num- 
ber of dressings to the minimum, s¢ 
lect a wheel with the proper grit size 
Only such a wheel provide good chip 
disposal and maintain desirable con- 
servation in grinding wheels. Chips 
should fall free of the wheel as they 
do in dry grinding or be carried away 
freely as in wet grinding. 

Usually, soft, ductile metals tend to 
create larger chips than hard metals 
and generally present greater problems 





of chip disposal, since the large and 
soft chips tend to stick to the wheel 


face and require repeated dressing. On 33 
the other hand, clean-cut chips - from @ co | oe 
hard metals are more easily disposed ase your 
ot .* , 
Ductile metals demand a more open ya: vy CUSH and PU a 


structure in the wheel to provide good O< 
chip disposal, since larger chip with 53 ‘ 
more adequate clearance in the struc 
ture decrease the likelihood of metal 
particles sticking to the wheel face 
On the other hand, when grinding 
hard materials, smaller spaces between 
the chips is permissible because smalle: 
chips are produced. In general, the 
more open the wheel structure, the 
more chip clearance is provided, th 
cooler the wheel cuts, and the less i 
the tendency of the wheel to load, fill 
up and necessitate repeated dressing 
ot the wheel 
Where coolants are used, they must 
be kept clean and free of all chips 


Proper Handling Saves Wheels 


Guard against wheel breakage by 
careful handling of wheels upon thei 
rival, during unpacking and storing 
Don’t leave wheels lying around the 
hop floor or stacked carelessly against 
a machine. 

Check all smaller wheels by su 
pending cach one on a finger and tap 
ping it for healthy sounds with a 
screwdriver. If a clear ring is not pro 
duced, the wheel should be immediat« 


ly examined for cracks. Vitrified and Pump operates at any angle 


ilicate wheels sound with a very cleat 


metallic ring, while organic bonded es in any position! 


wheels give a less clear sound. If the 





wheel is cracked, oil-soaked or water : 
h ° b f hi Pulling and pushing to straighten bent 
soaked, it will give an unmistakably If your customers have a job of pushing, lifting arm of Bulldozer witheul re 


dull sound. pulling, bending or spreading to be done, moving from tractor 
The same process should be used a Hein-Werner “Push and Pull” Hydraulic 
— checking a _ cl] taken — the Jack will prove to be a great time-and- 
stock room, to make sure it has not | 
abor saver. 
been fractured. Also look for any evi- . we 
dence of a loose or shifted bushing The new Hein-Werner “JacKit” (C-12) 
particularly on wheels which have been includes the service-proven 10-ton “Push 
rebushed, making sure that the bush and Pull’ Hydraulic Jack and basic attach- 
ing does not extend beyond the side ments complete in sturdy wooden chest. 
of tl heel ; ; 
siiecws Available in models of 4, 10 and 20 
Check Hole Size tons capacity complete in wooden chest Shimming end leveling of heovy 
or rollaway metal stand. Write us for grinder easily accomplished with 
P Spreader 
complete details. 





See that the wheel slips freely on the 
spindle without binding. In general 
the hole size should be about 0.005 The Hein-Werner line of hydraulic jacks is 
inch larger than the spindle diameter rn. 2 — ye 
In case the wheel shows a tendency capacity . . . “Bumper-Lift’ Hydraulic 
to bind, the bushing should be very pee yh gy ae ge — ” 
carefully scraped or reamed to allow 


in casy, sliding fit 

Ihere must be a flange on each side 
if the wheel, both flanges must be of ° Meme 
equal diameter, and they must be r Chee - 
lieved in the center. Wheel blotter pera JACKS, 
or washers no smaller than the flange 
diameter and not over 0.025 inch thick 


must be fitted between the wheel and HEIN-WERNER CORPORATION Pulling heavy main drive wheel off 
the flanges WAUKESHA + WISCONSIN chet. 
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loose. defective po' ALS TNISSIOT? 


due to poor belt lacing, dam iging belt 
slippage, improper ahgnment of the 
grinding machine, et 
Don’t Overload Wheels 
Constantly overloading a wheel can 
be a costly mistake. A margin of safety 
is built into ever veel to absorb 
iccidental or emergency overloads, but 
constant abuse will Y ise seriou 
ind expensive damag B ire grind 


GENERAL SERVICE EMERGENCY PROTECTION STEAM JACKETED ing machines are bet werated a 


For any liquid of gas at pressures Assures immediate and positive Assures continued free flow of ; , 
up to 300 psi Hove outside action with weighted pendulum any material which congeals at ording to manufactu rection 
stuffing box and gland stop ordinary temperatures Grinder hould 1) mcrated 


vithout the proper satet | 


“Everlasting” Protection Check Safety Factors 
for your customers oy ii. 


It of making 
cracked Insp 


oy 
tinuous, day habit 


C) P — , guard is properh 
‘ : tting bet park will not fl 
otherwise cndanget 
to use goggle Wh 
CYLINDER-OPERATED VALVE P not sound right th tr hould 
For accurate control of proces 


work. Straight-through flow, drop EVERLASTING VALVE COMPANY hut it off and report tt r take 


tight seal, air or hydraulic con hance with a no ! vh 


trol for operation at any speed 49 Fisk Street, Jersey City 5, N. J. 


Everlasting Valves «:-:: 


From Taps and Die- 


' 


TRADE MARK EVERLASTING REG US PAT OFF 
Maintaming the a * thread 





cutting tools and making m last 


longer is an important 
Nake ure that the flange beat ne 
: many of your custom 
iwamst the wheel uniformlh The , 
Here are some usetu 
outer flange should have an easy. slid , 
ind dies, which mav sa 
ers money and open doo 
4 Condition of the tapping machine 
orm Dearing on ft whecl n thi 
> . - , is a vital factor. A true ru y spin 
blotter 
dle, 


ing fit on the spindle so that it can 
idjust itself slightly and give a um 


tl alig a na ( fro 
lighten the pind nut against the pera on Mew 2 ona 


ny retarding or advancing pressure, 
flange enough to hold the wheel firm 7 


is necessary to get fl meest tool 
life and eliminate need reakage 

Alignment of a tap i lathe or 
screw cutting machine can be checked 
abrasive wheel will not “give” and readily with a dial indicator. Set it at 
excessive strain is apt to crack it. 


ly, with only a moderate pressure on 
the nut. Otherwise excessive strains 
may be set up in the wheel An 


‘ 


zero on the end of a bar tastened in 
Keep Dises Flat the collet of the spindle. Move the 
carriage supporting the tap and am 
When mounting flat 1 disc  yariation indicated on the dial can be 
wheels, it 1 important that the abra readily noted and appropruit idjust 
ive disc be perfectly flat to insure ments made 
proper bearing. Otherwise e di For tapping unusually deep hol 
may be warped and stresses will be mam shops prefer a floating chuck on 
produced in the wheel, creating dan- the machine spindk Vhis enabk 
gerous cenditions Be sfire that the the machine to correct an mall 
end of the screw does not pull out th mgular or parallel n 
inserted nut or fracture the abrasive 
disc. On the other hand, if the screw 
is too short, it will not have sufhcient 
holding power Selection of correct teed ind 
Grinding faults, which imperil good — speeds should be mad th reliable 
care and maintenance, may be trac« data sheets which gi ill important 


Get Right Feed. Speed 


~ 
+ 


of SACO .DETROIT STAMPING COMPANY ible, however, to other conditions such — factors that influence selection, such 


as poor foundations of the grinding as the material being tapped, cutting 


332 Midland Ave. @ Detroit 3. Mich. machine, grinding spindle bearing too — oil used, size and stvle of tap, shape 
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A Leader in Taper-Bushed 
Multiple Groove Sheaves. 


rd 


Originators of Shaft-Mounte 
Speed-Reduction Drives. 


Originators of Compressed-Plywood 


First Complete Line of Steel Conveyor Pulleys Originators of Double-Taper 
Motor Pulleys 


“Built for the Belt” Adjustable-Speed Sheaves. 


Originators of Automatic 
Tension-Control Motor Bases. 


Originators of One-Man Barrel Cradles A Leader in Industrial Wheels. 


Originators of Pressed-Stee! Hand Trucks. 


... First in Products Means First in Profits 


AMERICAN orginated or improved every prod- ones. This gives distributors a continuing ad 
uct it makes. This means erclusire product vantage in the market place 

advantages for distributors AwertcaNn backs its distributors with: (1 

AMERICAN design and research staff is con Attractive Profit Margins. (2) Territorial 

stantly on the look-out for new and needed Protection. (3) Extensive Factory and Ware- 

products—or new ways of bettering existing house Stocks. (4) National Advertising. (5) 

Promotion Campaigns. (6) Modern Sales 

Literature. (7) Trade Show Participation. 

Power Transmission and 8) Sales Training at the Factory, in the 

Materials Handling by Field. (9) Comprehensive Engineering Aid. 


\ sure way to build your sales and profits is 


to push American Pulley Products the year 
M E RICAN ‘round 


PULLEY COMPANY The Cimerican Viulley Company—— 


4216 Wissahickon Ave., Philadelphia 29, Pa 
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podhondlndeaast a y. ale 2 : / of the thread required, and the tap- 
ping equipment on hand. 

) If all factors are not considered the 
tap may be operated at the wrong 


feed and speed. 
ore ustomersS For instance, if the tap is fed too 
fast into a soft metal like aluminum, 
damaging clamping strains are set up. 
wit "4 This will not only result in_ bell 
mounted holes, one cause for rejec 
tion, but the tap will dull prematurely 

E li LIN and break unnecessarily. 

lA To cite another example, H.HLS. 


4 taps will break more quickly if the 

— ———, I | 

—— slow speed used on one kind of metal 
=, 7 sd \ is not changed to a high speed when 


doing a job on cast iron. 


cA vA Always have the data sheets within 
wi ' easy reach of the operator. 
OZ nr aa 


: an eee Select the Right Tap Material 


A Or Taps will dull, get out of shape 
() and break too often if the wrong tap 
.S material is used on the workpiece to 
p be threaded. Different materials react 

\ 2 j differently while being tapped. An 
— 7 Qy all-purpose tap does not exist, so 
; shops must select the tap depending 

on whether the material to be 

Whether a customer has a routine milling job or an unusually threaded is carbon steel, high speed 
, , : steel, non-ferrous metal, tool steel, or 

tough one . . . he's sure to be satisfied when you sell him some ordinary cold punch nut mate 


a Putnam End Mill. rial. 


For hand tapping and repair work 


As a Putnam distributor, you can offer him over 1000 in aluminum, bakelite, brass, bronze 
different types and sizes to choose from. With this wide ergy, cut Sen, emtaineny shee. 
tool steel, screw stock or cold punch 


range of standard, catalog-listed end mills, you can always nuts, carbon steel taps are usually se 


sell the RIGHT tool for the job for faster cutting, better lected and are operated at slower 
: speeds than taps made of high speed 
finish, less tool wear, less chance for work damage. steel. H. S. S. taps are mostly for 


production tapping. 














Putnam's always-expanding end mill line now includes the 
famous Postiv-Lok series, an especially heavy duty design Test the Material 
for large boring mills, profiling and similar applications. If the steel material to be threaded 


These and similor advancements in end has lost its marking, it may be ana 
lyzed in any shop by the use of a 


mill design and manufacture have made a spark test and a clean, fine grinding 

Putnam the leading end mill line. wheel. While these tests are not as 

reliable as the various impact, frac 

That's why it's easier for you to have ture, nicking or other complicated 

: testing methods, the sparks produced 

more satisfied customers, more sales, \ on the grinding wheel may be sufh- 
more profits... when you sell Putnam. ciently accurate. 

Pootesser end pooch Rave For instance, carbon steel will 


4 oppeared on jarine © + 
Putnam Tool Co., 2981 Charlevoix Ave., for two “2 stimetoting throw a spec tacular stream of sparks, 
strong industry interest in Putnom 
» at the wheel and long and al 


Detroit 7, Michigan. —the end mill specialists dense 
most white at the so-called carrier 


lines. In 18-4-1 high speed steel the 
spark stream is scant and disjointed 
with a reddish-orange color. 

If a fairly large amount of silicon 
is present (over ] percent) the curved 
lines bend down. Nickel causes forked 
tongues, whereas the presence of 
molybdenum is indicated by spear 
points. 

The various tap styles are desig 
nated as follows: For easy assembly 
use a Class 1 fit. Where some toler- 
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ances are required in interchangeable 
screw thread work, select a Class 2 
fit; but for closer tolerances, alway 
measured on a pitch diameter, us¢ 
Class 3, as this allows no shakes 

The most economical type for thi 
fit is the ground thread type tap mad 
of high speed steel 

For most exacting work, Class 4 
fit should be picked. However, such a 
fit usually requires two tapping opera 
tions. Also when cutting Class 3 o1 
Class + threads, the lead screw or th 
leading-on attachment of the machine 
should be used 

For general use, for quick and eas 
assembly, the N. C. (National Coars« 
threads are generally recommended 
Where spec ial conditions require nine! 
threads you can use the NI Na 
tional Fine) threads or the N.F.1 
(National Extra Fine) thread seri 

lor very fine work, selection should 
be made between H.S.S. cut thread 
taps, HESS commercial ground 
thread taps, and HSS. precision 
ground thread taps. In all cases follow 
manufacturers’ recommendations 


Choose Flute Style 


In production tapping of trough 
holes at high speed a spiral-pointed 
tap with two or three shallow flute: 
will cut best. Such a tap will produce 
a curling chip that shoots out ahead 
and prevents clogging of the flutes 
when backing out the tool. For sizes 


up to } inch a carbon steel tap will 


suffice and for holes from 4} up to 4 
inch, a high-speed steel spiral-pointed 
tap will serve satisfactorils 

Where deep, horizontal holes are 
being tapped in a screw machine or 
where tapping is required in_ soft, 
stringy metals or blind holes, most 
shops find the 3-fluted style most sat 
isfactory 

For cast iron most shops pick 4 
fluted taps. If the job is to be done 
by hand, taps made out of carbon 
steel produce good results. For tap 
ping steel and stainless steel materials 
many shops prefer the chip driver 
taps or the 3- or 4-fluted taps. Natur 
ally, since conditions and materials 
vary widely, detailed recommenda 
tions on this factor are not possible 
Unless the right selection can be 
made from past shop experience, it i 
best to follow the recommendation 
of manufacturers. 


Sharpen Correctly 


Taps sharpened incorrectly will not 
only dull quickly and cause oversiz 
threads, but will throw up burrs and 
will bind and break prematurely 
Poor threads and breakage of taps can 
be avoided by stressing the impor 


There’s a Pyrene for every fire hazard 


electrical 





ure for electrical fire hazards Pyrene Vaporizing liquid Pump 


Become fire prevention seabed 
by selling PYRENE’S complete line 


Pyrene puts you in a position to do volume business in fire- 
fighting equipment. The completeness of the Pyrene* line enables 
you to meet any need any plant may have. As a single source of 
supply, you make it easy for purchasing agents to buy. And you 
can always ofier immediate delivery without transportation 
charges. Furthermore, Pyrene backs you up consistently with 
ads that tell your prospects to order through you. They run in 
Business Week and a long list of trade and industrial publications. 


Ask for a Pyrene order on every call. 


*T.M. Reg 
Portable fire extinguishers: vo; quid ja-acid, f 
iry chemical, and sump tonks © Wheeled extinguishers: 


* Air foam play pipes * Systems for spe 


Lee rene }) PYRENE MANUFACTURING COMPANY 
_~ 581 Belmont Ave. Newark 8, New Jersey 


Affiliated with C-O-Two Fire Equipment Co. 
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tance of sharpening cach tap accord 
ing to the material worked 


* 
bad laps of the same make and mea 
uring exactly the same size will cut 
different threads even in the imi 


metal if the cutting edges are sharp 
ened differently 


° e Sharpen the chamfered pomt of the 

it p oi ain nist tap so that all of it will contact unt 
formly. Otherwise, uneven heights 

will force the cutting burden on a 


lesser number of teeth, resulting im 


poor threads, more power consump 


W oe tion and high tap breakage 
When tapping cast ron and mall 
a! S | y On S able iron, sharpen the tap with a 
radial rake, while for cast stecl, man 


ganese, molybdenum and vanadium 
ilovs grind the rake angle between 
10 and 15 degree 
It is also important to grind tap 
with the proper hook. Duralumin, 
moly-chrome tec] nickel-chrome 
stecl, Allegheny and Monel metal: 
can be tapped best with a hook up to 
15 degrees; babbitt, bronze, copper 
Get complete data on ind nickel-silver require a hook up to 
20 degrees. For tapping — stainles 
, . ‘ ‘tecl, ground-thread taps sharpened 
this new, lighter hoist at with 6 hoak of 15 deans on aah 
best. ‘The top rake is kept between 


20 and 25 degrees, the grinding angle 


the Triple Industrial Sup- between 10 and 25 degrees, and the 
chamfer angle between 25 and 35 


ply Convention, Miami, degrees 


Florida — Booth 928 —or Cutting Oils Must Be Right 


Selection of the proper cutting oil 


i j H ; is vital, especially when threading 
write Us In Philadelphia certain Bes: materials, lke chrome 
or nickel alloys, hard abrasive plastics 
or tough fibers. ‘The taps wall work 
harden, wear out too fast and break 

if the wrong lubricant 1s used 
lor tapping stecl use a good grade 
of mineral lard oil, sulphur-base oil o1 
The new aluminum Packet combines the advantages of i. mixture of graphite and tallow, and 
, F for cast iron a good commercial soap 
steel with light, vet strong, aluminum alloys. [It retains compound. Sulphurized oil and vee 
the drop forged, heat treated steel hooks: the electrically scene is recommended for inconel 
’ monel metal and nickel; while mineral 
welded, oval link, heat treated, steel load chain: and oil is suitable for acrylic plastics SAE 
the mounting of rotating parts on prelubricated, shielded 10 oil, water or possibly a strong jet 
; . vy of air to clear awav ‘the chips, mav b« 
ball bearings of the present Packet. Yet it is 21 pounds mal dm cilialenn eit rhe phen 
lighter than its all-steel counterpart. olic resins are usually tapped dr 
Sperm oil is always preferable to ma 
chine oil, which is considered poor 


lubricant for taps 


Hole Maker a Difference 


\ tap will wear out too fast unles 
Model 0 it is selected according to the siz 
1 


— of the hole. Smaller holes up to 4 
trolley 
inch are usually threaded with a 


2-fluted type. From ¢ inch to 4 inch, 


HARRINGTON PEERLESS HOISTS "siese? tice oe io an 


t-fluted types will cover a wide rang 


The Harnineron Company, 1640 W. Callowhill St., Phila. 30, Pa. « Since 1876 of jobs. In such cases it 1s unportant, 
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however, to provide for the necessarn 
chip flow } manv Cases, mecreased 
cconomies can be effected by using a 
slighth nor expensive — precision 
ground tap, especially for Class 3 and 
Class 4+ fit 

When tapping blind holes, taps will 
break off if they are too long and if 
the chips are allowed to build up in 
the hole to such a height that they 
bind the tay therefore, select the 
hortest tap adequate tor the required 
length of the thread 

Unk otherwise specified, be sure 
to select a dnll which wall make 
hole giving a fimshed thread depth ot 
7> percent; otherwise, too many tap 
will break Lhes dnill Sizes arc NOW 
tandardized for the various taps and 
listed in handbook 

Holes drilled with harp drill 


thie casicst thie taps 


Choose the Cutting Face 


lap t oncentnic or unrelicved 
threads wi it closer to the size 
stamped on the tap than those which 
ire relieved behind the cutting edge 
However, the former are more apt to 
clog, load up the flutes and cut over 
loa dt] unnecessary. break 
th the proper relief 
the tap maker 
important point im dic 
the chamfer as long 
onger the chamfer 
the long the tool life, especial 
when the crew stock to be threaded 
is of toug!l itcnal. A long chamfer 
pre ids the itting burden over se 
eral teeth hat reduced load on 
cach tooth i nake it last longer 
If a pen is available to 
grind th tfaces which do th 
cutting, th 7c the hook hould 
be kept in accordance with the dic 
makers inst thon This is of utmost 
unportance. If the hook is too small 
the dic v ( e. tear the thread and 
load up quick th chips. On th 
other han« ton much hook vill 
break off thi tting edge 
Ordinary d ich as the round 
plit or butte will retain then 
cleaning cutting edges longest an 
produce clean and accurate threads if 
i leadscrew ( r¢ is used while ut 
ting the thr This is especial 
unportant whe utting fine thread 
vorking toug! ncetals or cutting 
mall d tcl rew stock 


Watch Opening Dies for Shaving 


On! the first full teeth of thi 
multiple-pomt tool finish the thread 
Ihe rest of the teeth in any set of 
chaser bits ar r leading the front 
or cutting chaser teeth over the bar 
tock. Otherwise, if these remaining 
or so-Ca following teeth ire al 


TRADE MARK 


REG. U.S. PAT. OFF. 


‘2, 


led for... more sales! 


fo Original specifically designed types 


“INNERLOK” for Industrial Conveyors and Elevators 
“SIFTER BRUSH” for Flour Mill Industry 
“FineTex”’ & for Biscuit and Cracker Industry 
“MULTIPLE WOVEN” @ for Corrugated Box Industry 


Visit our Conference Booth—No 513 at 
the Triple Convention in Miami, Fla. 


April 12th-15th. 78 
THE FRANKLIN COTTON MILL CO. Qur th 


1106 Central Parkway 
Cincinnati 10, Ohio A-Jels of Service 
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Some 9,500 people were in South Amboy, N.J., 
that drizzly evening in 1950. At the water- 
front, longshoremen were transferring the 
last of 12 freight cars of ammunition to light- 
ers that would carry it to a waiting vessel in 
Raritan Bay 

But the City Hall clock never got to 7:27 
and the freighter’s deadly cargo never got 
loaded. Explosions shattered windows over a 


radius of 12 miles; and hundreds of people 
looked at their arms and legs and saw that 
flying daggers of glass had stabbed them. 

At dawn, 312 of the injured had been counted. 

* * * 

Such disasters have happened many times be- 
fore in America. They could happen again. 
And if they do—and when they do—there 
must be blood plasma on hand to take care 




















of the injured. For blood saves lives! 
But blood cannot be mined or manufactured. 
It must come from the veins of healthy men 
and women. Men and women who feel concern 
for a suffering neighbor. So give blood—now! 
Whether your blood goes for Civil Defense 
needs, to a combat area, or to a local hospital 
this priceless, painless gift will some day 
save an American life! 


Business Executives! 
Check These Questions! 


If you can answer “‘yes”’ to most 
of them, you—and your com- 
many—are doing a needed job 
for the National Blood Program. 


[J 


Give 
Blood 
Now 


Have you given your em- 
sloyees time off to make 
lood donations? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


CALL YOUR 


RED CROSS TODAY! 
Notional Blood Program 


[ 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
for scheduling donors? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed em. 
ployees of your company’s 
plan of co-operation? 


404 INDUSTRIAL DISTRIBUTION © APRIL, 1953 


Was this information 
iven through Plant Bul- 
etin or House Magazine? 


= 


{_] 
L_ 


Remember, as long as a single 
»int of blood may mean the dif- 
ated between life and death 
. the need 


Has your company given 
any recognition to donors? 


Have you conducted a 
Donor Pledge Campaign 
in your company? 


for any American . . 
for blood is urgent! 





lowed to cut, shaving of the chased 
thread will result 

Shaving however can also be caused 
by loose bearings on the chasers. ‘The 
best way to climinate it 1s to lap oppo 
site chascrs together. Continued shay 
ing will cause the threads to taper 
| ipercd, OF ittherwise uneven threads, 
however, may also be caused by dull 
or misaligned chasers 


Check for Alignment 


Check trom time to time tor per 
fact alignment between workpiece axi 
and threading spindle. Neglect of thi 
will sooner or later Cause maccuracies 
in the threads 

If torn threads are causing reject 
the reason may be that the chaser 
were ground with an wnproper cham 
fer. ‘Threads may also wear out be 
cause of poor lubrication. 

If the chasers produce chattered 
threads, it usually is due to badh 
worn chaser bits or insufficient care in 
grinding the working face 

Am incorrect form of thread mat 
mean that the chasers are not tracking 
each other properly—that is, om 
chaser is not following exactly the 
groove that way cut by the preceding 
chaser. ‘To make them track properh 
use utmost care when setting the 
chaser bits in the die head. 

lo avoid rejects duc to any of thes« 
factors, check on the wear in the cha 
ers, possible misalignment due to in 
sufhcient bearing m the die head 
ind care in setting up the chasers in 
the die head 

Check especially on the throat an 
eles, clearances and rake angles, which 
} 


must be uniform in all the chasers in 


one ct 
Grinding of r bi hould al 


ways be don 


Gage Correctly 


No matter how carefully taps and 
dies may be selected, ground and 
idjusted, continued good care require 
correct gaging of the finished thread 

Gaging a thread cut with a new! 
ground threading tool is done with 
various plug, ring and snap gages. Us 
them to check continually for possible 
lead and angle errors and for the a 
uracy of the pitch diameter and the 
major and minor diameter 

Permissible errors within certain to] 
crances should be known before thread 
ing workpieces to avoid possil 
ects and future dithculty All the 
numecrou thread requirement TL 


] 
dit 


tolerances have been standardized and 
ire available in various Government 
publications 

Ih ibo 
S.D.P.A.’ 


B Sine 


The Industrial Fluid Drives with the... 


BIG PAST... 


BIGGER FUTURE! 


I'win Dise shock-absorbing drives—includ- 
ing the widely accepted Hydraulic Coup- 
lings, HYDRO-SHEAVE™ Drive, and 
HYDRO-WYND, have prov ided the 
answer to industry's problem of avoiding 

costly, needless downtime—increasing 
machine production, extending wear life 
of valuable machinery. 

The vast market which Twin Disc serves 

is now wider than ever, with applications 

ranging all the way from 1/4 bp to 700 bp. 

The line is more than ever a “natural” for 
power (ransmission equipment distributors ve) HYDRO SHEAVE Drive 


. to supplement their mechanical trans- Forth fade peter 
mission lines. 
[win Disc dealers are backed by an eth- 
cient Distribution setup, and an aggressive 
program of advertising, direct mail, and 


technical sales helps. 
Right) HYDRO-WYND Drive 
7.4 to 8.4 sizes 
Below) HYDRAULIC COUPLING 


for 1 4 to 700 hp 


motors and engines 


Sold Where This AUTHORIZES 
Sign Is Displayed... 


Twila Disc 


p= - ‘4 ’ CLUTCHES anp-y PRAULIC oRives 
i r , y ry ¢ 
G go UG ns HYDRAULIC DEALER ) ¢ 5) 


TWIN DISC CLUTCH COMPANY, Racine, Wisconsin + HYDRAULIC DIVISION, Rockford, illino 


BRANCHES: CLEVELAND - BALLAS + DETROIT « LOS AMGELES + MEWARE « MEW ORLEANS ~- SEATTAN + Teise 
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INTEREST ’EM 
CONVINCE ’EM 


CLINCH ’EM 


Every year, 2,067,644 ‘salesmen’ LIKE THIS 





in the following leading magazines interest ‘em 


in KEY Pipe Sealing Compounds. 


Domestic Engineering 

Hardware Age Catalog 

Heating, Piping & Air Conditioning 
Heating & Plumbing Equipment News 
Industrial Equipment News 

Industry & Power 

Mill & Factory 

New Equipment Digest 

Petroleum Equipment 


Plant 


P secs SAMPLES convince ‘em by demonstration 
@™@ that KEY compounds are BETTER compounds. 


POWERFUL FOLLOW-UP LETTERS wrap up the 
sale...send ‘em to YOU... to buy. 


Since 1916... manufacturers and SCM a pers of 
products far high temperatures and pressures 


EAST ST. LOUIS, ILLINOIS 


+ Sat 


DISTRICT OFFICES: NEW YORK + CLEVELAND dt eee 
CHICAGO « TULSA @ HOUSTON «© LOS ANGELES “> 


> 


ae 
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NO. 9 OF A SERIES 


NEWS, IDEAS AND INFORMATION > 
MECHANICS HAND MEASURING TOOLS AND 
OF INTEREST TO STARRETT DIS- PRECISION INSTRUMENTS DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND Fiat STOCK 


TRIBUTORS AND THEIR SALESMEN Ss y.. L E Ss L E A D a MACKSAWS, BAND SAWS end BAND KNIVES 


THE L. S. STARRETT COMPANY ¢ SINCE 188O WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., U.S.A. 








Another Big Boost 
FOR STARRETT 


QUALITY 
| DISTRIBUTORS 


DISTRIBUTION. INDUSTRIAL 
DISTRIBUTOR 


Look for this Ad in 
The April Issue of 
MILL & FACTORY 


—- WE STOCK AND SELL 
=f | 
yt 
BUY WITH GONFIDENCE 3 
\ Wien dt Faw he advertisement W 
Pwiert yOu tne EAL ~— The adv sement shown here in 
JOFI QUALITY DISTRIBUTION MECHANICS’ HAND MEASURING TOOLS AND 
ee PRECISION INSTRUMENTS © DIAL 4NDICATORS color in the April issue of Mull ¢ 
| | STEEL TAPES © PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES i 


miniature will appear as a full page in 





tory magazine. It makes a powerful 
in with the editonal theme of the 
issue Hlou Indu ‘ry Profit 

lhe Servi { Industrtal Di 





The plus value behind every Starrett tool 


Quality products you know and trust plus on-the-spot distribution 
Selling the value of quality Indus 


| 


ou promptly, efficiently and economic ally 
trial Distribution has always been a 


service geared to serve 
there's a combination you just can't beat. 

Your local Industrial Distributor is organized to give you the hard and fast Starrett pe Hicy hot 
PDQ” service you want and need, His personal pust on pecial occasions but month 
interest in your welfare, knowledge of your requirements, nearby ifter month and year after year Lhe 
location and large and diversified stock of quality products enable eye-catching Starrett Distriburor Seal 

him to fill your needs with speed, reliability and economy. is pre minently featured in every Star 

Keep these big plus values in mind when you need rett advertisement (more than 90 mil 

INDUSTRIAL ees Tools ber ao gigas - as lion messages per year and on all 
putts bechash iarst cic tacit nha WU Starrett catalogs, literature and direct 


DISTRIBUTORS snd able to serve you in a thousand helpful ways | 
VISIT STARRETT BOOTH NO. 723 mail pieces. It 1s also available to you 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
MIAMI, FLORIDA, APRIL 13-15 


ou ilways count on Starrett 
’ ’ r all ul Support in hely ing you sell 
D THE L. S. STARRETT COMPANY INDUSTRIAL | valu istrial Distribution 
Athol, Massechuserts, US. A oisreisuror ‘ j j 

servi if 1 for pro. 


tree { charge in the form of ecal 


ckers ind electrotypes 





SINCE 1860 cm anurans ounce commen emu nc oom ii * cts that n outstanding example 


WORLD'S GREATEST TOOLMAKERS MACELAWs Dame S60) one Game EmreRS ae f / , yuality distributtos 


VISIT THE STARRETT BOOTH, No. 723 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
Miami, Florida « April 13-15 




















ee AMERICAN CHAIN 


product 


“Why We Handle 
Forgings with 
American Chain” 


“‘Most of our forgings are clumsy 
shapes, heavy, and awkward to handle 
The American chain recommended to 
us is flexible and smooth. The ratio of 
the weight of the chain to its strength 
makes it easy for our men to handle it 
They like the grab hooks which slide 
quickly into place and hold fast.” 


That’s what a material handling man 
of a large engine manufacturer said in 
his reference to this AMERICAN 2-leg 
Endweldur ‘125’ ACCO Registered 
Sling Chain with ACCO series 70 Grab 
Hooks. 

AMERICAN makes sling chains in 
many styles and sizes, with ACCO grab 
hooks, sling hooks, foundry hooks, and 
special hooks. ACCO Registered Sling 
Chains are engineered to handle ma 
terials efficiently and safely. 


You'll find AMERICAN Sling Chains 
a profitable line to handle. Your cus 
tomers know the reliability of 
AMERICAN Chain and accept it read 
ily. Our Catalog DH-314 has simplified 
the selling so the distributor salesman 
can make direct recommendations and 
write the order on the spot. Write our 
York office today for full information 


* 
American 
AMERICAN CHAIN DIVISION Ch ° 
AMERICAN CHAIN & CABLE ain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 





